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... See page 84 


BRIEFING: John Doscher, director of Operation Home Im- 
provement (see letter), gets briefing on Domestic Engineer- 
ing’s remodeling program for the plumbing and heating 
industry from D.E.’s managing editor, Jim Purnell. 


















DESIGN FEATURES THAT 
ASSURE YOU THE MOST 


MODERN PUMP AVAILABLE | 


I. 
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Bronze fitted throughout. 
Enclosed, precision balanced 
bronze impeller that hondles 
hot water effectively. 
Stainless steel shaft extension 
accurately turned and ground 
with impeller securely locked. 
Handy drain plug for draining 
impeller casing. 

Ball bearing motor made and 
guaranteed by leading manu- 
facturer 40° C. continuous 
duty, with ample overload 
capacity. 

Heavy rust resisting cast iron 
receiver. 

Heavy duty float control with 
seamless copper float and 
stainless steel rod. 

No piping between pump and 
receiver. 

Float switch is adjustable for 
various water levels in 
receiver. 

Rigid motor support for quiet 
operation. 





ENCLOSED, PRECISION BALANCED 
BRONZE IMPELLER ON STAINLESS 
STEEL SHAFT. PUMP UNIT IS BOLTED 
DIRECTLY TO WATER TANK. 


HOFFMAN SPECIALTY 
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Mokers of Valv 


IMPROVED 
NDENSATION PUMPS 


CLOSE-COUPLED 
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Type “HCS” Single Unit ATE 
Hoffman Candensation Pump Ron Ca F Lows DIRECTLY 
Nt, 2! IRON receiver 


CENTRIFUGAL PUMP 


_ 


SINGLE AND DUPLEX UNITS—RATINGS THROUGH 150,000 SQ. FT. E.D.R. 


————— 


j 
A Compact Pump Combining Dependable Performance with Low Power Cost 


The full benefits of rapid condensate removal at low operating cost are 
yours with this highly efficient, dependable Type “HC” unit. These new, 
improved pumps are designed to operate at a wide range of pressures 
without over-loading the motor and are especially adapted for operation at 
the extremely high temperatures encountered in condensation pump 
service. All cast iron and bronze construction, they are so designed that 
parts subject to wear can be easily renewed. All 
together, these HC Pumps are a typical Hoffman 
product of sound designandexcellentworkmanship. | “~. ~~, ’ 
For small systems: “Watchman No. / Rh | Write todoy ») 
WC-8-20"" Pump for low pressure heating GG pod <eappel \ 


of this new 


ee 


systems. Ratings: up to 8000 sq. ft. E.0.R. Hoffman 
Pump Capacity: 12 gallons per min. Pres- ne tole. 
sure: 20 Ibs. per sq. in. at pump discharge. log. 





Y% HP standard NEMA motor. 


MFG. CORP. « 1700 West 10th Street, Indianapolis 7, Indiana 


ng Systems, Vacuum and Condensation Pumps Sold by Leading Wholesalers of Heating and Plumbing Equipment a 
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THE VAST MAJORITY OF THE 


















MARATHON COUNTY COURTHOUSE ~- wausau, wisconsin 


CHILDS & SMITH, architects & engineers 
STEENBERG CONSTRUCTION CO., general contractor 
R. WENZEL & COMPANY, plumbing contractor 

J. J. KOEPSELL COMPANY, plumbing wholesaler 
KOHLER CO., plumbing fixtures 


BEYOND THESE PORTALS-SERVICE PLUS 


e Five times since 1850 exciting news has come 
from Wausau, Wisconsin—countyseat of Marathon 
County. Preceded by four county office buildings, 
beginning with a simple one-room structure, the 
doors to the new 2-million dollar courthouse were 
officially opened early this year. Located on a beau- 
tifully terraced and landscaped site, it was built of 
Indiana Limestone, Marathon County Red Granite, 


Face Brick and Glazed Tile. It houses 2] depart- 





ments having a total of 106 rooms—all planned for 
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FAMOUS FOR EFFICIENCY, DURABILITY, ECONOMY 
SLOAN VALVE COMPANY °* CHICAGO °* ILLINOIS ——— 


Another achievement in efficiency, endurance and econ- 
omy is the SLOAN Act-O-Matic sHowER HEAD, which is 
automatically self-cleaning each time it is used! No clog- 
ging. No dripping. Architects specify, and Wholesalers 
and Master Plumbers recommend the 
better shower head for better bathing. 


Write for completely descriptive folder 


maximum efficiency—and 6 large capacity vaults to 
preserve irreplaceable records. In heating, lighting, 
acoustical treatment and other equipment, includ- 
ing provision for air conditioning, the building is 
deserving of ultramodern rating. Throughout the 
courthouse are evidences of a striving for the “plus” 
that assures superior service to the public and best 
facilities for employees. Here, as in thousands of 
other fine buildings, are SLOAN Flush VALVES, famous 


everywhere for efficiency, durability, economy. 


VALVES 


ne 


{ct-0-Metic—the 


NATION’S FINE BUILDINGS ARE SLOAN EQUIPPED 
























$5.00 Per Year 


DOMESTIC omen 
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THE SWING IS TO ARMSTRONG 


sales-building 


four sizes: 70,000, 85,000, 
105,000 and 135,000 BTU/Hr input 


Oil-fired horizontals in four sizes: 84,000, 
112,000, 140,000 and 165,000 BTU/Hr output 


Armstrong horizontals—in both 
gas and oil burning models—are 
sky-rocketing in sales. They are 
proving themselves on every count, 
to both dealer and householder. 

To you, the dealer, because they 
are available in four sizes for each 
of the two fuels, which blanket the 
demand; because they are priced 
right, even for the housing develop- 
ment market; because they come to 
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you assembled; because they incor- 
porate many sales-building, time- 
saving, money-making features; be- 
cause they are extremely compact. 

To the householder they are won- 
derful—true winter air conditioners 
—completely automatic—trouble- 
free — economy-priced — fuel-sav- 
ers—and masters of comfort. (Sat- 
isfaction like that makes friends for 
you, too.) 





Put these money-makers 
to work for yourself! 


Gas-fired horizontals in 











GAS: 


Meter-Flame burner 
Swirl-Tube heat exchanger 
Built-in filter rack 
Cushion-Air blower 
Uni-Weld cabinet 
Reversible heat exchanger 
Clear, smooth air path 
Compact design 


OIL: 


Armstrong-built burner 

Exclusive Turbo-Regulator 
air control 

Custom Flame Stabilizer 

Refractory combustion 
chamber 

Cushion-Air blower 

Versatile return air 

Built-in filter racks 

Dust-tight cabinet 





i ssidiheeiiidk niienaiadesthieeanthiaas 
Send for these 
horizontal bulletins 


eo 





Get these bulletins on Armstrong hori- 
zontal furnaces—one on gas, one on oil— 
from your nearby Armstrong wholesaler, 


or write to us at Dept. D for copies. 
Beautifully modern, they illustrate and 
describe the Armstrong horizontal line, 
and give specifications and features. 
They'll help you sell, but first they'll 
show you a line you'll like, 


SEPT ED) 
ADVERTISING Ye 
today’s health 




















Delafield, 32x21", 42x21" 


IRON SINKS 


for building-in 


Check these advantages: 


[_] Non-flexing enameled cast iron assures rugged strength, 
controls clatter, provides a solid mounting for disposal 
units. Constructed in one piece, without joints. 


[_] Acid-resisting clear through the sparkling, easy-to-clean 
enamel—available in pastel colors or white. 


[_] Easy to fit into counter tops, with flat, true rims free from 
Clearfield, 60x21" warpage. 


[_] Chromium-plated brass fittings match the sinks in style 
and serviceability. High-arched swing spout simplifies the 
filling of bottles and vases. 


[_] Duostrainers make the deep, roomy basins water-retaining; 
removable cups collect waste. 


Give your customers the benefit of Kohler quality, main- 
tained by superior materials and workmanship, and 
thorough testing and inspections throughout every step 


Mayfield, 24x21", 30x21" of manufacture. 


Kohler Co., Kohier, Wisconsin. Established 1873 


KOHLER or KOHLER 


PLUMBING FIXTURES + HEATING EQUIPMENT + ELECTRIC PLANTS + AIR-COOLED ENGINES + PRECISION CONTROLS 
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SALES ZOOM AS 
AMERICA SWITCHES 
TO RHEEMGLAS 


Rheem is really rolling. Sales climb to all-time high! 


The new Rheemglas Water Heater is the best selling, most profit- 
able line of its kind in the United States today. So report hundreds 
of enthusiastic Rheem dealers. 


Here’s why: A great new product ... powerful national advertising 
... wonderful public acceptance. Rheem dealers are taking advan- 
tage of this unbeatable combination to roll up record-breaking sales 
—and profits—throughout the country. 


No doubt about it. The big switch today is the switch to Rheemglas. 
The reason is more profit for dealers. That’s why we think you will 
be on the right track if you Switch-in-Time, Switch to Rheem. 


Switth-in-Time ; 
Swith b 


World’s largest makers of automatic storage water heaters 











IF YOU'VE BEEN MISSING OUT ON THE RHEEMGLAS PROFIT PARADE, WRITE THE RHEEM OFFICE NEAREST YOU FOR FULL DETAILS. 





4361 Firestone Bivd. 1025 Lockwood Dr. 801 Chesley Ave. 3693 E. Marginal Way 
South Gate, Calif. Houston, Texas Richmond, Calif. Seattle, Wash. 

7600 Kedzie Ave. Box 6718 

Chicago 29, lil. Sparrows Point 19, Md. 
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FINEST 


UNIT HEATERS 


BUILT! 





Janitrol’s 50 years of heating experience is 
incorporated in the design of the new Model UCS 
Unit Heaters. These new models are packed with 
new and improved features that again establish 
Janitrol’s design leadership. Each of these 
improvements will make your Janitrols easier to 


sell, install and service. 


Dew 


EXCEPTIONAL QUIETNESS. An all-new 
acoustical design. Rubber-cushioned fan blades 
and motors, combined with dynamic balancing 
give a new standard for quiet operation. 








MODEL 
ucSs 
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xclusive 
MULTI-THERMEX HEATING HEART 


The time-proven Janitrol design combination: 3) g,.n'9/ 


Multi-Thermex heat exchangers with their ex- SepaONS 
ceptional record for long life . . . turbulator 
baffles which transfer heat rapidly . . . Amplifire 
ribbon burners for clean, quiet, uniform com- 
bustion. . . no flame impingement or hot spots. 













-. 


COMPACT DESIGN. The smaller size gives 
more “head-room”... extra clearance between 
bottom of the unit and the floor below. 







you 

Les HELPS — ne full tne 
geen a case 

selling e t fo 5 ges 

er oduc ecification 


sures pone Janitrol free 
for them! 
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E xclusive 


SAFETY OVERHEAT CONTROL 

Extra protection for both the unit and the 
owner's property. If unit overheats, the gas 
valve closes and the fan motor starts .. . both 
automatically. 


WHOLESALERS AND CONTRACTORS. Write to- 
day for complete information on these new 
Janitrol models. 


Janitrol 


HEATING AND AIR-CONDITIONING 

DIVIS1 ORK Oo 

Surface Combustion Corporation, Columbus 16, Ohio 
in Canada: Alvar Simpson Ltd., Toronto 13 
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Back to Regular Grind 

The business manager for the 
Chicago UA local told journeymen 
and apprentices recently that their 
work—not their coffee—should be 
good to the last drop. 

Stephen Bailey of local 130 out- 





iawed coffee klatches for his mem- 
bers, saying “a plumber’s pay is 
high enough without adding the 
time wasted for coffee breaks.” 
While handing some 6,000 mem- 
bers this bitter cup, Bailey also 
asked some 700 local contractors to 
report to him any java-laggers who 
would provide grounds for action. 


A "Smog" Attitude 

Members of the Associated 
Plumbing Contractors of Los An- 
geles wiped tears from their eyes 
recently, coughed slightly and came 
out with this solution to the smog 
problem in the City of Angels: 

“We hereby petition smog con- 
trol officials and all others who 
have talked much on how to solve 
this problem to gather all of these 
groups together, travel to the high- 
est mountain, face the wall of smog 
and start talking all at once. 

“The resultant wind is sure to 
dissipate in short order the smog 
hovering the air.” 


It Never Rains, Etc. 

There was a flood of activity at 
the Akron, O., courthouse annex 
recently when the custodian de- 
cided to fix some old plumbing. 

The custodian acted after rusted 
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pipes virtually shut off the annex’s 
water supply. He set about dis- 
lodging the rust and was greeted 
by a gush of water that knocked 
him off his feet, nearly flooded the 
vital file room and impaired serv- 
ice in several departments for four 
hours. 

Commissioners in Akron are con- 
cerned about the plumbing now, 
particularly since some of the oldest 
parts are buried in concrete. 


Sex-cessful Sales Letter 

Memo to wives of plumbing and 
heating contractors: 

If your husband gets a perfumed 
letter on blue stationery signed by 
“Nancy,” (see illustration) don’t 
wrap a piece of pipe around his 
head. 

Nancy is just promoting—promot- 
ing water heaters, we mean. Ruud 
Manufacturing Co., Nancy’s boss, 
sent out the product love notes 





NANCY, who writes tender notes to 
plumbing and heating contractors, 
shows her real love-—Ruud Mfg. Co. 
See story above for further details. 


with this tender sales message: 

“Whee. Did we ever have fun 
at Santa Cruz last weekend? Be- 
sides visiting the Ruud factory, I 
floated in the ocean and sunned 
myself (all over) on the beach, 
just like a Ruud full-floating tank. 
Now I know what they mean by 
‘4 times the heating surface’ and 
boy am I burned.” 


The Dollar Drip 

For anybody who thinks leaky 
faucets are nothing more than a 
nuisance, Rockwell Manufacturing 
Company has some news. Leaky 
faucets also are like having a hole 
in your money pocket. 

The information, Rockwell says, 
isn’t new but it’s always startling 
to the consumer. For example, a 
faucet leaking a % in. stream 
wastes 5,400 gals. of water a month; 
a %e6 in. stream wastes 21,600 gals; 
and a % in. stream makes the con- 
sumer pay for 108,000 gals. of un- 
used water. 

Rockwell has prepared cards 
dramatizing the high cost of leaks. 


Au Revoir Age of Anxiety 

Those by-products of American 
living—jangled nerves, frayed tem- 
pers and insomnia—may become 
rare ailments in the future, accord- 
ing to the research director of Min- 
neapolis-Honeywell. 

Dr. Finn Larsen says “air condi- 
tioning” of the future will not only 
regulate heat and humidity but 
such things as ions, dust particles 
and odors. All these items have a 
bearing on our sleep, or lack of it, 
as well as emotional balance and 
general well being. 

Automatic devices on future air 
conditioning systems will be the 
key in regulating these factors and 
making us all happy in our brave 
new world, says Larsen. 


A Newsmaker 

The value of good publicity—to 
the individual as well as to the 
industry—is typified by the recent 
press notices given Arthur Weis- 
kopf, Springfield, Ill., contractor, 
who predicted that the home of the 
future will have a bath for every 
bedroom. 

Scores of newspapers from coast 
to coast reprinted Weiskopf’s state- 

(Please turn to top of page 12) 
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-FORMED-STEEL BATHS 


| for a wide variety of installations 





A 
PN, 











The Westchester (4 }4' or 5’ long, 32” wide, with 
rim seat) has the fine quality and tasteful sim- 
plicity of design that makes it first choice in steel 
among particular prospects. 


BOTH OFFER OUTSTANDING ELJER 
EXTRA QUALITY FEATURES 


e Drawn formed steel. Only the apron is welded on. 


e Ample room for reclining bath against Eljer’s 
famed “‘Lazy/Back.”’ 


Flat bottom for safety’s sake. 


Acid-resisting enamel . . . in Chateau Gray, Coral 
Blush, Pastel Green, Twilight Blue, and Colonial 
Yellow, as well as White. 


installation. 


The Gateway (4 lll or 5’ long, 29” wide, straight 
front). Where cost and —_— are vital factors, you'll 
find new Eljer model your perfect, most eco- 
nomical alternative. Compact, attractive design. 

















dl 
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Tile-in flange at ends and back .. . for leakproof 














SEES NEED FOR Q-C PROGRAM 
Norwicu, N. Y.—We want to 
compliment Domestic ENGINEERING 
in attempting to identify qualified 
plumbing and heating contractors 
throughout the United States. 

I have spent 40 years in the in- 
stallation end of the industry, hav- 
ing operated under my own name 
for 30 years. During this time, I 
have seen my share of unsatisfac- 
tory heating installations and I 
sincerely believe that during the 
past 10 years the conditions have 
been going from bad to worse. 

Last year, believe it or not, we 
equipped six hot water heaters 
with relief valves—all had been in- 


Letters Debate Health Merits of Soft Water 


Roswe ti, N.M.—It is my custom 
to go over D.E. from cover to 
cover and I always find something 
worthwhile. Although I seldom find 
you recommending something that 
you should not, there is a very im- 
portant point in the article “How 
Wilson Sells Up,” (Sept., p. 97) 
that falls into this category—the 
so called coffee test using soft 
water. This implies that soft water 
makes all foods taste better. 


w This just isn’t true. Some medi- 
cal authorities tell us that zeolite 
softened water contains sodium be- 
yond the safe limits, and actually 
pulls the vitamins from the human 
body. In other words, from a 
health standpoint (and the plumb- 
ing contractor protects the health 
of the nation) hard water should 
be used for cooking. For com- 
plexion benefits and economy, use 
soft water to wash in only. 

I sold water softeners for years, 
and I well remember the first do- 





stalled without one. We put ex- 
pansion tanks on three closed hot 
water heating systems that had 
been installed without them. 

We find that everything comes 
under a license requirement with 
the exception of rural plumbing 
and heating installations. To sell 
food, one must have a license. 
The barber, druggist, electrician 
and, in most areas, the plumber 
must have a license—but the heat- 
ing contractor doesn’t require one. 

We feel that a state examination 
should be required before anyone 
should be allowed to enter the heat- 
ing contracting business. 

H. S. Travis 


mestic unit went to an M.D. who 
recommended it to all his patients 
with kidney trouble (and he had 
quite a few). He admitted his 





error within a few years, stating 
that soft water did the patients 
more harm than good. This is 
amply backed up by laboratory and 
nutritional research today, and for 


the life of me I can’t see why water 
(Please turn to top of page 14) 








Between Ourselves 


(Continued from page 10) 

ment which was part of publicity 
prepared by the Plumbing and 
Heating Industries Bureau. One of 
the newspapers that plugged the 
extra bathroom idea was the New 
York Daily News with the largest 
daily circulation in the nation. 

Weiskopf, president of the Illinois 
Master Plumbers Assn., was the 
first contractor to make use of edu- 
cational-promotional materials 
available from Domestic ENGINEER- 
ING as part of its Qualified Con- 
tractor Program (Oct., p. 105). 


Billy the Booster 

If you’ve ever been near a goat, 
you know he’s not the sweet kind 
of guy that people follow around. 
But in little Huntingdon, Tenn., 





folks not only trailed a goat, they 
bought air conditioners from him— 
that’s right from him, not because 
of him. 

The local Admiral dealer, J. L. 
Jordan, hired a young boy and an 
old goat to tour the town with a 
wagon announcing a special sale. 

The boy and goat paraded from 
the town square to the showroom, 
drawing people like Pied Pipers. 


Twelve units were sold in one day. 


What, No Brush? 

Last month we reported about the 
clever sales messages Wolverine 
Tube was mailing for its integral 
finned tube. Each had a gimmick 
attached—a penny, for example, or 
a stick of licorice. 

One of the our editors, however, 
believes he lost a filling munching 
on the licorice and was hoping the 
next mailing would bring some sil- 
ver for a dental replacement. 

No luck on the silver this month. 
But we’re headed in the right di- 
rection. Wolverine has sent out an- 
other mailing—this time with a tube 
of toothpaste attached. END 
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my sy Wholesaler: YOU mean U-BRAND 


Black Fittings are 
U-Coted Free? 


Canny Canine: Right. Same price ordinary black 
malleable pipe fittings. 


Wholesaler: And U-Cote Black Fittings really 


ip ‘ ? 
“iS last longer ? 


. 


corrosion years longer. Tested to 


\ Canny Canine: Doggone right! Resist rust and 
\. hellangone . . . proved it. 


C 


Wholesaler: Say, I’ll bet our customers 
would like U-Cotes ... at no 
extra cost! 


Canny Canine: You can’t lose, man. What’re you 
waiting for? Give your plumber 
friends a break—they like 
something for nothing, too. Write 

or wire UNION a trial order soon 

as we get home. 


A SINGLE SOURCE FOR ALL YOUR PIPE FITTING NEEDS 


Galvanized and Black U-Cote Malleable Iron Pipe Fittings—Unions 
— Plugs and Bushings— Cast Brass Solder Joint Pressure and 
Drainage Fittings — Cast Iron Drainage and Screwed Fittings — 
Steel Nipples and Couplings—Insert Fittings for Plastic Pipe. 


The 
Union Malleable 


Manufacturing Company 
Ashland, Ohio 
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Top Photo: The Heatwave Hi-Boy. Completely automatic. Built-in draft diverter. At Left: 
Heatwave Counter-Flo for perimeter and underfloor heating. Installed in closet, alcove or 
utility room. Minimum duct work. 

Heatwave Gas Fired Furnaces and Central Heating Systems have a 
two-way claim to fame! 

They make extra dollars of profit for the man who sells and installs 
them. They save extra dollars in fuel costs in the homes they serve! 


No other furnace manufacturer offers such a fine opportunity for 
you to increase both sales and number of satisfied customers. 


EVERY HEATWAVE MODEL: 


e Factory Assembled e Cast-lron Burners 

© Fire-Tested © Smart in Appearonce 

© Ready to Install © Economical to Operate 

© Competitive in Price © 10-Year Factory Warranty 











THE HEAT WAVE FLOOR FURNACE <« 





Here's the efficient whisper-quiet floor furnace that 
offers the utmost in service, economy and long life. 
BTU INPUT: 27,500, 35,000, 
50,000, 65,000, 75,000 








DISTRIBUTED BY OUTSTANDING 
WHOLESALE SUPPLY HOUSES. 






Subsidiary of the F. E. Myers & Bro. Co 


10) Ga eee AURORA, MO 
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Letters 





(Continued from bottom of page 12) 
softener people still sell them for 
drinking water. Wash in soft water, 
yes; drink it, no. 
R. I. GarInes 

Gaines Plumbing & Heating 

e D.E. asked the Water Conditioning 
Foundation and the Water Condition- 
ing Research Council to discuss some 
of the questions raised by Mr. Gaines 


regarding the use of soft water. Their 
comments are given below. 


Cuicaco—First, I should like to 
agree with Mr. Gaines that the 
coffee test in itself is not a par- 
ticularly valid demonstration of 
soft water benefits. The Water 
Conditioning Foundation has 
worked in close cooperation with 
the Coffee Brewing Institute on this 
matter, and we are in agreement 
that coffee brewing throughout the 
country is subject to a wide range 
of personal likes and dislikes. 

However, I must differ with Mr. 
Gaines on his general premise that 
soft water is good only for the com- 
plexion and for laundering, but 
should not be taken internally. 
For example, studies on vita- 
min content indicate that distilled 
water allows vegetables to retain 
a far greater vitamin content dur- 
ing cooking than hard water. 


a Even more fundamental is my 
disagreement with Mr. Gaines’ alle- 
gation concerning the unhealthful 
aspects of drinking soft water. 
While it would be presumptuous of 
me to pose as a medical authority 
or to generalize on this subject on 
the basis of limited case histories, 
the Water Conditioning Foundation 
has published a paper on the sub- 
ject of “Sodium in Hard and Soft 
Water” with approval by the Amer- 
ican Medical Assn., which indi- 
cates that the sodium salts con- 
tained in soft water are far below 
the normal tolerances of the human 
body and that individual cases 
which constitute valid exceptions 
are usually of such nature that the 
patient is under hospital care. 

The fact is, that both Mr. Gaines 
and I are talking about such minute 
quantities of minerals, particularly 
calcium and sodium salts, that the 
water softener cannot truthfully 

(Please turn to top of page 16) 
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@ Type R Annulair pilot burner for all gas ap- 
pliances is non-linting because it has no primary 
air hole to clog up. Lint drawn into the pilot 
burner is burned in the pilot flame and carried 
away by the flame itself. Pilot screens are un- 
necessary. 






































Ignition of the main burner and heating of the 
thermocouple is performed by a single flame 
which is fanned out by the tip burner, so that 
either side of the flame may be used to ignite the 
main burner, permitting a flexibility in mounting 
that appeals to the design engineer. Operating 
costs are low because of a moderate gas consump- 
tion of only 700 Btu per hour with all gases— 
manufactured, natural, mixed, and LP. 








Type R pilots are now available with two kinds 
of brackets and with either replaceable orifices 
or pressed-in orifices, but all possess the same 
burning characteristics, ease of mounting, and 
low cost. 


The novel design of this new burner adapts itself 
to use on more than one type 


— of appliance. This means cost 

%; we Pilot burrer will ignite main burner ° h h 

1 — from either side of the single flame. a ? sag tmrougn re- 

2 duced inventories. The sell- 
ing price is new, too—a 


must for the cost-conscious 


buyer. 





(GT 


AERATED FLAME OF HG a ed W Py 


TRUE BUNSEN TYPE 
for complete in- 


formation and 
specifications. 


MILWAUKEE GAS SPECIALTY CO. 
Dept. SD-5, Milwaukee 1, Wis. 
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Super 
HEAVY DUTY 
e SCREENLESS 


e RUGGEDLY BUILT Si 
* NON-CLOG IMPELLER CHAGE 










THE ECONOMICAL SEWAGE PUMP with 
the NON-CLOG impeller ! 


This WEIL Screenless Heavy Duty Non-Clogging 
Sewage Ejector is ruggedly built for years of 
trouble-free operation. WEIL Pumps of this de- 
sign are still operating satisfactorily after 25 
years of service. 


This unit is completely factory assem- 
bled, economical to install — only one 
piping connection is required. Pre- 
assembly and factory testing insure 
LESS installation time and no “‘call- 
back” servicing. 


Inherent in the mee of this pump is 
an ample reserve of strength to meet 
the most severe conditions. The ease 
and simplicity of installation and the 
record of many years of trouble-free 
operation make this pump the logical 
choice with the engineer, contractor 
and owner. 






















Fig. C-900! 


This Two Blade NON-CLOG Impeller is the 
most important part of the screenless non- 
clog sewage pump. Not only does it effective- 
ly handle large diameter solids but it also 
ve rags and stringy material of various 
engths which are washed into the sewage 
pit. Pumps with this impeller successfully 
handle difficult pumping jobs such as waste 
from public toilets, canning plants, hospitals 
and industrial installations. 








Fig. C-9021 


This rugged pump casing with wide 
waterways permits unobstructed 
passage of the maximum solids 
handled by a non-clog impeller. 


Send for NEW 
Bulletin C-900 E 





weil pump co. 


1512 NORTH FREMONT STREET * CHICAGO, ILLINOIS 
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(Continued from bottom of page 14) 
assume the burden of guilt. In 
order to supply his body with the 
amount of calcium of which soft 
water has robbed him, Mr. Gaines 
might very easily eat a medium 
sized stalk of celery. 

On behalf of the manufacturers 
of water softeners, I can well appre- 
ciate Mr. Gaines’ concern over 
these quotations which arise peri- 
odically as a body of general ru- 
mors. Certainly, the water softener 
manufacturers themselves would 
hesitate to merchandise equipment 
which constitutes even a long range 
hazard to public health as they, 
with the plumbing contractor, must 
assume a responsibility to protect 
the public. 

May I thank Mr. Gaines for his 
kind remarks with regard to soft 
water benefits to the public’s com- 
plexion and pocketbooks, and let 
me further agree with him that 
water softeners should be sold be- 
cause of these advantages. 

JoHN HosFrorp 
executive secretary 
Water Conditioning Foundation 





Cuicaco — . . . I suggest that Mr. 
Gaines read the Research Council’s 
new book “Soft Water in Modern 
Use.” It will answer many ques- 
tions about softened water. 

Russet, D. Lunp 
executive secretary 
Water Cond. Research Council 
e The above is excerpted from the 


letter of Mr. Lund who made essen- 
tially the same points as Mr. Hosford. 


CORRECTION PLEASE 
Detro1ir — In your September 
issue, page 91, there is a story about 
the Detroit Committee for a Gar- 
bage Free City, and the writer is 
identified as the president of Nel- 
son Company. I am sorry to inform 
you that this is an error, that he 
is sales manager of Nelson Com- 
pany, not president, and that the 
executive personnel of the company 
remains the same with Mr. H. O. 
Nelson as president. 
H. R. DusSENDORF 
sales manager 
Nelson Company 


e D.E. regrets the error in connection 
with Mr. Dusendorf’s title and thanks 
him for calling it to our attention. 


Domestic ENGINEERING, NOVEMBER 1955 





me 


uae 


ne 


~ SAT. 








It’s t 
wate 
brigh 
offer: 

It’s 
to se! 
on tl 
Add 
ance 
impo 
ance 
that ; 


tages 
—be 


Domi 








> 
Fwy 


, “a 
“2 23> ie 
tS Dg 
‘ bd . 


REYNOLDS 
ALUMINUM 


It’s the new rustproof aluminum 
water heater — Alumilux! And 
brighter still are the advantages it 
offers you. Here’s why: 


It’s the easiest water heater of all 
to sell! People are already pre-sold 
on the advantages of aluminum. 
Add to this the gleaming appear- 
ance of the Alumilux — and, most 
important, its unequalled perform- 
ance story—and you have a heater 
that all but sells itself. 

Look at these performance advan- 
tages. The Alumilux can’t rust ever 
— because aluminum can’t rust. You 
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can say good-bye to anode rods. No 
fragile lining to chip or crack—solid 
aluminum alloy! And, because of 
aluminum’s greater heat conduc- 
tivity, it heats water faster, saves 
fuel. A 30-gallon Alumilux, for in- 
stance, will actually heat more water 
in one hour’s time than a 40-gallon 


CLAYTON & LAMBERT 








standard tank-type water heater. 
And the Alumilux heats water hot- 
ter, too—designed to produce 180° 
water for dishwashers and washing 
machines, hot enough to kill bac- 
teria. Start selling Alumilux—now! 
Clayton & Lambert Mfg. Co., 1701 
Dixie Highway, Louisville 10, Ky. 


THE ALUMINUM WATER HEATER 
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AS HAPPY as when she won an Oscar THE HORN A’PLENTY symbolizes 
is actress Donna Reed who cooled off the sales hopes of Selck & Co. dur- 
during Los Angeles heat waves with ing its “Harvest Sales Festival.” New 
a Unarco-Whitehall air conditioner. rubber base, Panelyte, was featured. 








Picture 
Paragraphs 








REVOLUTIONARY new means of transportation, rail- 
road piggyback, is being used by Rheem to deliver water 
heaters throughout the south-central region. Here a 
trailer load of the units is backed onto a freight car. 


CHATTERBOX: NBC’s radio program, Monitor, sent Ed HIGH JINKS: Harold Duffy, president of the Illinois 
Wallace into Perfection Industries’ polar lab in Cleveland chapter of the A.S.S.E., displays enthusiasm at annual 
recently to interview Joe Dieglio, Perfection engineer. meeting in Vancouver, B.C. He was gifted with luggage 
It was a teeth-rattling -65F at the time of broadcast. (right) for organizing Canadian tour for members. 
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of leading fixture manufacturer 





Oia * 


THE BEST SEAT IN THE HOUSE 











Available in white and all colorsi 





CS&B steps ahead in packaging, too! 


The Connecticut Stamping & Bending Company is proud to present 
this new package—handsome, durable, reflecting the quality to be 
found in all Plumbers Tubular Brass Goods bearing the CS&B name. 

It's designed for better stacking on the shelf and faster moving off 
the shelf. 

Just as CS&B guarantees top quality every time, they also assure you 
top service and selling aid. Quality plus at no extra cost. 


THE CONNECTICUT STAMPING & BENDING CO. 
NEW BRITAIN, CONN., U.S.A. 
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( PLWAIS (80 WATER 
*| DISHWASHER 






<j] —— 180° RINSE WATER 












@ Now you can have 180-degree rinse water 

at all times at the dishwashing machine for NEW A 0 Smith 
complete dishware sanitation...instantly... ‘ owe 

even on the first rinse. : 


This is possible with the new A. O. Smith 
Burkay Shure-Temp* Booster Recovery System. 4g |g P| 
With this modern installation, there is no 


chance for the water to cool below proper sani- 
tizing temperature between rinse draws...you Shure u Te mp * 
always have 180-degree sanitizing water at the 


dishwashing machine to provide the proper BOOSTER RECOVERY SYSTEM 


bacteria kill on all dishes being processed. 


Standard Number 3 of the National Sanita- 
tion Foundation Standards, states: ‘...Be- 
cause of the necessary intermittancy in the use ee AQUASTAT AND 
of sanitizing rinses, installations should include WGN LIMIT 
definite provisions for preventing the cooling | 
below 180° F. of water in pipeline between 
heaters or storage tanks and the dishwashing 
machines as by recirculation. Adequate and 
dependable thermostatic controls shall be in- 
stalled and used to maintain such hot water 
supply at not less than 180° F.’”’ Why take 
chances with the vital restaurant hot water 
rinse supply to the dishwasher when you can be 
absolutely sure with this new A. O. Smith 
Burkay Shure-Temp Booster-Recovery system. 

































See your nearest A. O. Smith distributor or your gas 
c y for competent counsel and complete details. 


Pp 


“Plenty of HOT water pays ALL ways” 
















CHECK VALVE 





Through research - .a better way 





AQUASTAT [ 


“Patent applied for 


* 
C 2 8. F On A tt Oe 









With a Burkay heater you secure these advantages—copper con- 


PERMAGLAS DIVISION eaivelinn Geatelaahs, tap Hsk heh Wales; aucdlly desloned tor look, 
KANKAKEE >» SSE8 NOIS service-free life; patented burner and heat exchanger for remarka- 
ble operating economy and instant heat response to hot water demands, 
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4 IS THE SINK THAT GIVES YOU 


ALL THE SALESMAKING ADVANTAGES! 


nnn Brand 4 | 
su Fash Vaiom owe |v ES SE 
eee 
a 
(Eliminates Unsightly Faucet Hole Cover) 
aration Deen Ges Geer Cancty [ves [ve | ves | ver | 
i eeharid at gnneatie 08 fae | Yes 
for new catalog and special ae icaiammaminios 1m) No 


display stand deal. 





ELKAY MANUFACTURING COMPANY 
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A Question of Compensation 


Under most circumstances, 
courts hold that an employee can 
not receive compensation from 
an employer if he is injured en 
route to or from his place of 
employment. 

One contractor recently un- 
dertook a job some distance from 
his headquarters. He arranged 
to transport (each day) his staff 
in a truck from the shop to the 
out-of-town location. They were 
paid regular time for traveling to 
the job. 

However, one employee asked 
to use his own automobile to 
reach the job and received per- 
mission. During his trip, the em- 
ployee had an accident and was 
killed. The employee’s family 
sued for compensation but was 
denied because they could not 
prove the contractor had offered 
to pay travel expenses. 

The court noted that if the 
contractor had authorized the 
employee to use his own car and 
had agreed to pay operating ex- 
penses, he would have been re- 
quired to provide compensation. 


(Citation available from D. E.) 


Mechanics Liens 

Mechanics liens are legal de- 
vices that have become quite 
familiar to the building trade. 
But what these liens cover in 
terms of property isn’t always 
common knowledge. 

Recent legal decisions on such 
liens have included all items and 


T'S THE LAW! 


Legal Decisions of Interest to Contractors 


QQ NNwj"*7=hj»é... 





By Leo T. Parker, Attorney 
Cincinnati, Ohio 


materials used in any part of a 
building. They have excluded, 
however, anything used by a con- 
tractor “in conjunction” with his 
work such as employment com- 
pensation, social security, gross 
income tax to the state, electric 
current and water for workmen. 
(Citation available from D. E.) 





win the case? 





211 Fed. (2d) 639. 





| YOU BE THE JUDGE 


If you were a judge, how would you decide this case? 

Your bookkeeper knows from past experience that ap- | 
proximately one-half of each contract price is labor; the | 
other half is material. Therefore at the close of a month, | 
the total amount of contracts is entered and a state sales tax 
paid on only half—the half estimated for materials. 

The state sues for sales tax on the entire amount, con- 
tending the bookkeeping was not in sufficient detail to show 
the actual material costs. Did the state or the contractor 


A Tip for Your Journeymen 

Journeymen must exercise 
reasonable caution when on 
their jobs. Recently the em- 
ployee of one plumbing and 
heating contractor was working 
on a construction job and had 
occasion to climb through to in- 
stall a vent pipe. 

To steady himself, the jour- 
neyman held onto the casement, 
not knowing the carpenters had 
merely secured the casement 
temporarily. The casement gave 
way, and the journeyman fell to 
the ground, injuring himself. 

The property owner was sued 
but the courts refused to allow 
damages. The judge said the 
journeyman was contributory 
negligent in failing to use due 
care in a_ partially-constructed 
building. 

Citation: Thomas v. Schwab, 





a 


The state won. The contractor not only had to pay taxes 
on the entire contract total but was assessed penalties. 
The court said there could be no “estimates” in bookkeeping, 
only detailed accounts of labor and material selling prices. 


(Court citation available from Domestic Engineering) 
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LENNOX 


Thousands of loyal Lennox dealer-partners have helped 
make Lennox the No. 1 name in warm air heating. Here, 
in this representative listing, are but a few who have been 


LENNOX DEALERS FOR 25 YEARS OR LONGER 


© Rupp & Co., Seward, Nebr. 

© Simon Bros., North Platte, Nebr. 

© Stander & Stander, Louisville, Nebr. 

© Weaver & Miller, Milford, Nebr. 

© B. & E. Hdw. Co., Emerson, Nebr. 

© R. C. Boyd & Son, Columbus, Nebr. 

© Morgan Hdw., Atkinson, Nebr. 

© Sindelar Hdw., Howells, Nebr. 

© Rinehart & Son, Rushville, Ill. 

© A. J. Rodolf, Mt. Sterling, Ill. 

© Ports Bros. Hdw. Co., Polo, Ill. 

© Wise Sht. Mtl. Shop, Kirkwood, Ill. 

© Althoff Hdw., West McHenry, IIl. 

© A. C. Heise, Lamar, Colo. 

© Joe Voto Hdwe., Clinton, Ind. 

© C. W. Snyder & Co., Waynetown, Ind. 

© F. B. Neyhart Htg. & Plbg., Greentown, Ind. 
© V.E. Bell & Sons, Inc., Durham, N. C. 

© McLester's, Inc., Rockingham, N. C. 

© T. R. Driscoll Sheet Metal Works, Lumberton, N. C. 
© Piedmont Sheet Metal Co., Winston-Salem, N. €. 
© K. W. Arthur & Son, Salisbury, N. C. 

® Cranfill Frey Co., Lexington, Ky. 

© Starbuck Bros., Salem, Ohio 

© H. L. Hallett & Son, Shadyside, Ohio 

© Brizee Metal Works, Twin Falls, Ida. 

© Greenwood Furnace Company, Seattle, Wash. 


© Dickens Metal Shop, Fostoria, Ohio 
© A. Smith & Sons, Hicksville, Ohio 

© Hanover Iron Works, Wilmington, N. C. 
© Stanley Paitson, Terre Haute, Ind. 

© C. A. Schu and Son, Carlisle, Ind. 

© C. W. Loesch & Son, Columbus, Ind. 
© Emery E. Craver, Cortland, Ohio 

© H.C. Younkins, Grove City, Pa. 

@ John L. Rausch, Wayland, WN. Y. 

© Harry Badger, Bellefonte, Pa. 

© H.C. Orebough, Newport, Va. 

© W. H. Bodine, Bellows Falls, Vt. 

© Bacon Bros., Middletown, Conn. 

© Merrill Bros., Canton, N. Y. 

© Manrow & Nevin, Washington, Pa. 
© Kronnenberg, Hamburg, N. Y. 

© Marow Bros., Little Valley, N. Y. 

® Crose & Leary, Lockport, N. Y. 

© Jordan & Haley, Biddeford, Me. 

© W. R. Hartin & Son, Columbia, S. C. 
© Lo Mesa Sheet Metal, La Mesa, Calif. 
© RR. Radcliff, Gallup, N. M. 

© J. W. Morris Company, Fort Worth, Texas 


© Kerr Sheet Metal, Lufkin, Texas 
© Carl Himes, Delta, Colo. 
© W. B. Johnson, Grand Junction, Colo. 


© E. S. Wolfer, Woodburn, Ore. 





Ask a Lennox Dealer why he’s a Lennox Dealer... then you'll be one too! 


THE LENNOX FURNACE COMPANY 


MARSHALLTOWN, !OWA °* SYRACUSE, N. Y. * COLUMBUS, OHIO 
SALT LAKE CITY, UTAH * LOS ANGELES, CALIF. * FT. WORTH, TEXAS 
DECATUR, GA. * DES MOINES, 1OWA * In Canada: TORONTO and CALGARY 
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for Madison 


The rapidly expanding population of 
school childrenin Madison, Tennessee, 
a suburb of Nashville, created the 
need for a new high school, and the 
result is this modern 36-room build- 
ing, now in full operation. Facilities 
include well-planned classrooms, li- 
brary, kitchen, dining room, cafeteria, 
gymnasium, locker rooms and stage. 

For plumbing, heating and gas lines 
throughout Madison High, the specifi- 
cations called for top-quality Spanc 
CW Steel Pipe, because Spanc will 
give long years of dependable service. 
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High 





Ywner: Davidson County Board of Education 


hitects: Southgate & Preston, Nashville, Tenn. 
rc, W. F. Holt & Sons, Inc., Nashville, Tenn. 
r; John Bouchard & Sons Co., Nashville, Tenn. 
tributor: John Bouchard & Sons Co., Nashville, Tenn 


or FRAN cw STEEL PIPE 


Spanc CW is quality-controlled 
throughout its manufacture; during 
forming and welding, close control is 
maintained; before shipment, it is 
thoroughly tested and inspected. This 
SpanG quality-control produces pipe 
which is easy to cut, thread, bend and 
weld, resulting in savings to you 
through faster and lower cost top- 
quality installations. 

Join the engineers, architects and 
contractors whose first choice is SPANG 
CW for all types of installations. 
Next time you order pipe, specify top- 


quality SPANG CW Steel Pipe. Your 
local SpanG Distributor will give you 


top-quality service, too! 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 


General Sales Office: Two Gateway Center, Pittsburgh, 
Pa. District Sales Offices: Atlanta, Boston, Detroit, Houston 
Los Angeles, New York, Philadelphia, Pittsburgh St. Louis 


SPANG 


STEEL PIPE 
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Buy a Dodge Truck and pocket 
the difference 


Save first, and always, with a Dodge truck! New 
low prices bring famous Dodge dependability 
within the reach of every truck owner. What’s 
more, Dodge work-proved long life and low 
operating costs mean extra savings over the 
years. 


As for performance, Dodge offers you the great- 
est power line-up of any trucks on the road! 
Smooth-running Dodge Sixes are famous the 
world over for economy. New Dodge Power- 
Dome V-8’s, with 169 to 202 hp., are the most 
— most powerful engines in any leading 
trucks. 


But see for yourself. Your dealer has a Dodge 
truck which will save you money and speed your 
work. See him today. 


“Mile-after-mile economy” 


Says JOHN G. JOHNSON 
Walter S. Johnson Building Co., Inc. 
Niagara Falls, N. Y. 


“Tt’s not just the low initial 
cost that keeps us sold on 
Dodge trucks —it’s their mile- 
after-mile economy of opera- 
tion that counts even more.” 


DODGE 


Job-Rated 


TRUCKS 


WITH THE FORWARD LOOK > 


torr nnn er ee SF 
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e\ 
say, Why SUPERSPUN 


A U@ branded Soil Pipe and Fittings 


We . are best for you! 









You SAVE oS On EVERY JOB BECAUSE You Don'T 
WASTE A minute Of ON THE JOB ROUNDING UP Huss & 
OR SPIGOTS.JF THEYRE ROUND O3> WHEN You GET THEM. 
NO TIME LOST GRINDING<762 OR ALTERING. x Count 
ON SMOOTH cha EVEN LEAD JOINTS. Sy YouLL FIND 
i WALL THICKNESS, TOO, CUTS DOWN 
| POSSIBILITY OF BREAKAGE. (3 REINFORCED HUB.5 
SHOULDERS @: Give EXTRA srrenctn Oh FOR rienr{ 
CAULKINGS. NO FINS, <\& NO FISH HOOKS.y/ No TIME 
OUT TO GRIND Sak FOR A GOOD FIT, AND ALL THIS 


AT KF WO BRERA COST YY ee 
yo ees 











ORDER PIPE AND FITTINGS BY onan NAME 


THE MARK OF QUALITY AND PERFORMANCE G 
ime—Save money—with “Superspun” cast iron soil pipe and fittings. 


EE Combustion Engineering, Inc. 






911 West power Street, Chattanooga 1, Tennessee 





water heaters; Heatmaster home heating and cooling system. 





Also makers of C-E HEATMASTER automatic gas and electric 
i 
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Questions and Answers 


Gravity Water System Needs More Pressure 


To the Editor: 

On a rural water supply system 
that is gravity fed from a spring, 
we have a water pressure between 
four and five psi at the house. I am 
sending a drawing (Fig. 1) show- 
ing the elevation and pipe sizes of 
the supply line. Please let us know 
if more pressure could be obtained 
by using the same size (114 in. ips) 
pipe from the house to the spring. 

Is it correct to estimate that one 
lb pressure is created for each 27 in. 
in the height of water? 

Pa. 1. hk. BD. 


To the Reader: 

Your drawing that the 
source of supply is 9 ft higher than 
the house supply and is 15 ft 6 in. 
higher than the yard hydrant. The 
water pressure now obtained at the 


shows 


house supply could not be mate- 
rially increased by using a larger 
size of pipe. This is due to the fact 
that there is not a su‘ficient “head” 
of water in the gravity supply line. 
An example of how water pressure 
is calculated appeared in Domestic 
ENGINEERING—page 28, Sept. 1955. 

With the house supply measur- 
ing 9 ft below the level of the water 
source and using the factor .4335 
(9 x .4335) the pressure is shown to 
be 3.9 psi. This is in practical agree- 
ment with your report of between 
4 and 5 psi. Using the same for- 
mula, the pressure at the yard hy- 
drant would be 6.7 psi. 

To increase the water pressure, it 
is recommended that an automatic 
water supply system be installed. A 
shallow well pump could be located 
in a frost-proof pit at the spring 


28 


without changing the present sup- 
ply line. 

It might be easier to install the 
water system in the house, but if 
this location is chosen, it would be 
preferable that the supply from the 
spring be repiped to the extent of 
replacing the %4 in. and the 1 in. 
sizes with 1% in. pipe to provide 
adequate volume. 

You asked whether a column of 
water 27 in. high equals 1 lb of 
pressure. This is approximately 
correct, because 27 in. equals 2.25 
it. The correct factor is 2.31 ft. 
Therefore a column of water little 
less than 2734 in. equals 1 psi. 


Fume Condition Develops 
To the Editor: 

On an oil-fired gravity warm air 
heating job, (No. 2 oil) fumes 
come out of the registers regardless 
of the air adjustment of the burner. 
The fumes resemble those that oc- 
cur when the primary air is open 
too much on a burner. This condi- 
tion started when the last delivery 


of fuel oil was made at the home. 
Can you tell us what would cause 

this condition? 
New York 


To the Reader: 

Odor and fumes in a warm air 
heating system generally mean one 
thing; leakage through the furnace 
walls from the fire area to the cir- 
culation system. Since this is a 
gravity system it is assumed that 
the furnace is the old fashioned 
type, converted from coal. If no 
cracks are noticzable in the firepot, 
the logical thing is to disassemble 
the casing for a complete inspection 
and resealing. 

The type of odor you describe, 
the sharp, irritating smell resulting 
from unburned oil, occurring sud- 
denly, points to other possible trou- 
bles, which may either be remedied 
at the oil burner or its controls. 
Here are things to check: 


W. R. 


= 1. The nozzle may be dirty, caus- 
ing a small lean flame. Even reduc- 
ing the air supply to minimum does 
not produce complete combustion, 
the chamber being too large. 

2. The nozzle may be mis-spray- 
ing, producing a one-sided fire, de- 
veloping aldehydes on the lean side. 

3. The front-end cone may have 
fallen off. This would produce a fire 
dull of aldehydes; overheating the 
nozzle, and causing after-burning 
with its own characteristic odor. 

4. The thermostat may have lost 
its differential, causing many hun- 
dreds of starts a day. This condi- 
tion would be quite odorous, and 
there would be particles of soot all 
around the furnace. This would be 
looked for particularly with Series- 
10 controls in which the red wire 

(Please turn to top of page 152) 








SPRING 














YARD HYDRANT — 








Fig. 1 illustrates the problem of a gravity supply of water piped from a spring 
to a dwelling located 220 ft away and where the highest water outlet is 9 ft 
lower than the spring. With only a 9 ft head in feet, it is not possible to increase 
the existing 4 lb pressure regardless of the size pipe that is used. The ideal way 
to increase pressure would be to install a water system (see answer at left). 
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plus all these special features: 


Eight basic unit sizes, 24 models ranging from 15,000 
to 335,000 Btu per hour. 
Universal heating elements give maximum perform- 
ance on either steam or hot water systems. 
U-bend coil construction permits high water capacities 
and temperature drops. 

Low water rates effect time and material savings in 
piping and installation. 

Minimum aair-flow resistance reduces noise level, 
lowers operating and maintenance costs. 

Seamless copper condensing tubes and bends; corru- 
gated aluminum fins mechanically bonded. 

Male piping connections extending through casing 
rear simplify installation and save headroom. 

Accurately balanced aluminum fans for quiet, efficient, 
large-volume air delivery. 

Rugged, heavy gauge die-formed steel casings are 
smartly styled for modern interiors. 

Deep drawn air intake opening in rear of casing as- 
sures maximum fan performance. 

Easily adjustable discharge louvers; available also 
with double deflection louvers. 

Attractive green metallic hammered finish is baked on 
phosphatized steel for long life. 


vvrivwvrTovwvrovwvrivwvrTivwvrovVvrTvVvrTvwvr ww 


GIANT UNIT HEATERS 
Nesbitt Publication 404 


LITTLE GIANT UNIT HEATERS 
Nesbitt Publication 402 
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SERIES C UNIT HEATERS 
Nesbitt Publication 403 


new 


propeller-fan unit heaters 
for steam or hot water... 
without sacrificing capacity 


The first unit heaters rated under new 
Sound Measurement Test Code of IUHA 


Nessitts wholly new propeller-fan unit heaters 
are the first in the field to be tested by the Sound 
Measurement Test Code adopted this year by the 
Industrial Unit Heater Association. All units 
rated within the four lowest sound classifications! 
Now you can select models with sound emission 
accurately classified by type of installation—as- 
suring you the most quiet unit for the capacity 
required. 

That’s only part of the story. Nesbitt universal 
heating elements of flat plate-type fins and U-bend 
coil construction can be used with either steam or 
hot water (on high temperature drops) without 
sacrificing capacity. Half as many models meet 
all your needs. Cuts inventory and selection prob- 
lems in half! Use of low water rates and high 
temperature drops permits further labor and ma- 
terial savings on hot water installations. 

This new Nesbitt line offers an unusual combi- 
nation of values in construction, performance, 
appearance and cost. Send for Publication 401. 


THE NAME TO GO BUY IN UNIT HEATERS 


Made by John J. Nesbitt, Inc., Philadelphia 36, Pa. 
Sold by Leading Wholesalers — Information on Request 


GAS-FIRED UNIT HEATERS 
Nesbitt Publication 280 
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Paired to save assembly time 


.»-lransite Building Sewer Pipe 
and the Ring-Tite Coupling 


ee 





Step 2. Lubricate other pipe end and pull together 


Goes together faster, gives positive seal 


“One, two, and you’re through” is all 
that is required in assembling Transite® 
Building Sewer Pipe with its new, spe- 
cially designed Ring-Tite® Coupling. 
This two-step assembly requires no 


tools... all you need do is lubricate 
the pipe ends and insert in coupling, 
then pull... all by hand. It is that 


simple. Factory pre-positioned rubber 


JOHNS MANVILLE 





puCcT®. 
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rings compress and !ock tight, giving 
you a positive seal. 


Compare these new advantages: 


e All rings are in place 

e Can be installed without tools 

e Can be installed easier 

e Can be installed quicker 

e Only two simple assembly steps 
e Lubricant provided 


Then add Transite’s established advantages : 


e Strength—asbestos-reinforced 

e Corrosion-resistant—non-metallic, 
can’t rust 

e Protects against root clogging 

e Full line of fittings and adaptors 


For further information about Transite 
and the new Ring-Tite Coupling, write to 
Johns-Manville, Box 60, N. Y. 16, N.Y. 


| Johns-Manville TRANSITE BUILDING SEWER PIPE 


AND THE NEW RING-TITE COUPLING 
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Some of the 17 POWERS 
Controlled Water Heaters At The 
LOS ANGELES COUNTY 
GENERAL HOSPITAL 





In 1933 Howe Bros., Contractors, installed 15 Powers Regulators here. All are still 
in operation, only 11 are shown in photo above. 


“after 22 Years of good service 


ar No. 11 Self-Operatin 
POWERS Tun 


TEMPERATURE 

REGULATORS 

are still giving dependable control” 
Reports Mr. Louis J. Koch, Senior Master Mechanic 





Performance records like this are not unusual with 
Powers regulators. With today’s high cost of main- 
tenance Powers time proven QUALITY controls are a 
more profitable investment than ever before. 


ne More POWERS to You — when you want thermostatic 
Sounalied Wola saebsns nig control for water heaters, heat exchangers, heating and 


tagious Disease building. Contrace air conditioning systems or processes, 
tor: E. Willardson Company. 





Automatic control pays big dividends... 77 you have 
the right type of control and proper size valves for your 
requirements. Make sure, call POWERS nearest office 
for help with your problems, 


THE POWERS REGULATOR COMPANY 


SKOKIE, ILLINOIS| Offices in chief cities in U.8.A., Canada and Mexico 





POWERS No. 11 Self-Operating 
TEMPERATURE REGULATORS 
Give Better Control @ Last Longer @ Save More Money 





Over 60 years of Automatic Temperature and Humidty Control 
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CONTRACTORS * WHOLESALERS « MANUFACTURERS 


CONTRACTOR ASSNS. 
... State 


Jan. 25-28 (1956)—Illinois—Annual 
convention of the Illinois Master 
Plumbers Assn.; Congress Hotel, Chi- 
cago. 


Feb. 6-8 (1956)—Ohio—Annual con- 
vention of the Ohio State Assn. of 
Plumbing Contractors; Pick Ohio Ho- 
tel, Youngstown. 


Feb. 16-18 (1956)—Minnesota—An- 
nual convention of the Minnesota 
Assn. of Plumbing Contractors; Hotel 
Nicollet, Minneapolis. 


Feb. 17-18 (1956)—Kansas—Annual 


convention of the Kansas Plumbing 
and Heating Contractors Assn.; Broad- 
view Hotel, Wichita. 


Mar. 1-3 (1956)—Arkansas—Annual 
convention of the Associated Mechani- 
cal Contractors of Arkansas; Marion 
Hotel, Little Rock. 


Mar. 1-3 (1956)—Missouri—Annual 
convention of the Missouri State Assn. 
of Master Plumbers; Continental Ho- 


tel, Kansas City. 


Mar. 8-10 (1956)—Oklahoma—An- 


nual convention of the Associated 
Plumbing & Heating Contractors of 
Oklahoma; Mayo Hotel, Tulsa. 


Mar. 12-13 (1956)—-Nebraska—An- 
nual convention of the Nebraska 
Plumbing and Heating Contractors 
Assn.; Hotel Lincoln, Lincoln. 


Mar. 21-22 (1956)—Maine—Annual 
convention of the Maine State Assn. of 
Master Plumbers; Eastland Hotel, 
Portland. 


Mar. 22-24 (1956) — Washington — 
Annual convention of the Associated 
Plumbing & Heating Contractors of 
Washington; Chinook Hotel, Yakima. 

(Please turn to top of page 45) 


WHOLESALER ASSNS. 
Nov. 11-12—SWDA—Annual meet- 


ing of the Southwestern Wholesale 
Distributors Assn.; La Fonda Hotel, 
Santa Fe, N. M. 


Nov. 26-28—ACRW—Annyal meet- 
ing of the Air Conditioning and Re- 
frigeration Wholesalers; Claridge Ho- 
tel, Atlantic City, N.J. 


Nov. 28-30—NHACW—Annual con- 
vention of the National Heating and 


CONTRACTOR ASSNS. .. . National 


Nov. 26-28—RACCA—Annual con- 
vention of the Refrigeration & Air 
Conditioning Contractors Assn.; Am- 
bassador Hotel, Atlantic City, N.J. 


Jan. 15-17 (1956)—NARDA—Annual 
convention of the National Appliance 
& Radio-TV Dealers Assn.; Conrad 
Hilton Hotel, Chicago. 


Jan. 23-25 (1956) —ASHAE—Annual 
meeting of the American Society of 
Heating & Air Conditioning Engi- 
neers; Sheraton-Gibson, Cincinnati. 
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May 15-18 (1956)—MCAA—Annual 
convention of the Mechanical Con- 
tractors Assn. of America; Brown 
Hotel, Louisville, Ky. 


June 11-14 (1956)—NAPC—Annual 
convention and exposition of the Na- 
tional Assn. of Plumbing Contractors; 
Auditorium, Milwaukee. 


June 18-20 (1956)—ASHAE—Semi- 
annual meeting of the American So- 
ciety of Heating and Air Conditioning 
Engineers; hotel not yet determined, 


Washington, D. C. 


Air Conditioning Wholesalers Assn.; 
Hotel Governor Clinton, New York 
City. 


Jan. 23-24 (1956)—PHWNE—Winter 
meeting of the Plumbing & Heating 
Wholesalers of New England; Statler 
Hotel, Boston. 


Feb. 9-11 (1956)—WDA—Annual 
meeting of the Wholesale Distributors 
Assn.; Statler-Hilton Hotel, Dallas. 


Apr. 4-6 (1956)—-CSA—Spring meet- 
ing of the Central Supply Assn.; 
Palmer House, Chicago. . 


Apr. 8-10 (1956)—-SWA—A nnual 
meeting of the Southern Wholesalers 
Assn.; Palm Beach Biltmore Hotel, 
Palm Beach, Fla. 


MANUFACTURER ASSNS. 


Nov. 14-18—NEMA—Annual meet- 
ing of the National Electrical Manu- 
facturers Assn.; Traymore Hotel, 


Atlantic City, NJ. 


Nov. 28-Dec. 1—RACE—9th All-in- 
dustry Refrigeration & Air Condition- 
ing Exposition; Municipal Auditorium, 
Atlantic City, N.J. 


Nov. 28-Dec. 1—-NWAHACA—An- 
nual convention of the National Warm 
Air Heating & Air Conditioning Assn.; 
Hotel Statler, New York City. 


Jan. 22-26 (1956)—NAHB—Annual 
convention and exhibition of the Na- 
tional Assn. of Home Builders of the 
US.; Conrad Hilton Hotel, Chicago. 


Feb. 9-10 (1956)—SKCMA—Quar- 
terly meeting of the Steel Kitchen 
Cabinet Manufacturers Assn.; Wal- 
dorf-Astoria Hotel, New York City. 


Mar. 12-16 (1956)—NEMA—Winter 
meeting of the National Electrical 
Manufacturers Assn.; Edgewater 
Beach Hotel, Chicago. 


Mar. 22-23 (1956)—WCF—Annual 
meeting of the Water Conditioning 
Foundation; Edgewater Beach Hotel, 
Chicago. 


Apr. 19-21 (1956) —GAMA—Annual 
convention of the Gas Appliance Man- 
ufacturers Assn.; no exposition; The 
Greenbrier, White Sulphur Springs, 
W. Va. 


May 14-18 (1956) — OHI — Annual 
convention and exposition of the Oil 
Heat Institute of America; Coliseum, 


New York City. 


June 1-3 (1956)—SKCMA—Annua! 
meeting of the Steel Kitchen Cabinet 
Manufacturers Assn.; The Greenbrier, 
White Sulphur Springs, W. Va. 
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LOOK FOR PHELPS DODGE TUBES 
PACKAGED IN THIS 
"EASY-TO-HANDLE CARTON 


EASIER TO HANDLE— 


due to lightness and convenient 
“‘grip-hole.”’ 





EASIER TO STOCK= 
can be flat-stacked, rack-stacked 
or suspended on hooks. 


EASIER TO IDENTIFY = 


size and type imprinted on 
all carton edges. 


COMPLETE PROTECTION — 


each carton contains a 


single coil—no shifting, distortion 
or coil-to-coil contact. 





Distributors! 


ARATE ANI RIG Sa TIF 


PHELPS DODGE COPPER PRODUCTS 


CORPORATION 


New York, New York ¢ Los Angeles, California 
OFFICES IN PRINCIPAL CITIES OF THE U. S. 


The entire Phelps Dodge line of 
copper water tube and refrigeration 
tubing is now available in 
our newly designed single cartons. 


SHSoesocesveesese 


SHGAPMASEORE A ® 
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External Beauty Internal Quality 











$-300 SERIES KROME-KING CENTERSET 


Fits in Pertectly 


YES ... when a bathroom 


= — " is to be refashioned (and 

there’s more of that going 
mee on every day!) a Sterling Faucet fits in 
sae perfectly with both the decor AND the 


oA | budget! Fact is, never did so little 
















money buy so MUCH satisfaction! Just 
| remember to say STERLING FAUCET 
. . . that’s important! 





Whooo's next 
to Modernize? 





= 


Sterling Faucet 


MORGANTOWN, WEST VIRGINIA 
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HAMMOND 
HAMMONDE 
HAMMOND 
MMOND 
AMMOND 












No 





HAMMOND 
\\o"" HAMMOND 






Modern production methods— 
Automatic quality control in 
casting, machining, and finishing— 
Modern packaging—are Hammond 


progressive manufacturing practices 
that give you the best valve for 


fe AM fe 0 * b your money that can be made today. 
Standardize on Hammond Valves— 

as do thousands of plumbing 
and heating contractors who enjoy 


a reputation for high quality 
installation and service work. 


Hammond Valves are carried in 
stock by all leading plumbing and 


HAMMOND BRASS WORKS  uammono, inoiana 


ORIGINATORS OF INDIVIDUAL VALVE PACKAGING 
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Some Tips on Selecting a Business Partner 


DAMON AND Pyrutas estab- 
lished themselves in history as 
the ideal partners. History hints 
their collaboration came about 
by chance. 

However, anybody who knows 
about human relationships rea- 
lizes any lasting partnership is 
not a product of chance, but of 
careful, logical selection. 

A recent survey by a business 
writer came up with some basic 
points common to all successful 
partnerships. For example, the 
survey ind:cated that the wise 
businessman always asks, 
“What’s my prospective partner’s 
reputation in the community?” 

A partnership is usually judged 
by the weakest member of the 
firm. A partner regarded as an 
unethical businessman will place 
that stigma on the enterprise re- 
gardless how highly respected his 
partner is. 


s Similarly, a partner’s reputa- 
tion in the trade itself is vital. 
Business will depend on commu- 
nity reputation, but credit and 
cooperation depend on _ trade 
thinking. Before entering an 
agreement, it would be wise to 
check your partner’s rating 
among wholesalers, bankers, oth- 
er contractors and major con- 
sumers to determine how he 
stands. 

There are several characteris- 
tics to look for in a partner. Ob- 
viously, he must have adequate 
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financial resources. A _partner- 
ship that is extremely unbal- 
anced in financial investment can 
cause friction; even more often, 
however, the partnership is pre- 
vented from expansion or im- 
provement if only one person 
carries the financial load. 
Additionally, the partners 
should be able to match technical 
knowledge. A lack of under- 
standing about problems faced 
on the job can lead to disputes 
about costs, products and bid- 
ding. Again, when too much re- 
sponsibility—either financial or 
technical—is placed on one part- 


TIPS FOR MANAGEMENT 


ner, the firm’s future is limited 
to the ability of one man, rather 
than two. 

Finally, partners should be 
certain that each has entered into 
business on a permanent basis. 
Courts are packed with damage 
cases involving a_ partnership 
that split with one member run- 
ning off with all the old cus- 
tomers. 


= It’s always good to include in a 
partnership contract — and, of 
course, a contract is essential— 
the clause which prohibits part- 
ners from setting up competitive 
businesses within five years of 
leaving the partnership. END 





A SUCCESSFUL PARTNERSHIP is typified by Henry Berger (left) and Mar- 
tin Buzolich, San Jose, Calif., contractors. Businessmen considering such a 


partnership will get some tips above on what to look for in an associate. 
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First in fuel units... 


SUNDSTRAND 








Once Sundstrand Gear Sets are 
“mated,” they're never “divorced”! 


Major reasons why Sundstrand Fuel Units are noted for freedom from binding 

and high volumetric efficiency (minimum slippage) are shown here. Pump 

parts are made to extremely close tolerances, verified for accuracy, and assem- 
bled as matched sets. Once in a set, a part is never removed during final 
assembly operations. 

ae Three Sundstrand ‘‘Rigidmils” cut teeth on rollers. Once each “‘Rigidmil”’ 
is loaded with six rollers, operations are automatic until all teeth are 
milled on the six rollers. 

3 Sheffield ‘‘Comparator”’ (graduated to 50/1,000,000") is used to check 
dimensions and relationship between rotor housing, crescent, rotor, and 
roller. 

Finished “‘matched” gear set, with parts made and “mated” as accu- 
rately as those in a fine watch. 
It’s easy to see why practically everybody specifies Sundstrand! 
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SUNDSTRAND 
HYDRAULIC 
DIVISION 


of Sundstrand Machine Tool Co., 
2210 Harrison Ave., Rockford, Illinois 


Made in Canada by John Inglis, Ltd., 
14 Strachan Ave., Toronto 


Made in Sweden by Sundstrand Hydraulic, 
AB Stockholm 








Positive snap action, time 
tested for trouble-free 
service. Working parts may 
be removed ond adjusted 
from inside tub. 
24" adjustment without 
cutting 


Solid threaded connection 


Patented overflow washer 
saves one half hour instal- 
lation time. Adjustable 
from 6° to 10°. 


All tubing heavy gauge, 
seamless, brass 


Brass spring wire for long 
life 





Meets all State codes that 
call for water seal in tub ~ 





Plunger assembly may be Ps 
removed by simply lifting on 

~ 
out ms 


Final adjustment of plunger 
opening for quick drainage 














€lt 


Tee may be reversed for 
shallow floor construction 


Shoe cam and links are 
heavy brass riveted as- 
sembly for smooth waste 
flow 










<< iat _ > 
F "Guaranteed by > 
Good Houssheoping 


45 aovranisto wae 





No. 80 Chrome Over- 
The-Rim Tub Filler. 
8” centers with 
spout. Also with 6” 
centers 





No. 582 Automatic 
Diverter Spout. 
Twin ell two-valve 
body, shower head, 


arm 












































MAKE GERBER 





No. 802 Chrome 
Bath and Shower 
Diverter. 8” centers 
with spout, shower 
head, arm and 
flange. Also with 11” 
centers 














YOUR SOURCE FOR ALL BATHTUB BRASS 





No. 642 Chrome 
Bath and Shower 
Supply Unit. 4-valve 
with spout, shower 
head, arm, flange 


0329959 0:0 PLUMBING FIXTURES CORPORATION 


232 North Clark Street °* 


Chicago 1, Illinois 









0. 180 Positive, Snap-Action 

tei Waste and Overflow 
This is it! A pop-up bath tub 
drain loaded with exclusive fea- 
tures! Completely new in de- 
sign, the Gerber pop-up drain 
gives you all the latest engineer- 
ing advances in waste and over- 
flow design, yet ~ price is 
moderate. 


Look at this: 


, Exclusive modern-design 
y patented Gerber overflow head 
washer 


All internal working parts 
easily removable from inside 
tub 

Assembles quickly Adaptable 
to all tubs—cast iron or steel 


May be ordered specifically to 
fit any make tub, at no extra 
cost 


eh 


All exposed parts heavily 
chromed 








available 

to fit any 
installation... 

eliminates 





joist cutting 





=, DRAIN IN TEE HORIZONTAL DRAIN 




















No. 181 Chrome 
Trip Lever Bath 
Drain. Can be fur- 
nished for all codes 


189 Chrome 
Connected Drain 
and Overflow. With 
chain and plug 





EASTERN SALES DIV.: 500 Green St., Woodbridge, N.J 
SOUTHERN SALES DIV.: P.O. Box 815, Gadsden, Ala. 
Five Great Factories: Delphi, ind. + Kokomo, Ind. 

West Delphi, ind. » Woodbridge, N.J. » Gadsden, Alc. 











Domestic ENGINEERING, NoveMBER 1955 













tion 
low 


1 tub 
> fea- 
1 de- 
drain 
neer- 
over- 
se is 


sign 
head 


parts 
nside 


table 
steel 
lly to 
extra 


ivily 








»me 
ath 

fur- 
odes 


je, NJ 
, Ala. 


en, Alc. 











U 
S 

































wa 
ij 
z 


AT PRESS TIME 


INCLUDING WASHINGTON REPORT 


Plumbing and heating contractors who haven't yet gotten 
into the modernization field had better take a good look at 
the way things are shaping up for 1956. 
At_least three major programs at the national level will 
provide an excellent opportunity for contractors to tie-in 
MODERNIZATION with an all-out effort to sell the modernization idea to 
PROGRESS REPORT American homeowners. They're all under way right now, but 
the full impact won't be felt until next year. 
See the progress report beginning on page 84 for a 
complete rundown on the remodeling picture. Be sure and read 
the editorial on page 83 and the front cover, too, to learn | 
what it all means for contractors in our industry. | 

















eee 


Short-term outlook for new housing starts indicates a 
moderate Slide, but nothing to get worried about. 
A recent survey of the building industry by Standard & 
Poor says that starts for the final four months of the year 
will hold elosely to the 417,000 units put under construction 
for the same period in 1954. Estimated total for 1955 is 
1,330,000 units. 
Non-residential outlays are estimated at about nine 
percent above 1954, with the sharpest rise coming in commercial 
construction. Public works expenditures are to be about 
HOUSING STARTS four percent over 1954, with the prospects for 1956 even better 
DUE FOR as the nation's school building program is stepped up. 
MODEST SKID Current expectations for 1956 are for an eight percent 
decline in new homes. This will be partially offset by 
larger dollar outlays because of emphasis on larger homes. 
Tighter mortgage credit now in effect provides the reason 
for the anticipated decline. However, should there be any 
sign of a serious slump in housing, the restrictions would be 
relaxed quickly. ‘ 
The total outlay for new construction in 1955 is likely to 
reach an estimated $41,800,000, compared to $37,577,000 
in 1954. 
+ee% 


























The National Assn. of Domestic and Farm Pump Manufacturers 
has named John Hosford, Chicago, as executive secretary. 
The announcement was made by F. E. Myers II, president of the 
association at’ the group's recent annual meeting. 





HOSFORD NAMED Hosford, who joined the association in 1949 as assistant 
SECRETARY OF executive secretary, also serves as executive secretary of The 
PUMP GROUP Water Conditioning Foundation. 


In his new position with the pump manufacturers, Hosford 
succeeds Herbert C. Angster, who is retiring after 23 years 
of service with the association. 


* eK * 





Put some real selling punch into your sales letters and 
they’1l get results, says John Cahill, plumbing and heating 
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HOW TO MAKE 
YOUR SALES LETTERS 
PAY OFF 


OIL-HEAT INSTITUTE 
PLANS BIG SHOW 


MORE NEWS 
ON OIL HEAT 


HOW TO LOWER 
OPERATING COSTS 
FOR TRUCKS 


Q. C. PROGRAM 
TACKLES 
LISTING PROBLEM 


CRANE LAUNCHES 
WATER HEATER 
SALES CAMPAIGN 


ARI REPORTS 
SUCCESSFUL 
SELLING SEASON 


contractor from Evanston, Ill. 
In an article in this issue, he tells how he's developed 
& system that pulls as much as 20 percent a mailing. One letter 


sold 45 powder rooms and got dozens of leads wer service 
work and other items. 


You'll find the complete story beginning on page 94, 
REE 


ms first oil heating show to be held in New York City in 
over years is scheduled for June 11-15. George Hochstein, 
president of the Oil-Heat Institute of America announced 
that the show will be held in the new Coliseum now under 
construction in New York. 

The Institute has leased 70,000 sq ft and expects to have 
between 450 and 500 exhibitors and an attendance of 15,000 
manufacturers, wholesalers and contractors. 

The big show will be held in conjunction with the OHI's 
34th annual convention, Hochstein said. 


eee 
Shipments of domestic oil burners through August are up 


18.7 percent over the same eight months last year, according 
to Re He L. Becker, managing director of the 0il-Heat Institute. 

Commercial-industrial shipments are off about 3.9 percent, 
but since the drop is in burners of 30 gal. or less, the 


dollar volume is probably higher than the same period last 


year, Becker said. 
**o% 


If you want to lower your truck operating costs, you'll 
find some good ideas in the story on page 88. It tells how the 


Dallas Plumbing Company has lowered the cost of operating a 
fleet of 29 vehicles to less than five cents a mile for each 
truck. 

A system of close inspection and preventive maintenance 
turns the trick. Read the story for complete details. 





eee 


An_ important part of Domestic Engineering's Qualified 
Contractor program is to explore what can be done — and what 
can't be done — about the listings of unqualified persons 
under "Plumbers" in the highly respected yellow pages of phone 
directories. 

This month's installment gets right to the heart of the 
matter in presenting a case history of Akron, 0. plumbing 
contractors’ efforts to solve the problem. 

Be sure to read this provocative article...begins on page 


106. 
+ee% 


A Christmas season water heater campaign designed to 


send sales soaring and to focus favorable public attention on 
the plumbing contractor and his services has been an- 
nounced by Crane Co. 

The campaign calls for a stepped-up selling program 
featuring free installation of certain Crane gas water 
heaters purchased for replacement. 

Hal Bergdahl, manager of Crane's dealer sales, said that 
contractors will find the program backed by "the most 
beautiful and complete supporting material yet developed 
for water heating selling.* 


eee% 

The Air-Conditioning and Refrigeration Institute reports 
a “highly successful 1955 selling season.* 

George Se Jones, Jr., managing director or ARI, said 
that sales of an estimated 1.35 million room units improved 
the position of manufacturers and distributors for next 
year. The industry was plagued by price cutting earlier 


in the year, but prices are expected to firm up in 
1956 due to the improved inventory picture. 
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WAT TO osu 


. . «ter Boilor Heating Suctome 


For heating systems whether by hot water or f 







steam, Watts pioneering research and 
engineering skill have produced protective 





Nos. 74 and 174 
series ASME boiler 
safety relief valves 
sizes 7/," thru 2" 


and controlling devices that make water 
heating systems safe, efficient, 
automatic . . . Watts manufacturing 
efficiency and excellent workmanship 
provide you with quality controls, 

which enable you to render real 

service to your customers. Protect 


No. 135HW 


feed water pres-| 
sure regulator 


systems by installing the most 
advanced controls and 

safety devices. 

SEND FOR COMPLETE CATALOGUE 





No. 7f 

hot and cold 
water tempering 
valve 








No. 894 je 


low pressure, 
low water cut-off for 
gauge glass installations 















(o 
No. 6OLWD }4 
newly redesigned com- 
bined boiler water feeder | 


- 
-~ - 
| BRN - 





hot water heating 
dual control de 
ta luxe all bronze 


construction 


and cut-off complete 
with mercury switch and 
gate valve drain 
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Plumbing and Heating Safety Valves and Controls 


‘\ 


LAWRENCE, MASSACHUSETTS 
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De MPSTER 


Thrifty 1/3 H.P. 


or 








deep-well 


DEMPSTER 


Powerful |\/2 H.P. 





Deep Well 








Shallow-well 





Dempster Convert-o-jetmaster lets you offer the 
advantages of convertible water systems to fit most 
water conditions! No more trouble in areas where 
water conditions have made other seals fail — or 
where falling water tables have made a single pur- 
pose water system ineffective. In the Convert-o- 
jetmaster you get both durability and adaptability. 
The filters in the patented cartridge stuffing box 
in the Convert-o-jetmaster stand guard against sand 
and grit — filtering it out before it can reach the 
packing. This stuffing box means a better seal, low 
power loss and more pumping power. A removable 
bronze sleeve eliminates all wear on the motor shaft. 


Conwertojelmaster 


WATER SYSTEMS 


Dempster’s new Convert-o-jetmaster retains all the 
advantages of the Dempster Convert-o-jet line: 
Quick conversion from shallow well to deep well 
operation without extra cost except for the pipe; 
low investment (only slightly higher than Convert- 
o-jet models); choice of thrifty Y% or powerful '% 
HP ball bearing motor; top quality material and 
construction throughout. 

Dempster Convert-o-jetmaster will deliver to 835 


gals. of water from a shallow well — go down to 
90 ft. in deep well operation. 
For Trouble-Free sales — feature the Trouble-Free 


Dempster Convert-o-jetmaster! 


Write or call today for new 4-page Convert-o-jetmaster folder! 















DEMP 


Sioux Falls, Sout 
Texas: Son Anton 


STER MILL MFG. CO. 


BEATRICE, NEBRASKA 


Branches and Warehouses: Omaha, Nebraska; Kansas City, Missouri; Des Moines, lowa; 


h Dakota; Denver, Colorado; Oklahoma City, Oklahoma; Amarillo, 
io, Texas. 
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VALVES and 
PIPE FITTINGS 






by 


WALWORTH 


WALMOSCT 





These new corrosion-resistant valves and pipe 
fittings are molded of rigid polyviny] chloride. 

They round out complete lines of 
Walworth Valves and Fittings of Steel, Stainless 

Steel, Bronze, Iron, and Special Alloys. A brochure 

explaining the complete Walworth PVC product story has 
been prepared for your information. Just send us 
your name and address. Walworth Company, General 

Offices, 60 East 42nd Street, New York 17, New York. 
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Certainly. 

And that’s not all. Your Republic 
Pipe Distributor will assume all the 
worries attendant to maintaining a 
warehouse. 

You can forget about operating costs. 
There'll be no handling or insurance 
costs. Valuable storage space will not be 
tied up. And better yet, you won’t have 


to invest your capital in large inventories. 


He specializes in convenience, too. 


He keeps on hand a full line of quality 


“You mean — 
you'll run 
a Steel Pipe 


Warehouse for me?” 





pipe and piping supplies for complete 
plumbing, air conditioning, refrigera- 
tion, heating, process and industrial 
piping, or other piping jobs. And he’ll 
cheerfully deliver a single length of 
pipe — or a whole carload — whatever 
your order calls for. 

Get to know your Republic Pipe Dis- 
tributor and the top quality materials 
he stocks. He’s as near as your tele- 
phone .. . and he’ll be glad to hear 
from you. 


CALL YOUR LOCAL REPUBLIC DISTRIBUTOR FOR QUICK DELIVERY OF STEEL PIPE 


REPUBLIC Swel Aye 
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Convention Dates 


(Continued from center of page 32) 

Apr. 5-7 (1956)—Colorado—Annual 
convention of the Colorado Assn. of 
Plumbing Contractors; Shirley-Savoy 
Hotel, Denver. 


Apr. 5-7 (1956)—Iowa—Annual con- 
vention of the Iowa Assn. of Plumb- 
ing Contractors; Hotel Savery, Des 
Moines. 


Apr. 12-14 (1956)—New Mexico— 
Annual convention of the Associated 
Plumbing, Heating & Piping Contrac- 
tors of New Mexico; LaFonda Hotel, 
Santa Fe. 


Apr. 19-21 (1956) — New Jersey — 
Annual convention of the New Jersey 
Assn. of Plumbing Contractors; Hotel 
Chalfonte, Atlantic City. 


Apr. 20-21 (1956)—Virginia—Annual 
convention of the Virginia Associated 
Plumbing & Heating Contractors; Ho- 
tel John Marshall, Richmond. 


Apr. 26-28 (1956) — Montana — An- 
nual convention of the Associated 
Plumbing and Heating Contractors of 
Montana; Finland Hotel, Butte. 


Apr. 26-28 (1956)—New York—An- 
nual convention of the New York State 
Assn. of Plumbing Contractors; Hotel 
Seneca, Rochester. 


Apr. 26-28 (1956) — Pennsylvania — 
Annual convention of the Pennsyl- 
vania Assn. of Plumbing Contractors; 
Zembo Mosque, Harrisburg. 


Apr. 26-28 (1956) — Texas — Annual 
convention of the Associated Plumb- 
ing & Heating Contractors of Texas; 
hotel not yet determined, Tyler. 


May 3-5 (1956)—Michigan—Annual 
convention of the Michigan Assn. of 
Plumbing Contractors; Hotel Hayes, 
Jackson. END 


A Big Baby 

The Babcock & Wilcox Company 
will design and build what the firm 
terms “the largest boiler in the 
world.” The boiler will produce 
steam for the Astoria, Queens sta- 
tion of the Consolidated Edison 
Company of New York. 

The unit will have a capacity of 
2,400,000 lbs of steam per hour and 
will consume over 50 carloads of 
coal a day—that’s enough to heat 
about 2,000 average homes for a 
full year. 

Work on the boiler will start in 
early 1957 and is scheduled to begin 
operating in the fall of 1958. 
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Valve catalog. Covers the com- 
plete valve and fittings line, in- 


cluding compression valves, boiler 


drains, lawn faucets and hose bibbs. 
Illustrations and dimensional draw- 
ings depict construction character- 
istics and features of design. 
Available from: The Pittsburgh 
Valve Co., Reedsdale, W. Va. 


Water conditioning technical bul- 
letin. Discusses corrosion preven- 
tion in drinking water lines 
through use of a diffusion feeder. 
Describes formation of corrosion, 
how it affects metal and how it can 
be treated. Includes piping dia- 
gram of feeder. 

Available from: The Permutit 
Co., 330 West 42nd St.. New York 
City 36. 


Packaged liquid cooler literature. 
Twelve-page catalog covers the 
new line cf packaged liquid coolers 
in capacities from 7% to 50 tons. 
A supplementary set of eight spe- 
cification sheets present features of 
design and operation for each 
model and include cooling capaci- 
ties for a complete range of chilled 
water temperatures. Catalog con- 
tains diagrams of heating and cool- 
ing systems and wiring diagrams of 


45 Hydro-Flo 


PACKAGE 


LIQUID COOLER § 





heating and cooling panels. 

Available from: Bell & Gossett 
Co., 8200 N. Austin, Morton Grove, 
Tl. 


0D READING 


Radiation catalog. Twenty pages 
of photos, tables and line drawings 
on wall hung finned tube radiation 
for steam or hot water heating. 
Illustrates and describes enclo- 
sures, heating elements, accessor- 
ies, optional equipment and appli- 
cations. Includes capacities, selec- 
tion data and specifications. 

Available from: John J. Nesbitt, 
Inc., Holmesburg, Philadelphia 35. 


Plumbing fixtures catalog. Forty- 
eight-page catalog gives a two- 
color presentation of plumbing fix- 
tures and fittings for medical in- 





stitutions. Illustrates and describes 
the revised line of standard and 
specialty items and devotes nine 
pages to fittings and valves de- 
signed for hospital use. A three 
page section, devoted to the firm’s 
electric plants, includes data on 
units generating from one to 35 
kilowatts. 

Available from: Kohler Co., Koh- 
ler, Wis. 


Radiant heating book. Thirty- 
two page report, “Radiant Heating 
and Snow Melting for Airport In- 
stallations,’ discusses basic dif- 
ferences between convective and 
radiant heating, reviews typical 
airport installations, analyzes in- 
stallation data and recommends 
proper selection of materials. Also 
covers basic cost governing factors, 

(Please turn to center of page 164) 





























Dunham Heating-Cooling Units filter, heat, cool, ventilate and dehumidify air 
on individual room basis. No central system duct-work needed. 


Your best move when you want to move air 


...depend on Dunham Unit Heaters 
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Dunham Cabinet Unit Heaters ...in capacities from 18,000 Dunham Vertical Discharge Unit Heaters .. . in capacities from 
to 108,000 Btu. 7 different styles. Double end shaft motor with 30,240 to 576,000 Btu. Two models available. Four types of air 
twin blower fans mounted on motor shaft. diffusers. 








Dunham Horizontal Discharge Unit Heaters... in capaci- Dunham Blower Unit Heaters... 17 different sizes in 170 ratings 
ties from 15,600 to 360,000 Btu. Two models available. Single from 125,000 to 1,500,000 Btu.—1,430 to 20,800 c.f.m. Five types 
two-speed, and multispeed motors. of mountings. 


Depend on Dunham for unit heaters and you help your- 
self several money-saving ways. First of all, you get what 


you want... when you want it... from one source. 
No matter which type of heater you need— Horizontal 
Discharge, Vertical Discharge, Blower, Cabinet or Heating- ® 
Cooling Units—you can find a model in the capacity range 
your job calls for. Dunham’s line of steam and hot water 


unit heaters is complete, as shown above...looks good 
anywhere. 
And all Dunham Unit Heaters have design features that HEATING & COOLING EQUIPMENT 


simplify installation ...construction features that make 

for minimum maintenance. Depend on Dunham to supply RADIATION * CONTROLS * UNIT HEATERS * PUMPS © SPECIALTIES 
all your heating needs so that responsibility for your finished C. A. DUNHAM COMPANY © CHICAGO © TORONTO « LONDON 
job rests on one manufacturer! For more detailed infor- 

mation, write for Bulletin DE-11. C. A. Dunham Com- 

pany, 400 W. Madison Street, Chicago 6, Illinois. 
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Sa he 


WHERE IT 
COUNTS 





Se en en at ee 


U.S. VETERAN’S HOSPITAL 


Lisbon (Dallas) Texas 






Architect: VETERANS’ ADMINISTRATION, Washington, D. C. 
Gen. Cont.: J. W. BATESON CO., INC., Dallas, Texas 
Mech. Cont.: FARWELL COMPANY, INC., Dallas, Texas 
Revere Dist.: SOUTHLAND SUPPLY CO., Dallas, Texas 







-»e USES 65,543 FEET OF 
REVERE COPPER WATER TUBE 


for water and oxygen lines 


In the hospitals being erected today oxygen lines are 
being built-in, the same as hot and cold water lines. And 
the predominant material being used for these oxygen 
lines is copper. 

There are some very good reasons for this. First, the 
enduring qualities of copper have been proved for cen- 
turies. Second, copper does not rust. Third, copper tube 
is safe because the joints used are brazed, prevent danger- 
ous leaks. Fourth, the interior gun-barrel smoothness 
assures free flow of oxygen and various other gases and 
fluids. This same smoothness also makes it possible for 
oxygen lines to be kept spotlessly clean at all times. 

Revere Copper Water Tube is not only safe, and long- 
lasting, it’s economical. Contractors tell us that the more 
they use it the more they see the many economies that can 
be realized. “All things considered,” they say, “copper 
water tube costs less to install than rustable pipe.” 

Keep out of trouble with copper. Use Revere Copper 
Tube for oxygen lines, air conditioning lines, radiant 





panel heating, hot and cold water lines, underground 
service lines, waste lines and vent stacks, processing lines. 

And if you have any installation problems involving 
Revere Copper Water Tube, write us and we'll see to it 
that Revere’s Technical Advisory Service gives you a 
helping hand. 


FREE! For group showing. Instructive 16 mm motion pictures in sound and 
full color. “THE ABC OF RADIANT PANEL HEATING” and “THE RURAL 
WATER SYSTEM.” Write Advertising Dept., for details. 


COPPER AND BRASS INCORPORATED 


Founded by Paul Revere in 1801 
230 Park Avenue, New York 17, N. Y. 
Mills: Baltimore, Md.; Brooklyn, N. Y.; Chicago, Clinton and 
Joliet, Ill; Detroit, Mich.; Los Angeles and Riverside, Calif.; 
New Bedford, Mass.; Newport, Ark.; Rome, N. Y. 
Sales Gffices in Principal Cities, Distributors Everywhere. 
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TO ASSURE CLEAN, FULL-FLOWING WATER at all times 

* the hospital is also equipped with 5 water storage tanks of 
Revere Herculoy, a silicon bronze alloy that does not rust 
and has the strength of mild steel. Hot water generators and 
tanks were fabricated by OLD DOMINION IRON & STEEL 
COMPANY, Richmond, Va. 


65,543 FEET OF REVERE COPPER WATER TUBE were used in sizes 
ranging from 2" to 6” in diameter. Imagine, if you will, making this 
installation with ferrous pipe that requires threading. 


MAIN PIPE RUNWAY showing the hot and 
cold water, air and oxygen lines of Revere 
Copper Water Tube. 


INDIVIDUAL ROOM OXYGEN LINES of Revere 
Copper Tube with brazed joints guard against 
dangerous leaks. 
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When you want 


the best in 


unit heating... 
Look for the name MODINE 





Like so many well-known, pioneer names . . . Frigidaire, Victrola, 
Kodak . . . “‘Modine’’ is commonly used as a descriptive word to 
identify all makes of steam and hot water unit heaters. But — if it 
doesn't carry the MODINE nameplate, it is not a Modine Unit Heater. 

Only unit heaters designed and built by Modine give you all the 


performance and operating advantages which have made Modine the A model for every need 

first name in unit heating for over a quarter century. And continuing Modine heriebatal’ deliteer aida lax 
research and development are your assurance that Modines will al- deem ond bak eee ping ls two 
ways be your best buy for heating comfort and economy. distinct types (blow-through and draw- 


through) and 36 different capacities. A 
unit for every application, 





COMFORT-ECONOMY 
ZONE 








More comfort per fuel dollar 


Discharge air temperatures of 110° fo 
120°F are correctly related to air vel- 








ocities, assuring perfect heating comfort Greater heat throw 
plus lower fuel costs. No one but Modine provides a built-in 
velocity generator thot effectively steps Sturdy built-in fan d 


up heat throw .. . assures positive heat 


penetration of cold air strata near floor. Safety fan guard of steel rod stock of- 
, 


fers constant protect Also serves as 
resilient motor mount, absorbing and 
dissipating fan vibration. 








Modine Vertical Unit Heaters are offered in 
26 different models, each with choice of 4 types 
of air deflectors. New light weight cuts in- 
stallation costs. 

Want the complete story? 
For details on why Modine offers you 
the best in unit heating . . . more 
value, less trouble — contact the 
representative listed in your classified 
phone book. Or, ask for Catalog 155. 
Write to Modine Mfg. Co., 1502 De- 
Koven Ave., Racine, Wisconsin, 







UNIT HEATERS 
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Anything Less is an 
Old-Fashioned Truck! 





If you don’t get all the modern advantages new Chevrolet 
trucks offer, you stand to lose money on the job today 
and at trade-in time tomorrow! 


Look at it this way. The more modern the truck, 
the more quickly and efficiently it does the job. 
And if it’s loaded with ultra-modern features, you’re 
bound to be farther ahead at trade-in time. Now 
look at the way Chevrolet fills the bill. Even 
so-called new trucks are old fashioned without all 
these Task-Force advantages! 


Shortest stroke V8's* of any leading truck—the most 
modern truck engines money can buy! Their com- 
pact, short-stroke design means longer life because 
of less friction and wear. Chevrolet’s extra-rugged 


and dependable high-compression Sixes are ultra 
economical to keep humming. They squeeze more 
power out of a tankful of gas! 


The latest in cab comfort and safety—new High-Level 


ventilation, panoramic windshield, concealed Safety 
Steps—features that boost driver efficiency! 


Most modern chassis features—new: suspension, more 
rigid frames, tubeless tires standard on !5-ton models! 


Work Styling—Here’s light- and medium-duty styling 
that’s matched to the job; modern styling that calls 
attention to your business! Your Chevrolet dealer 
has complete details. See him soon! . . . Chevrolet 
Division of General Motors, Detroit 2, Michigan. 


*V8 standard in L.C.F. models, an extra-cost option in all 
others except Forward-Control models. 


NEW CHEVROLET 
mer [ask-Force trucks 
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Pump Assn. Shapes 56 Water Systems 
Promotion to Broaden Total P-H Market | 


Cuicaco—An aggressive program 
geared to broaden the market for 
water-using plumbing, heating, air 
conditioning and appliance equip- 
ment was outlined at the annual 
meeting of the National Assn. of 
Domestic and Farm Pump Manu- 
facturers here last month. Spear- 
heading the program again this 
year will be the eighth annual 
National Water Systems Month in 
May. 

The ’56 campaign will be a fur- 
ther expansion of this year’s pro- 
gram in which 27 manufacturers 
of related products and component 
parts participated with the associa- 
tion, electric utilities and water 
systems distributors and dealers. 

F. B. Hout, chairman of the gen- 
eral planning committee, pointed 
out how the sale of an electric 
water system creates sales oppor- 
tunities for other plumbing and 
heating products. 


Has Tie-in Possibilities 

“The industry-at-large has a 
vital stake in National Water Sys- 
tems Month,” he said, “and the 


sibilities for related 
products is virtually 
F un'imited.” 

The 1956 program 
will follow the theme, 
“Open the Door to 
Modern Living—with 
Plenty of Water, 
Plenty of Pressure.” Jack Hosford, 
acting secretary, previewed mate- 
rials now being developed. Among 
these will be a giant window poster 





F. E. Mye:s Il 








tie-in promotion pos- | 


and a package of merchandising 
material including radio scripts, 
publicity, and a strategy calendar. 
F. E. Myers II, vice president of 
F. E. Myers & Bro. Co., was elected 
president of the association for the 
next year. Leo Friskey, Red Jacket 
Pump Co., was named chairman of 
the related products committee. 





K. L. Kleinen, president of the Associ- | 
ated Plumbing Contractors of San | 
Francisco, welcomes Mrs. Viola O’Con- | 
nell, president of Von Tagen Plumb- | 
| 
| 


| ing Corp. as first woman member. 
| Present also was R. E. Burke, execu- 


tive vice president of the corporation. 


Weather Bureau to 
Give Construction 


Industry More Data 


WasuincTon, D.C.—The Climatic 
Research Committee of the Build- 
ing Research Advisory Board has 
submitted recommendations for 
supplementary weather data to the 
U.S. Weather Bureau which would 
better serve construction needs. 
The recommendations are based on 
a survey of major segments of the 
building industry. 

Information soon to be available 
includes monthly reports of hourly 
wet-bulb temperatures; summaries 
of summer and winter dry-bulb 
and wet-bulb temperatures, wind 
velocities and directions, rainfall 
and snowfall; and 30-day fore- 
casts. Other data requested but 
unavailable without additional re- 
search are soil temperatures and 
freezing temperatures; three to six- 
month forecasts; nocturnal radia- 
tion; summer degree days and solar 
radiation. 


ASHAE Lab. Begins 

Radiant Heating Study 
CLEVELAND—The American So- 

ciety of Heating and Air-Condi- 


tioning Engineers began a study of 
radiant space heating last month at 


| its research laboratory. The first 


phase of a project on cold walls 
will be an investigation of the 
physical phenomenon of radiant 
heating. Comfort and psychological 
factors of this method of heating 
will be explored in later stages of 
the project. The Burgess-Manning 
Company, manufacturers of a ra- 
diant system featuring perforated 
ceiling panels, will participate. 
(NEWS continued on page 54) 


Other News Highlights in This Issue... 


Progress Report on Modernization Activity....... p.84 
Pricing Policies Hit by Wholesalers at Convention. . . p.99 


Mechanical Contractors Plan 


Product Show...... p-116 


Low-Cost Heating-Cooling Study to be Made....... p-118 
Akron, O. Contractors Tackle Jacklegg Problem. . p.106 


Late News Flashes ........ 
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JENKINS PRACTICAL PIPING LAYOUTS 








How to plan piping connections for 






Copyright, 1955 
Jenkins Bros, 


Diagram by Huxley Madeheim, 
Consulting Engineer 








; ya 
+ «CITY WATER 
PA A supmLY 
8 
Jenkins Valve Service 





Fig. 47-A Bronze Gate 


City Water Shut off 





Fig. 92-A Bronze Check 


Prevent contamination of City Water 
































Fig. 106-A Bronze Globe 


Modulating Valve Bypass 





Fig. 106-A Bronze Globe 


Drain Heating Coil 


——E 





Fig. 106-A Bronze Globe 


Vent Control 





1 
1 | Fig. 106-A Bronze Globe Drain Storoge Tank 
1 | Fig. 106-A Bronze Globe Float valve By-Poss 
VALVE 2 Fig. 368 Bronze Gate Pump Suction Shutoff 
RECOMMENDATIONS 2 | Fig. 352 Bronze Swing Check | Prevent Backflow 
For details of valves to 2 | Fig. 368 Bronze Gate Pump Discharge Shutoff 
suit varying conditions 3 | Fig. 106-A Bronze Globe “umevartuu | 
see Jenkins Catalog. 3 | Fig. 370 Bronze Gote imi“: 1 
3 | Fig. 368 Bronze Gate Meddeteg Veta | 
sles it a 
2 
1 
1 
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Fig. 106-A Bronfe Globe 





Cooling Tower Water Discharge Shutoff 


— 








SPACE HEATING WITH HOT WATER DISCHARGE 
FROM REFRIGERATION CONDENSERS 


Where continuous refrigeration is required, 
the heat absorbed by the water circulating 
through the condensers during the refrig- 
eration cycle may be transferred to circulat- 
ing air and used for space heating. This 
hookup illustrates a system that is widely 
approved for utilizing waste heat in frozen 
food plants, ice cream plants, supermarkets, 
and refrigerated warehouses. 


A cooling tower for water conservation is 
included in the usual water cooling system 
for refrigeration condensers, as indicated. 
All or a portion of the water which usually 
flows through the cooling tower system may 
be diverted and circulated instead through 
a water coil in the summer air conditioning 
unit. A three-way modulating valve, actu- 
ated by a room thermostat, controls the 


SOLD THROUGH PLUMBING-HEATING AND 
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water passing through the two parallel cir- 
cuits, dividing it according to the heating 
requirements. 

Excess heat, when all the heat is not re- 
quired, is removed by regulating the amount 
of the water circulated through the parallel 
path of the cooling tower. Additional heat 
may be provided, when needed, from any 
other customary source. 

The cooling tower circuit provides for water 
storage in a tank inside the building to 
avoid freeze-ups. The water circuits shown 
can be full weight red brass pipe, copper 
tubing, or black iron pipe. 

This combination of refrigeration and heat- 
ing is an adaption of the heat pump cycle 
and will provide both refrigeration and heat 
for minimum operating costs. 


INDUSTRIAL DISTRIBUTORS 


Consultation with accredited piping engi- 
neers and contractors is recommended when 
planning any major piping installation. 

To save time, to simplify planning, to get 

all the advantages of Jenkins specialized 
valve engineering experience, select all the 
valves you need from the complete Jenkins 
line. It’s your best assurance of lowest cost 
in the long run. Jenkins Bros., 100 Park 
Ave., New York 17. 
COMPLETE DESCRIPTION AND ENLARGED 
DIAGRAM OF THIS LAYOUT FREE ON RE- 
QUEST. Includes additional detailed infor- 
mation. Ask for Piping Layout No. 75. 





























News . . « Continued 


Pe, << 





Sections of Union Malleable Mfg. Co.’s plannerd $8,000,000 plant expansion are 
scheduled for completion as indicated by numerals shown in above photo. 


Union Malleable Continues Expansion 


ASHLAND, O.—The Union Malle- | 


able Manufacturing Co. has com- 
pleted the first phase of its planned 
$8,000,000 plant expansion program 
by putting a new foundry into 
operation. The foundry, providing 
47,000 sq ft of production space, is 
already engaged in manufacturing 
the firm’s line of malleable iron 
castings. 

Charles Kates, president, said 
that plans are now bcing drawn for 
the next step in the program, a 
55,000 sq ft section which will house 


New York, Boston, 
Detroit Chosen for 
Control Sales Drive 


GLENDALE, CALIF.—A major cam- 


paign to sell home owners on the | 
advantages of automatically con- | 
trolled heating systems has been | 
launched by General Controls Co. | 


The saturation-type program is 
aimed at the Boston, New York 
City and Detroit 


will offer manufacturers, whole- 
salers and contractors in the in- 
dustry an opportunity to tie-in 
promotion of related products. 

Ray said the campaign will fea- 
ture billboard ads, radio spot an- 
nouncements and newspaper ad- 
vertising. Plans also call for an 
intensive follow up by wholesalers 
and dealers. 


metropolitan | 
areas. J. F. Ray, vice president in | 
charge of sales, said the pregram | 





} 
| 


the electric annealing and auto- 
matic galvanizing operation and 
machine shop facilities. Construc- 
tion is expected to begin in 1956. 






Gas Water Heater 


Sales Set Record 


New York City — Automatic 
water heater sales during August 
| have broken the previous record 
| high for any one month, reports the 


- | Gas Appliance Manufacturers Assn. 
, 


| The total for the first eight months 
of the year has exceeded the annual 
sales of any year before 1950. Au- 
gust shipments totaled 271,000 
units, a 30.9 percent increase over 
the same month last year. Ship- 
ments for the first eight months of 
the year reached 1,894,400 units for 





a 24 percent increase over the same 


| period last year. 


As this issue was going to press, 


| the Gas Appliance Manufacturers 


Assn. was holding its annual con- 
vention in Palm Springs, Calif. A 
complete report of the meeting will 
be presented in the December issue 
of Domestic ENGINEERING. 


SKCMA Charts ’56 Kitchen Campaign as 
Sales Climb; New Selling Aids Planned 


Cuicaco—With kitchen cabinet 
sales well on the way toward set- 
ting a record in 1955, The Steel 
Kitchen Cabinet Mfrs. Assn. met 


here last month to discuss strategy | 


for its third annual promotion next 
September. The association, spon- 
sor of National Steel Kitchen Cab- 
inet Month, reports that dollar 


sales exceed 1954 by 12 percent and 
unit sales are greater by more than 
20 percent for the first six months. 
This does not take into account the 
impact of the September promotion 
which has just ended. 

The meeting was devoted largely 
to laying the groundwork for the 

(Please turn to top of page 56) 





E. J. Catlin (right), chairman of the sales promotion and advertising com- 
mittee of the Steel Kitchen Cabinet Manufacturers Assn., reviews sales aids 
used during Steel Kitchen Cabinet Month (September) for D. G. Fanelli, 
Crosley-Bendix; C. K. Reynoids Jr., Republic Kitchens; M. M. Miller, Miller 
Metal Products; and C. F. Hastings, American Kitchens, as group plans next 
year’s campaign. See story above for details of strategy meeting at Chicago. 
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Slow Speed: For delicate fabrics, washing and spin-dry 
action are slowed by % to a hand gentleness. Time is 
selective from 1 to 4 minutes. 


Whirlpool exclusives 
help you close deals 


2 separate washing speeds, Suds-Miser 
and 7 Rinses provide big selling 
edge over competition 


With the next washer prospect, build your sales 
presentation around Whirlpool exclusive features. Empha- 
size that these are advantages she can enjoy only with a 
washer made by Whirlpool. No other washer has them. 


Take 2 separate washing speeds, for example. Whirl- 
pool gives your prospect a separate, slow-speed, gentle 
action designed solely for modern, synthetic materials. 
Other washers also have short washing periods, but only 
Whirlpool slows down the action to fit the fabric. And, 
only Whirlpool puts an end to hand laundering chores. 

Money-saving Suds-Miser, 7 Rinses and all the other 
Whirlpool exclusives can be used successfully in competi- 
tive selling. You've got the most complete story in the 
home laundry field. Use it with all your prospects. You'll 
be glad you did. 


Contact your distributor for full details 


WHIRLPOOL-SEEGER CORP. 


St. Joseph, Michigan 
IN CANADA: John Inglis Co., Limited, Toronto, Ontario 
See Milton Berle, Martha Raye shows, Tuesday nights, NBC-TV. 


More than ever... it’s easier to sell 
Whirlpool than sell against it! 





































Normal Speed: Separate, normal action loosens and re- | 
moves dirt from grimiest blue jeans and all regular 
fabrics. Time is selective from 1 to 14 minutes. 








| 
| 
Whirlpool’s 7 Rinse§ give the most thorough rinsing | 
known, yet use less water than other washers, conven- 
tional or automatic. 





Suds-Miser cuts soap and hot water bills in half. Hot, 
sudsy water is stored after first load, then returned for 
re-use, automatically. 








News 





Kitchen Cabinets... 
(Continued from center of page 54) 
1856 program as E. J. Catlin, chair- 
man of the promotion committee, 
previewed suggested selling aids 
for dealers. Action leading to closer 
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communication between the steel 
kitchen producers and appliance 
manufacturers on problems of 
standard sizes, color, and similar 
matters, was recommended and ap- 
proved by members. 
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VI VALITY BUILUING PRODI"? 


Exhibits of 43 manufacturers of building equipment are being toted on a 25,000 
mile tour by a single International tractor-truck with a epeciallu desianed 35 ft 
trailer. The seven month road show is sponsored by the Producers’ Council. 


Building Products Show Opens Tour 


Cuicaco—An exposition of build- 
ing equipment, sponsored by the 
Producers’ Council, is making a 
seven month tour of 24 states and 
36 key cities. The show, valued at 
$200,000 and requiring 4,000 sq ft 
of display space, is being trans- 


apolis-Honeywell Regulator Co., 
and Westinghouse Electric Corp. 
The American-Standard exhibit, 
for example, features hot water 
heating and cooling equipment as 
well as bath and kitchen units. 


ported on its 25,000 mile trip by | 


Automatic Laundry Sales Hit New Peak 


a tractor truck with a specially 
designed 35-ft trailer. 


Included among exhibitors from | 


the plumbing and heating industry 
are American Standard, Crane Co., 
American Air Filter Co., Johns- 
Manville Sales Corp., Josam Mfg. 
Co., Kewanee-Ross Corp., Minne- 


Cuicaco—Home Laundry appli- 


ance sales for August set a new | 
record for the industry, reports the | 


American Home Laundry Manu- 


facturers’ Assn. Cumulative sales | 


for the first eight months, says the 





Chicago Considers 
Water Charge for 
Air Conditioning 


Cuicaco—A huge drain on the 
city’s water system due to the 
sharp increase in air conditioning 
has prompted a study of the possi- 
bility of charging special fees for 
big users of water for cooling sys- 
tems. H. H. Gersten, assistant chief 
water engineer, said that during 

| peak days during the summer, air 
| conditioning systems accounted for 
more than 250 million gallons of 
| water a day. A charge of $40 per 
| ton of cooling capacity is the fig- 
| ure discussed. Gersten recommends 
| wider use of cooling towers. 


Cooling Experts Meet 
_at Atlantic City Show 
New York City—Several thou- 
sand cooling experts will converge 
on Atlantic City this month for the 
9th Air Conditioning & Refrigera- 
tion Industry Exposition. The show, 
to be held Nov. 28-Dec. 1, will 
display the latest developments in 
cooling. Five industry groups will 
hold meetings conjunctively. 
(NEWS continued on page 58) 


| association, were 32 percent higher 
than in 1954. Guenther Baumgart, 
executive director, pointed out that 
| August sales surpassed the pre- 
vious pe2k of October, 1950 by five 
percent. See tabulations below. 























LAUNDRY APPLIANCE SALES — EIGHT MONTH REPORT 
Percent Increase-Decrease* 
from Prior Periods 

| August | August | First Eight 

| First First 1955 | 1955 | Months 1955 
| Eight | Eight from from from 

August July | Months | August Months July August First Eight 

1955 | 1955 1955 1954 1954 1955 | 1954 Months 1954 
Total Units Sold 546,065 | 311,466 | 3,523,526 | 379,333 | 2,669,056 | 75% | 44% 32% 
j Washers 403,770 245,879 | 2,740,462 | 293,243 | 2,198,206 | 64% 38% 25% 

| Automatic and semi- 

automatic 274,972 | 166,813 | 1,954,758 | 200,428 1,430,491 65% 37% 37% 
Wringer and spinner 128,798 79,066 | 785,704 | 92,815 767,715 63% 39% 2% 
Dryers 136,190 60,516 728,624 80,165 414,890 125% 70% 76% 
Electric 101,677 43,567 541,322 | 57,844 296,861 | 133% 76% 82% 
Gas 34,513 | 16,949 | 187,302 | 22,321 118,029 | 104% 55% 59% 
| lroners 6.105 | 5,071 | 54440 | 5,925 55,960 | 20% 3% 3%" 
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Type CB-L: Hot water 
space heating pressure 
control. Inbuilt by- 
pass. Bulletin #294 


Type F-51: ASME ap- 
proved. Lets you match 
BTU cap. to boiler in- 
put. Bulletin #290 








Type A-31: Small vol- 
ume reducing and reg- 
ulating valve up to %” 
pipe size. Bulletin 
#288 


Type B: Single seated 
pressure reducing and 
regulating valve. Bul- 
letin #265 








Type RHTL: Revolv- 
ing head temp. and 
pressure valve. On the 
job settings. Bulletin 
#293 





Type E: For water in 
domestic and industrial 
installations. Other ap- 
plications. Bulletin 
#264 
















Tempo: Automatic re- 
seating valve. Thermo- 
stat up out of water. 
Minimum liming. Bul- 
letin #284 





Type A-1: Hot water 
space heating pressure 
control valve. (Com- 
bination Unit). Bulle- 
tin #292 



























_ “ 





Type S Strainer: Pro- 
tects valves from pipe 
scale and dirt. Bulletin 
#224 
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Type FHTL: Dia- 
phragm pressure and 
temperature relief 
valve. AGA approved. 
Bulletin #295 









NO FUSE PLUGS 
TO REPLACE 





Low Cost Automatic Reseating 
T & P Relief Valve for 





e@ Withstands high temperatures 


@ No fluids to leak out 
e@ High capacity 
e@ V2" or 3%,” inlet connections 


Econo-Therm Relief 
Valves, Cash-Acme’s Type 
“Vv” Series, are the great- 
est value in complete 
safety and protection for 
water heaters that money 
can buy. Yet, they’re LOW 
COST, affording auto- 
matic reseating tempera- 
ture arid pressure relief 
for only pennies more than 
many fuse plug type 
valves. 





also ECONO-THERMS 

available ' in V4" and ¥%" 
ECONO -THERMS inlet sizes 

Dip-tube now available 
type from stock. 





Cash-Acme mokes the world’s largest selection of 
relief valves for woter heaters... in all price ranges. 







E A. W. CASH VALVE MFG. CORP. 


666I E. Wabash Avenue e Decatur, Ill. 




































































News . . . continued 


Reveal Whirlpool-Seeger Sales Structure 


Sr. Josepu, Micu.—The structure 
and initial administrative person- 
nel of the sales department for the 
newly formed Whirlpool-Seeger 
Corp. have been announced. Sales 
functions for laundry, refrigera- 
tion, range and air conditioner ap- 
pliances will be administered under 
the two classifications of Merchan- 
dise Development and Distribu- 
tion, 


John W. Craig, vice president of 


the new firm, is director of mer- | 


chandise development and Jack 
Sparks is general sales manager for 
distribution. Roy Howard is mer- 
chandising manager and Harvey 
Weimer, formerly with Crosley- 


Bendix, is market research man- | 


ager. 


Merchandise Development con- | ie phat 
_as Division Manager 


sists of four divisions, one for each 
major appliance, with a complete 
management staff for each division. 


Bathtubs Heading 
for Banner Year, 
Figures Indicate 


Cuicaco—Sales of bathtubs in 
1955 will hit an all time high should 
they continue at the record-break- 
ing pace set the first half of this 
year, reports the Plumbing and 
Heating Industries Bureau. Based 
on first half figures, the projected 
total for 1955 would be 2,563,880 as 
compared with the record 2,310,000 
units sold in 1950. The estimated 
total would place sales for 1955 
about a half million ahead of 1954. 
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John Crouse heads the laundry 
division; Lee Baker, formerly of 
Admiral, the refrigerator division; 
and Austin Rising (RCA) both 
range and air conditioner divisions. 
Distribution includes the field 
sales organization, merchandising, 
sales promotion coordination, sales 
administration, sales training, mar- 
ket research, builder and _ utility 
, sales and home serv- | 
ice. The field organi- | 
zation consists of five 
regional managers 
and 18 district mana- | 


are given on p. 205. 


J. W. Craig 


| Rheem Names Heinis 


| pointed Vearl J. Hei- 


Representatives of The Central Foundry Co., producer of cast iron soil pipe, 


| board of directors 


Cuicaco — Rheem 
Mfg. Co. has ap- 


nis general manager 
of the Rheem Prod- 
ucts Division. The 





also named G. M. 
Greenwood, as chief 
financial officer and Gordon W. 
Mallatratt as secretary and treas- 
urer. Both Green and Mallatratt 
are vice presidents. 


V. J. Heinis 


t 


gers. Names of other | 
personnel appointed | 


_ Cooling Conferences 


ot 


arias Bedi: ash Storrs Sosers Core 





William A. Bauer (left), president, 
American-Standard Plumbing and 
Heating Div., is shown receiving Civil 


| Defense Award for company’s partici- 


pation in recent atomic test program. 


G. E. Launches New 
Series of Heating- 


BLooMFIELD, N. J.—The General 
Electric Home Heating and Cooling 
Department began a series of con- 
ferences with distributors last 
month to outline plans for 1956. 
Distributors from California, Utah, 
Washington, Louisiana, Texas, 
Tennessee, Illinois, and Missouri 
met at the Wigwam at Litchfield 
Park, Ariz., during October. 

In November, a second series of 
conferences will be held at The 
Homestead, Hot Springs, Va. Dis- 
tributors from Georgia, Washing- 
ton, D.C., North Carolina and Vir- 
ginia will attend the 10th and 11th. 

(Please turn to top of page 179) 


Boiler, Furnace Sales Show Increase 


New York City—Shipments of 
gas-fired boilers in August showed | 
an increase of 30.9 percent over the | 
same month last year, according to | 
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are shown at the firm’s annual sales meeting in New York where plans for a 
national advertising program were announced by J. J. Flynn, sales manager. 
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the Gas Appliance Manufacturers 
Assn. During the first eight months 
of the year, 49,500 units were 
shipped for an 11 percent increase 
over the same period in 1954. Ship- 
ments of gas-fired warm air fur- 
naces for the first eight months of 
the year now exceed the total an- 
nual shipments for any year before 


| 1954, GAMA said. A new monthly 


record was set during August with 
104,100 units shipped, an increase 


| of 38.2 percent over the same month 
| last year. Shipments for the first 
| eight months of the year were 517,- 


000 units, an increase of 35.9 per- 
cent over 1954. 
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HERMAN NELSON 


console heater 








choose from 
16 models... 
64 air inlet-outlet arrangements! 


When you apply the Herman Nelson Console Heater to your heating jobs, 
you apply not one or two choices but /6 different models—giving you a 
total of 64 inlet-outlet combinations! Mount these Herman Nelson units on 
floor, wall, ceiling or inverted ... order them for fully recessed, semi- 
recessed or free-standing applications—and get the unit that fits your re- 
quirements exactly. Styled with outstanding beauty, Herman Nelson Console 
Heaters operate quietly, give positive heat distribution, and utilize either 
steam or hot water. Get complete information now . . . use coupon below. 
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FLOOR WALL INVERTED CEILING 






INSTALLATION INSTALLATION + INSTALLATION INSTALLATION 
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AAT — Prnteen Aix Fitter 


COMPANY, INC. 


OF ne LOUISVILLE, KENTUCKY 


| Bs, UNIT BLOWERS, in both forward curve and bac 


ward curve wheel types, efficiently solve all ve 


fn) tilating and exhaust problems. 


Better Air is Our Business 









ELECTRO-CELL with Type H Washer—high effi 
ciency air cleaning with pushbutton maintenance 
— the washer as an integral part of the uni 
simplifies installation. 















Sil, PORTABLE HEATERS supply extra “heat « 


wheels” at this cold loading dock. There is a si 


eae and model for every job, capacities 75,000 


450,000 BTU. 
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Write for free Pitoratine ! 


AMERICAN AIR FILTER COMPANY, INC. 
116 Central Avenue, Louisville 8, Kentucky 


Please send me complete information on the following 

equipment: 

[] Console Heaters Dust Collectors | 
{} Unit Blowers } Portable Heaters | 
] Centrifugal Fans ] Steam Specialties ! 


] Electro-Cell Air Filters : a 
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FIRM NAME POSITION __| 
ADDRESS —--—| 
CITY ZONE STATE 



























IT SORT OF HURTS ME to tell this 
story—but there’s a slight chance 
you might enjoy a little light 
reading—so here goes. 

The idea of bucking 350 miles 
of Sunday traffic seemed kind of 
foolish so we decided to stay 
ever and get an early start Mon- 
day morning. I felt sure my boss 
would forgive me if I was a little 
late in showing up at the office— 
he’s the understanding kind. 

The fishing had been very good 
—a nice mess of smallmouth bass 
had been properly packed in ice 
the night before so that there 
would be no delay in departure. 

By the time dawn came, we 
had had our breakfast and were 
ready to shove off. 

“You close the trunk Maw, 
while I put this shovel in the 
garage and we're ready to hit 
the road,” was my last order. 
(You can tell who’s the boss in 
my house.) Down goes the trunk 
—I heard it lock. Then suddenly 
a cold, creepy feeling came over 
me. What about the key? 


s Well, you guessed it, it was 
locked in the trunk. Forgot to 
take the keys out of the old pants 
—oh me, what to do! 

The gracious and lovable Myr- 
tle Morrill, at whose Wisconsin 
home we were staying, suggested 
I ask the telephone operator for 
advice as to whom we might call 
at that early hour that could 
help us. Operators in small towns 
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) MINUTES WITH BERGIE! 





Don't Let This Happen to You 


are famous for the emergency 
services they render. After relat- 
ing my predicament she replied 
in a confident voice, “I'll call you 
back.” In a few minutes a sleepy 
male voice called, “Take out two 
bolts under the back seat, and 
you'll be able to get at the inside 
of the trunk.” We did as directed 





ALL READERS who have heard 
of Marshall Field and Company 
raise your hand. My, it looks like 
practically everyone has heard of 
that famous Chicago store. 

For a great many years, to try 
to “bargain” at Field’s was just 
unthinkable—it was a one price 
store—take it or leave it. 


s But wait—that condition is no 
longer true. A Fortune Magazine 
story reports that major appli- 
ances no longer have price tags 
at Field’s State Street store. 

Instead, salesmen carry little 
black books which show the cur- 
rent price quotations—and the 
prices vary as the competitive 
situation demands. 

An equally high-class store in 
Chicago is Carson Pirie Scott & 
Company. In many respects, it 
enjoys the same high reputation 
that Field’s has, and it too has 
departed from it’s long traveled 
course. The founders would start 
spinning in their graves if they 
knew that Carsons was a party to 


By Hal Bergdahl, manager of dealer sales, Crane Co., Chicago 
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and sure enough, we were able 
to get at the very precious keys. 

Well, it’s obvious I didn’t get 
to work very early that day, but 
the boss was his usual tolerant 
self—what else could the poor 
guy do under the circumstances? 

I guess the moral to the story 
is “don’t get caught with keys in 


your old pants.” 


Old Timers Will Have Trouble Believing This One 


anything like this: “Carson Pirie 
Scott warehouse store open 
nights and Sundays” — but it 
really is. 

Many retail stores are begin- 
ning to resemble oriental bazzars 
—lots of haggling about price. 

It’s true that the virtues of 
an item like a refrigerator have 
long been accepted, so selling is 
easier than in the case of dish- 
washers or garbage grinders. 
These items the consumer has 
not yet been persuaded he needs. 


s The whole thing probably boils 
down to this—the seller who 
really creates a desire for a new 
product, usually commands the 
full price; but the retailer who 
merely dispenses a product on 
which the consumer has already 
sold himself cannot be expected 
to be paid for “a selling service” 
he did not perform. 

Yes, boys and girls, seemingly 
immutable laws of business are 
changing with breathtaking 
speed. END 
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American-Standard D ES | G he 
helps you sell more 
plumbing fixtures 


GOOD DESIGN is an inherent quality of everything American- 
Standard makes. In plumbing fixtures, it’s a harmonizing combination 
of beauty, practicality and convenience like the bathroom above. Home 
Owners everywhere regularly see these customer-designed bathroom 
fixtures in colorful American-Standard advertisements. 

To reap the benefit of the pre-selling we are doing, make it a point 
to display the products that American-Standard shows in its national 
magazine ads. Tie-in your own local advertising and promotion with 
Our extensive magazine schedule. An effective program will bring 
prospects into your store where you can convert them into customers. 
Your wholesale distributor will be glad to assist you in setting up a 
display of American-Standard plumbing fixtures and fittings. Plumbing 
& Heating Division, American Radiator & Standard Sanitary Corp., 
P.O. Box 1226, Pittsburgh 30, Pennsylvania. 


American-$tardard 


BATHROOMS 




















Personalized Fittings 


COLOR = 


— PLUS 
only American-Standard has them! 


These jewel-like satin chrome fittings feature your 
customers’ own initials (in Script or Block lettering), 
framed in beautiful crystal clear or colored firm-grip 
handles as shown above. Handles come in five attrac- 
tive colors. The Monogram line has the Nu-Re-Nu 
assembly for long service and minimum maintenance. 

Designed to complement and enhance American- 
Standard fixtures, and to harmonize with any bath- 
room decor, new personalized Monogram fittings are 
a terrific sales success. Be sure you display them. They 
will not only sell themselves, but will help you sell 


fixtures, too! 

















American-t 


97711171 
TN. 


Designed and constructed to insure maximum heat output per lineal 
foot of panel. Heatrim Panels are shipped in convenient 4, 6 and 8-foot 
lengths, complete with enclosure, heating element and set of connecting 
pieces. Units can be cut on job to any desired length. 
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Heating Element — rectangular, die-stamped 
aluminum fins mechanically bonded to annealed 
copper tubing. Equipped with special hanger 
bracket that allows for full expansion and con- 
traction and quiet operation. 
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Popular American-Standard Baseboard Panels, both 
non-ferrous and cast iron, can open up a lot of profit- 
able business for every heating contractor. This 
modern, compact form of hot water heat appeals 
to customers — overcomes their objections to old- 
fashioned, bulky radiation. They also like the kind of 
clean, draft-free comfort baseboard radiation provides. 

Heatrim Panels take up so little space along the 
wall that they do not interfere with the arrangement 
of furniture, draperies or carpeting—a big selling point 
when going after residential jobs! 

In small homes, they take the place of the main. 
Branches and fittings are eliminated; supply and return 


loops are gone. All piping is readily accessible. And, © 


these advantages simplify your. installation problem— 
enabling you to handle each job in less time . . . and 
with fewer men. For complete information about the 
money-saving, profit-building opportunities American- 
Standard Heatrim Panels make possible, contact your 
distributor, or the nearest American-Standard Sales 
Office. Plumbing and Heating Division, American 
Radiator & Standard Sanitary Corporation, P. O. Box 
1226, Pittsburgh 30, Pennsylvania. 


American-$tandard 


HOT WATER HEAT 


@ The ARCOLINER Packaged Oil Fired Heating Unit. 
Available as a complete boiler “package” with all major com- 
ponents needed for a residential installation. You get Arcoflame 
burner, Detroit controls, built-in tankless heater, barometric 
draft stabilizer and accessories in convenient fiber-board box. 
The complete “package” at a real savings! 


A COMPLETE LINE OF BOILERS 


for every heating requirement 

As the world’s largest manufacturer of quality heating equip- 
ment, American-Standard is a dependable source of supply for 
boilers of every type and size. Every American-Standard boiler 
is built of top quality cast iron and meets highest standards of 
quality control. They are rugged, efficient, and easy to install. 
For detailed information, contact your distributor, or the near- 
est American-Standard Sales Office. 


MINIMUM TIME WITH THE SMALLEST AMOUNT OF LABOR AND MATERIAL 

















the compact, popular-priced 


RESTAL RECEPTOR BATH 


by American-Standard 


makes it easter than ever 
to sell that extra bathroom 


Economy-sized fixture provides both shower 
and tub bathing in shower stall space. Ideal for 
homes, hotels, motcls, and apartments. 


@ The Restal receptor bath offers a great opportunity for you to 
sell an extra complete bathroom for new building or moderniza- 
tion jobs. 

Measuring only 38” x 39” and just 12” high, this modern bath 
provides full bathing facilities in shower stall space. And its cost 
is comparable with that of a properly installed shower stall. 

Lots of homes, hotels, motels and apartments can now find room 
for an extra bathroom. In new buildings, you can increase your 
sale by suggesting a Restal to make a bathroom out of a powder 
room. For modernization, an unused closet or alcove can be 
readily converted into an extra bath with this small size fixture. 
Plumbing & Heating Division, American Radiator & Standard 


Sanitary Corporation, P. O. Box 1226, Pittsburgh 30, Pennsylvania. 


American-Standard 


BATHROOMS 










IMMEDIATE DELIVERY 
Order Now ! 


Made of rigid cast iron smoothly finished with 
a thick coating of acid-resisting or regular 
enamel, the Restal Receptor Bath is in every 
detail representative of American-Standard 
high quality construction. It is available in 
recess model with left or right outlet, and in 
white and six popular American-Standard 
colors. Your wholesaler will take care of your 
orders promptly. 


“207 mame, 
Wer way 
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You wouldn’t 
paral old fashioned 
fixtures... 


install old fashioned 


mulked or threaded piping? 


Use Streamline: copper 


tube and fittings for a 
modern drainage system 


By installing Streamline copper tube and fittings for drainage 
plumbing, you give the home-owner an up-to-date, 
free-flowing, corrosion resistant drainage system that will 
last for the life of the building. There are no caulked 
|, joints to leak, no rust damage to worry about, no expensive 
call-backs. The compact 3” stack fits into a 2” x 4” 
partition ... increasing usable house space and eliminating 
the need for furring. The smooth attractive appearance of 
Streamline copper tube and fittings adds visual sales 
appeal to every modern installation. Your customer 
depends on you... you can always depend on Streamline 


for lifetime, trouble-free service. See your wholesaler now. 


i 





oe 


Pe MUELLER BRASS CO, port HuRON 4, MICHIGAN 
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Fibrocel alone offers 
all these advantages 


i Tome salaial dole keel lluliale hice Mele) ollale mel ialgs 
Resists compression—firm in structure 


Uniform dimensions—precision formed for 


exact fit 


Economical application—lightweight, easy 
to cut with a knife 


Thermal effectiveness 


Permanence —flame, rot, odor and vermin 


relgeye}i 


Can be easily installed—Fibrocel is 
light, easily cut with a knife. Uniform 
dimensions assure tight, smooth joints 
and neat appearance. 


Johns-Manville fue 
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PIPE INSULATION 
For plumbing, heating and air conditioning systems 


@ Johns-Manville Fibrocel is an entirely new concept _ readily handled. Fibrocel speeds application, keeps 
in pipe insulation for the 35F to 300F temperature = costs at a minimum. 

range. In the manufacturing process tiny particles of This new insulation has been developed and tested 
silica are exploded and expanded to forma cellular _in the world’s largest insulation laboratory, located 
structure of “dead” air spaces. It incorporates inone —_at the Johns-Manville Research Center. It has been 
material a combination of properties not found in _ proved in actual field installations. And it is backed 
any existing insulation for heating and plumbing _ by more than 96 years of Johns-Manville experience 
service. ’ in insulation engineering. 

Fibrocel completely eliminates objectionable Available now—Fibrocel is in commercial produc- 
shrinkage caused by atmospheric changes. It permits _tion. Architects, contractors, and engineers can 
no gaping, unsightly joints with accompanying heat _ secure full information from J-M District Offices. Or 
leakage. Strong and firm in texture, Fibrocel resists | write for Brochure IN-155A, address Johns-Manville, 
deformation. Dimensionally uniform, it provides Box 60, New York 16; in Canada, 565 Lakeshore 
exact fit and neat appearance. Light in weight, it is | Road East, Port Credit, Ont. 


Fibrocel Organic Insulation 





Se: d Soft 
j ra / insulation 


} 
| 
| 











is Joints stay tight—tests prove Fibrocel does not shrink, Withstands compression —tests prove Fibrocel 
m even after severe moisture exposure and service under con- suffers no deformation or compression even under 
ts tinuous steam flow. Ordinary organic insulation shows 200-lb. weight. Softer type insulation shows marked 

substantial joint shrinkage after same test. deformation after being subjected to 50-lb. weight. 


JOHNS -MANVILLF 


INSULATION e222 errconon OY 
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NEW PLUMBING * HEATING * COOLING * APPLIANCES 


Joining Strip 

A newly designed joining strip 
intended to effectively seal the joint 
between kitchen sink and cabinet 





work top has been announced by 
Kohler Co. The new strip is spe- 
cially shaped to fit all of the firm’s 
ledge-type sinks with back. Both 
right and left hand adaptations are 
available. 

Manufacturer: Kohler Co., Kohl- 
er, Wis. 


Packaged Liquid Coolers 

Bell & Gossett has introduced a 
new line of packaged liquid coolers. 
Units are available in 8 sizes pro- 
viding capacities from 7% to 50 
tons. Each unit is factory assem- 
bled, ready for operation upon mak- 
ing the basic connections with the 
system. The chiller is of direct ex- 
pansion operation with a constant 
flow of water as low as 34F. The 





condenser features copper finned 
tubing and the heat exchanger is of 
copper tube-within-tube design. A 
removable panel and all controls 
are mounted in a 16-ga. steel box. 
Failure of any one motor causes 


68 


complete shut-down of the unit 
through interlocking of the control 


* system. 


Manufacturer: Bell & Gossett 
Co., 8200 N. Austin Ave., Morton 
Grove, II. 


Circular Torch 

Two new circular torches for 
soldering large copper sweat fit- 
tings have been designed by Mutual 
Liquid Gas for operation with LP- 
gas. The circular torch distributes 
heat around the entire joint in one 
operation thus reducing the heating 


fv 


\ ge 


time. One torch has two tips and 
the other utilizes five tips. Both 
torches will generate 2359F on 
direct tank or regulated pressure. 
The torches are designed to solder 
copper pipe up to 6-in., and may 


also be used for melting out lead- 
and-iron joints. 

Manufacturer: Mutual Liquid 
Gas and Equipment Co., Gardena, 
Calif. 


Steam Trap 

A new inverted bucket steam 
trap announced by Sarco is de- 
signed for increased discharge ca- 
pacity through the use of a special 
“Camlift” valve mechanism. The 
trap is also engineered to retain its 
prime under difficult operating con- 
ditions such as rapid pressure 





drops, light loads and partial vacu- 
um due to night shut-downs. Con- 
densate capacity is controlled 
through the use of different trap 
orifices according to the pressure 
differential. 

Manufacturer: Sarco Company, 
Inc., Empire State Bldg., New York. 


Unit Heater 

The addition of a line of gas unit 
heaters has been announced by 
Temco. Six different heater models 
are available with gas input ratings 
from 50,000 Btu/hr to 225,000 Btu/- 
hr. The heat exchanger has a high 
temperature porcelain enamel fin- 
ish that is rust and burn-out resist- 
ant. The units are readily installed, 
suspended from two pipe hangers 





Shower Control Redesigned to Simplify Installation 


Powers Regulator has redesigned 
its Hydroguard shower control to 
include shut-off valves and strain- 
ers with temperature and pressure 
control element under one rectan- 
gular dial. Centralizing all com- 
ponents under one dial simplifies 
installation and servicing problems 
and contributes to the appearance 
of modern bathrooms through its 
compactness. The mixing valve’s 
modular design with thermostatic 
safety protection and only one triad 
handle to turn makes it well suited 
for use in residences, apartments, 
hotels, clubs, schools, industrial 





plants, hospital showers and for hy- 
drotherapy. 

Manufacturer: Powers Regulator 
Co., 3400 Oakton St., Skokie, III. 
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and with electrical, vent and gas 
line connections easily accessible. 
A feature of construction is the 








dynamicaily balanced fan with 
overlapping blade, powered by a 
slow-speed, resilient mounted mo- 
tor. 

Manufacturer: Temco, Inc., 4104 
Park Ave., Nashville 9, Tenn. 


Dryer Vent Window Unit 

A glass fiber plastic window pane 
has been announced by a division 
of Air Control Products for use in 
venting clothes dryer installations. 
The panes come in four common 
basement window sizes and have a 
precut hole to accommodate 3 or 4- 
in. dryer ventilators. The glass fiber 





window pane is shatterproof and 
provides 80 percent light transmis- 
sion. Sizes are 15 by 12, 18 by 12, 
15 by 16, and 15 by 20 in. 

Manufacturer: Leigh Building 
Products Div., Air Control Prod- 
ucts Inc., Coopersville, Mich. 


Flexible Supplies 

A line of flexible supplies for 
lavatory, sink, and water closet 
has been announced by Harcraft 
Brass. The flexible connections of 
chrome plated copper tubing are 
available with straight or elbow 
connections for % and -in. 
threaded pipe and for 14-in. sweat 
connections. They may also be fur- 
nished with straight or angle stops 
of wheel handle, loose key, or 
stuffing box pattern. Lavatory and 
sink supplies are individually 
boxed in pairs and closet supplies 
are furnished with lead washer 
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and boxed singly. Escutcheons are 
furnished with all supplies. 

Manufacturer: Harcraft Brass, 
Div. of Harvey Machine Co., Inc., 
Torrance, Calif. 


T & P Relief Valve 


Dole Valve has announced a new 
temperature and pressure relief 
valve for protection of domestic 
hot water tanks. A precision-cali- 
brated heavy duty pressure relief 
mechanism opens the line when 
pressure exceeds the setting and 
closes when pressure is relieved. 
Temperature relief is provided by 
a fusitle plug mounted directly be- 
low the main outlet. Relief capacity 
of the valve is 125,000 Btu/hr with 





¥4-in. ips inlet and drain outlet. An 
extra fusible plug is supplied with 
each valve. 

Manufacturer: Dole Valve Com- 
pany, Plumbing & Heating Div., 
1933 W. Carroll Ave., Chicago 12. 


Lavatory Hanger 

An improved lavatory hanger of 
one-piece construction has been 
designed by Universal-Rundle. A 
new slot for one mounting screw 
makes it possible to quickly level 
the hanger by shifting the hanger 
up or down as required. The 





multiple screw holes permit fasten- 
ing to practically any type of wall 
construction. Toggle bolts at the 
base of each side of hanger pull 
the lavatory into position, securely 





locking all movement of lavatory 
in any direction. 

Manufacturer: Universal-Rundle 
Corp., Box 960, New Castle, Pa. 


Water Heater 

A 25-gallon automatic gas water 
heater with copper tank has been 
added to the Allcraft line. The re- 
covery rating is 31 gph at 100F 





temperature rise. The heater has 
a thermo-pilot control and an ex- 
{Please turn to top of page 70) 


Ford Adds Safety Features to 1956 Truck Lines 





Ford has added two new models 
to its truck line for 1956. These 
include a new, longer wheelbase 
pickup and a tandem axle model in 
the heavy truck series. The pickup 
with wraparound windshield is 


available in 140 or 118-in. wheel- 
base. The tandem axle model is a 
heavy duty truck with a gross 
weight of 36,000 lbs. It features a 
190-hp Y-8 engine equipped with 
a four-barrel carburetor. Illustrated 
is the interior of the firm’s 1956 
truck cab with the standard wrap- 
around windshield, safety “Life- 
guard” steering wheel and optional 
safety belts. The cabs are also 
equipped with standard safety door 
latches. These safety features plus 
tubeless tires are standard equip- 
ment in the new line. The com- 
plete line includes 200 models. 

Manufacturer: Ford Division of 
Ford Motor Co., P. O. Box 638, 
Dearborn, Mich. 
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(Continued from page 69) 
ternal flueway design. The flue 
passage is constructed of alumi- 
nized steel. All fittings are copper 
and bronze. The insulation blanket 
of spun glass fiber is enclosed in 
the white baked enamel casing. 

Manufacturer: Allcraft Mfg. Co.., 


Inc., Cambridge 42, Mass. 


Steam Generator 

The Cyclotherm Div. has incor- 
porated a secondary air damper in 
the blower housing of its entire line 
of low horsepower boilers. The 
secondary air damper simplifies ad- 
justment of the boiler air require- 
ments which results in higher com- 





bustion efficiency. Operating at 
pressures from 15 to 200 psi, the 
boiler requires no stack beyond 
minimum code requirements. 

Manufacturer: Cyclotherm Div., 
National-U.S. Radiator Corp., 157 
E. First St., Oswego, N.Y. 


Floor Drain 

A new floor drain with brass 
funnel strainer for use in floors 
under air conditioning units has 
been announced by Josam. The air 
conditioning unit drain is ter- 
minated with an air gap between 





the bottom of the pipe and the top 
of the new floor drain funnel thus 
providing an indirect connection. 
The drain head is adjustable to 
compensate for floor variations. 

Manufacturer: Josam Mfg. Co., 
Michigan City, Ind. 


Electric Ranges 

Four new 30-in. electric range 
models have been announced by 
Kelvinator. The deluxe model 
in the series features disposable 
aluminum foil linings on the bottom 
and sides of the oven. All four sur- 
face units have thermostatic-action 
switches with illuminated dials. The 
oven is equipped with “radiant rod” 
bake and broil units and door win- 


dow. The backguard has a timed 





Just Adds 5 Sizes to Stainless Sink Top Line 


Just Mfg. Co. has announced the 
addition of five new standard sizes 
to its line of stainless steel sink tops. 
The sink tops feature one-piece 
construction and include anti- 
splash rim and pitched drain 
boards. Surfaces are ground and 
polished to a satin finish, and the 
under surface of top and bowl is 
thoroughly sound deadened. The 
top is provided with wood frame 
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to facilitate fastening to cabinets. 
Available sizes include 42 and 48- 
in. lengths in single bowl, single 
drain board style; 54, 60, 66, 72, 84, 
and 96-in. lengths in single bow], 
double drain board models; and 
48, 66, 72, 84, and 96-in. lengths in 
double-bowl, double drainboard 
models. 

Manufacturer: Just Mfg. Co. 9234 
King St., Franklin Park, TIl. 


appliance outlet, minute minder, 
electric clock and full width fluo- 
rescent lamp. The range is avail- 
able in eight custom colors plus 
white. The three other models in- 
clude various combinations of these 
features. 

Manufacturer: Kelvinator Div.. 
American Motors Corp., 1452 Plym- 
outh Rd., Detroit 32. 


Thermostat 

A new room thermostat with en- 
closed snap action switch and round 
design has been developed by Crise 
Controls. An adjustment lever 
provides temperature setting and a 
separate scale is provided for room 
temperature. An adjustable heater 
provides a range of .35 to 1.2 am- 
peres. No leveling of the thermo- 
stat is necessary. The removable 





cover may be painted to match 
surroundings. Two models provide 
for either low voltage circuits or 
for millivolt circuits. 

Manufacturer: Crise Controls 
Div., Acro Manufacturing Co., 2040 
E. Main St., Columbus 16, O. 


Lavatory Unit 

A lavatory unit suitable for bath- 
room remodeling and new con- 
struction has been developed by 
Tri-Boro Enterprises. The unit is 
available in a wide range of pat- 
terns and colors, and is finished 
with Formica which is resistant to 
water, acids or alkali. Each unit 
is available for right, left, or center 





arrangement with many variations 
to suit decorating tastes. 
Manufacturer: Tri-Boro Enter- 
prises Inc., Corona 68, N. Y. 
(Please turn to top of page 74) 
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See your wholesaler or write 


TACO HEATERS, INCORPORATED 


1160 Cranston Street, Cranston 9, R. I. 


CORPORATE OFFICE IN CANADA 
342 Madison Avenue Taco Heaters of Canada, Ltd. 
New York*17, New York 4 Gilead Place, Toronto 2 


Better Heating 


Better With TACO 
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Bigtices 


New Hot Water Economy — Taco tempering action 
mixes cold with hot water only while temperature from 
source is above desired setting. It stretches tankless 
heater performance, never wastes hot water, really sat- 


isfies customers. 

Proven Performance -- Taco has engineered modern 
design combined with the famous TACO hermetically 
sealed thermostatic element. The same element that has 
proven its superior performance since 1938. 


Manufactured Under Rigid Quality Control 


Inexpensive to buy — Easy to install 
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When you sell Bridgeport Plumbing and Heating Products you profit 
in many ways. You simplify ordering, stocking and delivery, speed up 
handling. Bridgeport Brass quality products meet your customers’ needs. 

You deal with a factory salesman, whose sole interest is to see that 
you and your customers are satisfied. And, Bridgeport maintains 35 
Factory Sales Offices in principal cities to see that you get convenient 
service and fast deliveries. Bridgeport offers you all the advantages of 
one dependable source for modern plumbing and heating products. 
Call or write for complete information. 


BRIDGEPORT 


Single-coil copper water tube, recognized for quality 
throughout the trade. Available in lengths up to 100 ft. 
for long runs...also hard-temper semirigid tube in 
straight 20 ft. lengths for specific requirements. Con- 
venient new Copper Water Tube Carton is easier to 
handle, stock and identify, ship and open. 








BRIDGEPORT 


Made specially for today’s competitive market. Easier to 
install because it is more convenient to handle, light in 
weight, quickly soldered in any position. Requires less 
labor. Ideal for remodeling as well as new jobs. 


BRIDGEPORT BRASS 


Offices in Principal Cities - Conveniently Located Warehouses 


Bridgeport Brass Company, Bridgeport 2, Connecticut » In Canada: Noranda Copper and Brass Limited, Montreal 
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BRIDGEPORT 


The finest made. Every item features highest quality con- 
struction—full gauge brass tubing made in our own modern 
mills, chrome finish over nickel plate, lifetime durability. 
Bridgeport’s Tubular Plumbing line is complete, will meet 
the specifications for any job. 
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(Continued from page 70) 

Oil Burner 

A new gun type automatic oil 
burner which burns No. 5 heavy oil 
has been engineered by Rayfield- 
Staffeo Burner Co. Specially de- 
signed for large apartment build- 
ings, the burner features a self 
cleaning nozzle and a non-pulsating 
adjustable flame shaped to fit the 
boiler. A dual piston self-lubri- 





cating air compressor maintains 
high pressure and the oil is pumped 
at a rate of 2 to 20 gph. The burner 
is electrically controlled and auto- 
matically preheats to provide con- 
tinuous operation. 

Manufacturer: Rayfield-Staffco 
Burner Co., 2066 Canalport, Chi- 


cago. 


Saw Attachment 

A multi-purpose saw attachment 
for portable electric drills has been 
designed by Aladdin Mfg. Co. to 
serve the functions of hack saw, 
jig saw, and coping saw. The at- 
tachment fits any %4-in. electric 
drill and will cut metal, wood, 
plastic, cardboard or plaster board. 
A removable handle covers and 


Pittsburgh Valve Adds 5 





Five new items of plumbers’ brass 
goods have been added by Pitts- 
burgh Valve to round out its line 
which includes gate, globe, and 
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protects the saw blade edge. The 
cam drive reduces saw speed to 
one half drill speed. The chip 





clearance is %6 in. The attachment 
weighs 11 oz. 

Manufacturer: Aladdin Mfg. Co., 
3125 Harrison, Kansas City, Mo. 


Water Heater 

A new copper lined oil-fired wa- 
ter heater has been announced by 
Quiet Automatic. The heater has 





a 30-gal. capacity and the outer 
casing is heavy steel. The burner 
uses No. 2 oil with the nozzle rated 
at 1 gph. The recovery rate is 196 

— ; ee — 


Items to Brass Line 


check valves. Of the two new boiler 
drains offered, one is of angle pat- 
tern with female ips inlet and the 
other is regular pattern with ips 
inlet or sweat connection. Both 
drains are of rough brass body with 
wheel handle. An angle type lawn 
faucet of rough brass with wheel 
handle is furnished with solid fe- 
male flange. Another new faucet is 
of hose pattern with hex shoulder, 
male ips thread and tee handle (not 
illustrated). Completing the new 
selection of items is a rough brass 
compression stop with drain and 
stuffing box. 

Manufacturer: Pittsburgh Valve 
Co., Reedsville, West Va. 





gph at 60F rise, 148 gph at 80F rise, 
and 118 gph at 100F rise. 

Manufacturer: Quiet Automatic 
Burner Corp., 33-35 Bloomfield 
Ave., Newark 4, N. J. 


Miniature Float Valve 

Robert Mfg. Co. has developed a 
miniature float valve for economic 
smaller water controlling require- 
ments such as cooling towers, evap- 
orative air conditioning units, and 
evaporative condensers. One model 
employs a copper float; the other 
has a foam-type styrene float.. The 








capacity of the valve is 11g gpm at 

50 psi inlet pressure. 
Manufacturer: Robert Mfg. Co., 

$035 Venice Blvd., Los Angeles 34. 


Air Conditioner 

Worthington Corp. has announced 
a new air conditioner for homes, 
stores, and small business build- 
ings. The unit is adaptable to many 
limited-space installations such as 
crawl space, attic, basement, and 
garage. It may also be mounted on 
the floor or hung on joists. The 
sections may be arranged in various 
combinations to enable vertical or 
horizontal positioning with flexibil- 
ity in arranging air intake and 





delivery. The cooling cycle section 
alone can be added to an existing 
furnace. When assembled as a unit, 
the system can be installed re- 
motely or, when desirable, the 
blower and cooling core can be 
installed as a unit with the water 
or air cooled condensing ynit in- 
stalled in a remote location. It is 
offered in 2, 3, 5, and 744-hp sizes. 

Manufacturer: Worthington 
Corp., Harrison, N.J. 

(Please turn to top of page 78) 
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witH ELECTRICITY... 


MFG. CO. 


Electric power heats water more efficiently .. . it’s cleaner, safer and 
less costly than any other source of heat. Coates Electric Manufacturing 
Co., for the past 25 years has been manufacturing and selling top 
quality units to provide users of hot water the best in Boilers, Boosters 


and Storage Tanks. 


HOT WATER BOOSTER 


Designed to add 40 degrees 
F. to standard domestic hot 
water of 140 degrees F. Pro- 
vides hot water as needed for 
dishwashing purposes. Kills 
all bacteria on dishes with 
180 degrees F. Hot Water. 
Completely automatic... 
meets all sanitation requirements. Built to conform 
to A.S.M.E. requirements. UL and CSA approved. 
Sizes from 3KW to 45KW. 








Toate BOOSTERETTE 
Compact and light in weight, 
f fi 


a aie the Boosterette does the same 


| \ job as the Booster, only for 
| smaller capacities. Same unit 
££ @ can be used for rinse com- 

‘Z 


partment of sink. Supplies 





adequate quantity of 180° F. Hot Water for rinsing 
dishes so that they are bacteria-free and eliminates 
the need of toweling the dishes and _ silverware. 
Available in 3-6-9 KW. 








RINSE HEATERS 


Here is the most economical method 
of obtaining 180° F. Hot Water for 
small kitchens, bars or lunch count- 
er operations. Constant hot water 
flows into the rinse department of 
the sink with this automatic Rinse 
Heater. Sanitarians have proved 
that 180° F. hot rinse water is the 
most desirable method of killing 
bacteria on dishes and _ utensils. 
Leaves no sign of soap. Available 
in 2-3-4-5-6 KW. 




















Write today for catalogs... 





ECONOMY ELECTRIC BOILER 


Hundreds of Dry Cleaning 
Plants throughout the country 
supply the steam to their vari- 
ous cleaning units with the effi 
cient Coates Economy Electric 
Boiler. Completely insulated to 
make maximum use of heat and 
at the same time keeps the shop 
cooler in summer. Takes less 
space. Boiler sizes from 1 to 
1000 B.H.P. pressures to meet 
the demand. 


oates Lge. Capacity STORAGE TANKS 


Storage tanks for any capacity up 
to 2000 gallons. Insulated for max- 
imum efficiency and minimum heat 
loss during operation. Finest qual- 
ity large quantity hot water storage 
tanks for industrial and commer 
cial use. All tank seams are electric 
arc fusion welded to ensure the 
safest possible construction. UL 
approved. 













. 


HEATING UNITS 


Another use for Coates Electric 
Boosters is the adaptation to hot 
water home heating. It is amaz- 
ingly compact, takes only a space 
of 12”x12”x24”. Fits in any out-of 
the-way spot but, provides 
uniform, comfortable heat, auto- 
matically. Ideal for either slab, 
baseboard or cast iron water heater 
systems. Electric heat is clean heat 

no dirt, no hot or cold spots 
and completely eliminates chimney 
Sizes for any size home. 


COATES ELECTRIC MANUFACTURING CO. 


3419 
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11TH AVENUE SOUTHWEST - 
“TF IT’S DONE ELECTRICALLY 


SEATTLE 4, WASHINGTON 
IT’S RIGHT!” 
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Thousands of feet of Beth-Co-Weld Pipe are used for general-purpose piping in the Tacoma City Light Administration Building, Tacoma, Wash. 
Plumbing and Heating Contractor: Northwest Mechanical Contractors, Inc., Tacoma; Jobber: American Plumbing and Steam Supply Company, Tacoma. 


Office Building in Tacoma... 
Hospital in Greenville, §. C.... 


Both Have Beth-Co-Weld Piping 





Beth-Co-Weld Pipe is used in the plumbing and heating lines in the Greenville 
General Hospital, Greenville, S. C. Plumbing and Heating Contractor: 
Wrenn Bros., Rock Hill, S. C.; Jobber: Noland Co., Spartanburg Branch. 


BETHLEHEM 


In virtually any type of new structure, large or 
small, you’ll do well to select Beth-Co-Weld steel 
pipe for the heating and plumbing lines, and for 
sprinkler installations. 

Beth-Co-Weld is ideal general-purpose pipe. It 
is made from sound steel by the continuous-weld 
process, and is uniform in quality and physical 
properties. It is easy to cut, thread and weld. 

Beth-Co-Weld comes in sizes from 1% in. to 
3 in., standard-weight and extra-strong, and in 
21-ft lengths, plus or minus 1 in. It is also manu- 
factured in 31% and 4 in., standard-weight only. 
in lengths of approximately 22 ft. 


BETHLEHEM STEEL COMPANY) 
BETHLEHEM, PA. 
On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific 


Coast Steel Corporation. Export Distributor: Bethlehem Steel Export 
Corporation 


ETHLEHEW 


STEEL STEEL 
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Ripidagion TWIN" Boosts Your Profits 


// Two 
/ (MPELLERS 
"POR EXTRA 
"POWER" 





»».- but your customers gain even more! 


Up to 45% more profit for you every time you sell a Rapidayton 
TWIN Champion instead of a single-impeller water system— 
and “selling up” is easy. Customers won’t want to settle for 
less when they see the big benefits they can get only with a 
powerful TWIN: 

Pumps full capacity at 40 Ibs. pressure! Single-impeller pumps 
can’t do that. They lose 30% to 80% of pumping capacity at 
40 lbs. The TWIN, with two impellers, beats most city water 
pressures ! 

Pumps from 0 to 140 feet! Only package system you can offer 
that will! TWIN systems are convertible, too, for shallow or deep 
well use. 





Designed for modern living! Ordinary water systems aren’t! But 
the Rapidayton TWIN can loaf along and deliver the extra Full line! “2 and % H.P. package systems com- 
gallons and extra pressure needed for all the water requirements plete with vertical or horizontal tanks—or TWIN 
of modern homes end ferme. pumps only with 2, %, 1 and 11 H.P. Ready 

You’ve never seen a better system profit-wise. Your customers 25 eens + RET ay oN a ee 
never saw more pump for their money. Rush the coupon and 
get all the facts. 


*trademark / 


/ THE DAYTON PUMP & MFG. COMPANY 











/ 
/f Dayton 1, Ohio DE 
c / 
J \ -& Please send full facts on Rapidayton TWIN 
\/ rd ‘aD Champions right away! 
; \ 
es, NAME 
Modern Water Appliances for Modern Living \ \. STREET 
THE DAYTON PUMP & MFG. COMPANY 7 \ \ city ZONE__STATE 
Dayton 1, Ohio | * 
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Shopping with D. E. 


(Continued from page 74) 
Lavatory 
A newly designed, space con- 
serving lavatory has been added to 
the Gerber line. The new lava- 





tory measures 16 in. by 12% in. 
overall, and includes a splash back, 
a generous bowl and front over- 
flow. It is made for a 4-in. center 
faucet and supplied with wall 
hangers. 

Manufacturer: Gerber Plumbing 
Fixtures Corp., 232 N. Clark St., 
Chicago 1. 


Drive Type Fittings 

In addition to the drive-type 
fittings announced last month (Oct., 
p. 70), Line Material has now an- 
nounced a short-radius 90 deg. 
bend and a short-pattern tee. These 
fittings are designed for use with 
the firm’s 4-in. pipe and are made 
of a lightweight composition ma- 
terial. 

Manufacturer: Line Material Co., 
700 W. Michigan St., Milwaukee 1. 


Heating-Cooling Unit 

A new series of remote type air 
conditioning units for concealed in- 
stallations has been announced by 
Fedders-Quigan. Units are avail- 
able in three sizes for multi-room 
areas where hot water and chilled 
water are available from a remote 
source. The unit is designed for 


heating, cooling, ventilating, circu- 
lating, filtering, and dehumidifying. 
Dampers provide for introduction 
of outside air to be blended with 
recirculated air which is discharged 
into the room at window sill level. 
The units are designed for recessed 
applications in hotels, motels, insti- 
tutions, offices, apartment build- 
ings, and homes. Roughing-in di- 
mensions are standardized to con- 
form with structural practices. 
Manufacturer: Fedders-Quigan 





Corp., Heating Div., Lalor & Han- 
cock Sts., Trenton 7, N. J. 


Electric Range 

A new 36 in. electric range with 
two ovens, two broilers and two 
storage compartments has been an- 





nounced by Tappan. The twin ovens 
make it possible to broil and bake 


Trailer Shop-On-Wheels Mounts Pipe Tools 





A new mobile trailer for mount- 
ing the firm’s pipe cutting and 
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threading machine has been intro- 
duced by Gaines-Collins. The trail- 
er also accommodates a portable 
generator and has storage space for 
hand tools. Built at work-bench 
height, the trailer facilitates cutting 
and threading operations as easily 
as in the shop. The trailer’s all steel 
construction is designed for long 
service under rugged field condi- 
tions. 

Manufacturer: Gaines-Collins, 
5474 Alhambra Ave., Los Angeles. 


at the same time or to bake at two 
different temperatures at the same 
time. The range top units features 
seven separate heats. The cooking 
top is divided and the backguard 
includes a fluorescent lighted in- 
strument panel, two appliance out- 
lets and clock control. The range 
is available either with or without a 
built-in griddle between the top 
elements. 

Manufacturer: Tappan Stove Co., 
250 Wayne St., Mansfield, O. 


Baseboard Accessories 

Kritzer has announced new unit 
ends and new wall strips for use 
with their “K” line of radiant base- 
board. The unit end snaps onto 
the rolled front and over the top 
and back without the use of tools. 
The extension to the floor acts to 
hide the supply or return riser. 
The wall strip is used as a finishing 
strip against the wall in a wall-to- 





wall installation or as a joint cover 
in the center of a long run. It also 
snaps over the roll of the front and 
over the back with no mechanical 
fastening. 

Manufacturer: Kritzer Radiant 
Coils, Inc., 2901 Lawrence Ave., 
Chicago 25. 


Gas Valve 

An improved gas shut-off valve 
has been introduced by Madden 
Brass Products Co. The valve fea- 





tures a wrench flat to permit quick 
and easy installation of flare-to- 
flare connections. The valve plug 
and body will withstand normal 
wrench torque without distortion. 

Manufacturer: Madden Brass 
Products Co., 948 Oliver, Aurora, 
Ill. 


(Please turn to top of page 80) 
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the One Source for Dependable 
Water and Steam Valves! 







Competitively Priced! 









ANGLE RADIATOR 
MARSH No. 1137 4NGiE_ Rapiaro 
Known far and wide for their long lasting 
service to the nation, MARSH Valves have 
given unfailing performance on all jobs, 
large or small. In MARSH No. 1137 Angle 
Radiator Valves (Water) you will find its IRON PIPE 
non-rising stem feature a contributing CONNECTION 




























factor to one of the most dependable an Sah. Olan lace 
valves ever produced. packioes, metal to 
Searn eoller un thoes 
and seat in bonnet 
MARSH No. 1141 reinrorceD PACKLESS ANGLE VALVE 
This type valve together with the No. 1241 Globe pattern is designed 
for a wide range of steam heating service. This line features quick 
opening, non-rising stem, composition cone discs and spring rein- obinnaie 


forced packless construction. CONNECTION 


Rising Stem Type 
THE New MARSH No. 151 coasters. nee 


ANGLE RADIATOR VALVE 
STEAM 


No. 151—Rising stem with Acme thread. 
Upper seal for repacking under pressure 
when fully open. Composition, non-heat 
handle. Renewable composition disc, bev- ij . ; 
eled for free drainage around seat. Swivel UNic if is 
Gut-war Me. 151 ‘iene disc-holder. Used on low pressure steam _ N.Y, 

ANGLE RADIATOR VALVE system. 














Investigate the Complete MARSH VALVE Line 








' Designed to meet all requirements 
MARSH VALVES are available for both 
water and steam. Serving in countless 
hotels, commercial buildings, hospitals, 
apartment houses, schools, factories, 
homes, government institutions and can- 
tonments all over the country. 








UNION ELL UNION ELL SWEAT 
FIG. 1138 FIG, 2138 















FULL LINE OF UNION ELLS 
AND STRAIGHTWAYS FOR COPPER AND IRON PIPE a p> 
FOR NAME OF YOUR LOCAL MARSH DISTRIBUTOR — WRITE UNION STRAIGHTWAY UNION STRAIGHTWAY 
FIG. 1238 SWEAT FIG, 2238 






MARSH VALVE COMPANY 


Dunkirk, New York, U.S.A. 
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Shopping with D. E. 


(Continued from page 78) 

Condensing Unit 

Bush Mfg. Co. has introduced a 
new line of units for condensing 
refrigerants without the use of 
water. This unit was developed for 
use where water is too expensive, 
contains excessive impurities, or 
creates a disposal problem. Two 
basic models are available that can 





be connected as desired to provide 
a wide range of capacities. Headers 
are swaged at one end to permit 
easy interconnection in multiple 
unit installations. Multiple floor 
stands and conversion kits simplify 
field assembly of unit combinations. 
Manufacturer: Bush Mfg. Co., 179 
South St., West Hartford, Conn. 


Magnetized Clip 

A new magnetized mounting clip 
has been developed by F. W. Dwyer 
Mfg. Co. to hold portable gauges 


to any steel surface when making 


draft readings. Use of the mount- 
ing clip enables one man to take 





draft or pressure readings in hard- 
to-reach places by securely estab- 
lishing a level setting for a port- 
able draft gauge. The clips are 
being included as standard equip- 
ment on the firm’s portable manom- 
eters. 

Manufacturer: F. W. Dwyer Mfg. 
Co., P. O. Box 373, Michigan City, 
Ind. 


Water Softener 

The May Co. is now furnishing 
its water softener with a polyester 
plastic tank within the regular steel 





re 





Nesbitt Expands Perimeter Radiation Line , 





4 

Jchn J. Nespitt has announced 
that its Sill-Line Radiation, the 
wall hung finned tube perimeter 
radiation for steam or hot water 
heating, is now available in five en- 
elcsure styles with finned tubing 
either one or two rows high. The 
enclosure elements are designed for 
simplified installation and are 
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available in seven standard lengths, 
permitting continuous ensembles in 
increments of 6 in. The kack panel 
is single-piece, die formed steel 
which supports the entire ensem- 
ble. The heating element is hung 
from the back panel, and over this 
is attached the front panel which 
interlocks at the top and bottom of 
the back panel. The front panel is 
a single piece formed to make a 
complete cover—front, top and bot- 
tom. Accessories include end caps, 
inside and outside corners, valve 
compartments, sleeves and wall 
strips. Dampers, steam distributing 
tubes, off-set adapters, inlet grilles 
and piping enclosures are optional 
equipment. 

Manufacturer: John J. Nesbitt, 
Inc., State Road & Rhawn St., Phil- 
adelphia 36. 


tank. The inside plastic tank pro- 
vides protection against corrosion 
and electrolysis while the outer 
tank forms the protective sheath. 
Dielectric bushings of nylon (illus- 
trated) protect the outer tank from 
corrosive or electrolytic action. 


Manufacturer: The May Com- 
pany, 413 S. Prairie, Galesburg, I). 


Frostproof Hydrant 
A new, sanitary frostproof water 
hydrant has been made by Crane 


Co. for use wherever hydrant 
freezing is a problem. De-icing is 





accomplished by an elastic water 
tube lining that contracts after 
each use of the hydrant. With this 
construction no underground drain- 
off is required, thus making it com- 
pletely sanitary and sealed against 
possible water contamination. Ac- 
cess for servicing is obtained by 
lifting the entire valve assembly 
through top of the standpipe. Op- 
erating pressure is 20 to 100 psi. 
Manufacturer: Crane Co., 836 S. 
Michigan Ave., Chicago 5. 


Jet Pump 

A new high capacity convertible 
jet pump has been introduced by 
Uniflow. The new pump features a 
bell-tone impeller and a new en- 
gineering design. The pump is 
available in 4% or %-hp sizes and 





may be used with vertical tank or 
in a fresh flow system. 
Manufacturer: Uniflow Mfg. Co., 
East Lake Rd., Erie, Pa. 
(Please turn to top of page 140) 
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1— ONE-PIECE BODY 

2—LEAKPROOF CONSTRUCTION 

3—LIFETIME FINISH 
Nothing to break off, no rubber to wear 
or rot, a lifetime finish . .. These are some 
of the features incorporated into this new, 
one-piece, all metal, stainless steel basket 
Strainer by IDEAL. 

Some of its other advantages: 
@ Installation is easy. A specially devised 
strip-proof lock nut eliminates the need for 
special tools. 


T U 
NIN 


UL 
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Now! A Stainless Steel Basket Strainer 


STEE| 


Coe o00ee” 
cTAINLESS CONSTR 
wEAVY «= STEEL 


yc tion 


LIFE TI 





Pat. Pending 


3 important advantages 


AR 
TR 
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@ The finish lasts a lifetime. The more you 
polish, the more this IDEAL strainer shines! 
@ Leakproof construction. Metal-to-metal 
seat, precision built. (We make them in our 
own plant so we see to that!) 

@ Every unit carries the IDEALCO trade- 
mark as your guarantee of quality. 

This stainless steel IDEAL basket strainer 
is just the thing for the home or wherever 
corrosion-resistance is a must. 

For further information on new IDEAI 
stainless steel strainers, use the handy cou- 


IDEAL 


CORPORATION 
BROOKLYN 15 


eet, 


pon. For a FREE catalog of IDEAL products, 
write on your letterhead 
IDEAL STRAINERS fit all sinks. 


= SSeS PS es a 
| IDEAL TUBULAR CORPORATION q 
l 197 Ninth Street, Brooklyn 15, N. Y. | 
| Gentiemen: Plezse send me free information on 
the new IDEAL stainless steel basket strainer. 
| My name Pith | 
7 Company____ 
| Street | 
| City Zone State | 
a re ae ies eee os sas a es ch al 
’ Mm. Fe 
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CAPITOL FITTINGS 


for trouble-free high 


pressure installations 
SHIPPED FROM STOCK 


SOCKET WELD 
COUPLINGS and CAPS 


2000# for Schedule 40 pipe, 3000# 
for Schedule 80 pipe. Sizes 4" to 4” 
Carefully machined from solid bar steel 
for easy welding. 





FORGED STEEL 
SOLID PLUG 


Sizes 1” to 2” inclusive in stock. Dry 
seal thread for added protection in high 
pressure installations. 


Also Hex Bushings for 
High Pressure Service 


-_— = Sizes %” x Ve” to 2” x 1%”. Small 

YS sizes machined from solid bar, 1%” x 

Ne 1” to 2” x 1%” all forged steel. 

ic. Taper tapped. Cartoned for complete 
product protection. 


MFG. & SUPPLY CO. 


COLUMBUS, OHIO 
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Yesterday's Story Is Tomorrow's Opportunity . . . 


With each passing day, it becomes more 
evident that American homeowners are 
realizing that a better life begins with a 
better home. 

Families everywhere are re-discovering 
that fact now, just as the families in Bay 
City, Mich., re-discovered it three years ago 
when this publication brought it so dra- 
matically to their attention with the now- 
famous “Bay City Story.” 

It was in its November, 1952 issue that 
DomeEsTIC ENGINEERING made a prediction. 
Writing of the magnitude of the moderniza- 
tion market and of the need for mass edu- 
cational emphasis on making every home a 
place of comfort, convenience and beauty, 
the editors said: 

“Eventually this remodeling program 
(the Bay City Story) will change the face 
of America.” 

The fulfillment of that prediction is the 
most important thing that is happening in 
our country right now, as shown by the 
overwhelming number of influences at work 
today to stimulate home modernization (see 
progress report on following pages). 


= [t is appropriate, therefore, that this is 
happening on the third anniversary of the 
Bay City Story. 

Following this pioneering effort in Bay 
City, there are now a greater number of 
agencies promoting the modernization idea 
than ever before. Among those discussed 
in the progress report are ACTION (Amer- 
ican Council to Improve Our Neighbor- 
hoods), Operation Home Improvement and 





the all-industry modernization program 
sponsored by the National Assn. of Plumb- 
ing Contractors. 

These are all direct-action programs 
which will be closely integrated with our 
industry, and others in the building field. 

But what about the target for these pro- 
grams ... Mr. and Mrs. Homeowner? 


= Here, too, we find a change in the past 
three years. Their income is greater and 
they are spending more of it as they’re 
swept along on the high tide of the nation’s 
booming economy. They have larger fami- 
lies, greater pride in home ownership, and 
follow today’s “stay-at-home” trend, thus 
becoming better prospects for the products 
that go into more comfortable living. 

Add to the above factors the millions of 
homes that become so obsolete each year 
through age alone that they must be re- 
modeled, and we have a potential that as- 
sumes almost gigantic proportions. 

For the plumbing and-heating contractor 
who recognizes that potential and does 
something about it, it means simply this: 
opportunity on the grandest scale he could 
possibly imagine; opportunity for business 
growth, for greater profits, and for service 
to his community. 

For those contractors who have not yet 
set up a home remodeling division, Do- 
MESTIC ENGINEERING, along with John 
Doscher, executive director of Operation 
Home Improvement, (see front cover), 
urges that they do so now in order to be 


prepared for 1956... “the year to fix.” 






















MODERNIZATION: A Progress 


Here's what's being done to make 1956 the biggest home 
remodeling year in our industry's history... 


WHAT IS BEING DONE to make 
1956 the biggest profit year in 
history for plumbing and heat- 
ing contractors who go after re- 
modeling business? 

The answer adds up to a prog- 
ress report on current activities 
affecting consumer demand for 
modernization. 

For example, there’s “Opera- 
tion Home Improvement” around 
which consumer media and vari- 
ous segments of the building 
trades are rallying to publicize 
‘°56 as the year to fix” (see ad- 
joining column). 

Others include ACTION 
(American Council to Improve 
Our Neighborhoods), which is a 
non-profit organization designed 
to spearhead a nationwide pro- 
gram of housing improvement 
and encouraging action every- 
where against slums and blight. 


s Another program now getting 
underway is the all-industry 
modernization campaign spon- 
sored by the National Assn. of 
Plumbing Contractors in coop- 
eration with other associations 
(see p.86). 

All of these influences are al- 
ready at work, to one degree or 
another, to stimulate the mod- 
ernization needs, desires and de- 
mands of families everywhere. 

A good starting point for 
plumbing and heating contrac- 
tors who want to build their 
profit potential for modernization 
in 1956, is our own industry’s 
remodeling program, “The Bay 
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City Story” (see editorial, p. 83). 

It’s a completely packaged pro- 
gram, with a sound-slide film 
available to dramatize and pin- 
point the market and a 240-piece 
remodeling sales kit which pro- 
vides the tools to set up a year 


‘round modernization campaign. 
For complete details on how 
to obtain the film and the kit, 
write the Editors, 1801 Prairie 
Ave., Chicago 16. 
A review of modernization 
highlights is given in these pages. 
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Operation Home Improvement: The Building 
Industry's All-Out Drive for Business... 


OPERATION HOME IMPROVE- 
MENT, the program announced in 
the October issue of Domestic 
ENGINEERING, (p.85), is geared to 
stimulate desire for home mod- 
ernization in 1956. Briefly, Op- 
eration Home Imprvement is a 
sales promotion idea to have 
everyone in the building industry 
team up profitably to make 1956 
“Home Improvement Year.” The 
program is the commercial ver- 


sion of ACTION, the American 
Council to Improve Our Neigh- 
borhoods. 

In a letter to Domestic Enc1- 
NEERING (see front cover), John 
Doscher, executive director of 
Operation Home Improvement, 
complimented the plumbing and 
heating industry for “its leader- 
ship in the home improvement 
field” and urged all contractors 
who have not yet done so to set 
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Report... 


up a modernization division and 
participate in this big campaign. 

“Your industry’s moderniza- 
tion program, ‘The Bay City 
Story,’ and other related efforts 
will provide the focal point 
through which Operation Home 
Improvement can be made to 
succeed for the plumbing and 
heating industry in 1956,” 
Doscher said. 

In enlarging on the above 
point, Doscher told DE that each 
element of the building industry 
is being asked to take the lead 
locally to achieve a greater de- 
gree of industry integration. The 
plumbing and heating industry in 
particular, he said, is in an ex- 
cellent position to do this since 
the tools for doing the job are al- 
ready available in the Bay City 
Story sound-slide film and the 
DE Remodeling Kit. 


s Another major aim of the pro- 
gram is to enlist the aid of indi- 
vidual manufacturers in imple- 
menting the program in their re- 
spective fields, as well as under- 
writing a portion of the costs. 

According to a report received 
at press time, this phase of the 
campaign is proceeding without 
difficulty. At a meeting in New 
York City on Oct. 20, 80 repre- 
sentatives of manufacturers were 
in attendance, including many 
from our industry. 

Norman Mason, FHA commis- 
sioner, addressed the meeting 
and told the group that “the 
White House knows about Op- 
eration Home Improvement and 
is all for it. 

“The FHA itself wants to co- 
operate in every way it can. All 

(Please turn to top of next page) 
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Contractor Success Stories Point the 
Way to Remodeling Opportunities . .. 


THERE’S LOTS OF TALK NOWADAYS about the remodeling 
market (see adjoining reading). But many plumbing and 
heating contractors have passed the talking stage and are 
proving by everyday action that what’s said about modern- 
ization opportunities is true. 

Two recent case studies by Domestic ENGINEERING report- 
ers bear this out. In February and March, DE analyzed 
the operation of Harold Jacobson, New Haven, Conn., con- 
tractor. Three years ago, Jacobson felt the price squeeze 
had become unbearable in new construction. He studied 
DomeEsTIc ENGINEERING’S Bay City Story. As a result, he 
went full force into modernization work. 

That was in 1952 when his net profit was $15,000 or five 
percent. In 1954, Jacobson realized a $47,600 profit or 14 
percent in remodeling work. 


s On the other side of the couniry—San Diego, Calif.—the 
remodeling story differed only in superficials. The con- 
clusion was the same. J. A. Kitzman agreed with Jacobson 
that modernization was made for “bigness.” 

Kitzman understands bigness. He started his plumbing 
and heating firm in 1946 as a one-man, $20,000 operation. 
By 1954 he employed 112 persons and handled $1142 million 
volume. But he felt there was still room for growth. Again 
the answer was remodeling. 

Kitzman invested $12,000 in enlarging his showroom for 
better merchandising and staged a big promotional grand 
opening that brought 50 immediate good leads. One year 
later, Kitzman had this to report—gross up 15 percent; 
about $250,000 added to volume; a possible $350,000 ad- 
ditional volume in 1956; modernization sales doubling. 
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Operation Home Improvement... (continued) 


of our field offices will be fully 
informed of this important effort 
to improve American homes,” 
Mason said. “They stand ready 
to be of service to any group or 
individual who seeks information 
and help in financing problems.” 

Mason also called on individual 
segments of the building indus- 
try to make known their wants 
regarding FHA financing. He re- 
ferred specifically to proposed 
changes in the FHA Title I pro- 
gram, and said that he was rec- 
ommending further liberaliza- 
tion of Title I to Congress. 

This would include provisions 


to make the program a perma- 
nent one, instead of being re- 
newed from year to year, and 
increasing the amount of the 
loan limit, as well as the repay- 
ment time. The recommendation 
would also abolish the six months 
waiting period. 

Mason emphasized that these 
changes would not come about 
automatically and said that 
everyone in the building indus- 
try should make known their 
desires regarding FHA Title I 
liberalization to their Senators 
and Congressmen. 

Among _ other 


new develop- 


ments in Operation Home Im- 
provement was the appointment 
of an executive committee. Its 
chief function will be to help 
make major decisions as the cam- 
paign develops. Committee mem- 
bers include Stuart Fitzpatrick, 
U. S. Chamber of Commerce, as 
chairman; H. R. Northup, Na- 
tional Retail Lumber Dealers 
Assn.; John Dickerman, National 
Assn. of Home Builders; George 
Roscoe, National Electrical Con- 
tractors Assn.; Melvin Baker, 
National Gypsum, A. J. Watt, 
U. S. Gypsum; Paul Shoemaker, 
Masonite Corp., and Fred Hecht, 





N.A.P.C. All-Industry Remodeling Committee Holds 


THE ALL-INDUSTRY moderniza- 
tion program sponsored by the 
National Assn. of Plumbing Con- 
tractors (see September issue, 
p. 84) moved ahead last month 
with the naming of a conference 
committee comprising members 
of six cooperating associations. 

The committee held its first 
meeting in Washington, D.C. on 
Oct. 11 to consider ways and 
1-eans for implementing the na- 
ticn-wide remodeling program. 

William J. Landers, vice presi- 
cent of the NAPC, who was 
named chairman of the commit- 


Here's the 
Committee 








Wm. J. Landers 


National Assn. of 


tee by President Robert Morrill 
at the first modernization con- 
ference last August, announced 
the committee appointees as 
follows: 

G. L. Erwin, Jr., president of 
the Institute of Boiler & Radi- 
ator Manufacturers; William E. 
Kramer, executive secretary, 
Plumbing Fixture Manufactur- 
ers Assn.; Charles W. Thompson, 
newly elected president of the 
Central Supply Assn.; Claude 
W. Owen, past president of the 
American Institute of Wholesale 
Plumbing and Heating Supply 





Plumbing Contractors 





Charles W. Thompson 
Central Supply Assn. 


Assns.; Douglas W. Bell, repre- 
senting the Mechanical Contrac- 
tors Assn. of America, and Peter 
T. Schoemann, assistant to the 
president of the United Assn. of 
Journeymen and Apprentices. 

At the committee’s first get-to- 
gether on Oct. 11, which was a 
closed meeting, the subject of 
financing the modernization pro- 
gram was discussed at consider- 
able length by the members. 

At the first modernization con- 
ference, Landers had pointed out 
that “it will take publicity to ex- 
plain this program to the public 





George L. Erwin, Jr. 
Institute of Boiler and 
Radiator Manufacturers 
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representing Sears, Roebuck & 
Company. 

Manufacturers in our industry 
who have expressed interest in 
the program, or who are actively 
at work in it include Worthing- 
ton Corp., Chase Brass & Copper, 
American Standard, W. A. Case 
Mfg. Co., Thatcher Furnace Co., 
Westinghouse Electric Corp., 
Richmond Radiator, Revere Cop- 
per & Brass, Carrier Corp., Inc., 
and Rheem Mfg. Co. 

Further developments in Op- 
eration Home Improvement will 
be reported in the forthcoming 
December issue. 














Pilot Meeting 


and publicity takes money 
any way you look at it, it comes 
down to money.” 

Following the meeting, the 
committee members were to 
report details of the discussion to 
their respective associations. 

As this issue goes to press, 
preparations are already under- 
way for the next meeting which 
is scheduled for Nov. 15 in 
Washington, D.C. Details of this, 
and other developments in the 
all-industry modernization cam- 
paign, will be reported in forth- 
coming issues. 


William E. Kramer 
Plumbing Fixture 
Manufacturers Assn. 
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More Profits for You! 


ALL THE KING’S HORSES and all the king’s men 
are working to make America’s 1956 remodeling 
market gigantic (as you’ve seen in these pages) .. . 
but they can’t put together a modernization opera- 
tion for you. That’s up to you. 

You will be getting lots of help, though, from 
DomeEsTIc ENGINEERING in the months to come. A 
special issue is being prepared for plumbing and 
heating contractors who want to join in the na- 
tional effort to modernize and preserve aging homes. 


a In effect, this will be a “book within a book”— 
your regular issue of DE but, in addition, a complete 
procedure manual on how to set up a modernization 
headquarters. Here’s what it will tell you: 

How to attract and sell modernization prospects 
... how to set up a showroom as remodeling head- 
quarters ... how to use management and journey- 
man time most efficiently in modernization .. . how 
to set up financing and broaden product lines 
how to integrate crafts .. . how to budget advertis- 
ing and tie in with national programs such as Oper- 
ation Home Improvement. 

That’s a sampling. In addition, there will be a prize 
contest for the best stories on how contractors sell 
and handle remodeling. These will provide ideal 
case studies on what’s to be done, by people who 
have done it. 


s Watch for the remodeling issue, third in a history- 
making series already being used as a model by 
other industries of the nation. This time DE’s re- 
modeling book will be bigger and better with all 
the answers for the contractor who sees big things 
ahead and wants to share in the modernization 
bonanza 
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On a fleet of 29 trucks... 


He Brought Operating Costs 








Result: The cost of operating each truck is less 


A SYSTEM OF CLOSE INSPECTION 
and _ preventive maintenance 
has enabled Dallas Plumbing Co. 
to bring the cost of operating its 
truck fleet to less than five cents 
a mile per vehicle. 

This figure becomes even more 
significant considering that sev- 
eral of the firm’s 29 trucks have 
traveled more than 100,000 miles. 
One truck, still in operation, was 


purchased in 1940. 


« S. C. Hurst, vice-president and 
treasurer of Dallas Plumbing 
Co., and I. D. Jenkins, fleet 
maintenance foreman, work 
closely in watching costs and 
anticipating breakdowns which 
take vehicles out of action. 

The company’s repair facilities 
are located in the rear of the 
Dallas office and shop. Besides 
Jenkins there is a full-time me- 
chanic in the department. The 
two handle all fleet maintenance 
except painting and welding. 

As trucks leave the garage 
each day, Jenkins and his assist- 
ant stand at the exit and give 
every vehicle a visual inspection. 
After three days, the oil is 


checked in each service truck. 

In addition, Dallas Plumbing 
Co. maintains a double check on 
all vehicles. Each truck is serv- 
iced after one thousand miles or 
about once every three weeks. A 
standard form, similar to those 
used by service stations, is used 
to record the mileage, gasoline 
consumption, labor, grease and 
oil. A notation is made of the 
condition of the battery, fuel 
pump, radiator and al] connec- 
tions that might deteriorate. 

A copy of this report goes to 
Hurst, and a second copy is re- 
tained by Jenkins. Each man 
maintains a card file under the 
vehicle number. Any time a 
truck is serviced, a complete 
record of the work done and ma- 
terials involved, along with the 
mileage, is recorded in both files. 


# By consulting these cards, 
Hurst or the maintenance fore- 
man can see when costs become 
too high. They then order an 
overhaul or replacement. 

Each journeyman is charged 
with checking his own truck 
carefully. If trouble develops the 





journeyman follows a_ nearly 
foolproof routine. He submits a 
form to the office listing the 
trouble and giving all pertinent 
information. The form is in dup- 
licate. 

Both copies are routed to Hurst 
who retains one copy and sends 
the second to the fleet mainte- 
nance department. When work 
on the truck is completed, this 
copy is returned to the treasur- 
er’s office with the job ticket 
showing repairs made on the ve- 


S. C. HURST (left) and I. D. Jenkins 
of Dallas Plumbing Co., have learned 


how to keep truck costs down 
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Down...and Kept Them There 








than 5c a mile at Dallas Plumbing & Heating Co. 


hicle, the amount of labor in- 
volved and the cost of parts. The 
truck is then okayed for service. 

This system gives Hurst up-to- 
date information oni the condition 
of the trucks and amount of 
maintenance needed for each 
vehicle in service. 

All trucks are washed once a 
week, When a vehicle travels in 
dusty or muddy areas, the wash- 
ings are more frequent. This ties 
in with the company’s public re- 
lations policy of maintaining a 


curate record of condition of each truck. Correcting 
trouble early prevents major repairs later, says Jenkins. 
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neat physical appearance in all 
departments. Weekly washings 
also give another opportunity to 
check vehicles and prevent seri- 
ous trouble from developing. 

When a truck is serviced the 
maintenance crew usually pulls 
a spark plug as a check. 


ws “The things we watch closely,” 
says Jenkins, “are brakes, bat- 
tery, battery cables, radiator, 
water pumps, mufflers and tires. 
These items develop trouble 








most often. Using preventive 
maintenance allows us not only 
to save money on fleet mainte- 
nance but also saves money that 
would be lost by taking a big 
capital investment out of action. 
Dallas Plumbing Co. trucks do 
not carry spare tires. The space 
provided for a spare tire is used 
as an additional tool compart- 
ment. When a truck has a flat 
tire, the journeyman calls the 
office and a service truck is dis- 
(Please turn to center of next page) 





DRIVERS fill in forms in case of trouble, providing ac- H. G. HUGHES, assistant, and Jenkins closely supervise 


servicing of the 29 trucks every 1000 miles. Preventive 
maintenance keeps trucks in action, building business. 
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continued ... 


The old and the new at Dallas Plumbing Co. 








HOW MAINTENANCE PAYS OFF 


(Continued from preceding pages) 
patched with a jack and a tire. 
Little trouble is encountered 
from worn tires because a close 
visual check is kept on their con- 
dition in addition to a recorded 
report. 

“The biggest trouble we have 
with tires,” Jenkins, “is 
picking up nails.” 

Twice each year—in the spring 
and in the fall—the trucks have 
seasonal checkups. Anti-freeze 
is put in every September and 
removed in April. 

“With trucks that travel all the 
time, I favor leaving the anti- 
freeze in the year around be- 
cause it’s a good rust preventa- 
tive,” says Jenkins. “However, 
many of our trucks are on one 
job site for long periods, and the 
only time they run is to shuttle 
from the job to our shop. 

“When a truck isn’t run too 
much, scale from the anti-freeze 
may stick to the block and radia- 
tor. That’s why we feel it’s to our 
advantage to drain the anti- 
freeze each spring and replace it 
in fall.” 

Dallas Plumbing Co. is cur- 
rently experimenting with a new 
type truck which may be used 
to supplement the panel fleet 
which has been in operation since 


says 
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: Long-life of Dallas 
Plumbing trucks is exemplified by 15-year-old vehicle 





we at i 


the firm first became motorized 
before World War I. 

The new truck is an open type 
with compartments for tools on 
either side. It is designed for 
easy access and, according to 
Dallas Plumbing Co. officials, has 
met with favor among many 
journeymen because of its con- 
venient compartmentalization. 

At least three trucks now in 
operation were added to the fleet 
prior to World War II. All three 
have traveled more than 100,000 
miles but Jenkins, who joined 
the company 18 years ago, can’t 
give the actual mileage. During 





ting efficiently after 100,000 miles. 
fleet costs only five cents a mile per vehicle to operate. 


(left) still opera 








Suge e> 
P a pe Pe 


The 


the war it was impossible to get 
speedometer parts when a break- 
down occurred and at least one 
of these trucks was in service for 
more than a year without a 
speedometer. 

With the fleet maintenance 
program, the company figures the 
life of a truck is extended at least 
50 percent, and when the cost of 
operation tops five cents a mile 
an investigation is launched to 
find out why. Such close super- 
vision makes the plan a success. 

Dallas Plumbing Co. now has 
11 of these shops-on-wheels op- 
erating in Dallas. END 


Latest addition to the fleet: 





ogg 


NEW TYPE truck for Dallas Plumbing is this vehicle which permits easy 











access to tool compartments on each side. The company also uses panel-type 
trucks. In both cases, life of the vehicle is extended 50 percent by up-keep. 
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THE EARLY AMERICAN built his 
home sturdy and striking. It took 
generations, though, to add full 
comfort and convenience. 

Nowadays the American home- 
owner can combine the charm of 
the old and the comfort of the 
present. Such a case is that of 
Mr. and Mrs. William S. Treese 
who live in the historic hills of 
western Pennsylvania. 

The couple had long been at- 
tracted by a two-story log cabin 
that had graced the woodlands of 
a Pittsburgh suburb for 175 
years. But, as most Americans 
today, they also recognized the 
good living resulting from cen- 
tral automatic heating and mod- 
ern sanitation. 

Yankee canniness—and an ex- 
pert plumbing and heating con- 
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Contractor J. G. Hertweck didn't think so. Here's how he 
added 20th century heating to an 18th century home... 


tractor—helped the Treeses and 
their three sons live with 1955 
comfort in a rustic cabin dating 
from about 1780. 

First the Treeses moved the 
revolutionary era cabin to a more 
attractive spot in Fox Chapel. 
Next they called in contractor 
Joseph G. Hertweck of nearby 
Glenshaw. Their instructions— 

“Give us all the comforts of 
automatic heating, but don’t cut 
any of the priceless hand-hewn 
logs or pine-hemlock ceiling. We 
want to have all the comforts of 
the modern homeowner in the 
atmosphere of Betsy Ross.” 

Hertweck says the job really 
wasn’t as complicated as it seems. 


Contractor stands beside 1780 log cabin in which he installed modern heating. |‘ {4 (| 


Too Old to Remodel? 


J. G. Hertweck 
Glenshaw, Pa.. 
p-h contractor 


He specializes in installations re- 
quiring personal attention and 
has learned that most of his cus- 
tomers prefer the quality instal- 
lation to the short-cut one. 

First, chinks between the sand- 
blasted logs were filled in the 
center with rock wool insulation. 
The fill-in was then coated with 
concrete to retain the rustic log 
atmosphere inside and outside 
the home. 

Faced with the problem of 
heating a basementless residence, 
Hertweck, in this case, selected 
a baseboard system, a packaged 
boiler and a convector. The boil- 
er was installed in the laundry- 


(Please turn to top of next page) 


Turn page to see how house was remodeled Oa 
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continued... 


How contractor added a 20th century heating system to an 


utility room, part of a one-story 
frame addition. The addition al- 
so includes a kitchen, bedroom 
and bathroom. 

The boiler—which includes a 
domestic water heater—is en- 
closed in a white jacket to match 
other appliances in the laundry 
room. 

The real matching problem for 
Hertweck, however, was deco- 
rating the baseboard so it blend- 
ed with the aged logs the home- 
owner was so proud of. 

“We had selected baseboard 
because we felt we could place it 
against the rough hewn logs 
inconspicuously,’ Hertweck ex- 
plains. “Next we found a stain 
which would give the baseboard 
the same soft tones of the wood. 
We then lined up the baseboard 
and screwed it to the irregular 
logs. To avoid any crevices or 
crannies between the baseboard 
and the logs, concrete was used as 
fill-in material.” 

The result is a subtle blend of 
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MODERN DESIGN in antique setting is studied by con- 
tractor Joseph G. Hertweck (right) and manufacturer's 
salesman. The packaged boiler is installed in a laundry 
room, part of an addition to the 18th century log cabin. 


old and new, almost indistin- 
guishable to the eye. 
Surprisingly enough when it 
came to providing the right 
amount ot heat for each area, the 


PO AR ST 





old section of the home offered 
less of a problem than the new. 
For example, the kitchen in 
the one story addition had a 
brick floor on concrete with three 





Near and Far, Air Conditioning Makes News 


Cooling the Continents 

There’s at least one cold war the 
United States is winning. 

A survey by Minneapolis-Honey- 
well says the two-thirds of the air 
conditioning installations made in 
the free world are U.S. jobs. 

Latin America is setting the pace, 
followed by Canada, the Mediter- 
ranean nations, Australia and South 
Africa. 

Exact statistics aren’t available, 
but about 43,000 units valued at 
more than $13 million dollars were 
exported from here. The bulk of 
the installations are in commercial 
or industrial buildings where im- 
provements in production and 
worker efficiency are vital. 


A-C Before the Public 

Air conditioning was plugged by 
two industry leaders before vast 
network radio and TV audiences 
recently. 

J. R. Merrill, ad manager for 
Lennox Furnace, appeared on Don 
McNeill’s “Breakfast Club” (ABC) 
to describe research which proved 
air conditioning helps make ladies 
more beautiful and men more 
handsome. 

On a CBS television program, 
Peter B. Gordon, second vice presi- 
dent of the American Society of 
Heating and Air-Conditioning En- 
gineers, told homeowners how to 
buy the right air conditioner for 
their needs. 








sides. 





HEAIING FRUDLEM ruse ™m Kuchen Where Uppuunces 
prevented long baseboard lengths. Convectors were used 
under four row windows. The room is exposed on three 
(Photos courtesy National-U.S. Radiator Corp.) 
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RAISE TO PURGE VALVE AND PUMP 


18th century home... ieinaulalieel ini 


RAISE TO OUTLET OF BOILER | 






































UTILITY ae | 
rT hoe 

sides exposed. Long lengths of oY a 
baseboard were not feasible be- | / ‘ 
cause appliances, including a couch OF , eee RADIATORS —4 
built-in broiler and bake oven rh wel 
lined the walls. | al e 

Hertweck solved the problem ’ 4 z | 
by installing convectors under *-BASEBOARD RADIATORS “* eee teen 
four row windows to augment a | TO SECOND FLOOR 
short length of baseboard. An- Levene eee J wd 








other convector was used to heat e : ee ye | SINK 


t  %" COPPER IN CRAWL 





the small laundry room. _\ #* sence unoee roan 
Copper tube circulated hot wa- Ps T ren 
ter through baseboard to heat | ean _ | 


the other rooms—the large oak- 





























floored living room, upstairs and . 

downstairs bathrooms, three up- §— BASEBOARD RADIATORS ‘ 
stairs and one downstairs bed- om | \ 
room and the hallway upstairs. te e \ 








Treese, proprietor of a dry | PAE, SRNR 


cleaning business and a Fox 
Chapel council member, says he 
was “warm as toast” his first win- ‘asi: eileen asian  crmeidael:iait iia 
ter in the 18th century cabin. SECURED TO LOGS BELOW CHINKING 

And contractor Hertweck 
thinks that if George Washington 
slept there now, he wouldn’t 


THIS PORTION OLD LOG HOUSE. 











h hat f hei : l PIPING diagram shows baseboard and convectors installed in 175-year- 
ave that frozen look artists al- old home at Fox Chapel, Pittsburgh, Pa. Contractor was Joseph Hert- 


ways give him. END weck of Glenshaw, who specializes in tailor-made installations. 














2 . Jf AT gO < % 
BASEBOARD was selected for most of the home because OVERALL EFFECT of Hertweck baseboard decorating 
Hertweck could make it appear inconspicuous against log can be appreciated in this living room scene. Piping was 
background. Stain was used to give a wood effect, and also a delicate operation since the owner wanted no part 
wall chinks filled with concrete providing rustic motif. of the original timber marred or disfigured by workers. 


Domestic ENGINEERING, NOVEMBER 1955 93 











VARIETY, LONG HAILED as the 
spice of life, can add a lot of pep- 
per to a business picture, too. 

That has been the experience 
of John J. Cahill, plumbing and 
heating contractor of Evanston, 
Ill., who applied the principle of 
variegated appeal and variegated 
approach to his sales letters—and 
found it paid off in big figures. 

“Actually, for us, direct mail 
has proved to be an excellent 
form of retail advertising, both 
for plumbing and heating work 
and for modernization jobs,” says 
Cahill’s manager, Edward L. 
Behrens. “We’ve been able to 


How Cahill 





coverage. 


pinpoint the results pretty well, 
and they always have been good. 

“Take one example. Christmas 
before last, we sent out a mail- 
ing of 2,500 pieces pushing a 
powder room as a Christmas gift. 
We sent them out on Nov. 1, and 
stressed the idea of ordering a 
powder room and having it com- 
pleted and ready to use by 
Christmas. We got a response of 
about 20 percent on that mailing. 

“We sold 45 powder rooms and 
got dozens of leads for service 
work and other items. It seemed 
as though once folks got a jour- 
neyman into the house, they had 


Heres the technique behind one 
that sold 45 powder rooms... 


FORTUNE FILE: E£. L. Behrens of John J. Cahill, Inc., 
Evanston, Ill., keeps steady tab on prospect and cus- 
tomer mailing cards to insure accuracy and constant 
A good mailing list and varied messages 
have brought up to a 20 percent return in some cases. 


things they’d been saving up for 
years to be done. I guess we're 
still doing business off that mail- 
ing, and it was nearly two years 
ago.” 

Here is how Cahill puts the 
kind of variety that packs a sell- 
ing punch into his sales letter 
campaigns. 

First, there is variety of ad- 
dresses, and this he considers 
very important. Cahill has a big 
list of customers on his books 
who get statements every month. 
With those statements they get 
manufacturers’ literature in the 
envelopes and sometimes mimeo- 


Colorful manufacturers’ literature ... plus return postcard ... plus Cahill catalog . . . helped this 
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Pulls 20% on His Mailings 





graphed letters with appeals for 
a special service. The Cahill firm 
has been working for 64 years 
with some of these customers and 
these statement reminders keep 
them aware of the fact that Cahill 
still is in business and ready to 
serve them. 

For the larger direct mail ap- 
peals, Behrens gets names from 
a local agency that makes it a 
business to provide such lists. 
(Keeping mailing lists current is 
a major problem, Behrens says. 
See page 96.) The main idea is 
to find new customers since old 
ones already are being resold or 
have their plans working. This 
variety means extra response. 


«These names get intense mail 


basements. At such a time, he 
and Behrens immediately will 
make up a mailing list of from 
500 to 1000 names, enough to 
cover the area, and send out let- 
ters on sump pumps, back water 
valves, drains or just service. 
At times, these special lists 
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assume whopping proportions. 
Last October when the worst 
rains in history hit the Chicago 
area, Cahill sent mail to all areas 
having trouble—that meant most 
of the city. 

“The real foundation of our 

(Please turn to top of next page) 
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How Cahill Pulls 20 Percent on His Mailings 


(Continued from preceding pages) 
sales letter activity is the general 
semi-annual mailing to our ‘big 
list’,” says Behrens. “It goes out 
in the spring and the fall to more 
than 10,000 people. In the spring, 
people are beginning to feel like 
‘living’ again. Days are getting 
a bit balmy, and a surprising 
number have income tax refunds 
of from $25 to $150 coming. 


a“In the fall, another group 
thinks ahead to Thanksgiving 
and Christmas entertaining and, 
with a bit of nudging from our 
letters, decides guests aren’t go- 
ing to that old fashioned bath- 
room any more, or that they 
aren’t going to have to go up- 
stairs to the bath in the master 
bedroom any more. These are 
two good times to stress moderni- 
zation. Many people always have 
it in the back of their mind. We 
just try to draw it into the open.” 

It was one of these fall mail- 


ings that sold the 45 powder 
rooms. This past fall, the appeal 
was different by far in keeping 
with Cahill’s goal of variety. In- 
stead of pushing a powder room 
or a new bath as a unit, it con- 
sisted of four pages of pictures 
under the general heading of 
“Special Fall Sale.” 

Included were water valves 
and asbestos pipe covering, sinks, 
ranges and medicine cabinets. 
Again there was variety. Many 
of the items were photographed 
in the Cahill show room. Of the 
42 items pictured, five were 
“leaders” that represented virtu- 
ally no profit. 
=» “But people notice ‘leaders,’ ” 
Behrens stated, “and these items 
get us into the home. Once we 
get in, we can sell. We tried for 
big variety in this mailer simply 
because we wanted it to be dif- 
ferent from others we’d sent out, 
and because we believed that 


nearly everyone would need at 
least one item illustrated. It 
costs more to make this type of 
piece, but it’s worth it. 

“This one cost us about six 
cents apiece, including postage. 
It has just one weakness, really. 
It didn’t have a reply card which 
we usually find very successful. 
Our past experience, however, 
tells us people will put this piece 
away and keep it for months. 
They'll still be buying from it 
next Christmas.” 


s While Behrens expects mail to 
open doors to homes where sales 
can be upgraded, he also expects 
it to do a selling job of its own. 
The results prove that a varied 
and constant mailing pays off 
both ways. Behrens also believes 
there should be good strong 
newspaper advertising in the 
background to help build the 
firm name and make it familiar 
to everyone—and, of course, 
there also should be a fine show- 
room to back it up. END 


Contractors: Put the Mailman 
On Your Selling Force... 








How to Build and Maintain a Mailing List 


To BE MOST EFFECTIVE for 
plumbing and heating mailings 
(see preceding pages) the pros- 
pect list should be kept free of 
inaccuracies, To do this calls for 
a thorough check every 12 
months because surveys show 
that even in stable neighbor- 
hoods the percentage of those 
who move within a period of a 
year runs surprisingly high. 


In less stable sections this per- 
centage climbs to as much as 20 
percent, and such figures push 
the “dead letter” total from an 
unscreened list to an unprofita- 
ble level. 

Most contractors need two 
lists, or at least a single list di- 
vided into two main sections. 
One of these divisions should in- 

(Please turn to top of page 136) 
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Boiler 
anquet 


Seattle's biggest boiler 
is scene of unusual 
dedication dinner... 


In New Enctanp, the popular favor- 
ite is boiled dinners. In the Pacific 
Northwest, however, it’s boiler dinners. 

The twist came at a celebration ban- 
quet for a new $500,000 boiler of the 
Seattle (Wash.) Steam Corporation. 
Festivities were held inside the boiler 
for 27 persons, including the leading 
users of centralized steam in downtown 
Seattle. ; 

The guests dined in comfort since the 
200,000 pound-per-hour unit didn’t be- 
gin operation until two days later. Still, 
it was a unique experience. 

For example, diners literally 
“dropped in” on their hosts, the Bum- 
stead-Woolford Company, suppliers and 
installers of the boiler. A steel chute 
lowered them through the three-foot 
burner openings into the furnace (fire- 
box) where they inspected the unit be- 
fore stoking up on food. 

Richard McKay, Seattle Steam’s gen- 
eral manager, said the boiler completed 
the first phase of his firm’s plant im- 
provement program. Seattle Steam was 
formed by major purchasers of com- 
mercial steam in Seattle four years ago 
and has since spent $750,000 in im- 
provement on previous installations of 
the Puget Sound Power and Light 
Company. 

The new boiler is the largest in Seat- 
tle. It measures 58 ft high, 23 ft wide 
and 42 ft deep. In operation, it will 
weigh 632,000 Ibs and supply 80 percent 

(Please turn to top of next page) 
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es why 
ANDREW STEERS, Seattle Steam president, addresses quests 
at banquet inside prms new dauu,vuU VoUEr, LHe Uinner CeLe= 
brated completion of the boiler installation, largest in Seattle. 








Turn page to see how guests got 
into the boiler banquet room ... 





















continued ... 


How Guests Got 
Into the Boiler 
Banquet Room... 


(Continued from bottom of page 97) 
of the company’s annual steam 
requirements. 

Another boiler is expected to 
be installed within a few years; 
the plant is large enough to ac- 
commodate three units in all. 

“This unit,” said McKay, “will 
materially improve reliability of 
the generating plant and provide 
substantial fuel and labor econ- 
omies.” 

The boiler will also mean a 
cleaner Seattle, McKay indicat- 
ed, since its automatic controls 
virtually eliminate smoke nuis- 
ance. 

The installation is considered 
unique by experts for several 
reasons. It is an outdoor boiler 
with its front integrated into the 
plant building. It has a pressure 
furnace with only a forced draft 
fan. The unit boasts a high effi- 


ciency rating with a test guaran- 





“DKOP IN FOR DINNER” said host, Dale Bumstead of Bumstead-Wool- 


ford, boiler supplier and installer (right center). 


Guests did literally. 


Here E. E. Stephen is chuted through burner opening in the boiler. 


tee of 88.2 percent at 160,000 
pounds per hour load. 

Feed water treatment is inter- 
nal because the quality of Seattle 
water does not require external 


/ 


treatment in this case. A deaera- 
tor feedwater heater is installed 
to improve steam quality. The 
boiler was manufactured by the 
Riley Stoker Corporation. Enp 





RICHARD McKAY (center), Seattle Steam general man- 
ager, described boiler to guests. It is 58 ft high, 23 ft wide 
and 42 ft deep. It weighs 632,000 lbs in operation. 
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SEATTLE EXECUTIVES whose buildings use steam from 
the central plant were guests. Here Myron Law of Fred- 
rick & Nelson department store is served his dinner. 
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Pricing Policies Hit 
By Wholesalers... 


Suggested “resale prices” that are “too low’ 
are chief target of American Institute ... 


A SPEAKER at the American 
Institute’s fourth annual conven- 
tion turned thumbs down on sug- 
gested resale prices by some 
manufacturers. But it was 
thumbs up on the new Trade 
Practice Rules and a “national 
wholesaler organization with 
more complete representation.” 

Objections to some suggested 
resale prices came from M. W. 
Dennison, vice president of the 
American Institute of Wholesale 
Plumbing & Heating Supply 
Assns. He is a member of Bra- 
man, Dow & Co., Boston whole- 
salers. 

Dennison told 1,600 at the con- 
vention in New York’s Waldorf- 
Astoria that suggested resale 
prices were “a trend in our busi- 
ness that is not for the best in- 
terest of manufacturers, whole- 
salers or contractors.” 

Dennison was particularly crit- 
ical of “net prices” which one 
group of manufacturers recently 
published for ultimate buyers. 
Dennison said the manufacturers 
may not have intended to put a 
ceiling on wholesalers but, in ef- 


fect, they did. He said such prices 
were merely penalizing healthy 
markets for one made sick by 
price cutting. 

Wholesalers, Dennison said, do 
not expect manufacturers to as- 
sure them a profit. But, he added, 
neither do they expect them to 
contribute to declining profits, 
“down already 60 percent since 
1950.” 

Dennison emphasized the In- 
stitute was not commending nor 
condemning pricing policies. It 
is protesting, he said, methods 
which the wholesaler feels is de- 
pressing his profit. He summed 
up the stand this way: 

“Wholesalers protest, and 
rightly, pricing programs which 
result in a reduction of profits 
they have been collecting, partic- 
ularly when such prices can be 
shown to return a profit below 
their known ‘cost-of-doing’ busi- 
ness, and in many instances lower 
than prices previously ‘sug- 
gested’ by the same manufactur- 
ers. They resent any method of 
putting prices in the hands of 

(Please turn to top of page 168) 


C.S. A. Holds Annual Meeting: 








As this issue was going to press, the Central Supply Assn. was 
holding its 61st annual meeting at the Palmer House in Chicago. 
Charles W. Thompson, Tallman Company, St. Louis, was named 
as the new president of the group. Complete details of the meet- 
ing, including other new officers, will be presented in the forth- 


coming December issue. 
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Convention Speakers: 





Joseph W. Pitts 


President, American 
Institute 





M. W. Dennison 


Vice President, 
American Institute 





Frank F. Elliott 
President, 
Crane Co. 





R. Louis Towne 


Director, New 
England Wholesalers 
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Basic Safety Controls 
Heating Boilers 


= 
§ 


am & ow 


EVERY SO OFTEN a really out- 
standing technical manual makes 
its appearance in the plumbing 
and heating industry. One such 
manual is the new guide to basic 
safety controls for hot water 
space heating boilers published 
by McDonnell & Miller, Inc., a 
Chicago manufacturer. 

Highlights of the new manual, 
first announced in the “Good 
Reading” section of our August 
issue, are presented here as a re- 
fresher course in boiler control 
selection and application. 


« The manual answers six basic 
questions about the need of safe- 
ty controls for hot water space 
heating boilers. Numerous illus- 
trations in multi-color show typi- 
cal problems and provide easy- 
to-understand answers. An anal- 
ysis of each type of problem ac- 
companies the illustrations. 

The first basic rule in the man- 
ual relates to over-pressure in 
the boiler. The McDonnell solu- 
tion to this problem of protection 
against development of over- 
pressure is to comply with 
A.S.M.E. boiler code require- 
ments and use a Btu rated relief 
valve, correctly installed, and 
matched to the gross output of 
the boiler. 

Taking note of the fact that the 
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...a@ refresher course in 


Safety Controls for 


SHUNT: EUAN Te 


average hot water space heating 
boiler is constructed for a maxi- 
mum working pressure of 30 psi, 
it is understandable that the 
safety relief valve is set to open 
at the same pressure. Thus, any 
circumstance which elevates the 
boiler pressure to 30 psi will 
cause the relief valve to open. 

An exception would be where 
more than one valve is used to 
match boiler capacity; then one 
valve would be set at 30 psi and 
the secondary valve or valves 
would be set within 20 percent 
higher. 

Several reasons for the open- 
ing of a safety relief valve are 
enumerated in the manual in- 
cluding: (1) waterlogged com- 
pression tanks which fail to pro- 
vide for thermal expansion of 
water in the system, (2) under- 
sized compression tanks, and (3) 
excessive static head or pump 
discharge pressures. Under con- 
ditions shown in Fig. 3 (p. 102), 
the relief valve discharges water 
from the boiler to the drain since 
it is considered that the boiler 
water temperature is below 212F. 


» The more critical demand 
placed on a safety relief is during 
the emergency stage, according 
to the manual, when the valve 
must discharge both high tem- 


perature hot water and steam. 
Whenever the temperature in the 
boiler is above 212F and the re- 
lief valve discharges, the sudden 
pressure drop causes the high- 
temperature water to flash to 
steam. 

It is on this steam discharge 
condition that the A.S.MLE. rat- 
ing has been established. The 
emergency release stage of a 
heating boiler is described as be- 
ing basically the result of over- 
firing of the burner through 
which the heating system fails to 
dissipate the heating energy as 
fast as it is developed in the boil- 
er. The results are that the tem- 
perature and the pressure con- 





Typical 
Section 
from the 
Safety 


Control 
Manual 
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Hot Water Heating Boilers 


tinue to rise in the boiler. 

Some of the causes of overfir- 
ing have been listed as (A) fail- 
ure of a limit control to stop the 
burner, (B) mechanical failure 
of a fuel valve, (C) burner on 
manual operation, (D) residual 
heat with coal firing, (E) burner 
considerably over-size in relation 
to the boiler and system. 

In these instances, the safety 
valve discharges steam and, with- 
out makeup water replacing the 
loss of the relief valve, a hazard- 
ous low water condition can re- 
sult. Fig. 5, shown below, illus- 
trates how low water can happen 
in a hot water boiler and accom- 
panying the illustration is a re- 


Here are some of the reasons why a hot 
water boiler and system can lose water 
so that a low water condition can result: 


® Loss of water due to carelessness 


draining boiler for repair or summer lay-up 
without eliminating possibility of firing. 


drawing hot water from boiler. 


® Loss of water in distribution system 
leaks in piping caused by expansion breakage 


or corrosion. 
leaks in boiler. 


leaks through pump or other operating equip- 


ment. 


® Relief valve discharge caused by over-firing.: 
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production of the manual’s nar- 
rative treatment of questions and 
answers about the manner in 
which low water conditions can 
occur in a hot water boiler. 

The manual designates the 
float-operated low water fuel cut- 
off as the minimum basic low 
water safety control for hot wa- 
ter boilers. Because hot water 
boilers operate at a higher pres- 
sure than steam boilers, the low 
water cut-off is designed for 
working pressures in excess of 30 
psi. Since there is no normal 
water line to be maintained in a 
hot water boiler, any location of 
the control above the lowest per- 
missible water level provides a 


safeguard against an emergency 
condition of low water. 

When an emergency low water 
condition occurs in a boiler, the 
lowering of the boiler water line 
and the simultaneous lowering of 
the water in the float chamber 
causes the float to drop, with the 
result that the electric circuit is 
opened and the automatic burner 
is stopped. Thus, this becomes 
another basic safety control that 
provides a means of stopping au- 
tomatic firing if the water in the 
boiler drops below the minimum 
safety level. 

In answer to the question, 
“What is the safest and most 


(Please turn to top of next page) 
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continued... 


Refresher Course in Safety Controls... 


complete control to prevent low 
water damage?,” the manual 
states, “If we could rely abso- 
lutely on the low water cut-off to 
stop the automatic boiler each 
time a low water condition de- 
velops, then the problem would 
be solved completely. However, 
experience has proved that un- 
der certain circumstances, the 
low water cut-off cannot fulfill 
its duties.” 

Therefore, as a final recom- 
mendation to cover all installa- 
tions and to provide the most 
complete measure of safety, the 
manual recommends the use of 
a combination boiler water feed- 
er and low water cut-off. (Loca- 
tion of safety components are 
shown in Fig. 8.) 

The combination boiler water 
feeder and low water cutoff pro- 


vide both mechanical and elec- 
trical safeguards by (a) mechan- 
ically feeding water to the boiler 
as fast as it is discharged through 
the relief valve and (b) breaking 
the electrical circuit to the 
burner. 

Recognizing that there are sev- 
eral types of over-firing that can 
occur in the operation of a boiler 
whereby a low water cut-off 
could be rendered useless, the 
manual designates that in such 
an emergency, the only way that 
the boiler can remain safe is to 
have water put into it as fast as 
water or steam is being dis- 
charged through the relief valve. 


=s Some of the reasons for emer- 
gency conditions in connection 
with overfiring include over 
hand-firing of a coal-fired boiler, 


fuel feed valve stuck in the “on” 
position and closing of zone con- 
trols, isolating the boiler from 
the system with a residual fuel 
bed in the boiler. Should any of 
these conditions occur, the oper- 
ation of the feeder will maintain 
enough water in the boiler to 
keep it safe. 


# In the final analysis of possible 
sources of trouble in hot water 
space heating boilers, the. man- 
ual’s answer is, “Be sure every 
hot water boiler is equipped with 
the basic safety controls . . . in- 
stall a safety relief valve to pre- 
vent over-pressure and install a 
low water cut-off, or preferably, 
a feeder cut-off combination to 
guard against low water.” 
Contractors may obtain a copy 
of the manual, “Basic Safety 
Controls for Hot Water Space 
Heating Boilers,” by writing di- 
rectly to McDonnell & Miller, 
Inc., 3500 N. Spaulding, Chicago 
18. END 


Boiler Control Applications Mlustrated in Manual... 
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Fig. 8 illustrates the normal water level in a hot water 
heating system and designates basic safety controls and 
piping hookup as protection for the heating boiler. 
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Fig. 3 demonstrates how a hot water space heating boiler 
with waterlogged compression tanks has lost the space 
required for thermal expansion of water in the system. 
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EQUALLY at home with wrench or baby formula is Mrs. LaVaughn McCart of a Ft. Worth hotel maintenance staff. 


This Plumber’ Is a Lady... 


Texas housewife combines wrenches and diapers in unique career 


THE HAND that rocks the cradle 
now shapes pipe. 

At least with LaVaughn Mc- 
Cart, it does. LaVaughn is 24 
years old, and both a pretty 
mother and a curvaceous 
“plumber.” 

The diaper and wrench talents 
are combined by LaVaughn in 
Fort Worth, Tex., where she is 
employed on the plumbing main- 
tenance staff of the Hotel Texas, 
doing routine jobs she is 
equipped to handle. 


s LaVaughn’s career started in 
Oklahoma City much on the 
same plot lines as that of screen 
star Dorothy Lamour. Like Miss 
Lamour, LaVaughn once operat- 
ed an elevator. And like Miss La- 
mour, a new career was launch- 
ed when somebody noticed her 
trim figure. After that the story 
pulls a switch. 

The person who noticed La- 
Vaughn’s trim form wasn’t a 
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Hollywood scout but a plumbing 
maintenance employee of the 
Biltmore Hotel. He was looking 
for someone who could reach a 
trouble spot in a narrow pipe 
shaft. All the journeymen were 
too husky for the job, but La- 
Vaughn—weighing in at 120 and 
standing 5 ft 6 in.—fit the quali- 
fications. 

LaVaughn so impressed Bilt- 
more maintenance men, she 
stayed on the job for eight years 
and received maintenance train- 
ing from the journeymen. She 
took time out to appear on the 
television show ‘“What’s My 
Line” and to marry Don McCart. 
The McCart’s have a five-year- 
old son, Michael. 


e Last March the McCart’s 
moved to Forth Worth where 
LaVaughn picked up her trade 
again. “When she came to me for 
a ‘plumber’s’ job,’ manager 
Andy Anderson recalls, “I told 


her ‘go get an airline hostesses’ 
spot. She showed me her scrap- 
book, though, and so we gave her 
a chance with our chief engineer. 
We’re glad now we did. She can 
calm a balky pipe quicker than 
any airline hostess can relax 
nervous passengers.” 


s LaVaughn is happy about stay- 
ing in the plumbing side of main- 
tenance work. “I just love me- 
chanical things,” she says. 

LaVaughn’s presence in the 
world of faucets and fixtures 
causes skepticism among work- 
ers and hotel visitors at first. But 
she asks no favors and asks to be 
judged solely on her workman- 
ship. The judgment is in favor of 
LaVaughn. 

The lady plumber even dresses 
on the job like her fellow 
workers. But there is one differ- 
ence in her neat khaki uniform— 
there are never any tools stick- 
ing out of the hip pockets. renp 
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FLORIDA CONTRACTOR Cliff 
Lindgren’s contract folder in- 
cludes illustrations of all fixtures. 
Mrs. Alice Johnson assembles it. 





SIGN the contract in front of the 
prospect, says Lindgren. This 
makes him more likely to follow 
suit without any hesitation. 
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He Takes the Guesswork 
Out of Estimating... 


OOOO OOOO OOOO DODD OOD HDHD 


WHEN CL IFF LINDGREN decided 
to go into business for himself as 
a plumbing and heating con- 
tractor in Miami (see Domestic 
ENGINEERING, Aug., 1955, p.108) 
he knew little about job estimat- 
ing, he admits. 

Since he was green in an im- 
portant part of contracting, he 
was particularly thorough in fig- 
uring his first jobs. He took the 
blueprints and broke down the 
whole job, step by step, fitting 
by fitting, fixture by fixture, until 
he arrived at an exact materials 
cost. From his 14 previous years 
as a journeyman, he was sure of 
his estimates on labor time. 

This basic system, he found, 
virtually assured him of a profit- 
able bid—so it’s the system he 
still uses, although he has incor- 
porated a few proven estimating 
short cuts. 

He does most of his own esti- 
mating, helped out occasionally 
by his foreman, Roland Wile, 
“who is as interested in making 
money for me as he is for him- 
self,” Lindgren says. 

“T do the estimating for several 
reasons,” he adds. “One of them 
is the importance of making 






every bid a profitable one. 

“Doing my own estimating also 
keeps my overhead down, and 
besides I can’t blame anyone else 
if we lose money on a job. How- 
ever, if my business were big 
enough to justify the hiring of a 
full-time salesman-estimator, I’d 
have one thing to impress on him 
—just getting jobs is not the im- 
portant thing. Figuring profit- 
able jobs is his goal.” 


« Lindgren Plumbing Co., Inc., 
does an annual volume of around 
$300,000 in new construction, re- 
modeling, repairs and sales. The 
company operates seven trucks 
and recently moved into a new 
$65,000 showroom. 

When Lindgren bids on a job, 
he uses the blueprints to make 
an isometric drawing of the lay- 
out, marking all parts and fix- 
tures. He starts with the sewer 
or septic tank and works through 
the entire job, noting all materi- 
als required. 

He sometimes uses a plumbing 
estimate form which is, in effect, 
a materials check list. At other 
times, he compiles material re- 
quirements by working from the 
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isometric drawing. After listing 
all materials, he figures labor 
time on the job. Next he passes 
the work sheet to his book- 
keeper, who enters all prices and 
figures the labor costs. 

When possible, he will com- 
pare his labor time estimate 
against labor costs for similar 
jobs as a double-check on his 
tabulations. 

Lindgren’s system has proven 
so successful that he says, “I 
practically never make a change 
in the total bid.” He seldom sees 
the final total until the book- 
keeper has typed the contract for 
presentation. 

“The bookkeeper figures the 
costs from my list of materials 
and labor estimates and the re- 
sulting figure—it often will end in 
odd cents rather than even dol- 
lars—is one that stands because 
I’m confident I’ve a profitable 
bid, the only kind I'll submit.” 


# Lindgren is chairman of the 
cost and accounting committee of 
the Plumbing Industry Program 
in Miami, an organization of 
contractors in the area employ- 
ing union labor. His committee 











recently completed work 
on a plumbing estimat- 
ing form, or check list, 
which PIP is making 
available to all member 
contractors as an esti- 
mating aid. 

The form is shorter 
than some of the stand- 
ard estimating sheets 
available, eliminating 
many of the items not 
commonly used in Flor- 
ida. It becomes, there- 
fore, concise and easy to use for 
Florida operators. 

When Lindgren figures his 
materials costs, he adds a flat 30 
percent markup. He has con- 
cluded this is the minimum per- 
centage to insure a profitable job. 

The markup is taken from 
standard wholesale prices, al- 
though Lindgren’s actual cost 
may be less because of volume 
buying discounts. 

“Some contractors feel they 
should mark up from the dis- 
counted price to make a success- 
ful bid,” he says. “My feeling is 
that this discount should not be 
passed on to the builder or gen- 
eral contractor, but be retained 


ISOMETRIC DRAWINGS from 
blueprints help Lindgren make 
itemized breakdown for exact 
estimate of his materials cost. 


PORTION of estimating form developed by 
contractors’ committee headed by Lindgren. 


by the plumbing contractor. 

“Some fellows, too, will absorb 
the sales tax or the cost of build- 
ing and inspection permits. 
Those always go into my bids.” 

Lindgren’s basic idea of figur- 
ing each item on a job has pro- 
duced some estimating short cuts 
which he has found hold up con- 
sistently. 

“Work on small homes is 
handled along the same lines,” 
he points out. “I can check my 
bid against a similar job we've 
done, and if the two are about 
the same, I feel my bid will be 
a profitable one.” 

One short cut used is to figure 

(Please turn to top of page 151) 
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Progress reported in 
banning the Jackleggs 
from “Plumber” listings 
in many areas. Phone 
company officials pledge 
cooperation in others... 


WHEN YOU BRING TOGETHER all 
the telephone books of the na- 
tion, you're confronted with a 
mountainous assortment. Mul- 
tiply them a hundred-fold and 
you get an idea of the problem 
facing anyone who tries to clear 
the “Plumbers” listings of un- 
qualified installers. 

Akron, Ohio, plumbing and 
heating contractors can vouch 
for the size and perplexity of the 
problem. On the following pages, 
they tell their story of three- 
year’s work with the listing 
“dilemma”. 

The article on what can be 
done—and what can’t be done— 
about the listings of unqualified 
persons is part of Domestic ENn- 
GINEERING’s Qualified Contractor 
Program. 

Its purpose is to define Tinker 
Jacklegg’s use of a vital means 
of contact with unsuspecting 
property owners—that is, his 
listing under “Plumbers” on the 
highly respected yellow pages of 
the phone directory. 

It must be emphasized, how- 
ever, that these efforts are not 
aimed at eliminating any busi- 
nessman from classified sections, 
only listing them under headings 
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Studied for Jacklegg Listings 


that will not mislead phone sub- 
scribers. 

The problem is not a new one. 
The Akron contractors have 
grappled with it since 1952. But 
an exchange of information be- 
tween various contractor groups 
working individually toward the 
same goal can strengthen indus- 
try efforts to curb potentially 
dangerous installers. 

Telephone company officials 
have indicated a willingness to 
cooperate as much as circum- 
stances permit. But they, too, 
are beset by problems. Again an 
exchange of information may be 
helpful in solving some of these 
difficulties. , 

The Akron situation detailed 
point-by-point on the following 


The Akron Story: 


How contractors 


in one city are 


working to elim- 


inate Jacklegg 
listings... 


ee turn. page 
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pages is not an isolated case. For 
example, C. B. True, president 
of the Kentucky State Assn. of 
Master Plumbers, reports that 
his group has been negotiating 
with Southern Bell Telephone 
Company for years seeking to 
make the “Plumbers” listing 
more accurate. 

A possible solution has evolved 
from various inquiries made by 
Domestic ENGINEERING on the 
question. In the following article, 
a St. Louis court decision is 
quoted. It was used by Akron 
contractors as part of their list- 
ing arguments and may indicate 
to both contractors and phone 
officials a way to resolve the 
problem. 

The decision is based on the 


St. Louis plumbing code which 
prohibits unlicensed persons 
from advertising as plumbing 
installers. A similar provision 
exists in the Detroit code. In 
effect, this gives contractors and 
phone company officials author- 
ity to eliminate unlicensed per- 
sons from the “Plumbers” list- 
ing. 

Articles in forthcoming issues 
will discuss the possibility of 
such an advertising provision in 
plumbing codes. This provision 
may be one of the cures for the 
listing “headache” that plagues 
the telephone and plumbing and 
heating industries alike, with 


equal severity. 
(For news of the Qualified 
Contractor Kit, see page 113.) 





SMILING, but not particularly happy, are Raymond Sullivan (left) and 
Paul Lowry, leaders in the current effort of Akron (Ohio) contractors 
to remove unqualified installers from “Plumbers” listings in phone book. 
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continued... 


RAYMOND SULLIVAN, Ak- 
ron contractor, makes one of | 
many visits to phone company 
to try to curb unqualified per- ‘ 
sons from using “Plumbers” 
listing in classified directory. 






TIT 








Mr. Sullivan Calls on the 


What he found trying to get an accurate “Plumbers” listing tells 
what can, and cannot, be done about the jackleggs in phone books 


A NEW TELEPHONE DIRECTORY 
came out in Akron, Ohio, last 
month. 

In its classified section under 
“Plumbers” was an assortment of 
licensed plumbing and heating 
contractors, sewer cleaners and 
unlicensed installers. 

After the book appeared, Ray- 
mond Sullivan, partner in Sulli- 
van Brothers Plumbing and 
Heating Co., leaned back in his 
office chair and told a Domestic 
ENGINEERING reporter: 

“You're looking at the phone 
book Akron plumbing contrac- 
tors spent three years trying to 
keep free of jacklegg plumbers. 
Doesn’t look like we've had 
much success, does it?” 

But then Sullivan added: 


“When you hear the full story, 
though, you’ll see we have made 
a little progress. At least we’ve 
overcome the solid inertia we 
faced three years ago when we 
asked phone officials to help us 
solve this problem. 

“For example, we may have 
got the utility to concede our ba- 
sic point—that Tinker Jacklegg 
doesn’t belong in the same clas- 
sification with plumbing and 
heating contractors who operate, 
for the protection of their custo- 
mers, under local licensing and 
code regulations.” 

When the DE reporter heard 
the “full story” he agreed that 
three years work had at least 
opened a wedge in the problem. 
He also found that the “full 





story” presented other contrac- 
tor groups a blueprint for their 
own campaigns to protect the in- 
dustry and the public from the 
potentially dangerous installa- 
tions of unqualified persons. 

Here’s a step-by-step descrip- 
tion of Akron’s “full story.” 
When you read it, you'll know 
something can be done about in- 
discriminate listings—if you have 
patience, determination and 
time. 

As in many localities, Akron 
has always had its handyman 
problem. In 1952, however, the 
situation in the plumbing and 
heating field became intolerable. 

The Akron Master Plumbers 
Assn. reported that 12 sewer 
cleaners were listed as “Plumb- 
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Highlights of the Akron (Ohio) fight to get 
Jackleggs out of the “Plumbers’’ listing... 


LL Ua 





Case history of a 3-year dilemma 


In 1952 more than a dozen “unqualified persons” were listed 
as “Plumbers” in Akron’s classified telephone directory. 


The local contractors’ association formed a committee to seek 
a way to protect the public from these persons. 


The first step was to ask for sub-divided listing according to 
licensing and code requirements. Ohio Bell said no. 





Next the City of Akron warned unqualified persons of law 
violations in misleading newspaper advertising. But Ohio Bell 
said it couldn’t make such laws applicable to the phone directory. 


ee a Spann i ana ee 


In 1954 Akron contractors cited a St. Louis court decision barring 
unlicensed persons from “plumber’s” advertising on the yellow 
pages. Phone officials said it couldn’t be applied to Akron. 


The association then offered to “police” the classified listing 
itself if licensed plumbers were separated from unlicensed per- 
sons. Ohio Bell said this was impossible. 


Phone Co. 


ers” on the yellow pages of the 
telephone directory. These list- 
ings were permitted despite ex- 
cellent plumbing codes through- 
out the greater Akron area. 
Association leaders also dis- 
covered that some sewer cleaners 
frequently performed work they 
were not licensed to undertake. 
In addition, the word “plumbing” 





In 1955 Ohio Bell gave special listing to association members 
and warned non-licensed persons against misleading advertising. 


This action, Akron contractors report, has been of little help. A 
spokesman wrote Ohio Bell saying he was “completely disap- 
pointed . . . there has actually been an increase of unlicensed 
firms under the heading ‘Plumbers.’ ” 





Replied Ohio Bell: “We feel we have done our part... it is up to 
you to do your own policing of your trade.” 


1955 





appeared in the company titles 
of some sewer cleaners, adding 
to the phone subscribers’ con- 
fusion. One firm even adver- 
tised—“Repairs . . . Installation 
and Repair of All Plumbing Fix- 
tures.” No master plumber was 
connected with this firm, accord- 
ing to Sullivan. 

Sewer companies also utilized 
company names which placed 
them at the head of the alphabet- 
ical listing of “Plumbers.” This 
device could cause many hur- 
ried property owners to call a 
sewer cleaner when looking for 
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emergency plumbing repairs. 

The association felt the 1952 
situation would worsen and de- 
cided to approach Ohio Bell Tele- 
phone Company to work out a 
solution. 

They prepared a three-point 
explanation of their position. 
First, they described the licen- 
sing regulations in areas covered 
by the phone book; then they 
submitted names of companies 
listed under “Plumbers” who 
could not legally do plumbing 
work; finally, they prepared a 
file of Tinker Jacklegg cases as 


evidence of the serious conse- 
quences that sometimes result 
from improperly installed 
plumbing and heating. (see sam- 
ple cases in special reading on 
pages 110-111). 

Association members felt these 
points would be enough for 
phone company officials. “After 
all,” one member said, “we didn’t 
want these businessmen taken 
out of the classified directory. 
We just wanted them listed 
where they belonged.” 

But Akron qualified contrac- 
(Please turn to center of next page) 


109 





continued... 


Some Jacklegg Cases that Stirred 
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CASE 1 


What made Akron plumbing and heating 
contractors undertake their long campaign to 
have unqualified persons removed from the 
“Plumbers” listing in the telephone direc- 
tory? Generally, it was cases like the ones 
presented on these pages. They were brought 
to the attention of phone company officials as 
examples of the potential dangers created by 
unqualified installers. 


# Case one (above) concerned an Akron fill- 
ing station which had a water heater installed 
by an unlicensed person. The Akron contrac- 
tors said the installer failed to include proper 
regulative devices. The heater exploded, de- 
molishing the station and hurling debris 300 
feet. Luckily, the blast occurred at night and 
only property was damaged. 











CASE 2 


Another case cited by Akron contractors 
concerned a couple that spent $3,000 convert- 
ing a home into an apartment building. 
Plumbing was handled by an unlicensed per- 
son, contractors said. The system used a drain 
too small to serve sinks on the second and first 
floors. The drain ran 10 ft vertically to the 
basement, made a 90-degree turn and ran 15 
ft horizontally to the main soil pipe. It was 
connected with an up-side-down fitting. The 
main-floor sink was connected to the soil pipe 
by knocking a hole in the pipe and inserting 
the drain from the sink. 


s Fortunately a city inspector found the in- 
stallation and required the entire system be 
re-laid—this time by a qualified plumbing 
and heating contractor. 











(Continued from page 109) 
tors had a “rude awakening,” 
Sullivan reported, when they 
met with Bell officials. 

“We’re not a policing agency 
. impossible” was the answer 
to the suggestion that classified 
directories be truly “classified.” 
A report on this refusal was 
made to an association meeting 
later. The result was the ap- 
pointment of a committee to 
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study means of altering the util- 
ity’s position. 

At this time there was no le- 
gal basis for eliminating unqual- 
ified persons from classified sec- 
tions, so it was a “practical” ap- 
proach the committee had to de- 
velop. 

The first “practical” precedent 
discovered by the committee was 
on yellow pages themselves. 
There the classification for “Elec- 


trical Contractors” was sub-di- 
vided into “General,” “Houswir- 
ing,’ and “Industrial” categor- 
ies. 

To the qualified contractors, 
this indicated that phone com- 
pany officials might consider sub- 
dividing “Plumbers” into separ- 
ate classifications. One section, 
for example, could list only 
firms qualified to handle code 
work; other persons desiring to 
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Akron Contractors to Action... 





CASE 3 


The third case brought to the attention of 





CASE 4 








The fourth case exemplifying the dangers 





phone company officials as an example of 
Tinker Jacklegg workmanship concerned a 
mechanic who installed a side-arm heater in a 
basement. He ran flue pipe from the unit to a 
nearby coal bin. Akron contractors said no 
attempt was made to run it into a chimney or 
through a separate pipe into open air, as re- 
quired by code. The enclosed area, used to 
store fuel for an old coal furnace, had only a 
small window for ventilation. 


s The result was a mixture of coal dust and 
oxygen from the flue pipe. Again luck saved 
Akron from a tragic explosion or deaths from 
carbon monoxide gas. The homeowners de- 
tected fumes and called a qualified contractor 
who installed the system properly. 


of unqualified persons handling plumbing and 
heating involved the remodeling of an old 
home. An unlicensed mechanic ran a vent 
stack into the furnace in a basement, rather 
than up through the roof as required by code. 
This installation went unnoticed through 
spring and summer. However, when the home- 
owner lit his furnace for fall heating, a series 
of flash fires in the chimney resulted. The 
escaping sewer gas had been ignited by heat 
from the furnace. 


s» County firemen answered three alarms be- 
fore the cause of the blazes—which took the 
form of giant belches of flame from the chim- 
ney—was discovered and repaired by a quali- 
fied plumbing and heating contractor. 

















list under “Plumbers” could do 
so, but only in sub-divisions that 
clarified their status. 

An association letter, outlining 
this idea, was sent to the com- 
mercial surpervisor of Ohio Bell 
in Akron. Copies went to local 
newspapers and the Better Busi- 
ness Bureau. 

The letter called attention to 
12 sewer cleaners then listing un- 
der “Plumbers” and cited the 
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Akron Plumbing Code as a basis 
for the contention that sewer 
cleaners were not authorized to 
do plumbing work. However, 
the association noted, some of 
these firms regularly accepted 
plumbing customers attracted by 
their phone listing. 

“We feel,” the letter conclud- 
ed, “we are entitled to a listing 
such as the Burch Directory (ez 
business volume which differen- 


tiates between licensed plumb- 
ing contractors and sewer clean- 
ers) listing, as we are not ‘just 
plumbers.’ We are skilled in our 
field and licensed at the rate of 
$50 with a renewal fee of $25 
per year, per city and county.” 

The telephone company greet- 
ed this suggestion with what Sul- 
livan calls “indifference.” 

That effort was the final one of 


(Please turn to top of next page) 
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continued... 


“We'll help ‘police’ listings,” Akron Contractors. “Impossible,” Ohio Bell 





1953. The directory’s publishing 
deadline passed and soon Akron 
had another phone book “loaded 
with unqualified persons” in the 
“Plumbers” listing. 

“But we had learned a les- 
son,” said Sullivan, “and the 
next year we formed another 
committee. Paul Lowry was the 
chairman and Ralph Sweikert 
and John McGowan were mem- 
bers. They enlisted the aid of 
Drexel Whitman, city plumbing 
inspector, in an effort to at least 
curb plumbing advertising by 
unqualified persons. 

“We realized this was a rather 
backward approach,” Sullivan 
said. “But we had learned there 
was a local law banning unqual- 
ified persons from advertising 
plumbing service in ‘newspapers 
of general circulation.’ We hoped 
that by enforcing this law we 
could establish the idea that 
there was a recognized legal need 
to protect the public against all 
such forms of advertising.” 


= In subsequent months, seven 
unlicensed firms advertised 
plumbing services in local news- 
papers. A list of these names was 
furnished the assistant director 
of law for Akron who then sent 
the firms a warning letter. 

“Your name,” the letter stated, 
“has been submitted to us by the 
Master Plumbers Assn., Inc., and 
our Building Department has no- 
tified us that you are in violation 
of the law. 

“According to the laws of The 
City of Akron, you are operating 
and advertising without a li- 
cense. Please be informed that 
hereafter any advertisement ap- 
pearing in any newspaper of 
general circulation will be 
grounds for citation in violation 
of Section 106 of the Building 
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Code of the City of Akron.” 

The committee then wrote the 
Ohio Bell Telephone Company in 
Cleveland outlining the action. 
(Akron officials felt the subject 
should be considered in Cleve- 
land since it was “high level 
stuff”). 

The association letter des- 
cribed the legal action threat- 
ened against some newspaper 
advertisers and asked the coep- 
eration of Ohio Bell in establish- 
ing a similar policy on adver- 
tising in the widely-circulated, 
copyrighted telephone directory. 

Ohio Bell replied with an invi- 
tation to committee members to 
meet with the directory supervi- 
sor of sales. This meeting in 
Cleveland produced only one re- 
sult—for the first time in 18 
months negotiation, the phone 
company put its policy into writ- 
ing. 

Ohio Bell’s statement said the 
company appreciated the con- 
tractor’s position and desired to 
keep its books “as clean as pos- 
sible.” However, the letter stat- 
ed, a public utility cannot force 
a person or a company to comply 
with the regulations of any gov- 
erning body. Ohio Bell admit- 
ted inaccurate listings were a 
“constant headache” but that it 
could only take a man’s word 
that he is qualified to do busi- 
ness of a certain type. 


# The letter added that in listing 
physicians and attorneys, the 
medical and bar associations bore 
the brunt of proving an individ- 
ual unqualified to list under re- 
spective headings. The letter 
concluded: 

“ ... the only thing we can 
do in connection with your letter 
is to call to the respective busi- 
nessman’s attention that we have 


been notified by the association 
that he is not a licensed plumber 
and ask him to remove his list- 
ing from that classification. If he 
refuses to do so, we are power- 
less to enforce either your reg- 
ulations or the regulations of 
The City of Akron.” 

It was a frustrated committee 
that returned from the Cleveland 
conference. 


e However, new hope was born 
with the news that the St. Louis 
plumbing contractors association 
had recently succeeded in con- 
vicing Southwestern Bell Tele- 
phone Company that it could be 
a party in violating a city ordi- 
nance covering misleading ad- 
vertising. Southwestern Bell 
was impressed enough by the 
contractors’ contention to elim- 
inate all non-licensed plumbing 
installers from its St. Louis di- 
rectory. 

F. G. Hegerstrom, then presi- 
dent of the Contracting Plumb- 
ers Assn. of St. Louis, reported 
that the phone company’s decis- 
ion was responsible for injunc- 
tion proceedings. On Jan. 22, 
1954, the court rendered a de- 
cision upholding the _utility’s 
right to refuse unqualified per- 
sons a listing under “Plumbers.” 

(Citation: Circuit Court of St. 
Louis County, Missouri, Division 
No. 5, Schramm v. Southwestern 
Bell Telephone Co. See next is- 
sue for a complete report of the 
St. Louis case.) 

This legal precedent gave new 
life to Akron contractors. A new 
committee was formed with Sul- 
livan as chairman. Members 
were Sweikert, Whitman and 
Leo Lancey. 

In March, 1955, this commit- 
tee wrote association members, 

(Please turn to top of page 114) 
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Use the Q.C. Kit to Tell 
Your Quality Story... 


It overcomes the price appeal of Tinker Jacklegg 


PROBABLY NO PARTS of the 
modern home are more vital, yet 
less understood, than the plumb- 
ing and heating systems. 

That’s Tinker Jacklegg’s 
strongest selling point—igno- 
rance of the importance and 
complexity of these systems. He 
relies on this lack of knowledge 
to convince homeowners he can 
handle any installation or repair 
at a “savings.” 

To correct this sometimes 
tragic misconception, hundreds 
of plumbing and heating contrac- 
tors are now using educational- 
promotional material from Dom- 
ESTIC ENGINEERING’s Qualified 


Contractor Kit. The Kit is avail- 
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able without charge to qualified 
contractors who are also sub- 
scribers to DomMEsTIC ENGINEER- 
Inc. (Write the editors, 1801 
Prairie Ave., Chicago 16, for full 
details.) 

The Kit has been designed for 
a double-barreled impact. It first 
warns the public about the dan- 
gers to health and property that 
unqualified persons create when 
they tinker with plumbing and 
heating systems. 

The Kit’s second phase shows 
the public the safe and truly 
economical alternative—the use 
of only qualified p-h contractors 
for the installation and repair of 
such systems. 
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What the Kit 
Contains: 


Two window posters identi- 
fying qualified contractors to 
public 


Three newspaper ads ex- 
plaining importance of proper 
installations 


Three newspaper releases 
warning ‘against jacklegg in- 
stallations 


One speech outline explain- 
ing QC contribution to com- 
munity 


One certificate of qualification 
for office, showroom display 


One sales letter explaining 
dangers in improper installa- 
tions 


One fact sheet detailing rea- 
sons for Qualified Contractor 


Program 


One wallet card and window 
sticker for QC identification 
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continued ... 


outlining the goals and suggest- 
ing that contractors follow close- 
ly the meetings scheduled with 
Ohio Bell in the coming weeks. 

Several of these meetings were 
held last spring. The committee 
presented its revamped case, in- 
cluding the St. Louis court de- 
cision which contradicted Ohio 
Bell’s previous stand. 

Sullivan recalled that “Ohio 
Bell officials were still unim- 
pressed. About the St. Louis de- 
cision, they had no comment.” 

Ohio Bell’s only suggestion 
was to draft the contractor’s pro- 
posals in written form for “pre- 
sentation to a board of directory 
supervisors.” 

A portfolio was sent to the 
phone company for the “presen- 
tation.” It contained a summa- 
tion of the stand on “classifying” 
the classified section. 

Included in the summation 
was the proposal to change the 
classified heading on the yellow 
pages from “Plumbers” to “Li- 
censed Plumbing Contractors.” 

Sullivan explained the reason- 
ing this way: 


= “We felt that if the telephone 
company would allow this 
change, the association or indi- 
vidual contractors would have 
grounds for prosecuting indivi- 
duals who advertised under the 
heading ‘Licensed Plumbing 
Contractors’ but who were, in 
fact, unlicensed. 

“We explained to the directory 
supervisors that Ohio Bell would 
do no ‘policing’ — their most re- 
peated objection. Contractors 
themselves would, in effect, do 
any ‘policing’ and have a good 
legal basis to help them.” 

Akron contractors considered 
this a “compromise.” But it was 
too strong a move for Ohio Bell. 

“Impossible under present pol- 
icy,’ replied the area directory 
sales manager. Ohio Bell indi- 
cated that even a separate listing 
for contractors with licenses 
would be ‘policing.’” 

In desperation, the Akron con- 
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tractor’s committee finally came 
up with another compromise. 
They asked to be listed under an 
association heading. 

“Highly unlikely,” said Ohio 
Bell. “If we did this, we’d have 
demands from tradesmen in all 
fields to do the same.” 

This refusal after three years, 
the Akron contractors decided, 
was the “ultimate in non-coop- 
eration.” Both the Akron group 
and the Canton Master Plumbers 
Assn. voiced their disappoint- 
ment with votes condemning the 
phone company’s stand. Sullivan 
said some contractors com- 
plained that the yellow pages 
were losing some advertising 
value by wildcat listings. 


s Finally, Ohio Bell gave a little. 
Association members were per- 
mitted to list as a group. How- 
ever, qualified contractors who 
were not association members 
were still bulked in the classified 
section with anyone who wanted 
a “Plumbers” listing. 

Later Ohio Bell made another 
move that indicated the Akron 
contractors’ lengthy efforts were 
making an impression. The 
phone company agreed to have 
their salesmen ask directory ad- 
vertisers if they had a plumbing 
license, should they ask for a 
“Plumber” listing. If the adver- 
tiser had no license, the salesman 
would show them a ‘letter from 
the Akron Master Plumbers 
Assn. stating that such advertis- 
ing could be in violation of city 
and county codes. 

So the contractors sat back and 
waited. What had their three 
years work brought? The answer 
is in an exchange of letters made 
after the latest classified direc- 
tory appeared. The first was from 
Sullivan to Ohio Bell and it read: 

“The undersigned wishes to 
express his complete disappoint- 
ment in the final results of our 
agreement . . . pertaining to the 
listing of “Plumbers” in the 
Akron Telephone Directory. 

“It was fully agreed, and was 


part of our final agreement, that 
all telephone directory salesmen 
would insist that those in the 
Akron district who desire to be 
listed under the heading “Plumb- 
ers,’ must be duly licensed 
plumbing contractors. 

“Our investigation showed that 
this was not done in any manner 
that would fulfill our agreement 
with you. Instead this failure has 
actually aggravated the original 
problem. 

“We would appreciate your ex- 
planation as to why there has ac- 
tually been an increase in un- 
licensed firms listed under the 
heading ‘Plumbers.’ ” 

Here is Ohio Bell’s explana- 
tion, signed by T. C. Watts, area 
sales manager: 

“It is difficult for me to under- 
stand your letter as we carried 
out our end of the bargain re- 
garding the plumbers classifica- 
tion in the Akron directory. 

“The two (association listing 
and violation warning) were the 
only agreements we made with 
you and were carried out to the 
letter. We told you at our meet- 
ing that after contacting a sub- 
scriber that was not authorized 
per your letter, and he refused 
to remove his listings, we must 
accept it from him and the fight 
is then between you and the ac- 
cused. 

“We feel we have done our 
part in helping you with your 
problem, but it is up to you to do 
your own policing of your trade.” 


# Watts also wrote Domestic 
ENGINEERING, saying: 

“We are still working with the 
plumbers in Akron, searching for 
a reasonable answer to the situa- 
tion. We plan to continue to co- 
operate and drive toward a solu- 
tion of our mutual problem on a 
local basis.” 

And, after three years, that’s 
how things are in Akron. 

Next month: Another in the 
series of “Classic Cases in Our 
Industry’s File on Tinker Jack- 
legg.” END 
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THEY LOOKED 
INTO THE FUTURE 
WHEN SELECTING 


KEWANEE BOILERS 


emi EE 


James Madison School, Virginia, Minnesota 

Architect: Damberg & Damberg, Virginia, Minnesota 

Engineer: Foster Consulting Engineers, Duluth, Minnesota 
Heating Contractor: Sher Plumbing and Heating, Duluth, Minnesota 








boilers 


meet expansion plans of schools . . . 


When boilers are selected for schools today, administrators 
must look well into tomorrow. For the accelerated rate of 
school enrollment means intelligent planning must consider 
future heating needs as well as present. That’s the way the 
problem was viewed at James Madison School, Virginia, 
Minnesota—and that’s why Kewanee Reserve Plus Rated 
Boilers were chosen. Since Kewanee Boilers provide 50% 
reserve built-in power, the problem of expansion was met... 
no need to buy additional boilers in the near future. Kewanee 
Boilers provide sufficient power to take care of fluctuating 
loads . . . can be depended upon in emergencies. They are 
rated on nominal capacity . . . operate at ‘‘cruising speed,” 
which means lower fuel costs, lower maintenance, greater 
efficiency, longer boiler life. Boilers rated on maximum 
capacity have no reserve to meet the future needs of an 
expanding school system. So select Kewanee Boilers with 


built-in ‘‘reserve.”’ They can be depended upon if emergency 


comes today and when expansion comes tomorrow. 








ee 


Two #KP-82-5 15 lb. Kewanee-Petro Boiler-Burner Units for oil 
firing used in the James Madison School 





KEWANEE-ROSS CORPORATION, Kewanee, Illinois 


Division of American Radiator & Standard Sanitary Corporation 


KEWANEE ‘@) ROSS 


Sawing home + tnduryy- American-Standard » American Blower * Church Seats & Wall Tile - Detroit Controls » Kewanee Boilers + Ross Exchangers - Sunbeam Air Conditioners 
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SIRATEGY MEETING: Members of The Mechanical Con- 
tractors Assn. of America met in Louisville, Ky. last 
month to plan for the conven ion and exhibition to be 
held in that city next May. Shown in the photo are (1) 
James Morris, executive secretary of the Boston chapter; 
(2) Edward Jungbert, Louisville, president of the national 





WHEN THE NATION’S heating, 
piping and air conditioning con- 
tractors convene in Louisville, 
Ky., next May, they’ll find the 
1956 version of their annual con- 
vention has a “new look.” 

For the first time in its history, 
The Mechanical Contractors 
Assn. of America will schedule 
a product exhibition along with 
the regular yearly meeting. 

The decision was reached at a 
planning meeting held in Louis- 
ville last month. In a statement 
to Domestic ENGINEERING, Ed- 
ward Jungbert, MCAA national 
president, said that the exhibi- 
tion is tentatively called “New 
Product Showcase.” 

“We plan to have 100 booths 
available to manufacturers,” 
Jungbert stated. “Each will be 
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the same size and only one will 
be alloted to each manufac- 
turer. Emphasis will be on new 
heating and cooling products.” 
Arrangements for the new 
product show will be handled by 
an “exhibit committee” which 
was appointed during the Louis- 
ville meeting. Members of the 
committee are: Horace Allison, 
association member from Los 
Angeles; George Blanford, presi- 
dent of the Louisville chapter; 
_Joseph Kearney, past president 
of the Chicago chapter; Leon 
Munier, New York City, and Ed- 
ward Page, Jr., Detroit. 


s The committee fcr the 1956 
MCAA convention was also 
named. Its members include Ed- 
ward Jungbert; George Blanford; 


association; (3) Edward Page, Jr., Detroit; (4) Lloyd 
Gruman, Jr., national secretary; (5) Horace Allison, Los 
Angeles; (6) George Blanford, president of the Louisville 
chapter; (7) James Snyder, secretary of the Louisville 
chapter; (8) Leon Munier, New York City member, and 
(9) Joseph Spitzley, Detroit, treasurer of the association. 


Mechanical Contractors Map 
Strategy for 56 Convention 


Product show will be new feature of piping contractors’ meeting... 


James Morris, executive secre- 
tary of the Boston chapter of the 
association, and Joseph Spitzley, 
Detroit, national treasurer. 
Following their appointment, 
the two committees selected the 


.Brown Hotel in Louisville as the 


site of the 1956 convent:on, to be 
held May 15-18. The new product 
exhibit will also be held there. 
Convention sessions are still 
being planned, Jungbert stated. 
“It seems pretty certain, how- 
ever, that the bid-shopping prob- 
lem will be up for plenty of dis- 
cussion. We are, of course, con- 
tinuing our fight for anti-bid 
shopping legislation. The action 
to be taken at the convention will 
depend a great deal on what hap- 
pens in the next session of Con- 
gress,” Jungbert said. END 
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FLEXI-SPLY 





Put American Sanitary Flexi-Sply in stock and 
recommend it for easy, labor-saving, leak-proof installations 

of sinks, lavatories and closets. You'll find plumbers coming back 
for more of these flexible supplies—telling you how Flexi-Sply 
clips dollars from their job costs. 

And when you order, stock up on other items from the most complete 
line of brass goods and fittings in the industry. Con-X-All 

for plastic pipe... Drain Gap for dishwashers . .. Master Adapter 








for trap installations... Whirl-A-Way and Uni-Waste for 
double sinks—every American Sanitary item wins 
popularity with your customers and profit for you. 





FLEXI-SPLY for lavatory, sink or closet installation is available 
in %” I.P. and 4%” I.P. Uprights are 12”, 20”, 30” and 36” in 
either %” O.D. or 4” O.D. Can be ordered with integral brass 
cone or rubber washer and brass friction ring; or, special sink 
connection. Write, wire or phone for Flexi-Sply price list. 
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Straight Male & Female Male & Female Straight and Angle Compression 
Connections Elbows Stops Nipples 


WE DISTRIBUTE THROUGH WHOLESALERS ONLY 


MERICAN SANITARY 


MFG. CO., ABINGDON, ILLINOIS 
OVER FORTY YEARS LEADERSHIP IN THE PLUMBING INDUSTRY 


Central location in mid-llli- 
nois means faster American 
Sanitary delivery. For extra- 
fast service, phone Abing- 
don, Ill. 162 or 172. 
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CAN THE AVERAGE SIZE HOME 
anywhere in the United States 
be heated and cooled for $10 per 
month or $120 annually? 

That’s the question to be an- 
swered in a two-year test pro- 
gram that is being launched 
throughout the country. The 
test will be conducted on 100 to 
125 homes in 20 cities in various 
climatic zones. Heating and cool- 
ing costs will be measured to see 
if comfort conditions can be en- 
gineered into the homes. 

Basis for the low cost comfort 
test is a statement made several 
years ago by Robert Thulman, 
former official of the Housing and 
Home Finance Agency in Wash- 
ington, who said the average 
house of 1,000 sq ft of floor space 
should be capable of being heated 
and cooled anywhere in the 
United States at an average cost 
not to exceed $10 per month un- 
der normal design conditions. 


s The challenge put forth in this 
statement is being accepted by 
Owens-Corning Fiberglas Cor- 
poration, which will select five 
or six homes in each of 20 cities 
for the low-cost comfort test. 
These houses will range in price 
from $10,000 to $25,000 and in 
air conditioned floor area from 
900 to 1,500 sq ft. 
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According to Tyler S. Rogers, 
technical consultant for Owens- 
Corning, some test homes will 
be heated and cooled by gas, oth- 
ers may be heated and cooled by 
electricity and still others heated 
by gas or oil and cooled by elec- 
tricity. 

Separate meters will be in- 
stalled on the fuel and power 
lines serving heating and cool- 
ing equipment so that monthly 
readings can be taken. Fuel oil 
consumption will be gauged at 
the tanks. 


s Full details of the program will 
be outlined at a series of meet- 
ings to be held throughout the 
United States this month. Among 
those attending will be home 
builders, plumbing, heating and 
air conditioning contractors, rep- 
resentatives of utility firms and 
other leaders in the home build- 
ing field, Rogers said. 

The cities showing the most 
interest in participating in the 
two-year program will be se- 
lected as test sites and the homes 
will be picked by Rogers from 
plans submitted by the builders 
before construction begins. 

The houses will be “comfort 
engineered” by experts to apply 
modern standards of design prac- 
tices. Operating costs for cool- 


Development of Low-Cost 


Heating-Cooling Is Goal 
of National Study.... 


Insulation manufacturer seeks to determine if average-size 
home can be heated and cooled for $120 annually ... 


ing and heating will be predicted 
in advance and the actual costs 
compared with these predictions. 
All deviations in actual costs 
from the predictions will be 
studied and explained. 

During the second year of the 
test, a special study will be made 
of all homes showing operating 
costs inconsistent with predicted 
performance. 

At the time the original chal- 
lenge was made by Mr. Thulman, 
the average house had 1,000 sq ft 
of floor space. 

However, today’s typical home 
has 1,200 sq ft of heated area and 
this figure will be used as the 
basis for the low-cost comfort 
test. For national comparisons, 
adjustments in the annual oper- 
ating costs will be made accord- 
ing to the area of each test home. 
Local studies will show actual 
costs on each home. 


# The builders whose homes are 
selected for the test will be ex- 
pected to sell the houses to fam- 
ilies who will permit their heat- 
ing and cooling bills to be stud- 
ied and publicized during the 
two-year period. 

Results of the study will be 
presented in Domestic ENcr- 
NEERING as they become avail- 
able. END 
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West Charlotte Senior High School, 
- Charlotte, N. C. 

Graves & Toy, Architects. 

Mechanical Engineers Inc., Heating 
Engineers. 


Youngstown's Yoloy Pipe is shown in 
the process of being installed. In a radi- 
ant heating system like this, the pipe 
must be good as it’s put there to stay. 













YOUNGSTOWN YOLOY PIPE chosen 
for radiant heating system at West Charlotte High School 


This handsome school won a First Award in the 1955 School Executive maga- 
zine competition. It also won an A.I.A. Award of Merit. Justifiably, too, as 
it is the result of years of planning by a group of Charlotte’s educators and 
architects. 

How fitting that far-sighted civic leaders like this chose Youngstown’s Yoloy 
Pipe for the radiant heating system. For, Youngstown Yoloy is a low alloy 
steel that is especially resistant to corrosion and shock. Made only of the 
finest steel, with additions of nickel and copper to give it those desirable extra 
qualities. Youngstown’s Yoloy Pipe is controlled by its sole producer from 
ore mine to the final operation. Yoloy Continuous Weld Pipe is used most 
economically in many industrial and snow removal systems as well as in train 
pipe installations. 


ng protlorns 7 
Laing p 
For further information write for our 
free booklet “‘The ABC of Yoloy Con- 


tinuous Weld Pipe and its corrosion 
resistance”’. 


Manufacturers of 


THE YOUNGSTOWN SHEET AND TUBE COMPANY oeiicn Sis ina ly Sece 


General Offices Youngstown, Ohio District Sales Offices in Principal Cities. 
SHEETS - STRIP - PLATES - STANDARD PIPE - LINE PIPE - OIL COUNTRY TUBULAR GOODS - CONDUIT AND EMT - 


MECHANICAL TUBING - COLD FINISHED BARS - HOT ROLLED BARS - WIRE 
TIN PLATE - ELECTROLYTIC TIN PLATE - BLACK PLATE - RAILROAD TRACK 
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HOT ROLLED RODS COKE 
SPIKES - MINE ROOF BOLTS 
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1928 Nibco’s first development 1938 Nibco’s first wrot copper tee— 
for quality copper installation was until now unexcelled for quality copper 
this heavy cast tee. plumbing at lowest cost. 


i YY 
heat to this 


Hd Solder 
WM three folnte/ 


Beyond A.S.A. 
} requirements —stronger than tube 
‘zs I} itself. Tubing burst at 5800 p.s.i.; 


aan tee remained tight, undamaged. 


J 1 No turbulence, 


) 
— because tube ends are fiush with 
—_— interior. 


From 2” to 4”, up to 
40% lighter. Saves freight. Easier 
to handle. 


for NIBCO'’S free catalog 
“H". Plumbers guide for 
wrot, cast and flared tube 
fittings. 
NORTHERN INDIANA BRASS CO. 
1104 PLUM STREET, ELKHART, INDIANA 
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wow LAWNDALE wares x EASIER 


FOR YOU TO SELL THAT 2ND BATHROOM WITH 


Pm BEVERLY BA, 


The Lawndale Beverly-Bath 
gives you an unprecedented sales 
opportunity that means bigger 
profits for you. It will help you 
sell a vanitory, and a closet, too, 
as a complete 2nd-bathroom- 
package. You'll profit 3 ways. 
Better find out about the 
Beverly-Bath today! 











\WNDALE ENAMELING COMPANY ‘st 











Two screws secure mounting With the cover removed, just Place cover on thermostat and secure 
base to wall. Then connect push the room thermostat on , it by tightening two screws ... one on 
wires to terminals. mounting base. each end of mounting plate. 


3 SIMPLE STEPS 10 INSTALL NEW 
HEATING-COOLING ROOM THERMOSTAT 


‘ 


. within one-half degree of selected level .. . 
save time, labor and money and, “cold anticipation” to assure closer con- 
trol of cooling temperature and lowest rela- 
tive humidity. Be sure the packaged air 
conditioning you sell and install is equipped 


No fuss . . . critical alignment . . . no hard- 
to-get-at terminals . . . only the Penn heating- 
cooling thermostat is so easy to install! But, 


that’s not all. Only Penn gives you “heat an- 
ticipation” to hold heating temperature Penn Controls, Inc., Goshen, Indiana. 


with Penn automatic controls. 








sslsiizsisselssstes 


sre eeisizle sist S20 2 SIE 22 


12s/25== 








FOR HEATING, REFRIGERATION, AIR CONDITIONING, GAS APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 
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H. A. THRUSH & COMPANY 
Dept. A-11, Peru, Indiana 













Please send us a free copy of the Thrush Condensed Catalog. 


FIRM ADDRESS 





STATE 

















request 





Heating men! Here’s a profusely illustrated catalog that shows scores of items that 
will simplify the installation of hot water heating systems and improve their efficiency. 
It pictures and describes not only the complete Thrush Forced Circulating Flow Control 
System for automatically fired hot water heat, but dozens of other specialties that you 
need in your work now. Leaders in the hot water heating industry for more than 25 
years, Thrush has developed many new and better products and methods. You’re safe 
when you specify Thrush. Mail the coupon above today. 


THRUSH SPECIALTIES FOR BETTER HOT WATER HEAT 
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Cooative Contractor 


Draws Cartoons...and Customers 







GaFFIGAN HEATING COMPANY 
of San Mateo, Calif., exploits 
child labor to build up its service 
contract business. The child is 
imaginary—the results are the 
real thing. Because of the “Waste 
Gas Kid,” thousands of home- 
owners in the area automatically 
think of contractor J. A. Gaffi- 
gan when heating systems kick 
up trouble. 

The Kid is famous—or infa- 
mous—because his picture and 
messages are mailed regularly to 
San Francisco peninsula resi- 
dents. Two-color, 8% by 11-inch 
circulars are sent in series of 
four, written informally, as if 
The Kid is talking directly to 
the recipient. 

“T’m the guy who wastes your 
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From the cartooning board of a California 
contractor springs an impish character 
with a sales touch for modern heating 











gas. I'll be out in the cold if you 
install a thermostat,” he says in 
one message. In a typical Gaffi- 
gan promotion, this cartoon-ad 
goes to a selected list of residents 
in a new tract which J. A. Gaffi- 
gan knows has no thermostats. 
Response has been excellent. 


s “Customers bring in these cir- 
culars even a year after we’ve 
mailed them,” reports Gaffigan. 
“One reason seems to be that the 
children have developed an affec- 
tion for The Kid, because he’s a 
mischievous cartoon character.” 

Colored red and blue with a 
pointed head to resemble a gas 
flame, The Kid sparks every 
sales message. The text is a 
childish script appropriate for 


Contractor J. A. Gaffigan of San Mateo, Calif. 


the character. Art werk is han- 
dled by Gaffigan himself, a pro- 
lific amateur artist. 

Full-color cartoons on the ccm- 
pany’s six trucks are another im- 
portant factor in publicizing the 
heating service. These depict a 
comic icicle-draped gent, his 
collar about his neck, phoning, 
“Hello—Gaffigan Heating?” The 
inference is clear to anybody 
who’s ever had heating troubles. 
Gaffigan plans to imp!ant this 
character even deeper in the 
consciousness of prospective cus- 
tomers by erecting a sign atop his 
building showing the seme hap- 
less home-owner. 

Gaffigan’s flair for showman- 
ship and cartooning has in- 
creased his service contract vol- 
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CUTUP KID: “The Waste Gas 
Kid” is an advertising creation of 
amateur cartoonist Gaffigan. The 
Kid symbolizes inefficient heat- 
ing to San Mateo—and reminds 
homeowner of Gaffigan’s service. 








ume by at least 20 per cent in 
the past three years. Last win- 
ter it enabled him to employ a 
peak working force of 29 men. 


a Another touch of showmanship 
is provided by covering the face 
of the Gaffigan showroom with 
gleaming stainless steel in a 
quilted pattern. It was shop- 
made at a low cost, but its at- 
tention-getting value is high. It 
has all but eliminated upkeep 
costs on the building front which 
formerly was painted every two 
or three years. 

Keeping his company’s name 
before the public is a Gaffigan 
habit. Quarter-page ads are run 
in the local phone book under 
heating, furnace service and wa- 
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Fuenaces 


ter heater headings. When a sys- 
tem is serviced for the first time 
a metal nameplate is installed. 
It indicates the time the last call 
was made, the type of work per- 
formed and the number to phone 
for future service. 

Some 350 yearly service con- 
tracts are now in effect, ranging 
from $12 a year for residential 
heating service to $15 a month 
on commercial contracts. Clients 
are called on at least three times 
a year, even if they don’t request 
service. Each serviceman con- 
centrates on a specific area to 
become better acquainted with 
his customers. 

All trucks are equipped for 
any type of emergency. The men 
also carry contract forms to sign 


JA. GARFIGAy 

eral —_ Metal lark 

aM I Worrie,/ 
WASTE-Gas kin” x, 


ao CnTRo THERA ST ATs on 


SO WE CANTRUN FREE gu. / 
DAY: 
WAY SWourpw’t 1 worry > WHAT WouLp 
HAPPEN To Me IF You 


TOD THEM you WANTE 
BECAUSE IT SAVES Gas 


HEATING (@m ForT > 
YouR House Aup WASTE. 


DIALED- 3-72775 AND 
0 A THERMOSTAT. jus 
AND GIVES you 


LET ME S7AY Ww 


GAS 
THANK *~ 







HEATING CO 














MENT Furnace 
THERN osfAT—_ 













PUTTING THose 












THE KiD 





up householders and commercial 
clients who summon them for 
emergencies. Gaffigan finds 
people tend to place confidence 
in a uniformed service man, and 
that servicemen know that it’s 
the contract business that saves 
them from seasonal layoffs. 


a The idea of a yearly contract, 
servicemen are taught to explain, 
is that minor adjustments can be 
made before they become costly 
headaches. They point out the 
necessity for regularly checking 
safety pilots, belts, filters, mo- 
tors, fan controls, limit controls 
and thermostats. 

While the service business is, 
of course, valuable in itself. its 
(Please turn to center of page 130) 
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A NEW 


WEIL- McLAIN 
















For apartments, commercial and industrial buildings 


This cast iron boiler is a typical Weil-McLain extra 
value unit...presenting numerous design features for 
efficient performance, easier erection and convenient 
servicing. It is fully equipped with pre-assembled con- 
trols for completely automatic, safe operation on 
natural, manufactured, mixed, LP and LP-air gases. 

The compact design and horizontal draft divertor 
of the Type J Boiler permit installation in minimum 
floor space and with less required head room. In every 
detail the boiler and jacket are constructed to allow 
easy access for cleaning and servicing. 





= . ...- 








On age lee Bey nse ons nM 
” FY fF 5 


a % 














Ld —ift ——_ARL 


Ribbon type burner MULTIPLE UNIT TYPE J GAS BOILER 
Easily assembled— Designed for use on all 
gases. Develops excep- 
easily cleaned tional gas burning effi- 
Sections are assembled withshort, ciency and high flame 
individual draw-rods, instead ofa temperature... carefully 
single long rod, with resulting engineered to assure 
easier erection. Spaces between quiet ignition and extinc- 
the sections are made accessible tion. Ribbons are made 
for cleaning by removing the of crimped, stainless 
clean-out plates. Jacket construc- steel, easily removed for 
tion enables one man toquicklyas- cleaning without special 
semble it after piping is completed. __ tools. 








Finned sections—large flow tappings 
Staggered fins on the sections give a 
swirling motion to the hot gases—cause 
thorough scrubbing of all surfaces. Inter- 
nal steam separators keep steam dry and 
maintain a steady water line. 

Low steam velocity is assured by large 
flow tappings and nipples. Exceptionally 
large water volume permits longer steaming 
period—higher residual heat. 





WEIL: Mc LAIN WEIL-McLAIN COMPANY 


BONLERS RADIATORS MICHIGAN CITY, INDIANA 


Address literature requests to Dept. A-115 
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. 
Se rvice there are 42 Black & Decker 
factory service branches strategically located 
throughout North America. There’s one “next 
door’’ to you—staffed by experts to give fast, 
satisfying service, genuine replacement parts! 


-we build them! 


Every B&D motor is 
built specifically for 
each tool and the job it 
does so well! Compact, 
lightweight, universal 
type motors built to 
supply ample torque at 
most efficient spindle 
speeds ... the kind of 
results you can expect 
from every B&D Tool! 





Black & Decker electric drills mean low operating cost— 
more convenience, less noise—and they're 





POWER-BUILT 


The power, speed and accuracy of Black & Decker 
Drills mean faster, better work, and lower costs. The 
Black & Decker-originated pistol-grip and trigger- 
switch, the lightweight, balanced power GUARAN- 
TEE reduced operator fatigue! And unexcelled 
workmanship throughout makes your Black & 
Decker Drills thoroughly dependable, inexpensive, 
“low maintenance’”’ installation workhorses. 


Leading Distributors Everywhere Sell 


Blackh& Decker: 


Drills e Shears @ Screwdrivers e Grinders 
e@ Sanders e Vacuum Cleaners e Hammers 
e Black & Decker’s complete line of portable 
electric tools—all Power-Built to make your 
jobs faster, better, easier! 
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TO LAST! 


31 models offer you a wide selection of drills from 
\” up... for intermittent or continuous heavy- 
duty drilling! No matter what your requirements 
you can’t beat Black & Decker! Call your B&D dis- 
tributor or write for free catalog to: THE BLAck & 
DECKER Mre. Co., Dept. 3011, Towson 4, Md. 





PORTABLE ELECTRIC TOOLS 
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RICHLEDGE 
, 

EMPRESS “4 

- BRESLIN i 














The colors... 

the styling... 

the engineering... 

build your reputation 

for quality and win new 
customers. The complete 
line — nationally 

advertised in full color. 

It's good business to install 


Plumbing Fixtures and 


Heating Equipment by 





RICHMOND RADIATOR COMPANY 


16 Pearl Street, Metuchen, New Jersey 
AFFILIATE OF REYNOLDS METALS COMPANY 


WRITE FOR NEW ILLUSTRATED CATALOG 
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MUELL 


$300 regulator 





Sizes: 4” through 24” 
Type: For water, air, or oil service with optional diophragms 


cast iron). Stoinless steel soot ting. Special composition 
seat washer. Special composition or neoprene diaphragm. 


ACCURATE REGULATION 
Diaphragm action is transmitted to the 
valve through one-piece yoke to produce 
positive lock-off and precise control. Yoke 
guides prevent twisting and tearing the 
diaphragm if yoke plug is remové ‘to re- 
place seat washer. Diaphragm areagpring 
force and seat area are scientifically pro- 
portioned for extreme sensitivity..with 
stability. Outlet pressure of each 9300 
med is set at the factory, But can 


be easily adjusted within its range to meet 
individual installation requirements. 


Write for Catalog W-96-A with 
accurate flow charts - it’s free ! 
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FULL FLOW « Stainless steel seat 
ring has new contour and is proportioned 
to provide maximum flow capacity with 

out turbulence. Longer valve stroke elimi- 
nates chatter — gives smoother flow. New 
“Y"-type Strainer allows unrestricted flow. 


You can attain more accurate regulation 
and full flow with no additional cost, in 
the new Mueller 9300 Regulator. Ask your 
wholesaler for details or write direct. 


MUELLER CO. 


Dependable Since 1857 


MAIN OFFICE & FACTORY OECATUR, ILLINOIS 
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WHEN ON SERVICE call, journey- 
men try to sell yearly repair contract. 
This gets Gaffigan into home more often. 


SELLING UP to big kitchen business 
becomes easier once Gaffigan has 
gained entree by regular service calls. 


Creative Contractor Draws Customers 


(Continued from bottom of page 125) 
greatest importance comes in 
getting the Gaffigan foot in the 
San Mateo door. “Even if we 
didn’t make a dime on the con- 
tracts they would still be our 
best way of meeting future cus- 
tomers,” says the contractor. 
“Many’s the old heating system 
and water heater we’ve replaced 
just by being able to enter a 
home on a service call. 


#“In effect, it’s like signing an 
exclusive sales contract with a 
prospect.” 

To insure prompt response to 
service calls, Gaffigan subscribes 
to a 24-hour, seven-day-a-week 
phone answering service. The 
operator is supplied with phone 
numbers of the service men who 
are responsible for the various 
areas. During the day, the office 
keeps tabs on the men’s where- 
abouts by a careful scheduling of 
each day’s calls. The company 
seldom receives an emergency 
call from a contract customer 
because of the period checks. 


a If an after-hours call does sum- 
mon a service man at his home, 
he’s ready to go since Gaffigan 
permits his men to take the serv- 
ice trucks home at night. “If a 
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man keeps a truck he comes to 
regard it as his own and takes 
better care of it,” says Gaffigan. 
“He'll wash it and check it over, 
reducing our maintenance. Be- 
sides, we don’t need a garage, 
and we have that much more 
warehouse space.” 

Gaffigan speaks from experi- 
ence—and he has plenty of it. 
While the company is only ten 





“AS LONG as I’m here let me look at 
the water heater,’ says serviceman. 
Such approaches lead to big sale. 


years old, the owner started col- 
lecting his know-how in his fa- 
ther’s shop 25 years ago. Not one 
of the biggest shops (40x110), it 
claims the lion’s share of its type 
of work on the Peninsula. Last 
year’s gross topped the $200,000 
mark. Gaffigan’s outlook as an- 
other busy winter approaches: 
“With the Waste Gas Kid out 
working for us, and our journey- 
men getting into more homes on 
service calls, we’re expecting an- 
other banner year.” END 


Service Contract Is Key to Sales: 


$148 


* yes? 


ON THE DOTTED LINE: Journeymen take year’s service contract on 








every new repair call. Homeowner above has just been convinced Gaffi- 
gan service is essential year-round and he signs form. 


Domestic ENGINEERING, NOVEMBER 1955 


Tt 
DIS 


FOOD 


AMST/ 
Akron, O. 


Amarillo, Te 
Austin, Tex. 

mont, 
esr Fall 
Canton, O. 
Charleston, 
Chicago, Ill 
Chillicothe, 
Cincinnati, ' 
Cleveland, 
Colorado § 
Columbus, | 
Corpus Chr 
Dollos, Tex 


Jamestown, 


HAJC 
Lewistown, 


HERC 
Monrovia, | 
North Holly 
Oceanside, 
Riverside, ( 

NOLA 
Arlington, \ 
Atlanta, Gi 
Augusta, G 
Birminghan 
Charlottes, 
Chattanooy 
Columbia, | 
Durham, N. 
Gadsden, | 
Hagerstow 
Jackson, M 
Johnson Cit 
Kinston, N. 


P. E. 
Redwood ( 


vu. S. 
Kansas Cit 
Oklahoma 

WEST 
Solinas, Cc 


Boston, Ma 
REPU 


Camden, N 
PLECI 


Dayton, O. 
PICKI 


Bimira, N, 
LeVA 
Fresno, Ca 
FRES! 
Harrisburg 
APPL 
Huntington 
BANI 
Ockland, ¢ 
OAK! 
Portland, C 
PEER 
Rochester, 
ROC! 
Rockford, f 
mor 
Sacrament 
4. R. 
Seattle, W 
PALA 


Syracuse, ! 
INLAI 


Waterbury 
TORE 
Wilmington 
SPEA 





Akron, O. 
Albuquerque, N. M. 
Altoona, Pa. 
Amarillo, Tex. 
Austin, ge 

wmont, Tex. 
er Falls, Pa. 
Canton, O. 
Charleston, W. Va. 
Chicago, lll. 
Chillicothe, O. 
Cincinnati, O. 
Cleveland, O. 


Columbus, 

Corpus Christi, Tex. 
Dallas, Tex. 

Denver, Colo. 
Detroit, Mich. 

East St. Lovis, ill. 

Gi Paso, Tex. 

Erie, Pa. 

Evansville, ind. 


Gary, ind. 

Grand Rapids, Mich. 
Green Bay, Wis. 
Hamilton, 

Houston, Tex. 
Jamestown, N. Y. 


HAJOCA CORP. 
Lewistown, Pa. 


Monrovia, Cal. 

North Hollywood, Cal. 
Oceanside, Cal. 
Riverside, Cal. 


Arlington, Va. 
Atlanta, Ga. 
Augusta, Ga. 
Birmingham, Ala. 
Charlottesville, Va. 
Chattanooga, Tenn. 
Columbia, S. C. 

m, N.C. 
Gadsden, Ala. 
Hagerstown, Md. 
Jackson, Miss. 
Johnson City, Tenn. 
Kinston, N. C. 


Redwood City, Cal. 
Kansas City, Mo. 
Oklahoma City, Okla. 


Salinas, Cal. 


Boston, M: 


Camden, N. 


THESE PLUMBING 
DISTRIBUTORS SELL 
Westinghouse 
FOOD WASTE DISPOSERS 


AMSTAN SUPPLY DIV., AR&SS 


Colorado Springs, Colo. 


Stockton, Cal. 
* * * 
, Mass. 
epg APPLIANCE DISTRIBUTORS, CORP. 


rite 6 COMPANY, INC. 





Johnstown, Pa. 
Knoxville, Tenn. 
Lima, O. 

Lincoln Park, Mich. 
Little Rock, Ark. 
Lorain, O. 
Louisville, Ky. 
Mansfield, O. 
Memphis, Tenn. 
Milwaukee, Wis. 
Minneapolis, Minn. 
Nashville, Tenn. 
New Orleans, La. 
Parkersburg, W. Va. 
Peoria, Ill. 
Pittsburgh, Pa. 
Pueblo, Colo. 
Rapid City, S. D. 
Rock Island, lil. 
San Antonio, Tex. 
Shreveport, La. 
Sioux Falls, S. D. 
South Bend, Ind. 
Springfield, O. 

St. Louis, Mo. 

St. Paul, Minn. 
Toledo, O. 

Tyler, Tex. 

Waco, Tex. 
Wheeling, W. Va. 
Wichita Falls, Tex. 
Youngstown, O. 
Zanesville, O. 


Wilkes-Barre, Pa. 


HERCO PIPE & SUPPLY CO. 


San Diego, Cal. 
Santo Ana, Cal. 
South Gate, Cal. 


West Los Angeles, Cal. 
NOLAND COMPANY, INC. 


Lynchburg, Va. 
Macon, 

Marietta, Ga. 
Montgomery, Ala. 
Nashville, Tenn. 
Newport News, Va. 
Norfolk, Va. 
Raleigh, N. C. 
Richmond, Va. 
Roanoke, Va. 
Spartanburg, S. C. 
Washington, D. C 
Wilson, N. C. 


Winston-Salem, N. C. 
P. E. O'HAIR CO., INC. 


San Francisco, Cal. 


Santa Rosa, Cal. 
U. S. SUPPLY CO. 


Omoha, Nebr. 
Wichita, Kan. 


WESTERN PLUMBING SUPPLY CO. 


San Jose, Cal. 


Dayton, O. 
PICKEREL BROTHERS, INC. 
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Not One Repair Call in a Hundred Sales! 


Westinghouse Disposer has Amazing 
99.26 % Trouble-Free Record 


Eimira, N, Y. 

LeVALLEY-McLEOD, INC. 
Fresno, Cal, 
FRESNO PLUMBING SUPPLY CO. 
nae 

APPLEBY — & WHITTAKER, INC. 

Huntington, W. 

BANKS AANLLER SUPPLY CO. 
Oakland, Cal. 

OAKLAND PLUMBING SUPPLY CO. 
Portland, Ore. 
— PACIFIC CO. 
Rochester, N 

nScwestin PLUMBING SUPPLY CO. 
Rockford 

MOTT ‘BROTHERS CO. 
Sacramento, Cal 
J. R. DETERDING CO. 
Seattie, W 
rhe SUPPLY CO. 
Syracuse, N 

INLAND SUPPLY, INC. 
Waterbury, Conn. 

TORRINGTON SUPPLY CO. 
Wilmington, Del. 

SPEAKMAN CO. 








Here’s the Food Waste Disposer that 
practically does away with service calls. 
Actual records from 40 major cities 
show that out of the thousands of 
Westinghouse A-1B Disposers in- 
stalled, only 0.74% —less than one in 
a hundred—required repairs of any 
kind in one full year of operation. 
And here’s more good news! In 
those rare cases requiring major 
service — you make no repairs. You 
simply replace the entire unit, in 
accordance with the terms of the 


you CAN BE SURE...IF is Westinghouse 

















Westinghouse Disposer Service Policy. 

The A-1Bhasto bea rugged Disposer 
to permit a policy like this, and it is. 
It shreds all kinds of food waste 
quietly and efficiently. It weighs only 
30 pounds. That makes it a{dream tc 
install. Its low cost makes it a dream 
to sell. 

This superb Disposer belongs ir 
your line. See your Westinghouse dis: 
tributor or wholesaler, or write direct 
Westinghouse Electric Corporation 
Electric Appliance Div., Mansfield, O 

















THE BIG NAME § 


in Hydraulic-Action is 
WHITE-RODGERS 


7,000,000 SOLD 


Perfected for over 18 years! 


NOW ...with today’s demand for improved accuracy 
and dependability ... the whole control industry 

is rapidly turning to the liquid filled principle... 
introduced to the industry by White-Rodgers. 





Be sure you get the Originat: 
Insist on WHITE-RODGERS 


I 
‘di 


WHITE-RODGERS Coatzols 


FOR HEATING - REFRIGERATION - AIR CONDITIONING 
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NOW! AUTOMATIC HUMIDIFIERS 
FOR CONVECTOR RADIATORS 














CABINET 
EVAPORATOR 
PADS 
HUMIDIFIER 
a AUTOMATIC 
- WATER 
FEEDER 
CONVECTOR 
RADIATOR 


The only automatic humiditier on the market 


made especially for modern convector radiators 


@ Only 336 inches deep. Fits even the extremely shallow con- 
vector cabinets. 

@ Water is supplied directly to feeder from the convector on 
hot water systems. On steam installations, water is taken 
from nearest supply through copper tubing. 

@ Completely automatic. Float-controlled valve keeps water 
line constant. 





@ Maximum evaporating area. Unique design of water troughs 
makes every inch of this humidifier a working surface which 
creates more evaporating area. 

@ Minimum air restriction. The separate, narrow % inch 
troughs which hold the evaporator pads are spaced to allow 
free tlow of heated air between the pads and on all sides of 
unit. 





Beater eSnips Bios 2 


Available in both 2 and 4 trough units in 10 different sizes. 


The new Maid-O’-Mist Convector Humidifiers are made in evaporating capacities of 1 to 5 gallons per day. 
Construction th:oughout is of non-ferrous metal. Easy to install. Get full information from your jobber or write 
us direct for complete details. 


AUTOMATIC HUMIDIFIERS ..... AUTO-VENTS 
Se WATER LINE CONTROLS . HEATING SPECIALTIES 


r MAID-OMISTine MAID -O’: MIST,Inc. 


3217 NORTH PULASKI ROAD . CHICAGO 4i, ILL. 
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Developer and Plumbing Contractor 


“team up” with 
AllianceWare Fixtures 
in Merchandising 300 Homes 


When Ted Bentley and Fred Wallace, Jr. began 
planning Highland Acres and Rolling Park 
Manor homes sites in the City of Chester, a sub- 
urb of Philadelphia, Pennsylvania, their previous 
experience in home development made them 
realize the extreme importance of fine bathrooms 
as a home sales-feature. 


So it was a natural for them to team up with their 
plumbing contractor—Madsen Plumbing and 
Heating Company —in selecting sanitary ware 
fixtures that will be sales features in each of 


ALLIANCEWARE, INC. 
Alliance, Ohio 


BATHTUBS «+ LAVATORIES + CLOSETS «+ SINKS 


Plants in Alliance, Ohio and Colton, California 


Highland Acres and Rolling Park 
Manor are essentially a unit develop- 
ment featuring single-level and split- 
level homes in contemporary style. 
Whencompleted, the area will comprise 
three hundred homes ranging from 
$10,000 to $14,000. All homes will be 
equipped with AllianceWare fixtures in 
color. The rolling topography and 
winding streets will provide a park- 
like appearance. 

Builders —Ted Bentley and Fred Wallace, Jr. 
Architect—Jack Swerman 

Plumbing Contractor — Madsen Plumbing and 


Heating Company 
Plumbing Wholesaler—J. Levitt, Inc. 





the 111 multi-level units and 146 row-type houses 
which are planned. 

Their selection is AllianceWare — chosen for sev- 
eral practical reasons. Both organizations believe 
in AllianceWare because of past performance 
on previous projects of similar character. 
Second, the wide choice of the beautiful colors of 
AllianceWare makes possible the keying of deco- 
ration arrangements in pleasing variety, and 
third, the popular acceptance of AllianceWare 
in the Philadelphia area will be a distinct aid 
in successful selling. 








Allliane are 


PORCELAIN ON stece 
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Beonure ith Americas Finest; Septic Tank, it 


Give your customers this protection! 
San-Equip Master Tank is guaranteed against failure due 
to corrosion or structural failure for 20 years after date 


of installation. 


@ Heavy all-welded, steel construction 
— engineered for maximum strength. 


@ Hot dipped in mineral asphalt to pro- 
vide a corrosion-resistant coating inside 
and out. 


@ Additional bituminous emulsion pro- 
tects inside surfaces against the corrosive 
action of sewage acids. 


V or further details, contact your 
plumbing wholesaler or write 
SAN-EQUIP INC., Syracuse 5, N. Y. 
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@ Horizontal design permits longer flow 
within the tank — more complete settling 
out and digestion of solids. 


@ Access opening can be extended 
surface of ground for pumping out 
without costly digging. i 


Master Septic Tanks are available in 
300 to 1500 gallon capacities. 


San -Equip 


SEPTIC TANKS 








How to Build a Mailing List... 


(Continued from bottom of page 96) 
clude the nzmes and addresses of property owners 
who are, or have been, customers. This valuable 
group represents the contractor’s best potential 
because it is usually easier and less expensive to 
re-sell a former customer than to build confidence 
and acceptance among cold prospects. 

However, a second lot of names made up of 
new prospects is essential because the develop- 
ment of new customers permits the contractor to 
build his business volume to greater heights. In 
making up a prospect list, the contractor’s first 
job is to determine the area or territory he can 
serve best with his personnel and truck facilities. 
Once a maximum profitable radius has been de- 
cided upon, a map of the contractor’s city or town 
with his office or shop serving as a hub will show 
the area in which to concentrate his selling efforts. 


s Local tax rolls will prove helpful in getting cor- 
rect names and addresses of property owners in 
this trading area. A fairly accurate list may be 
compiled from a reverse telephone directory 
which shows subscribers listed according to street 
location instead of alphabetically. A call to the 
business office of the local telephone company will 
give the contractor all the details regarding the 
reverse directory. 

When building a list in this way, it is important 
to avoid including the names of those living in 
apartments, hotel rooms or residing in other mul- 
tiple-family dwellings. This may be done by 
watching for the repetition of the same street ad- 
dress and will be further simplified if the list 
compiler is familiar with the geography of the 
territory to be covered. 

At the outset of any list-building job, it is not 
always economical to put names and addresses on 
permanent addressing plates since this ccst m2y 
be equal to the expense of several individual 
addressing operations. Also, mechanical address- 
ing in a consumer mailing, as opposed to typing, 
is inclined to take away the personal appearance, 
particularly when the material sent out is in the 
form of a letter. 

For making up a list, inexpensive 3 by 5-in. 
cards and suitable file drawers for storing them 
may be purchased. If name cerds for both cus- 
tomers and prospects are in the same file, the 
work of separating one from the other will be 
made easier if the upper right Fand corner of the 
prospect’s cards are trimmed before they are in- 
cluded in the file. This is particularly important 
in cases where a more personalized type of mes- 
sage is to be sent to regular customers. 

About once a year a mailing in the form of a 
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letter should be sent under first class postage to 
all customers and prospects. The envelopes used 
should, of course, show the contractor’s name and 
address and also the notation: 


Postmaster: Do not forward. 
Return postage guaranteed. 


The pieces returned from the postoffice will 
show list inaccuracies and names of those who 
have moved. These should ke checked against a 
recent telephone directory and if a new address 
is found, the information should be included on 
the list card. ; 

Contractors who have salesmen calling regular- 
ly on property owners will find these returned 
letters an excellent excuse for outside men to 
make personal calls. In the case of property 
which has changed hands, a call on the new owner 
will disclose the name of this new prospect and 
also provide the salesman with an opportunity 
to explain that his company has done work in the 
house and is familiar with the plumbing and heat- 
ing systems. Also, since every new owner has his 
own ideas about fixture and appliance layout, 
they are live prospects for kitchen and bathroom 
renovations and for additional appliances. 

Except for the large contractor, the job of 
maintaining a good list is simply a card checking 
undertaken at regular intervals. The work will 
be more accurate if the list is made the responsi- 
bility of one or two persons, depending on the size 
of the list and the frequency of its use. Even 
though the list work is turned over to an em- 
ployee not in a position of authority, the outside 
salesmen should be instructed to cooperate fully 
in checking and following up mailings to make the 
program completely effective. 


# In some offices, the list work is set aside for a 
certain period each week. It might be one, two 
or three hours every Tuesday afterncon or any 
other time that does not conflict with urgent du- 
ties. Among the regular operations will be refer- 
ence to current orders to determine if new cus- 
tomers are on the list. If not, a card must be made 
out, or if the customer was formerly classed as a 
prospect his clipped card should be replaced by 
an unclipped one. 

Once the list work is set up as a regular office 
procedure, it soon becomes automatic and the 
steps necessary to maintain its accuracy will re- 
quire less time. 

If, like so many other contractors, you are 
planning to put the mailman on your sales force 
make sure your printing and postate money is 
spent wisely. Uncle Sam does not rebate for un- 
delivered mail so build your list systematically 
and don’t neglect your list housecleaning. genp 
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FOR MANUFACTURERS « JOBBERS 


Fort Recovery Industries offers highest quality 
products to the plumbing industry, whether it’s 
brass or zinc die cast parts. 


a Zinc-alloys — plated with copper, nickel, 
and chrome for lasting service 


No. 1196 . 
- ’ Brass guide arms — tested for maximum 
strength and service 


No. 1175 


’ Pressure-Tight Brass Castings to your speci- 
fication. Sand or shell moulded. 


SOME OF OUR STANDARD DIE-CAST PARTS: 





Zinc Alloy Parts No. 1178 — 3”-14 Drain Nut 
No. 1190—1% x 1% Slip Nut No. 1179 — ~_ Strainer Nut 

No. 1191 —1% x 1% Slia Nut No. 1182 1146-20 Faucet Lock Nut 
No. 1192—1% x 1% Slip Nut Complete line of slip nuts, 

: No. 1193— 1% x 1% Slip Nut 
No. 1194 No. 1194— 12 x 1% Slip Nut 


guide arms, and shower drains. 





No. 1195—2 x 2 Slip Nut Cast Brass Parts 

No. 1196 — Ballcock Slip Nut No. 10 — 1” Solid Guide Arm 

No. 1170 — %” Lock Nut No. 30 — Fit All 

No. 1173 — 1” Lock Nut No. 11 — Split Clamp 

No. 1174— 1%” P.O. Lock Nut No. 20 — 1” Adjustable Arm 

No. 1175 — 1%” Lock Nut No. 40 — 1%” and 2” Cast Brass 

No. 1176 — 2” Lock Nut Shower Stall Strainer with Polished 
No. 1177 — Ballcock Lock Nut Aluminum or Chrome Brass Grid. 


@ Attention plumbing manufacturers: you can make sub- 
stantial savings by letting us manufacture these stand- 
ard items for you with our specialized equipment. Take 
advantage of the many cost-saving features of Fort 
Recovery Products. 


Manufacturers of Plumbing and Saddlery Hardware Since 1895. . . 


FORT RECOVERY (iii INC. 
FORT RECOVERY, OHIO 








: 
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BURNHAM 


BAERAY 


RADIANT BASEBOARD 


BASE-RAY* Radiant Baseboard’s matchless beauty is a sales 
argument that speaks volumes to your prospects. Women start 
mentally picturing the endless furniture arrangements they can 
have with BASE-RAY the moment they see it. BASE-RAY 
saves floor space, creates a roomier-than-it-is effect . . . leaves 
all wall space free. And BASE-RAY can't be topped for comfort 
—it’s truly the best way to enjoy the magic of hot water heating. 
BASE-RAY is made of ft cast iron E lifetime performance. 
Easily installed—no venting problems—no expansion noise and 
no “pings”. And remember~Burnham was first in the manufac- 
ture of baseboard heating. BASE-RAY is now available in two 
sizes, No, 7 and No. 9. 


BURNHAM BOILERS are quality all the way . . . quality engi- 
neering, qualit materials aud quality performance. Display, 

feature and * ‘talk up” the famous Burnham line and you'll rofit 
two ways... first, from the sale at hand and, second, youll be 
building the kind of reputation that means future business. 
There’s a rugged Burnham Boiler for every need and all of them 
giv 9 So customers plenty of domestic hot water for kitchen, 

aundry and bath the whole year ‘round. Mention that fact—it’s 
a powerful sales factor! Add to this the obvious advantages of 
hot water heating over other methods and you have plenty of 
“reasons why” for even the toughest prospect. AND ALL Burn- 
ham Boilers are made of cast iron for long life and trouble-free 
service. ®Reg. U. S. Pat. Of. 


<7) 
© Burnham Erporation ( 
AAQIANT NEATING 


IRVINGTON ¢ NEW YORK 
FIRST IN THE MANUFACTURE OF BASEBOARD HEATING 





Burnham Corporation DE-115 
Irvington, New York 

Please send full information on: 

YELLO-JACKET PACEMAKER PACE-PAK BASE-RAY 
Nome , : > ak weep ede aee oa 

Address (Sedan ees-on 4 VabGubeewns baa ns 


City a : a nated am wel ae State 











BASE: RAY 
Ceauiy- we Comfort / 







Burnham Boilers 


for 









PACE-PAK* 





PACEMAKER* 





YELLO-JACKET 
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Now 
AvAlLABLe ee" 


the answers to 

ed elolatirolimeaclaline)| 
problems in steam 
orate Mate} m doh icte 


heating systems... 








Model H, High Pressure Type—for pressures to 150 
psig, temperatures to 750° F. Handles total motion to 
1%,” (1%%” compression, %4” extension). Available 
with all commonly used fittings. Pipe sizes: ¥,” 
through 3”. 





Model L, Low Pressure Type—for pressures to 40 psig, 
temperatures to 250° F. Handles total motion to %” 
(Y” compression, %” extension). Available with ail 
commonly used fittings. Sizes %,” through 2”. 





EC-13 





with FLEXON 


EXPANSION COMPENSATORS 


Another first for Flexonics Corporation—a com- 
plete package for heating system expansion con- 
trol—a low pressure unit for horizontal steam 
and hot water lines .. . a high pressure type for 
steam and hot water risers and horizontal runs 

. and detailed application data—everything 
you need. 

Bulletin 151 gives full specifications on both 
types of Flexon Expansion Compensators plus 
the information you need for putting them into 
a system. It shows you how Flexon Expansion 
Compensators economically solve such trouble- 
some expansion problems as excessive mainte- 
nance, bulkiness, pipe buckling, complicated 
installation, etc. 

Ask for your copy of this handy guide to heat- 
ing system expansion control, today. There is no 
obligation. 


Flexonics Corporation DE 
1324 $. Third Ave. 
Maywood, Ill. 


Please send me the bulletin which describes and gives ful! 
specifications for the Flexon Expansion Compensotor. 








Flexon identifies 
products of Flexonics 
Corporation that 
have served indystry 
for over 53 years. 


Maywood, Illinois 
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EXPANSION JOINT DIVISION 
1324 $. Third Avenue 


In Canada: Flexonics Corporation 
of Canada, Ltd., Brampton, Ontario 


REPRE Seer eee ee 


Address 
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(Continued from page 80) 
Bath Drain 
A new pop-up bath drain intro- 
duced by Gerber is installed and 
serviced from inside the tub. This 


are r 
a tere 
ee 





drain meets code requirements 
where the water seal must be in 
the tub rather than in the tee. The 
drain is designed to fit all makes 
and styles of tubs and includes an 
overflow head washer which speeds 
installation. 

Manufacturer: Gerber Plumbing 
Fixtures Corp., 232 N. Clark St., 
Chicago 1. 


Air Filter ‘ 

A new activated carbon air filter 
has been developed by Barnebey- 
Cheney Co. for use in combination 











with either disposable or perma- 
nent type dust filter elements. The 


activated charcoal absorbs gases 
and vapor which constitute smoke 
and smog, cosmetic, kitchen, tobac- 
co, and other undesirable odors as 
well as many mold spores, bacteria 
and viruses. The disposable filter 
remains effective for an ordinary 
heating or cooling season. 

Manufacturer: Barnebey-Cheney 
Co., Cassady at E. 8th Ave., Co- 
lumbus, O. 


Humidity Controller 

An electric hygrometer humidity 
controller has been developed by 
American Instrument Co., to auto- 
matically operate large or small 
humidifiers, dehumidifiers and air 
conditioners to maintain humidity 
control within plus or minus 1.25 





percent relative humidity. The unit, 
called a Humistat, may be set for 
a specific humidity control point 
independent of the sensing element 
and without recourse to calibration 
devices. The sensing element is 
mounted inside the case for maxi- 
mum compactness, and the com- 
plete controller is about the size of 
a quart milk carton. Accessories 
include sensing element mountings 





Shower Door Co. Announces New Budget-Price Line 


A new line of shower enclosures 
especially designed for the mass 
housing and institutional markets 
has been added by Shower Door 
Co. to complement its custom show- 
er enclosure line. The new line in- 
cludes three shower doors for 
shower stall enclosures, a rollaway 
(two door) enclosure for large 
shower stalls and daylight bath- 
rooms, plus a rollaway model for 
recessed tubs. The new shower en- 
closure line also carries a 7-year 
unconditional guarantee. 

Manufacturer: Shower Door Co. 
of America, 1301 Chattahoochee 
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for sealed enclosures, and cables 
for remote mounting of the sensing 
element. 

Manufacturer: American Instru- 
ment Co., Inc., Silver Springs, Md. 


Electric Built-in Ovens 

New models of electric built-in 
ovens have been announced by 
Preway. A combination automatic 
control clock and timer facilitates 
baking and roasting. Models are 





available in copper or stainless 
steel, as well as white, yellow or 
green porcelain. 

Manufacturer: Preway Inc., 2750 
Second St. N., Wisconsin Rapids, 
Wis. 


Portable Pump 

A lightweight portatle pump for 
emergency use, announced by Hy- 
pro Engineering, handles clean or 
dirty water with a minimum of 
clogging. The pump will lift water 
up to 10 ft unprimed or 22 ft 
primed. The pump is designed to 
permit untended overation with a 





spewal vacuum switch which stops 
the pump motor when liquid sup- 
ply runs dry. The pump capacity is 
5 gpm with pressures up to 30 psi. 
The pump has a hollow shaft which 
slips over the %-hp motor shaft. 
This simplifies and sneeds asscm- 
bly on the job. The motor is 
capacitor type, 110-V., and has a 
manual reset overload protector 
and 5-ft cord. Pump connections 
are threaded for standard female 
garden hose couplings. 

Manufacturer: Hypro Engineer- 
ing Inc., 700 39th Ave., N.E., Min- 
neavolis 21, Minn. 

(Please turn to top of page 142) 
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KEENEY 


AUTOMATIC AIR VENTS 
out-perform all others... 





A size and style to meet every venting need. 


"te P 4 


Heenan 













POSITIVE, easily-controlled manual SIMPLEST DESIGN... no intricate 
action saves installation time. parts to clog. . . noiseless operation. 
AUTOMATIC action means perma- DUOVENTS are priced among the 
nent freedom from cold, air-bound lowest... . out-perform all others. 
radiators. WED CNMI ' NIN CrICCE: 
OVER ONE MILLION IN SUCCESS 
NO SCREWDRIVER NEEDED... FUL OPERATION NO FAII 


easy to vent from any angle. URES, NO RETURNS 


THE KEENEY MANUFACTURING COMPANY 


Newington, Connecticut 
yy Since 1923, Manufacturers of Plumbers’ Brass Goods and Heating Specialties. 
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(Continued from page 140) 

Flush Tank Fitting 

A flush control tank fitting has 
been developed by Micek Mfg. Co. 
to replace leaky tank valves. The 
flush control device consists of a 
soft natural rubber tank ball and 
a fully adjustable Monel metal 
clamp that can be attached to over- 
flow pipes of 1 to 1% O.D. sizes. 
A Monel metal bead chain and 
soft copper wire are provided for 
connecting the flush control to the 





existing trip lever. A special intro- 
ductory kit is available for dealers 
to demonstrate the item. 

Manufacturer: Micek Mfg. Co., 
Walsenburg, Colo. 


Furnace Humidifier 

A new furnace humidifier intro- 
duced by Viking features a glass 
pan and floatless water control. The 
pan is made of borosilicate glass 
and is resistant to heat, alkali, and 
acid. All other parts are brass, 
neoprene and clear plastic. Varia- 
tion in water pressure is automati- 
cally compensated without re-ad- 
justment. The operating principle 
of the floatless control is based on a 





“4 


A hand operated oil pump-gun 
for continuously flooding pipe 
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spring-loaded lever that is lifted 
by the tipping action when the pan 
is sufficiently supplied with water. 





Five evaporative plates of porce- 
lain material provide over 274 sq in. 
of evaporating surface. 

Manufacturer: Viking Air Con- 
ditioning Div., National-U. S. Ra- 
diator Corp., 5601 Walworth Ave., 
Cleveland 2, O. 


Washer-Dryer Line 

Kelvinator has announced four 
automatic washers, one semi-auto- 
matic washer and three electric 





— 


clothes dryers in its 1956 line. The 
deluxe washer and dryer com- 


threading dies with cutting oil has 
been developed by Ridge Tool. The 
portable unit consists of a remov- 
able 15-in. wide chip pan in an oil 
reservoir with carrying bail, from 
which a screened hose connects 
with the pump-gun. Placed under 
the work, the device catches oil, 
chips and cut-offs, keeping floors 
clean and allowing an endless 
stream of clean cutting oil to be ap- 
plied to the dies, cooling and pro- 
tecting them. More than 95 percent 
of the oil is saved and used over 
and over. 

Manufacturer: The Ridge Tool 
Co., 512 NBC Building, Cleveland. 


bination (illustrated) features a 
single-control “Do-All Dial” on 
both units. The two-cycle washer 
permits the use of one cycle for 
regular loads or a second cycle with 
fine fabric settings for synthetic 
materials or small loads. Washing 
action is provided by a three-way 
agitator with soft rubber blades. 
The dryer also features a single dial 
that controls drying time from 5 to 
120 minutes. 

Manufacturer: Kelvinator Div., 
American Motors Corp., Detroit 32. 


Gas Furnace 

A new reverse flow, gas-fired 
furnace designed for perimeter sys- 
tems has been announced by Delco. 





The heat exchanger has 38 fins pro- 
jecting from its primary surface to 
quadruple the heating area. In- 
stallation floor space is 21 by 31 in. 

Manufacturer: Delco Appliance 
Div. of General Motors Corp., 
Rochester 1, N.Y. 


Chimney Top Housing 

A metal prefabricated chimney 
top housing with simulated brick 
finish has been announced by Ma- 





jestic. The brick-type housing also 
features an extension that re- 
sembles flue tile. The internal de- 
sign of the flue extension allows 
smoke to rise without impedance, 
yet stops the entrance of rain into 
the flue from any direction. The 
chimney is available in three sizes 
and approved for zero clearance. 
Manufacturer: The Majestic Co., 
419 Erie Ave., Huntington, Ind. 
(Please turn to top of page 146) 
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You can tell her 


it’s made 


for her washer! 





RUUD GeeuceyRueze’ ALCOA” ALLOY 


Automatic washers have created terrific additional de- 
mands on water heaters. But many a housewife doesn’t 
know—or finds out too late—that her water heater just 
wasn’t made for the job. Now you can show her one 
that is. 

The Ruud Laundry-Rated Alcoa Alloy automatic gas 
water heater—available in six models—will keep up 
with any automatic washer made—continuously—and 
still supply enough hot water for bath, kitchen—every 
household use. 


AND LET HER KNOW ALL THIS 
ABOUT THE RUUD ALCOA ALLOY! 


e Delivers more hot water, faster, than any other water 
heater of its size and price class. 

e Optional Ruud duo-temp feature delivers two tempera- 
tures from the same tank at the same time: 180° 
extra-hot water to serve automatic washers; 125° 
tap-safe water for bath, shower and lavatory. 

e First and only water heater with tank of solid Alcoa 
Alloy aluminum. Uses Gas, the fast, economy fuel. 


WAluminum Co. of America 


ACT NOW! TAKE FULL ADVANTAGE OF 
THE BIG PROMOTION BEHIND THE 
RUUD LAUNDRY-RATED ALCOA ALLOY! 











e Can’t cause rusty, discolored hot water- po-- a 5 
“os ise cih = glggaaae aaa | RUUD MANUFACTURING CO. Dept. 11-7, | 
teenie bieat aaa | 2025 Factory St., Kalamazoo 24F, Mich. 

e Same moderate price class as lined- | ; we 
steel-tank types! Gives extra service and | Please have a water heating specialist call on me 
economy for more trouble-free years. | Send me literature 
OG i ciapint acsccientceniinstatncineapiatintnnemd TITLE —— 
MAIL THIS COUPON TODAY aiitalihlnit: oniiiais | 
SINESS NAME— tiie 
| ii { 
Ruud Gas WaterHeaters |. aaa 
| 33 ¢ = STATE — { 
Kalamazoo, Michigan e Toronto, Ontario ee ee ee ee ee wal 
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TWO WAYS TO END 


ALL-BACKS 


ON FORCED HOT WATER JOBS 


BaG 
Airtrol 
System 


Eliminates air from hot 





water heating systems 



























Failure to heat—gurgling in the piping and heating units —water- 
logged compression tanks . . . these common troubles can be 
charged to air in the system! And charged also on your books as the 
reason for profitless call-backs! 


Get rid of air troubles for good—with a B&G Airtrol System 
on every job. Tested and proved in thousands of installations, 
this B&G development eliminates air accumulation in forced hot 
water heating systems—solves a problem never before satisfactorily 
answered. 


The B&G Airtrol System consists of two simple, easily installed 
parts—the Boiler Fitting and the Tank Fitting. Their combined 
function is to trap air in the compression tank and prevent its 
return to the boiler, piping and heat distributing units. All air bub- 
bles are caught where they form—in the boiler! 
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i eet! 








For quick, easy balancing of forced hot water systems 


If you make a little mistake in your pipe sizing calculations, the 
B&G Thermoflo Balancer will take care of everything! 

With one of these units installed in each circuit, the entire system 
can be balanced to meet original design calculations. It not only 
shows you what’s wrong but enables you to do something about 
it—the easy way! With the twist of a screwdriver you can correct 
pipe sizing errors—reduce power consumption and operating costs. 

There’s nothing like the Thermoflo Balancer on the market! 
Actual water flow is shown in GPM. The built-in thermometer 
permits a check of return water temperature to determine the heat 
output of the circuit. No more call-backs to remedy sluggish 
circulation or noise due to excessive flow rates...the first adjustment 
is the last! 

The B&G Thermoflo Balancer costs only a fraction as much as 
other devices which do not even have the built-in regulating valve 
and thermometer. And it’s noiseless in operation. 


Bik & GOSSETT 


M P AN Y 
— EC-1, Morton Grove, Ill. 


Canadian Licensee: S. A. Armstrong Lid., 1400 O'Connor Drive, West Toronte 
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Copper deserves MILVACO 


quality gate valves 
designed for profitable 
copper-tube jobs! 






Model 1145 (sweat type) 




















rane a tip from wholesalers and contractors who 

use Milvaco valves and fittings —- copper de- 
serves Milvaco! This great line is preferred for those 
residential and commercial installations where cop- 
per plumbing and heating is the mark of permanent 
quality — and for a number of reasons: 








® Non-rising stem ® Working pressures: 
125 Ib. steam,200 Ib. W.0.G. 


© Sizes: %", Y2", %", 1", 


® Solid wedge disc 


® Brass, Non-shock 


1%", 1%, ” 2" 


1, Sturdy, rugged con- 
struction makes these 
valves last the life of the 
installation. 


2. Attractive, modern 
appearance helps mer- 
chandise any finished job. 


3. Outlets are uniform, 
snug-fitting for quick 
connections. 

4. AH moving parts are 
accurately machined to 
eliminate binding and ex- 
cessive wear. 























% wv @ 
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And, besides this, the great size range offers you 
more profit opportunities. Yes, Milvaco quality 
pays off and deserves a place in your planning. 
For full details on the Model 1145 and other pro- 
ducts in the line, write direct: 


MILWAUKEE VALVE COMPANY 


A Subsidiary of A-P Controls Corporation 


es 2373 South Burrell Street 
Milwaukee 7, Wisconsin 


THE MARK OF PERMANENT QUALITY 
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Shopping with D. E. 





(Continued from page 142) 
Masonry Drill 
A new self-sharpening diamond 
bit masonry hand drill has been 
announced by Molco Drilling Ma- 
chines. The light-weight high speed 
‘ 





hand drill is equipped with a spe- 
cial integral water injection system 
which forces water down the center 
of the drill bit to act as a cooling 
agent. The drill operates on stand- 
ard 110 volt power and is designed 
especially for the hand operation of 
cutting holes in glazed tile, glazed 
brick, concrete, granite, marble and 
other hard building materials. 
Quick change adapters allow bit 
size differences from %4-in. to 2-in. 
O.D., and any standard faucet is 
adequate for water supply. A pres- 
sure tank is available to provide 
water for outside jobs. 

Manufacturer: Molco Drilling 
Machines, Inc., 1100 20th St., N.W., 
Washington 6, D.C. 


Furnace Blower 

A new square packaged blower- 
filter unit is now offered by Viking 
for converting gravity furnaces 
from 60,000 to 100,000 Btu/hr input 
into forced warm air heating sys- 
tems. The packaged unit contains 
a 9-in. blower with full-width 





wheel, %-hp motor, pulleys, belt 
and a 16 by 20-in. disposable-type 
filter. Rubber pads for blower feet 
reduce sound. All hardware neces- 
sary for motor mounting and out- 
let collar attachment are provided. 
Overall dimensions are 26 in. high, 
20 in. wide and 22 in. deep. The 
square inlet on the unit permits 
attachment to round, square or 
rectangular air returns. 
Manufacturer: Viking Air Con- 





ditioning Div., National-U. S. Ra- 
diator Corp., 5601 Walworth Ave., 
Cleveland 2. 


Gas Furnace 

A new line of gas fired horizontal 
furnaces has been announced by 
C. A. Olsen Mfg. Co. Four new 
units provide popular sizes for 





Brunner Offers Commercial Water Softener Series 





A new commercial series of au- 
tomatic water softeners has been 
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announced by Bruner Corp. The 
four new models feature a disc 
type, water lubricated, multiport 
valve that automatically cycles 
through the four positions of back- 
wash, brine and slow rinse, rapid 
rinse, and service. A lifetime triple- 
duty softening mineral filters and 
removes iron as well as softens the 
water. A full flow non-clogging 
distribution system utilizes two 
layers of gravel. Tank construction 
is copper bearing steel with double- 
dip galvanized coating inside and 
outside. Flow rates range from 20 
to 50 gpm. 

Manufacturer: Bruner Corp., 
4763 N. 32nd St., Milwaukee 16. 


home heating with capacities ot 
80,000, 100,000, 120,000 and 140,000 
Btu/hr input. The heat exchanger 
consists of multiple steel chambers 
welded into an integral gas-tight 
unit. Provision is made for install- 
ing both the burner and draft di- 
verter hood in either front or back 
of the unit at opposite ends, or 
both can be installed together at 
either front or back of the unit. 
The flue collar, mounted on the 
draft diverter hood, can be placed 
in either horizontal or vertical posi- 
tion. The slotted gas burners are 
constructed of die-formed steel 
sections. The unit is designed for 
use with natural, manufactured, 
mixed, LP and dual fuel gas. 

Manufacturer: C. A. Olsen Mfg. 
Co., Elyria, O. 


Wall Heater 

Perfection Industries has an- 
nounced a new recessed wall heat- 
er which operates on No. 1 fuel oil. 
This heater is designed for maxi- 
mum space saving with combus- 
tion chamber behind the wall to 
present a flush-to-wall installation. 
The heater has a 58,000 Btu/hr out- 
put utilizing a vaporizing, pressur- 
ized burner. The steel combustion 
chamber and radiator are coated 
with a rust-resistant finish. A 10- 
in. circulating fan of propeller type 
and the burner motor are auto- 
matically operated by a tempera- 
ture-responsive control. Controls 
also include a constant level fuel 
valve and high temperature limit 
control. It is only necessary to re- 
move the lower section of the di- 
vided grille front for servicing. 





Manufacturer: Perfection Indus- 
tries, Inc., 7609 Platt Ave., Cleve- 
land 4, O. 


Refrigerator Line 
Kelvinator has announced five 
new 8 and 10.6-cu ft refrigerators 
featuring increased frozen storage 
capacity. The 10.6 cu. ft deluxe 
(Please turn to top of page 149) 
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Add New Glamour 
to your heating jobs 


with Hlectronic 


Modutlow! 


Thermostat outside the house 


gives your customers luxurious electronic comfort 





ow you can add glamourous new sales appeal to your heating 
N jobs— install Honeywell Electronic Moduflow Temperature 
Control to highlight your heating plants ! 

Moduflow has been wonderfully redesigned to give it even 
stronger impact as a sales feature. Its new styling will add greatly 
to the decor of your customers’ homes. 

Electronic Moduflow is service-free, easy to install, completely 
automatic, and reacts with electronic swiftness. It makes all other 
control systems obsolete because it features an electronic thermo- 
stat outside the house that varies indoor temperatures as the weather 
changes. This is the ultimate in home comfort! 

Electronic Moduflow is ideal for any house with an adequate 
heating or cooling plant! And it assures a greater profit margin! 

See your Honeywell salesman or supplier right away for costs 


and availability . . . or write to Honeywell, Dept. DE-11-95, 


Minneapolis 8, Minnesota. 
(Clock shown is primarily for utility room use. Deluxe bur- 
nished chrome, flush mounted models available for kitchen.) 


a] For heating or cooling 


Electronic Moduflow 


112 OFFICES ACROSS THE NATION 
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New Outside “Weathercaster” Thermostat 


With electronic swiftness, the Honeywell Weather- 
caster continually senses outside temperature 
changes and tells the indoor thermostat what adjust- 
ment is necessary to maintain perfect comfort. 


New Inside “Golden Circle” Thermostat 


Your customer simply dials the daytime and night- 
time temperatures he wants with:this beautiful 
thermostat. He just sets it once. Thereafter, the out- 
side thermostat raises or lowers settings aufomati- 


cally as outdoor temperatures change. 








New Electronic Control Center 


This handsome new appliance-white clock is styled 
for the utility room or kitchen. It receives electronic 
signals from the indoor thermostat and adjusts the 
heating or cooling plant accordingly. In winter, it 
automatically lowers the temperature at night to 


save fuel, and raises it in the morning. 

























pour associates 


You know the many benefits derived 
om each issue of Domestic Engineer- 
ig,.. You know what a business— 
uilder it is for you. No other Christ- 
as gift could be more practical nor 
»membered longer by your friends in 
1e trade, or business associates, than 

gift subscription for Domestic 
ngineering. = 


No bothersome Christmas shopping 
»r you this year... merely fill in the 
‘If-mailing, postage-paid envelope at 
1e right and return to us. It takes 
iinutes to promote good will for a 
fetime. Be a practical giver this 
hristmas. .. give Domestic Engineer- 
ig. Share the wealth of ideas with 
our business associates and also ex- 
‘nd your good wishes throughout the 
ear. 










An Attractive Gift Card 


ith your name inscribed, is sent to 
ach individual for whom you order a 
ibscription. Special Christmas rates 
1own on the self-mailing envelope, 
pply until December 31, 1955, Your 
‘iends will be glad you remembered 
1em with Domestic Engineering this 
hristmas. Order your Christmas Gift 
ubscriptions now... 
















Give a Gift 


will appreciate 





















Wc 


THIS YEAR, BE PRACTICAL IN 
YOUR CHRISTMAS GIVING... 





give 
DOMESTIC 
ENGINEERING 


Use self-mailing envelope facing this page) 
















De 





1801 PRAIRIE AVENUE, CHICAGO 16, ILLINOIS 











Shopping with D. E. 








(Continued from page 146) 
refrigerator features a_ special 
shelf to accomodate tall bottles and 
bulky foods. The cabinet is 28 
in. wide and the unit is equipped 
with automatic defrosting. Units 
are available in eight exterior 
colors and white, with interiors 
finished in “sand tone” color with 










Wall Heater 

A new forced-air wall heater 
announced by Day & Night provides 
circulating warm air from a 65,000 
Btu/hr rated unit at floor level. The 
heating element is protected against 
rust-out and burn-out by a ceramic 
coating. The heating element is of 
the floating type to minimize ex- 
pansion and contraction noise with- 
in the heater. The unit is ther- 
mostatically controlled with a 24V 
diaphragm type automatic gas valve 
and can be operated with natural, 
manufactured, or LP gases. A wide 
variety of installations of the unit 
















ap 
are possible with 1, 2, or 3 heat 
outlets available from a single unit. 

Manufacturer: Day & Night Div., 
Carrier Corp., 700 Royal Oaks Dr., 
Monrovia, Calif. 


Earth Boring Tool 
A new wet-hole horizontal earth 
boring tool has been announced by 
Hydrauger Corp. for installation of 
34-in. service connections that ex- 
tend under paved or non-trench- 
able areas. The boring bit feeds 2 
le > gpm of water and where soils are 
suitable, a slippery mud is formed 
that will permit a run-in of fully 
assembled wrapped pipe up to 45 ft 
in one uninterrupted operation. In 
rocky formations, the machine uses 
standard boring-bar séctions and 
a 2-in. pilot bit which produces an 
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gold trim. The 8 cu ft models have 
new deeply recessed doors with 
extra capacity. Other features of 
the line include roll-out shelves, 


butter and cheese chests and either 


manual, or automatic defrosting. 

Manufacturer: Kelvinator Div., 
American Motors Corp., 1452 Plym- 
outh Rd., Detroit 32. 


open hole through which the 
wrapped service pipe is then in- 
serted. The machine sets within a 





12-in. trench and forward motion 

is gained by a foot pedal. 
Manufacturer: Hydrauger Corp., 

681 Market Street, San Francisco. 


Heating Control 

A weather-actuated time switch 
for day-night or 7-day program- 
ming of heating systems has been 
engineered by Automatic Devices 
Co. An outdoor element automati- 





cally resets the time the heating 
starts in the morning and the time 
of cutback at night. A control stops 
all heat input to the building when 
outdoor temperature rises above an 
adjustable pre-selected minimum. 
An added safety feature automati- 
cally eliminates the night set back 
when the outdoor temperature 
drops below an adjustable pre- 
selected low level. The 7-day pro- 
gramming feature automatically 
adjusts the hours of heating in ac- 
cordance with building occupancy 
for each day of the week, permit- 
ting earlier or later shut-off. 
Manufacturer: The Automatic 
Devices Co., Inc., 714 Hillgrove, 
Western Springs, II. END 


Device Blends Water to Cut Expansion Noise 


Warren Webster has introduced 
a new control designed for smooth, 
noise-free blending of boiler and 
return water in forced hot water 
heating systems. The control pro- 
vides a solution to the problem of 
noise resulting from rapid ex- 
pansion of piping in installations 
with summer-winter hook-up. The 
“Blendor” fitting is installed in the 
supply main, with a tube connected 
to the return, and includes a grad- 
ually-acting thermostat which 
holds back hot water from the boil- 
er and blends it gradually with 
cooler water from the system. Heat 
builds up gradually and the piping 
is warmed slowly, thus preventing 
noises from rapid expansion in the 
piping. The device also provides an 
approach toward continuous heat- 
ing effect, by limiting water tem- 
perature fluctuations within a 
range which assures continuous 
flow of heat, even with intermittent 
pump operation. The unit is avail- 
able in a choice of three packages 
for various installation require- 


BLENDOR 


THERMostaT FITTING 


o 


aaa FROM 
BOILER 


TO BOILER 


> 





< 





‘| 
Le 





ments, and also in a choice of three 
ratings for boiler water operating 
at temperatures of 200F, 190F or 
180F. 

Manufacturer: Warren Webster 
& Co., 17th and Federal Sts., Cam- 
den 5, NJ. 
























THE FINEST IN FITTINGS 


AND TRIM! 





Special iz as 


for MANUFACTURERS! 


Quotations on Custom Parts on Request 


Middleville Engineering Com- 
pany are producers of special 
pattern trim and fittings for 
most manufacturers in the 
plumbing industry. Quality con- 
trol and more uniform produc- 
tion of any die cast part is as- 
sured by “Automation” at the 
Fig. No. 53-1 Middleville plant. 


with Brass 
W. 





Lift Arm 





Fig. No. 48-1 
with Brass 
Lift Ary 










Tank Levers e Drum Trap 

a e Faucet Handles 
ip Joint Nuts e Supply Pipe _ 

Coupling Nuts e Supply Pipe Fig. No. 51-9 

Lock Nuts Sink Strainer Lock 

Nuts e Bath Spouts Waste 

and Overflow Assembly. 


MIDDLEVILLE 


ENGINEERING &*MFG. CO. 
MIDDLEVILLE --- MICHIGAN 
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Lindgren’s Estimating Method . . . 


(Continued from page 105) water pipe to run 
$7.50 per fixture plus the length of the water 
service. Another short cut to double-check his 
estimates is figuring labor on small home jobs to 
run one day per fixture, including the water 
heater. On an apartment house job, this labor 
time can be calculated at three-fourths of a day 
to the fixture if the journeyman can go from one 
apartment to another in a full day’s work. In 
Florida, Lindgren estimates $5 an hour for labor 
time on contract work and $6 an hour for repair 
work, 

He also makes an effort to retain a copy of the 
blueprints on jobs he bids. If successful in his 
bid, Lindgren can work from the blueprints to 
pre-fabricate as much of the pipe layout as pos- 
sible in his shop. This gives him a labor savings 
above his estimate, adding greater profit. 

In presenting his bid, Lindgren usually incor- 
porates a folder supplied by the manufacturer 
whose fixtures he sells and installs. The folder 
illustrates all fixtures figured for the job. This 
eliminates any question in the prospect’s mind 
about what will be used. 

Lindgren attaches his own letter of contract as 
the first sheet in the folder. The next step, if pos- 
sible, is to deliver the contract in person. 

“T then sit down and go over the contract in 
detail with the prospect,” he says, showing him 
illustrations of the fixtures and answering any 
questions. ; 

“T never deliver a contract I’ve already signed. 
For psychological reasons, I feel that’s poor sales 
technique. After I’ve explained the contract and 
answered questions, I sign the contract. It’s a 
natural gesture, and not a high-pressured one, to 
hand the pen to the prospect then and suggest 
that, if he’s satisfied, he should sign it, too. 

“If I have to leave the contract with the pros- 
pect to study and compare, I make certain he 
understands it, and that our firm name is always 
in front of him. I have seen some businessmen 
write a single figure in pencil on a scrap of paper, 
hand it to the prospect and say, ‘the job will cost 
you this much’. 

“This scrap of paper doesn’t even have the 
firm’s name on it, it doesn’t break down the bid 
and, in my opinion, is a poor way of doing busi- 
ness—an impression that some of the prospects 
must have, too.” 

Lindgren says he figures all bids substantially 
the same way. In a few rare cases, he will make 
a special low bid. Such an instance occurred re- 
cently when he had an opportunity to bid on the 
plumbing for a new house on Lindgren Road. He 
felt that people in that neighborhood would note 
the similarity of names and consequently remem- 
ber his firm if he handled the job. END 
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now in every price range} 


~~ 
— 1 ———_ 


MANOR MODEL 
with fiberglas tray cover 


New profits are now open to you in the sales appealing “WESGLAS 
Laundry Tubs.... built of fabulous Fiberglas..... light in weigh 
easy to handle and install... .. strong, crackproof, no coating t 








chip or craze; they are impervious to soaps, detergents, mild acids an 
drain solvents. Withstands thermal shock (40° - over 200° F). Mode 
ranging in price to meet every budget. WRITE FOR DETAILS TQ | 
DAY. 


Po 









NEWPORT MODEL N-55__ 


OXFORD 
MODEL 0-55-1 Fiberglas tub ween? seat Pa 
stalling in counter top. Drain plug ¢ 
Fibergias tub attached ee tonal 


to leveling stand 





er furnished. 








Orain plug and stopp 


WESSELS CO. 
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Questions and Answers 


(Continued from page 28) 
may be broken, or crossed with the 
blue wire at some point in the heat- 
ing plant. 

5. There may be broken masonry 
in the combustion chamber at some 
unseen point, causing oil impinge- 
ment and carbon build-up. 


Wants Comparative Cost 


To the Editor: 

We would like to know all about 
the costs of various fuels for heat- 
ing plants and water heaters. Could 
you supply statistics showing com- 
parative costs per Btu for oil, coal, 
gas, and electricity? 

Ohio E.H.H. 


To the Reader 

Fuel costs vary all over the 
country and a composite table in- 
cluding a full price range of every 
fuel would be quite comprehensive. 
An important factor in the cost of 
various fuels is the relative effi- 
ciency of combustion when each of 
the fuels is burned. 

The net efficiency of energy ex- 
tracted from all fuels will vary 
among different makes of equip- 
ment. Even in identical makes of 
equipment the percentage of effi- 
ciency will be affected by the ac- 
curacy of adjustments made by the 
installer. 

Because of the many variables 
in conditions which establish indi- 
vidual efficiency rates, available 
figures must be considered as 
approximate costs. 


Figuring Water Leakage 
To the Editor: 

During construction, the general 
contractor on one of our jobs drilled 
a hole through a concealed water 
line. Later, when the water was 
turned on, considerable damage 
occurred. As a point of information, 
we would like to know how much 
water will pass through a 3/16-in. 


hole in one hour at a constant water 


pressure of 50 psi. 


Michigan W.H.M. 


To the Reader: 


To find the amount of water that 


Data for Heating Fuels 


Standards in the fuel industry 
make it relatively easy to take the 
local cost of any fuel, divide it by 
its Btu content and determine the 
exact cost per Btu and this cost is 
usually expressed per 1,000 Btus 
or per 1,000,000 Btus. 

The condensed table shown be- 
low has been provided by Chris 
F. Neely, staff engineer of the 
Liquefied Gas Petroleum Assn. 
Neely offers this information not 
as a completely accurate form, but 
rather as an example of how such 
a table can be prepared on the basis 
of local prices prevailing in any 
particular part of the country. 

Considerable information is also 
available from fuel industry asso- 
ciations. The American Gas Assn. 
utilizes heating efficiency percent- 
ages other than those shown in 
the table: gas, 80 per cent; 
anthracite, 62 per cent; bituminous 
(stoker) 59 per cent; oil, 57 per 
cent; bituminous coal (hand fired), 
48 per cent. Excellent cost com- 
parison tables also may be obtained 
from the following organizations: 
National Coal Assn., Southern 
Building, Washington, D.C.; An- 


COST FOR USABLE HEAT PER MILLION BTUs FOR VARIOUS FUELS 





$Cost/Million 
BTU Input 


Unit Price 


Usable Heat 
Percent of $Cost/Million 
Efficiency BTU 





Natural Gas 60¢/1000 cu ft 
Propane 12¢/gal 

Oil 13¢/gal 

High Grade 

Coal Medium Grade $15/ton 

Low Grade 

Electricity 2¢/kwh 
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$0.60 75 0.80 
$1.31 75 1.76 
$0.96 60 1.60 
$0.58 50 1.16 
$0.68 50 1.36 
$0.84 50 1.68 
$5.86 90 6.60 











® 


Fig. 2: A reader asks how much water 
will pass through a 3/16-in. hole (A) 
in a water line at 50 psi. For solution 
of the problem, see answer below. 





will pass through an opening in one 
hour at a given pressure, it is neces- 
sary to take the area in square feet, 
multiply it by the square root of the 
head in feet, and then multiply the 
result by the factor 297.6. 

Here’s an example: 

A. 3/16-in. dia. .00019 sq ft. 

B. 50 psi = 115.5 head in feet 

C. Square root of 115.5 = 10.745 

D. .00019 x 10.745 x 297.6 = .6076 

cu ft. 

E. .6076 X 7.5 = 4.557 gpm 
F. 4.557 < 60 min = 273.4 gph 
Using the above formula, a 3/16-in. 
hole at 50 psi will pass water at the 
rate of 273.4 gph. 


thracite Institute, Wilkes-Barre, 
Pa., and the Oil Heat Institute of 
America, 500 Fifth Avenue, New 
York 36, N. Y. 

Comparative costs of heating 
with electric and oil also appeared 
in Domestic ENGINEERING in No- 
vember, 1954, page 32. END 


Obituaries 


Vincent Smith, 57, founder and own- 
er of Collinwood Plumbing and Heat- 
ing Co., Cleveland, died recently. Sur- 
viving are the widow, a daughter and 
a sister, 





Jay Strunin, 47, a master plumber 
and owner of Jay Strunin Plumbing 
Co., Miami, died recently after a heart 
attack. Mr. Strunin was a member of 
the American Society of Sanitary En- 
gineers, the Plumbing Industries Pro- 
gram, Inc., and the American Society 
ot Heating and Air Conditioning Engi- 
neers. Surviving are a son, two daugh- 
ters, the parents, a brother and a sister. 


Carl J. Johnson, 64, president of 
Johnson Plumbing & Heating Co., Inc., 
Toledo, O., died recently. Mr. Johnson 
was a member of the American Master 
Plumbers Assn. and the Toledo Assn. 
of Master Plumbers. Surviving are 
three brothers and five sisters. 
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INSTALLING DEALER'S HANDBOOK 


CONTROL OF UNUSUALLY HIGH 
DRAFTS AND VERY LOW DRAFTS 


REGULATING DRAFT ON LARGE PERFORMANCE TESTS ON 
GAS BURNERS IS A NECESSITY FIELD "SNA" INCINERATOR 
DRAFT CONTROLS 
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LONG BREECHINGS 


TO OUR CUSTOMERS: 





Another important reason why Field Controls 
are first is the constant flow of technical and 
engineering data coming from our laboratories to 
assist the manufacturer, jobber and dealer in the 
proper installation of draft controls. 

Bulletins are available covering all the a 
various needs and problems in draft regulation. 
Over 110,000 copies of one brochure alone, "The 
Field Handbook for Installing Dealers", have been 
distributed --- an example of the assistance given 
dealers by our laboratory. 


Constant research is being carried on to 
provide you not only with the finest draft controls 
but to keep you abreast of the newest requirements, 
the newest techniques. 





SELF SUPPORTING STEEL STACKS 


If you have a draft control problem write us. 
The solution is probably available in one of our 


many research bulletins. One of the originators of 
today's barometric draft control still heads our 


research department. If your problem is new it will 
have his attention. VENTILATION OF BOILER ROOMS 


Very truly yours, 
FIELD CONTROL DIVISION 








OFF PERIOD LOSSES 


CALIBRATED ADJUSTMENT WEIGHTS DEMONSTRATIONS OF DRAFT a SPECIFICATIONS AND INFORMATIQ 
FOR DRAFT REGULATORS CONTROLS BY “COLD TESTS' PACKAGED STEAM BOILERS FOR ARCHITECTS AND ENGINEERS 
















co top quality product, the 
SHERWOOD No. 86-A Anti- 
Syphon Bali Cock contributes 
greatly to the — status of an 








se 





) American Housewives Know 
b, a GOOD PRODUCT 
When They See It... 








Meets With Their Wholehearted 


APPROVAL! 


This is consistent with the facts that if a product has what 
Mrs. America demands in the sense of efficiency and long- 
lasting dependability, then, the SHERWOOD No. 86-A is 
the Ball Cock for the American Home. 


It is quiet. Functions smoothly. Its long-lasting, non-corro- 
sive working parts respond with trigger-efficient operation. 
Safeguards against the hazards of water contamination, and 
prevents water wastage. Refills 6 gal. tank in less than 11/ 
minutes at 28 lb. pressure. Operates on any city water pres- 
sure. And, saleswise, gets you in where other plumbing jobs 


are crying for your attention. 


SHERWOOD BRASS WORKS 


6331 E. JEFFERSON DETROIT 7, MICHIGAN 
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1955 a banner year. We 





sfulness and cooperation; 
nie Me 
ending this month, whiel 

we “hi 
cessful Toastmaster * 










ve 
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yer accomplished. 















AUTOMATIC WATER HEATERS 


McGRAW ELECTRIC CO. © Clork Division © 5201 W. 65th Street, Chicago 38, Ill. 


*”Toastmaster” is a registered trademark of McGraw Electric Co., Chicago, makers of “Toastmaster” Water Heaters, 





and other “Toastmaster” and “Tropic-Aire” Products. Copyright, 1955, McGraw Electric Co., Chicago. 
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Water Heater Display 

White Products is offering a new 
animated display to distributors 
and dealers for promoting its elec- 





tric water heater line. The four- 
color display employs a_ simu- 
lated glass lining in the interior of 
the heater to achieve a third di- 
mensional effect. The immersion 
elements flash on and off, attracting 
attention to features of the unit 
which are identified below. The 
unit is designed for either counter 
use or for the top of a water 
heater. 

Manufacturer: White Products 
Corp., Middleville, Mich. 


Valve Display 
Pittsburgh Valve is offering a 
new display for merchandising its 





and hose bibbs. A valve mounted 
on the display illustrates features 
of construction and draws attention 
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to surrounding illustrations of other 
units in the line. 

Manufacturer: Pittsburgh Valve 
Co., Reedsville, W. Va. 


Disposer Display 

A new “Merry-Go-Round” dis- 
play stand being offered by Nation- 
al Disposer has been developed to 
provide a point of sale comparison 
of three types of food waste dis- 
posers. The disposers are mounted 





in a rotating counter top which can 
be turned while features of the dis- 
posers are explained. The display 
has been designed to’take up a 
minimum of floor space. 

Manufacturer: National Disposer 
Div., National Rubber Machinery 
Co., Akron 8, O. 


Propane Torch Display 

A new propane torch counter 
display is being offered by Otto 
Bernz. The display holds the com- 
plete line of accessories, available 
for both Master and Bantam torches, 
in addition to a torch for point 
of sale demonstrations. The three- 
color display comes with torches. 





Manufacturer: Otto Bernz Co., 
280 Lyell Ave., Rochester, N. Y. 


Expansion Fitting Display 

C. R. Bernstrom is offering a 
new display for merchandising its 
line of shock eliminators and ex- 
pansion compensators for heating 
systems. Units are mounted on the 
display with a brief description of 
applications tabularized alongside. 

Manufacturer: C. R. Bernstrom, 





DON'T CALL AN iD. 
CALL FOR 0.8 


CA ner-0-s0mne 








Inc., 183 Hartford Ave., Box 157, 
Providence 9, R. I. 


A-S Develops New Dealer Identification Materials 


Dealer identification aids ranging 
from storefront signs to imprinted 
match books are being made avail- 
able to contractors by American- 
Standard. A new booklet being is- 
sued by the company contains de- 
tailed descriptions of the material, 
installation instructions for signs, 
suggested ideas on usage, as well as 
prices and ordering procedure. 

The storefront signs include two 
belt-type panel models and two 
hanging models. Letters are mold- 


ed of Plexiglas in bright red and 
blue. The panel signs and one illu- 
minated hanging signxare con- 
structed of heavy metal with a 
baked enamel finish. The other 
hanging sign is made of heavy 
alloy-formed plastic mounted in an 
aluminum case. Panel signs come 
in heights of 24 or 45 in., length 
determined by the number of pan- 
els required, and hanging signs 
measure 36 by 44 in. and 24 by 48 
(Please turn to top of page 164) 
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Before you buy, or specify, 
look for this seal 








CONVECTOR 


MANUFACTURERS’ ASSOCIATION 


The @ is a trade association organized to All @ members subscribe to the rating 
maintain the quality of convector production, and code for convectors as developed cooperatively 
the integrity of convector ratings. by the Association and the National Bureau of 


Standards, U. S. Department of Commerce. 
No manufacturer may become a member of 


without demonstrating ability to manu- So, pick a brand with a seal — @ It’s 
facture in accordance with the industry’s code your assurance of performance, of code-rated 
and the Association’s standards. capacities, of quality, of dependability. 


CONVECTOR MANUFACTURERS’ ASSOCIATION— 
2159 Guardian Building * Detroit 26, Michigan 





MEMBER COMPANIES 


Airtherm Manufacturing Company C. A. Dunham Company Fedders-Quigan Corporation 
Modine Manufacturing Company The Rome-Turney Radiator Company The Trane Company 


Tuttle & Bailey, Incorporated Young Radiator Company 
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looking forward win 


DOMESTIC ENGINEERING 
CATALOG DIRECTORY 


The keynote of progress in any undertaking is quality. 
Change for change’s sake is not in itself progress. Domestic 
Engineering Publications is ever mindful of its service pledge 
to the industry in contemplating any progressive program. 


Domestic Engineering Catalog Directory is constantly mov- 
ing forward, keeping pace with the times, conscious of its 
purpose in relation to the wholesaler, consulting and specify- 
ing engineer, and contractor in the plumbing, heating, air 
conditioning and appliance industry. 


For the coming 1956 annual edition, we have a “new look” 
on the cover, but between these covers is the meat of Domes- 
tic Engineering Catalog Directory’s real progress; up-to-date 
buying and spécifying information unequalled anywhere in the 
industry. 


make your a 
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advance reservation now! 


The “market place of your industry” is published for 
the plumbing and heating wholesaler, consulting and spec- 
ifying engineer and contractor. Customer satisfaction 
means repeat business which is the substance and assur- 
ance of successful advancement in the highly competitive 
market of today. In order to help maintain high standards 
of service, top quality merchandise and simplify buying 
and specifying procedures, Domestic Engineering Catalog 
Directory maintains, each year, newly revised, up-to-date 
manufacturers’ catalog sections, trade names and product 
classifications. 
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If you are using an outdated copy of Domestic Engineer- 
ing Catalog Directory, you owe it to yourself to progress 
‘vith the market place of your industry and order your 
copy of the 1956 edition . . . now! Advance orders have 
reduced available supply. 

Orders are now being accepted at $12.50 the copy 
(Special 3 year offer on request). Business classification 
of subscribers is required. Please enclose your business 
card or letterhead with each order. Address your order. 
to Domestic Engineering Catalog Directory, Dept. 11-55, 
1801 Prairie Ave., Chicago 16, Ill. 
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and good plumbers everywhere eall for 


WHEATLAND STEEL PIPE 


When things go wrong, when the emergency calls 

go out, there is always a plumber ready to be of service to 
the ailing house. And behind the plumber stands 

the distributor ready to serve with quality products 

at a moment’s notice. 

The Wheatland Tube Company, makers of Wheatland 
Steel Pipe, form part of this service picture. By 
dependable service and quality, they form part of 

this never ending chain of service. 


WHEATLAND TUBE COMPANY 


BANKERS SECURITIES BLDG., PHILA. 7, PA. 
MILLS: WHEATLAND, PA. + DELAIR, N. J. 
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a SWITCHING TO 
Jia wale ii ) G-E HOME HEATING 
HOME HEATING | AND COOLING...MADE 
AND | on MY NEW HOME 
POSSIBLE 












FEATURING j 
lA vean ‘noun GD | 
IR CONDITIONING | 


WITH AIR. “WALL 


Good things happen when you 
“cign up’ with G.E. 


If politicians were home heating and cooling dealers, « Units that carry the famous G-E Warranty offer- 
they'd all switch to G.E. That’s because they believe ing you and your prospects more protection mile- 
in the adage “if you can’t beat ‘em—join ‘em.” age than any other in the business. And that 

And a good idea for dealers who are tired of tilting includes a 5 year protection plan on the sealed-in 
at windmills or bucking headwinds is to jump on the system of the cooling unit. 


G.E. “brandwagon”...and enjoy the advantages that Like most G-E dealers, you'll find that the good things 


belong to the man who hangs the G-E monogram over _ in life come a lot easier and faster when you work 


his shop. For example; hand-in-hand with G.E. Send the coupon below. It is 
- A full line of the finest home heating and cooling just possible there is a juicy franchise still open in your 
units made. territory. When you get the full story on the great GE 
- Units designed for every house, no matter what line and the “Franchise with a Future”...we think 
the design, type, size, location or climate. you'll be glad to “join us.” 
‘4 eee eee eect eee e rete eee eee ene seeeenees 


° GENERAL ELECTRIC CO 
i HOME HEATING & COOLING DEPT. DE-115 
HOME HEATING & COOLING DEPT. _ 


Yes, | want the facts on why “signing up” with G.E. will step up my 


Progress ks Our Most /mportant Product : sales and progress. 


EE iniciinecteninsites 
GENERAL QB ELECTRIC 2 =~ 
ADDRESS. 
*Reg. Trade Mark of General Electric Co. Gee tien initiate -_COUNTY STATE 
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Oil Heating Sales Show Increase 


More THAN HALF of the nation’s population en- 
joys the convenience of automatic heating with 
oil, a statement released in connection with Oil 
Progress Week, Oct. 9 to 15. 

Nearly 8,000,000 homeowners are using oil as a 
fuel in central heating plants. The number is 
constantly increasing the sales of oil burners and 
showed a gain of 23 percent for the first half of 
1955 as compared with the corresponding period 
last year. Another 9,000,000 Americans use oil in 
space heaters. Oil is also used as a fuel in nearly 
600,000 schools, office buildings, factories, and 
other types of commercial and industrial build- 
ings. With sales of domestic type oil burners for 
1955 expected to exceed 800,000, the oil heating 
industry has set its sights on the sale of a million 
oil burners next year and an anticipated total of 
about 10,000,000 domestic oil burners in use by 
the year 1960. 


Hotel A-C System Does Dual Job 


A MODERN AIR CONDITIONING SYSTEM, so flexible 
that it can handle a crowd of 3000 as well as a 
gathering of 500, is installed at the world’s larg- 
est hotel grand ballroom, Sheraton Hall. The 
newly-opened ballroom and exhibition space is a 
two-story addition to Washington’s Sheraton-Park 
hotel. 

The entire air conditioning system is comprised 
of two large fan systems which serve the 20,000- 
square-foot ballroom and 16,000-square-foot low- 
er level display area, and several units for such 
areas as the balcony, foyer and kitchen. 

This system as a whole is designed to provide 
fresh, cool, filtered air, and to remove several tons 
of moisture per hour from the air. Washington 
has natural high humidity, and the moisture given 
off by as many as 3000 active people contributes 
to the need for dehumidification. The Sheraton’s 
air conditioning system accomplishes this dual 
cooling and dehumidifying job by cooling the air 
to a low dry bulb and wet bulb temperature, then 
reheating it to the temperature required. 


# All controls are completely automatic, and the 
350-ton system which provides 40 degree chilled 
water to all the cooling coils in the central fan 
systems adjusts its cooling output between 100 
percent and 10 percent of full capacity. 

Whatever the conditions, the air conditioning 
systems will adjust to keep the ballroom and 
exhibition area comfortable. 

All the air conditioning and auxiliary heating 
products (Trane Co.) in the new ballroom were 
installed by Morris & Eagan Co., Washington, 
D. C. contractors. END 
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Sees A-C Trend in Old Homes 


WITHIN FIVE YEARS a majority of the homes built 
in the $15,000 and over range will be equipped 
with summer air conditioning, according to spokes- 
men for the air conditioning industry. They point 
to the fact that home cooling equipment is even 
being provided in $13,000 home projects recently 
built or currently under construction in large 
metropolitan areas throughout the country. 

According to S. J. Levine, general manager for 
G-E Home Heating & Cooling Department, this 
acceptance of central home cooling by builders 
and purchasers of new homes is having a signi- 
ficant influence on the market for modernizing 
older homes with air conditioning. He cited the 
figures of G-E home cooling sales for the first six 
months of this year which indicate that two out 
of every three central cooling units sold by G-E 
are for installation in older homes. 


= More and more the public is becoming aware of 
the need for central air conditioning and is de- 
manding the comforts of cooling in summer as it 
has come to appreciate the benefits of automatic 
heating in winter for the last twenty years, he said. 

Levine recalled that one of the major obstacles 
standing in the way of air conditioning sales in 
the past was the supposedly high costs for owning 
home cooling equipment. Today, home owners are 
gradually coming to recognize that air condition- 
ing is relatively inexpensive when amortized over 
a given period of time. In’ fact, Levine pointed out, 
owning costs for home cooling are appreciably 
lower than owning costs for various other popular 
consumer products for the home. 

As an example, Levine listed the following 
figures which were obtained by dividing the initial 
cost of these popular consumer products by the 
number of hours per year they are used: 


(Dollars 
Products Ownirg Cost per Hour) 
Automobile 3.40 
Power Lawn Mower 1.42 
Central Air 
Conditioning .30 


It’s apparent from these figures that owning 
costs for central air conditioning is four times 
cheaper than a power lawn mower and more than 
ten times cheaper than en automobile. Much of 
the steam, Levine feels, has been taken out of the 
high cost misconception. for these figures actually 
indicate that it takes relatively a smaller amount 
of money to own air conditioning than most people 
used to think. 

Increased sales of residential air conditioning 
can be directly attributed to an awareness on the 
part of the home owner of the realistic costs in- 
volved in buying and owning air conditioning, 
Levine added. 
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with Packless Valves 


featuring our complete line of faucets. 
Simple, sturdy construction. 


Straight lift valve stem, no abrasive turns to 
wear seat or bibb washer. 


No packing: prevents wear, eases operation. 


Neoprene sack isolates fluid from stem, prevents 
leaks and corrosion. 


No evidence of wear or leak after 509,860 test 
cycles. 


yééso PLUMBERS’ BRASS GOODS 


@ Shower Fixtures @ Sink Strainers 
@ Basket Strainers @ Sink Traps 
@ Continuous Wastes @ P.O. Plugs 


* send for Complete Catalog of MBC. Lene 
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Sales Aids 





(Continued from page 156) 
in. The 36 by 44-in. signs are also 
available in pairs for mounting on 
truck sides. 

The company’s “Mark of Merit”, 
prominently displayed on all signs, 
is available as a separate sign 
measuring 36 in. in diameter. An 
illuminated “Mark of Merit” clock, 
measuring 16 in. square and en- 
closed in a shadow box oak frame, 
also is offered. 

Book matches are available with 


full color room scenes showing 
bathroom, kitchen or heating prod- 
ucts. The “Mark of Merit” and 
dealer imprint appear on the front 
cover. Additional dealer identifica- 
tion is provided by window decals 
in several sizes, 6-in. cloth emblems 
and wrought-iron finish literature 
racks (See p. 172, Oct. D. E.) 

Manufacturer: Plumbing and 
Heating Div., American Radiator & 
Standard Sanitary Corp., Pitts- 
burgh 30. 


Good Reading «+ Continued from bottom of page 45 


chemical and physical properties of 
wrought iron and commonly used 
piping materials, Illustrations in- 
clude 20 photographs and two 
photomicrographs. 

Available from: Engineering 
Service Dept., A. M. Byers Co., 1810 
Clark Bldg., Pittsburgh. 


Boiler plant instruments catalog. 
Two-color, 24-page catalog pre- 
sents the line of boiler plant in- 
struments and control systems. 
Contains photos and_ schematic 
drawings of combustion guides; 
draft gages; flow, liquid level, tem- 
perature, pressure and testing in- 
struments; combustion control sys- 
tems, and panels. Discusses appli- 
cations and features. 

Available from: The Hays Cor- 
poration, Michigan City, Ind. 


Jet pump motor bulletin. Six- 
page folder illustrates and describes 
features of a new jet pump motor. 
Provides photos and diagrams of 
insulation, ventilation and switch 
mechanism. Also lists dimensions, 
ratings and specifications. 

Available from: General Electric 
Co., Schenectady 5, N. Y. 


Oil burner folder. Colorful four- 
page folder for furnace and boiler 
manufacturers features a new line 
of oil burners for commercial or 
residential applications. Features 
and capacities for seven models 
with firing ranges from .65 to 20 gph 
are centered in color blocks of dif- 
ferent hues. Five models are illus- 
trated. 

Available from: The Nu-Way 
Corp., 2416-2420 Fourth Ave., Rock 
Island, Ill. 
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Closet seat literature. Four-page 
color chart covering the company’s 
molded closet seats presents match- 
ing colors for fixtures of 12 manu- 
facturers. Also discusses styling 
and finishes. A sheet describing 
construction features is included. 

Available from: Seat Division, 
Temple Lumber Co., Pineland, Tex. 


Burner nozzle bulletin. Describes 
open blast burner nozzles for air/- 
gas mixtures. Includes general in- 
formation, dimensions, operating 
data and installation instructions. 
Four pages. 

Available from: Eclipse Fuel En- 
gineering Co., 1159 Buchanan St., 
Rockford, III. 


Individual room heating-cooling 
unit catalog. Four-page, three- 
color catalog illustrates and de- 
scribes the firm’s new individual 
room conditioners for cooling and 
heating in multi-room structures. 


Water Heater Mailer 


Ruud is issuing a four-page self- 
mailer for plumbing contractors to 
acquaint restaurant operators with 
its two-temperature automatic gas 
water heater. The literature pre- 
sents illustrations and diagrams 
emphasizing advantages of replac- 
ing outmoded dishwasher installa- 
tions. Charts are provided for siz- 
ing the units to conveyor, door, and 
hood type dishwaters. Includes data 
on restaurant requirements. 

Manufacturer: Ruud Manufac- 
turing Co., 2025 Factory St., Kala- 
mazoo, Mich. END 


Illustrations show typical installa- 
tions and depict construction and 
operation. Includes schematic 
drawing and tables giving capaci- 
ties and dimensions. 

Available from: American Blow- 
er Corp., 8111 Tireman Ave., De- 
troit 32. 


Humidity control bulletin. Cov- 
ers features and applications of the 
company’s new electronic humidity 
controller for humidifiers, dehu- 
midifiers and air conditioning 
equipment. Includes illustrations, 
dimensions and ordering data. 
Eight pages. 

Available from: American In- 
strument Co., Silver Spring, Md. 


Room air conditioner sheet. Dis- 
cusses design features of individual 
room air conditioners for concealed, 
overhead installations. Includes a 
selection chart covering three mod- 
els, diagrammatic sketches and di- 
mensions of the basic unit. 

Available from: Drayer-Hanson, 
Inc., 3301 Medford St., Los Angeles. 


New Booklet Discusses Heating-Cooling Controls 





. eared é ~ 
nay's TP tronic Control a 
Paling Ghd Air Conditioning 
ocean 


ewe tm 





Explains the flexibility and 
applications of electronic tempera- 
ture controls to a wide variety of 
heating and air conditioning in- 
stallations. Designed to simplify 
application of electronic theory to 
specific control layouts and circuit 
diagrams. Illustrates and describes 
four basic features of the electronic 
control: methods of thermostat 
operation, sequencing of equipment 
operation to meet varied require- 
ments, location of components and 
compensation of thermostats. 

Available from: Minneapolis- 
Honeywell Regulator Co., 2753 
Fourth Ave., S., Minneapolis, Minn. 
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No. 51 Float Valve with Non- 
Corrosion Nylon Seat and 
Nylon Plunger. A_ semi-ele- 
vated valve—can be —. 
with long shank as well as 
Douglas shank. Flow of water 
can be reduced and silenced 


illustrations show our 
NEW Nos. 50 and 51 Float Valves. 
They come equipped with Non-Cor- 
rosion Nylon Seat and Nylon 
Plunger. A semi-elevated valve— 
can be equipped with long shank 
as well as Douglas shank. The No. 
51 is equipped with Adjusting Top 
Screw so flow of water can be re- 
duced and silenced. 


Packed in individual box with rod and refill 





No. 50 Float Valve with Non- 
Corrosion Nylon Seat and 
Nylon Plunger. A_ semi-ele- 
vated valve—can be equipped 
with long shank as well as 
Douglas shank. Furnished with 
rod and refill. 





by Adjusting Top Screw. Fur- 
nished with rod and refill. 


Lhe [radition fey 
of Craftsmanship "®* 


Business Character 





RICE LEADERS 
OF THE WORLD 


e . 
7 | ASSOCIATION 
| n Represents High Standing 
in Name Product Policy 


Individual security INSURES FREEDOM and LIBERTY. Social Security leads 
to Regimentation and LOSS OF LIBERTY. 


It’s a privilege to live in a Republic. Only God can help the people who live in 
Democracies. 


THE INDIANA BRASS CO.,, Inc. 


FRANKFORT INDIANA 
“MANUFACTURERS OF PLUMBERS BRASS GOODS” 
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‘ STAR PROMOTION 









HITCH YOUR 
PROFIT WAGON 
.TO THIS 

















American Kitchens 
FREE ‘25.00 GIET! 


Roto-Tray Dishwasher Christmas Promotion 


More dishwashers are sold in the Christmas sea- 
son than any other time. Cash in on peak sales 
with this big money-making promotion. Pro- 
mote American Kitchens Roto-Tray Dishwash- 
er, a perfect gift for the whole family! 

It’s the top-rated dishwasher on the market 
. .. that washes three ways cleaner than by hand 
... only dishwasher with the highest ratings of 
leading independent consumer products testing 
laboratories. 

This big traffic-building, sales-building pro- 
motion will be backed with powerful point-of- 
sale displays, free newspaper mats, and radio 
spot announcements. 


With each dishwasher, you give a free gift to 
your customers worth $25.00. Here are just a 
few of the wonderful array of gifts for the whole 
family your customers choose from: 


® Wonderful New Appliances 

® Remington Electric Shavers 

® Parker 51 Pen and Pencil Sets 

® Shakespeare Glass Fishing Rods 
© Deluxe Toys 


Do not delay ...act now to cash in on this 


great American Kitchens Roto-Tray Dishwasher 
Christmas Promotion! 


WRITE—WIRE—PHONE 


u , YOUR DISTRIBUTOR TODAY 
MOUCAK ABOUT THIS AMAZING OFFER— 


AMERICAN KITCHENS Division ( JVUO)) CONNERSVILLE, INDIANA 


MAKE MORE MONEY FOR YOU 
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How Cast Iron’s strength 
works for both you and 
your customers 











Because it’s strong, Cast Iron Soil Pipe is easy for your fits that are unmatched by any other material... . 
men to work with. They needn't baby it with elaborate 


It’s the only material that’s fully root-proof at the 


and expensive trenching, grading, or sifted backfill. Cast ae Ae ; 
; ' ; joints .. . strong enough to withstand shifting soil or 
iron sewer trenches can even be bulldozer-filled with- 
' ah de driveway traffic... really permanent. A cast iron line 
out harming the line in any way. ; shite 
Ss will normally outlast the structure it serves... and in 


Rugged cast iron works for your customers, too. Since 
it doesn’t need such costly installation, its as-installed 
price may be no more than that of cheaper materials. So recommend what you know is bést, both for you and 

And remember —cast iron gives your customers bene- your customers —Cast Iron Soil Pipe. 


the long run, cost less than cheaper materials. 

















PERMANENT -—-- Lee --------------------- - 
| CAST IRON SOIL PIPE INSTITUTE | 
ae wn — PIPE | Dept. DE-11, 1627 K Street, N. W., Washington 6,D.C. | 
ae these | [}] Send me copies of your | 
advantages | latest booklet about Cast Iron Soil | 
| THE MARK OF Pipe, ‘Best in the Long Run.” | 
* Rugged metallic strength | QUALITY AND [) Our local a np eee | 
see your educational movie, ‘‘Per- 
* Zero moisture absorption 7 PERMANENCE manent Investment.” Tell me how 
: to arrange for free use of film 
* Permanent tightness of joints, with | > We | 
flexibility | : Name | 
Addre 
* The only pipe accepted in all codes : me | 
City Zone___State | 
for use from street to roof a a J 
5 | 
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HANDSHAKE: Industry reports that officials of the Central Supply Assn. and 
the American Institute weren’t speaking to each other were dispelled by this 
friendly scene in the Domestic Engineering booth during the recent AI con- 
vention in New York City. Left to right are: M. W. Dennison, AI first vice 
president; Joe W. Pitts, Al president; R. J. Makarius, CSA immediate past 
president and C. W. Thompson, newly elected president of the CSA. 


Wholesalers Hit Pricing Policies of Some Mfrs. 


(Continued from page 99) 
their customers which puts a vir- 
tual ceiling over their ‘out-of- 
stock’ sales, while in no way im- 
proving their margin on ‘direct’ 
shipments on which they, in 
many instances, compete with 
manufacturers. 

“They are opposed to pricing 
policies which place control of 
their margin of profit on ‘out-of- 
stock’ sales in the hands of manu- 
facturers not making sales in 
competition with them.” 


«In regard to Trade Practice 
Rules, the American Institute 
took a more favorable view. The 
board of directors urged all mem- 
bers to give their “best efforts to 
comply with (TPR) to the best 
of their respective abilities.” The 
announcement was made by Joe 
Pitts, AI president from Brown- 
Roberts Hardware and Supply 
Co., Ltd., Alexandria, La. It was 
the first definite stand taken by 
AI in favor of Trade Practice 
Rules. The AI resolution read: 
“Resolved that the directors of 
the American Institute of Whole- 
sale Plumbing and Heating Sup- 
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ply Assns., recognizing the ex- 
istence of the Trade Practice 
Rules for the wholesale plumb- 
ing and heating industry, recom- 
mends to its members that se- 
rious study be given the rules 
and that the provisions thereof, 
which are helpful to the industry, 
be rigidly observed. 

“Be it further resolved that the 
executive secretary of the Insti- 
tute send copies of the rules to 
each member urging their com- 
pliance therewith.” 

Pitts also repeated the invita- 
tion to non-member wholesaler 
groups to join hands. “The Amer- 
ican Institute,” he said, “stands 
willing and ready, now as always, 
to do its part in bringing about 
national unity in the form of an 
effective, active, nationwide or- 
ganization regardless of petty dif- 
ferences and possible personality 
slashes and regardless of by what 
name an association is called.” 


s Frank F. Elliott, president of 
Crane Co., Chicago, called on 
wholesalers to spark a coordi- 
nated effort to expand the mod- 
ernization market. He noted that 


the industry was being given an 
opportunity to profit from a ma- 
jor national promotional effort 
on behalf of home moderniza- 
tion, the ACTION program. 
(ACTION is the American 
Council to Improve Our Neigh- 
borhoods). 

ACTION, said Elliott, will cen- 
ter homeowners’ attention on 
modernization. The industry 
must cooperate, he added, to 
channel that interest to the bath- 
room, kitchen and heating sys- 
tem. 

Modernization, said Elliott, 
gives the industry a chance to 
get “new business, not from oth- 
ers in our industry, but from 
those who are selling America on 
an idea of keeping modern at the 
expense of the plumbing and 
heating industry. 

“If I may be permitted a word 
of criticism,” he continued, “I 
would say that there is too much 
spirit of competition within the 
plumbing and heating industry 
and not enough spirit of competi- 
tion with other industries.” 

Elliott called for a united front 
by the industry in behalf of mod- 
ernization. The wholesaler’s part, 
he said, would be performing his 
important function of service. 
Price, according to Elliott, would 
not be the basis for the whole- 
saler’s business. 


=» “There is just one thing you 
have to sell,” Elliott told the AI, 
“and that’s service. That’s all 
you have to sell.” But by giving 
adequate service, the wholesaler 
can help the industry and him- 
self capitalize on the high power- 
ed promotion being planned for 
the remodeling market in 1956. 
Institute members and guests 
also heard some answers to the 
problem of diminishing profit 
margins. E. Louis Towne, exec- 
utive secretary of Plumbing and 
Heating Wholesalers of New 
England, said the “proper” gross 
profit must be realized on all 
sales if an operation is to suc- 
(Please turn to top of page 170) 
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a complete line of 
Take Marek Miigelan 


GAS UNIT 
TEMCO... HEATERS 


1955 w ill go down in the books as TeEMcO'S 
year of expansion At the outset of the year 
a complete line of Gas Central Heating 
vas announced to the trade. And now comes 


a complete new line of Gas Unit Heaters 


Through a quarter of a century ol 
specialization, Teco has become nationally 
famous for its space heating equipment 
room heaters, floor furnaces, and 
wall heaters. It was inevitable that this 
engineering know-how would ultimately 
bring about the expansion witnessed 


in 1955 


The new Gas Unit Heater line, like 
all TeEmco equipment, is a quality line 

. and a complete line, too. There 
are six different models, ranging in 
size from 50,000 Btu input to 225,000 
Btu input, providing wide versatility 


on unit heater jobs 


check these outstanding 
TEMCO teatures: 


Heat Exchangers finished in Ceramic-Clad 


the Porcelain Ename! finish that will 
neither rust nor burn out 


Handsome contemporary design clean 
attractive lines and neutral tan finish blend 
with interiors. 
Ease of installation unit suspends on two 
pipe hangers. Vent, gas line and electrical 
connections readily completed 
Adjustable louyers — for ease in direct 
into desired area 

Compact units — provide maximum head 
in restricted areas. Models SU-50 and SU-7 
only 23” high 

Standard equipment includes 24 volt 


factory installed fan and limit control, and 
pull-ehain summer switch . 
| i lalom 


‘ NASHVILLE 9, TENNESSEE 
WHAT IS Corti s- CLS ? ‘ , 
Gad i ee i the Nalion” 


A high-temperature finish pioneered and 
omens by Temco. 


Similar to the finish used for Jet Aircraft | < 
Combustion Chambers which generate | a =| | } 
3 aS 
tremendously high temperatures Bes 


* The American Gas Association approves this “THE COMPLETE LINE OF GAS HEATING sce aii 


new process for finishing heat exchangers 
at 225 degrees above steel ér-cast iron ROOM HEATERS + FLOOR FURNACES - WALL HEATERS + UNIT HEATERS 
lent saivengets WARM AIR FURNACES AND AIR CONDITIONING 


» 


* 
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Wholesalers Hit Pricing Policies of Some Mfrs. 


(Continued from page 168) 
ceed. Towne’s remarks will be 
presented in the December issue 
of D.E. 

The part trade associations 
play in business was described 
by George P. Lamb, counsel for 
the AI. “The modern day trade 
association,” he said, “is one of 
the greatest instruments of our 
time for preserving the small 
business enterprise. The small 
businessman is now, more than 
ever before, in the position where 
he must compete with the giant. 
His only chance of success is to 
be competitively strong but not 
all of that strength can come from 
his own efforts. A part must come 
from the joint efforts of others 
in the industry and from the 
large as well as from the small.” 


« Lamb compared the trade as- 
sociation to a pipeline furnishing 
businessmen with “the vital fluid 
of information” which helps 
small operations compete on a 
strong basis. 

He noted that while trade asso- 
ciations were generally construc- 
tive, they could become, under 
certain circumstances, destruc- 
tive. Lamb outlined the objec- 
tives of the anti-trust laws which 
aim to curb these destructive 
practices. 

He concluded by giving 10 
points to guide the conduct of 
trade association members who 
desire to function within the anti- 
trust structure of this country: 

Members should attend only 
those meetings of competitors 
held under the sponsorship of the 
associations. 


e They should not attend or tol- 
erate rough meetings. . . nor at- 
tend meetings without an agenda. 

Members should avoid price 
discussion at meetings, except 
for the discussion of general eco- 
nomic trends... and they should 
not reach agreements, passive or 
otherwise, on doubtful subjects. 
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They should insist that min- 
utes be kept at all meetings, and 
on the use of language in min- 
utes and correspondence which 
precisely reflects the truth. 

Members should protect orally, 
and, if necessary, in writing 
against all known illegal activ- 
ities. They should check with 
their own company counsel on 
doubtful subjects in advance of 
attendance at trade association 
meetings. 

And finally, members should 
cooperate with the association 
counsel in all matters, particular- 
ly where counsel ruled adversely 
on any given activity. 

E. Carl Sorby, vice president 
of the Geo. D. Roper Corpora- 
tion, Rockford, IIl., addressed the 
convention on the theme “Let’s 
Quit Sellin’.” 

Sorby said the salesman of to- 
day should search for ways to 
make it easier for the consumer 
to buy. For example, he sug- 
gested that the showroom be 
equipped with working displays 
so the prospect could operate the 
dishwasher, food waste disposer, 
etc. to his own satisfaction. An- 
other little item that would help 
produce big sales, according to 
Sorby, is the order blank which 
if left around the showroom 
would help prepare the prospect 
for the big step of signing the 
final form. 


# Such minor conveniences are 
a form of salesmanship, said 
Sorby, because they make the 
purchase effort easier for even 
the most reluctant buyer. 

The idea of helping was also 
stressed by Sorby in discussing 
the relationship between whole- 


Heating Overseas 

Automatic heat is the biggest 
thing to hit Europe since Gina Lol- 
lobrigida. 

C. B. Meech, manager of Minne- 
apolis - Honeywell’s international 
division, says even England is 


saler and the manufacturer. 

Each should contribute help to 
the other’s sales efforts—and 
both should help the contractor 
do a better selling job. Sorby said 
making things easier for each 
other would strengthen all phases 
of the plumbing and heating in- 
dustry and produce a “sense of 
personal glory in being of serv- 
ice to those who helped us.” 

“What Is Ahead In Employee 
Relations?” was discussed by 
Alexander Von Hafften, secre- 
tary of the Northern Suppliers 
Assn., San Francisco. 

He listed five keypoints for 
good employe relations—good or- 
ganization, sound policies, good 
communications, good supervi- 
sion and fair play and fair treat- 
ment. 


» Communications, Von Hafften 
said, is not simply from manage- 
ment downward through use of 
house organs, bulletin boards and 
similar instruments. It also re- 
quires management to “become 
better listeners” to understand 
employee problems and, when 
possible, solve them. 

Fair treatment and fair play, 
Von Hafften said, means recog- 
nizing employees as human be- 
ings, not as plant fixtures. Von 
Hafften said better production 
comes from workers who feel 
they are participating in the busi- 
ness, not merely working at it. 

Good organization, Von Haff- 
ten continued, is important be- 
cause it breeds confidence. The 
confidence is felt by the employee 
toward management and by man- 
agement toward the employee. 
If such confidence exists it is 
usually a product of fair play, 
good communications and ade- 
quate supervision. END 


abandoning its traditional fireplaces 
for overall, controlled warmth. 
Sweden, Switzerland and Bel- 
gium already are far ahead in au- 
tomatic heating, and French and 
German homes are beginning to 
replace their hand-fired furnaces. 
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TIE IN WITH THIS REPUBLIC 
STAINLESS STEEL SPECIAL! 





30 tow 
STAINLESS = 
STEEL SINK! = 


and 
Stainless Steel Serving Cart 


FEATURE BOTH FOR THE 
PRICE OF THE SINK ALONE! 


Sensational Value— You offer both for only $159.95! (Five 
dollars higher Denver and West.) The cart alone ordinarily 
sells for $34.95. 

In Trend-Setting Stainless Steel— The glamorous, carefree 
material that women have discovered! The sink is Repub- 
lic’s Enduro satin-finish stainless steel, double-bow! beauty 
with de luxe fittings. The handsome serving cart is the 
same material. 

No Switch-Model Selling—This is what they want, and this 
is what you sell’em... ata good profit! An‘ ‘Extra Bounty” 

bonus makes it extra profitable on succeeding sales. And 
this sink sparks add-on sales because it just begs to be sur- 

rounded by a complete new kitchen. 

Free Sales Aids—Colorful banners, display cards, feature 
stickers and consumer broadsides, delivered with the sink 
and cart, make you exciting headquarters for this big event! 


THIS COUPON PUTS YOU IN THE 
PROFITABLE KITCHEN BUSINESS 


You're in on this full-margin profit promotion and the 
kitchen business only if you’ve given the green light to 
your Republic Steel Kitchens Distributor. Contact 
him, or use the coupon and we'll get him to you fast. 
Write to: 

REPUBLIC STEEL KITCHENS, Berger Division 
1018 Belden Avenue, Canton 5, Ohio 


Deaier Store 





————————— State. 





Signature. 
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STAINLESS 
STEEL 


“ee MONTH 










November Is Stainless Steel Month! 


TIE IN WITH THESE FREE 


POINT-OF-PURCHASE MATERIALS! 








PROMOTE AND SELL 


ALL STAINLESS STEEL ITEMS 


FOR HOLIDAY GIFTS! 


Republic Steel Is The Big Push Behind Stainless—A full- 
color spread in November 5th Saturday Evening Post 
features a host of stainless steel housewares and appli- 
ances for Christmas’ giving. Flatware, holloware, 
cooking utensils, trays—everything made of this 
glamorous, practical, lifetime material—will move 
during this merchandising event. Get your store iden- 
tified as local headquarters when folks shop for stain- 
less. Republic offers you a free, complete package for 
store tie-in; includes ad reprint counter card, die-cut 
hostess counter cards, colorful banners, Christmas 
wall banners and price tags, POST stickers, and 
newspaper and radio script helps. 


WRAP UP STAINLESS SALES EARLY! 
SEND FOR THIS FREE PACKAGE NOW! 


Republic Steel Corporation, Advertising Dept. 
3168 East 45th Street, Cleveland 27, Ohio 
Please send me the free “Stainless Steel Month” 
merchandising kit. 


AY 


Dealer Store. 





i  ———— 





' Signature consininaicansil 
‘ 
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PIPE AND BOLT 


Soomro | \) «CO THREADER | 











’ 





—< 


4 


Threading range, 
Rods or Bolts: 44” to 1/2” 
Pipe or Nipples: 2”’ to 2”” 








f BENT OR STRAIGHT! 






THE 


Here’s a machine that really saves time and money threading 
hanger rods on commercial and industrial jobs. 


Semi-automatic revolving die head accommodates dies of 
practically any pitch or thread form. Die head revolves 


around the work . .. makes it possible to thread bent rods or MANUFACTURING CO. 





pipe as easily and quickly as straight lengths. Site dlities ciat tees 
Now is the time to get complete details on this versatile See eee eee oy ee ' 
& P ? New York Factory Branch Sales and Service, 


25-36 Jackson Ave., Long Island City 1, N. Y. 


heavy-duty Oster No. 582-A Tom Thumb Portable Thread- 


ing Machine. See your Plumbing Supply Wholesaler, or a 
write direct for informative literature. Hi, THREADED PIPE 
17'S TIGHT -1T°S BEST -COSTS LESS 











BUILDERS OF COST-REDUCING THREADING EQUIPMENT SINCE 1893 
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New models 9 New unit to be 

NV E W 5 peer Ps shown for the NV E W 
r the First re ; : 

PACKAGED : : First time at the AIR-COOLED 

time at the & ARI Show 
AIR CONDITIONERS Pe: : HOME AIR 
_..2, 3 5, TK, 10, 15 nf : CONDITIONERS 
and 20 ton sizes... hand- 








pant i ...2,3 and 5 tons...easy to 
ra oni on iain Sie ey ae. install ...eliminate water 
| en ws problem. Condensing unit 


: : installed outdoors. No bulky 
| . equipment in basement. 





CONDENSING UNITS 


... air-cooled from 14 to 3 tons... shell- 
and-tube from 71% to 100 tons... combi- 
nation air and water-cooled from 4 to 


WATER CHILLERS 
ocnd Me CT 100 tons... 





with Console Units to 3 tons. 

provide room-controlled 

cooling without ductwork. 
le a ee ee a a ae ee er er oe a a oe a ee a ee ee 

* CAN'T COME...? If you're unable to see us at ° 

*at the ARI Show, Nov. 28 — Dec. 1... , Atlantic City, we'll be glad to rush you full infor- 
“g * mation on any of these products. Write us! . 
. Be sure to see us! ; : 





MANUFACTURING COMPANY 


Refrigeration Division 
1951 Kienlen Avenue, St. Louis 20, Missouri 





>) 3 856 
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JOSEPH HENSHAW, kitchen expert for L. Ralph Fry’s 
in Denver, knows how to “bank” on kitchen business. 


Packaged kitchens, once a showroom ‘orphan, have 


boosted profit substantially for Denver contractor... 


KITCHEN BUSINESS is worth 
more than “half-hearted dab- 
bling” says a Denver plumbing 
and heating contractor who 
speaks with more than five years 
of experience. 

L. Ralph Fry was too occupied 
with a boom post-war new con- 
struction market to pay much at- 
tention to kitchens when he first 
stocked them several years ago. 
Then as competition became in- 
creasingly sharp, he looked 
around for a market with a more 
assured future. 

“It turned out that my biggest 
opportunity had been gathering 
dust in the showroom—the pack- 
aged kitchen. We discovered this 
after making personal calls on 
homeowners, studying trends in 
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Denver consumer spending, and 
surveying the age of residences 
in our trade area. Packaged 
kitchens were a common need 
with few contractors really dram- 
atizing the need to remodel.” 


# Since that survey in 1952, Fry 
has been doing an outstanding 
job in filling this “market vacu- 
um.” While he maintains super- 
visory control over the entire op- 
eration, he points out kitchen 
business is too big for one man if 
handled right. He says: 

“One of the first things we did 
to get kitchen business on a big 
scale was to hire a man who 
could take over all the details 
necessary to produce kitchens 
that will sell other kitchens.” 


The man was Joe Henshaw, a 
veteran in the field, who knew 
how to sell kitchen comfort and 
beauty and how to see his sales- 
manship through to the finished 
product. 

Henshaw considers the “raw 
materials” of kitchen selling to 
be a prospect list. This was pro- 
vided from Fry’s former custom- 
ers and homeowners contacted 
during the contractor’s survey. 
But fresh leads are always need- 
ed, and in Fry’s operation they 
come from advertising. 

Consistency is the key word in 
this selling. Each week a two- 
column, four-inch advertisement 
appears in a Denver newspaper, 
headed simply “Remodel Your 
Kitchen.” All sales talk empha- 
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Your Business with Kitchens... 


sizes Fry’s ability to do the com- 
plete job, leaving the homeown- 
er’s effort confined to signing a 
contract. 

Henshaw is a kitchen specialist 
in the exact meaning of the word. 
About 55 percent of sales have 
been developed from newspaper 
leads through the personal atten- 
tion of Henshaw. 

After the initial contact, he 
tries to make an immediate ap- 
pointment to talk to both hus- 
band and wife. On such appoint- 
ments, Henshaw takes along his 
tools of the trade—miniature ap- 
pliances which can be arranged 
around a “toy” kitchen, drafts- 
man’s sketch pads, colored pen- 
cils and manufacturers literature. 


# “Most of this,’ Henshaw says, 
“is for the man of the house. The 
woman usually can visualize her 
kitchen better than anyone else. 
The old man can visualize only 
the bill. But if you can show him 
how you can add real value to 


IN THE HOME: Henshaw pays a personal call on the 
prospect attracted by advertising and promotion. He brings 
many selling aids along like the miniature kitchen above. 
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his home investment, he’ll accept 
price more easily.” 

Henshaw gives each prospect a 
colored sketch of what he pro- 
poses to do to the kitchen. Each 
appliance involved is backed up 
with a manufacturer’s brochure 
or selling piece. 


» “Two things are important in 
the initial call,’ Henshaw says. 
“First is to leave no doubt about 
your ability to design and install 
a kitchen that is a ‘practical 
adaptation’ of those dream jobs 
women read about in homemak- 
ing magazines. Second, be sure 
you know when to stop talking 
about your ideas and start listen- 
ing to the housewife’s. If she 
wants her range on the ceiling, 
she probably has good reason for 
it. It should be her kitchen by 
the time you’re through sketch- 
ing and describing your propos- 
als.” 

Henshaw has all the answers 
about financing and the complete 








...says Fry 


job. These answers, he finds, are 
usually sales clinchers. 

“We have a list of proven, de- 
pendable sub-contractors who 
have been collaborating with us 
for years,” Henshaw explains. 
“We will allow our customers to 
pay these contractors independ- 
ently, but usually have the entire 
job billed through us.” 

The Fry company tries to show 
about a 10 percent profit on each 
sub-contractor’s work to reim- 
burse the firm for its extensive 
sales efforts, coordinating and 
final responsibilities. 


= “About six months later,’ Hen- 
shaw says, “we make another 
call back. This gives us an op- 
portunity to ask the customer 
about friends or neighbors who 
have expressed interest in the 
remodeled kitchen.” 

Fry says his company faces the 
future with more confidence be- 
cause of its diversification in 
kitchen business. _— 





IN THE STORE: Having sold kitchen design and Fry serv- 
ice, Henshaw brings the prospect to Fry’s complete show- 
room. Here he can sell quality products on visual basis. 
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JOHN S$. COLEMAN 


“T am proud that 
80% of Burroughs 


Employees eh 


“I am proud that 80% of Burroughs employees are 
enrolled in systematic savings in U. S$. Savings Bonds 
through the Payroll Savings Plan. The record of the 
response of our men and women to our recent campaign 
speaks for itself. It is evidence of the desire to save, and 
to save in a way which benefits both the individual and 
the nation. I hope that every employer will take advan- 
tage of this opportunity to serve the interest of both his 
employees and the country by cooperating with the 
Dep: artment of the Treasury in the U. S. Savings Bonds 
campaign.’ 


Portrait by Fabian Bachrach 


JOHN S. COLEMAN, President 

Burroughs Corporation 

What is the percentage of employee participation in 

your Payroll Savings Plan?* If it is less than 50%, your 

State Sales Director will be g glad to show you how easy 

it is to raise participation to 60% or higher. He will 

furnish Payroll Savings Application Blanks, and all the 

printed promotional material you can use. Write today 

to Savings Bonds Division, U. S. Treasury Department, 
Washington 25, D. C. 


*If your Company does not have the Payroll Savings Plan, your State 
Sales Director will help you to install it. 


The United States Government does not pay for this advertising. The Treasury Department 
thanks, for their patriotic donation, the Advertising Council and 
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Leak-free joints made easily with torch and solder. Section of system ready for paving. 


Milwaukee Gas Light Company 


MAKES SNOW GO 


with Chase Copper Water Tube! 


Blizzard snows and freezing rain don’t stand combination is unsurpassed for easy, fast in- 
a chance around 626 East Wisconsin, in Mil- _ stallation plus trouble-free performance over 
waukee! The MilwaukeeGas LightCompany’s _ the years! You see, corrosion-resistant Chase 





sidewalks are always free of snow and ice— copper tube comes in long lengths that are 
thanks to an efficient snow removal system easily bent into position and require fewer 
Bachrach of Chase copper tube! joints. Tube and fittings are made for each 


The contractor, John S. Jung, used both other, so leakproof solder-joints are assured. 
Chase Type L copper tube and Chase copper They expand and contract as one unit with 
solder-joint fittings in the installation. This temperature changes! 


psident 
pration 
ion in 
, your 
V easy 
e will 
all the 
today 
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Snow everywhere... but not around Milwaukee Gas Light Co. building! 


C h a ~ ec ns ® The Nation’s Headquarters for Brass & Copper (sales office only) 
Albanyt 


Chicago Detroit Los Angeles New Orleans Rochester t 


ur State 















Atlanta Cincinnati Grand Rapidst Louisvillet New York St. Louis 
BRASS & COPPER CO. Beltimere Cleveland Houston Mitwaukee ‘Philadelphia San Franses 
Boston Daliss Indianapolis Minneapolis Pittsburgh Seattle i 
WATERBURY 20, CONNECTICUT + SUBSIDIARY OF KENNECOTT COPPER CORPORATION Chariottet Denver Kansas City, Mo. Newark Providence Waterbury 
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SPECIFICALLY...a better burner 





MODEL 400 S$ 
(Available 
for Flange 
Mounting) 


MOTOR—'% H. P. long hour, heavy-duty 
with safety overload control. Large bronze 
bearings. 


TRANSFORMER—10,000 volt. Shielded 


to eliminate radio and TV interference. 


AIR TUBE—Steel with Shell High Tempera- 
ture Combustion Head and finned collar 
ring for efficient air-oil mixture. 


FAN—Precisely balanced. Mounted directly 
on motor shaft. 


NOZZLE—Stainless steel. Hollow spray. 
FUEL UNIT—Single-stage with built-in 
strainers and pressure regulating valve. 
Strainer capacity equal to or greater than 
maximum firing rate. Piped directly to de- 
layed-opening valve. 


HOUSING—Cast iron. Machined to rigid 
standards. Perfected scroll design of hous- 
ing assures most efficient air delivery and 
required static pressure at burner head. 


"VERNI-FLAME” CONTROL—on exclu- 
sive development that provides Vernier 
Flame adjustment with an ordinary wrench. 
Eliminates “feathering”, gives a perfect 
cone flame by turning adjustment screw. 
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here specifically are the big 
reasons why the preference 
among oil burner men is... 


U. S.- CARLIN 


Advanced design and quality construc- 
tion throughout 


istently dep performance 





Cc 
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BUS BARS—Preformed phosphor bronze 
bus bars last a lifetime; no insulation to 
deteriorate, simplifies servicing. 
ELECTRODE INSULATORS—extra-long, 
glazed porcelain. 

COUPLING—Universal type with rubber 
center piece. 

GRADE OF OIL—No. 2 Commercial Stand- 
ard C.S. 12-48. 
CONTROLS—Thermostat, Limit Control and 
Stack Relay. / 


CAPACITY AND ELECTRICAL 
CHARACTERISTICS 


115V-60 cycle—1725 R.P.M. 


400S-1—0.50 to 0.75 G.P.H. 
400S-2—0.75 to 1.75 G.P.H. 
400S-3—1.75 to 3.00 G.P.H 


230V-50 cycle—1425 R.P.M. 


by thousands of 


tiehiaed 


owners 





Manufactured by a progres- 
sive company, owned and 
operated by men emin- 
ently successful in the oil 
burner field. 


Requires but a minimum of servicing 


to 











with HTCH 


The High Temperature (Shell) Combustion 
Head provides the nearest thing to perfect 
combustion ... makes possible fuel savings 
up to 36%. With its highly efficient air-oil 
mixture, it develops higher flame tempera- 


surfaces clean... both 














ams-nmo we7seen economy. The High T Combus- 
400S-2—0.75 to 1. Pp 

400S-3—1.35 to 2.00 G.P.H fee oni aur sot tn design, simplifying 
TREAT ES RR REN RRR IRE rei 

Min. Max. Awer 

Tube Length Min. Max. Floor Floor Tube F 

MODEL | och! Overatt | “4 | weight | Height | te to O.D. —? 

Nozzle Nozzle i 

400S 10” 20%” 19%” 17%” 20/2” 6%” 9%” 44%” 94 Ibs. 

400SE 18” 28%” 19” 17%” 20%” 6” 9%” 4%” 97 Ibs. 
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News... continued from bottom of page 58 


Ohio, Michigan, western Pennsylvania and Kentucky 
distributors will meet the 14th and 15th. The 17th 
and 18th are reserved for New Jersey and New York 
distributors, and New England and eastern Pennsy!- 
vania distributors will meet the 2lst and 22nd. 

The department’s top management group, regional 
managers, representatives and engineers will serve 
as hosts. 


CISPI Gets Three New Members 


WasuincTon, D. C.—The Cast Iron Soil Pipe Insti- 
tute has announced that three new member com- 
panies have joined the association. They are American 
Brass & Iron Foundry, Oakland, Calif.; American 
Foundry, Los Angeles, and Herco Foundry Co., South 
Gate, Calif. 


Johns-Manville Splits Division 
New York City—Johns-Manville will split its In- 
dustrial Products Division into three new operating 
divisions effective January 1, to continue its decen- 
tralization program started in 1946. The new divisions 
are the Industrial Insulations Division, the Packings 
and Friction Materials Division and the Pipe Division. 
General manager of the Industrial Insulations Divi- 
sion, including the industrial contract department, 
will be Don L. Hinmon, also a vice president. Other 
division general managers are Francis J. Wakem, 

(Please turn to top of page 182) 


STATEMENT OF OWNERSHIP 


Statement of Ownership and Management of “Domestic 
Engineering Magazine” for October 1, 1955. 

The following is a staiement of the ownership, management, 
circulation, required by the Act of Congress of August c+, ivic 
as amenaed by the Acts of March 3, 1933, and July 2, 1946 (Title 
39, United States Code, Section 233) of DOMESTiC ENGINEER- 
ING Magazine, published monthly at Chicago, Illinois, for October 
1, 1955. 

1. The names and addresses of the publisher, editor, managing 
editor and business manager are: 

Publisher, O. T. Carson, Chicago, Ill. 

Editor, C. L. Staples, Chicago, III. 

Managing Editor, J. E. Purnell, Chicago, Ill. 

Business Manager, Jay A. Foxworthy, Chicago, III. 

2. That the owner is: (lf owned by a corporation, its name and 
address must be stated and also immediately thereunder the 
names and addresses of stockholders owning or holding 1 per 
cent or more of total amount of stock. If not owned by a cor- 

ration, the names and addresses of the individual owners must 

e given. If owned by a partnership, or other unincorporated 
firm, its name and address, as well as that of each individual 
member, must be given.) 

Domestic Engineering Co., 1801 Prairie Ave., Chicago, Ill.; O. T. 
Carson, Chicago, Ill.; Fergus McKeever, New York, N. Y.; R. 
Herlov, Chicago, Ill.; Josephine L. and R. V. Sawhill, New York, 
N. Y.; A. T. Papineau, Needham, Mass.; E. P. Campbell, Des 
Plaines, IJl.; J. A. Foxworthy, Chicago, Ill; Wm. M. Carson, 
Downers Grove, Ill.; G. R. tornemann, Chicago, Ill.; J. Wm 
Janson, Chicago, Ill.; G. L. Adams, Chicago, Ill.; M. K. Swanson, 
Bedford Hts., Ohio; C. P. Barnett, Berea, Ohio; H. D. Ernst, 
Barrington, III. 

3. The known bondholders, mortgagees, and other security 
holders owning or holding 1 percent or more of total amount of 
bonds, mortgages, or other securities are: (If there are none, so 
State) None. 

4. Paragraphs 2 and 3 include, in cases where the stockholder 
or security holder appears upon the books of the company as 
trustee or in any other fiduciary relation, the name of the person 
or corporation for whom such trustee is acting; also the state- 
ments in the two paragraphs show the affiant’s full knowledge 
and belief as to the circumstances and conditions under which 
stockholders and security holders who do not appear upon the 
books of the company as trustees, hold stock and securities in a 
capacity other than that of a bonafide owner. 

O. T. CARSON, 
Publisher, 
_ to and subscribed before me this 23rd day of September, 
55. 


1s ‘| 

g al 
H. D. ERNST, 
Notary Public 

fe ‘egpeanas expires October 4, 1956) 
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Balanced Radiation 
requires quick, complete 
venting of mains 


Scientifically designed Vent-Rite 
Main Vents provide quick, complete 
venting of mains, which is necessary to 
speed up transfer of steam from boiler 
to radiator. Vent-Rite Main Vents are 
fast venting and are available with in- 
dividual adjustment which is usually 
necessary with unbalanced multiple 
mains .. . or without adjustment when 
it is not necessary. 

Vent-Rite Main Vents are carefully 
designed and manufactured so they 
can be depended on to give long, 
trouble-free service. They are avail- 
able in a wide variety of outlets and 
venting capacities. 































On your next job that 
calls for main vents, ask 
vour wholesaler for Vent 
Rites. For mains and ris 
ers. No. 5 non-vacuum, 















Vo. 6 vacuum. %4" bottom 
connection, 4" diameter 
vent port, 4°” overall 







height. 


Ge Right with 
VENT-RITE 


VENTING VALVES : 


Best because scientifically designed — 
by the pioneers in vent control __ 


































i= IS the phenomenal book 
of pre-tested, pre-proved business-build- 
ing ideas that is weleomed by every 
plumbing and heating contractor-dealer 
who has an eye to success. 


Take the word of other leaders in your 
industry .. . “2000 and 1 Prize-Winning 
Ideas” is for you. These men, including 
manufacturers, wholesalers, trade asso- 
ciation executives and many contractor- 
dealers like yourself, have voiced their 
enthusiastic approval of this great mer- 
chandising book. They all agree that here 
is the perfect answer to the long-felt need 
for a source book of sound sales promo- 
tion ideas that the contractor-dealer can 


THE INDUSTRY’S LEADERS ALL AGREE... 


This big Mea Book 
is for YOU! 


*2000 and | Prize-Winning Ideas” 
+ an inspiring, practical guide 
to the successful merchandising 
methods of 181 award-winning 
contractor-dealers. 











Collectively these ideas represent the 
combined experience of 181 award win- 
ners in Domestic Engineering’s All-In- 
dustry Merchandising Contest. Many of 
its chapters are devoted to the methods 
used by these merchandisers to sell fif- 
teen types of products. Eight hundred 
illustrations show the facilities, displays, 
trucks, advertising, radio scripts, home 
show booths, show rooms, display win- 
dows, ete., employed by these contractor- 
dealers. Forty-four chapters are devoted 
to practices and policies they use in mer- 
chandising, business management, serv- 
ice work and remodeling. 

The many sound ideas packed into this 
hook are working wonders for hundreds 








put to use in building a profitable busi- of other contractor-dealers . . . and they 
ness. can do the same for you. : 
Use the coupon below to order your copy of 
2000 and 1 Prize-Winning Ideas”. 
The price, postpaid, is $5.00. 
RETURN COUPON TODAY! 

| 

1 DOMESTIC ENGINEERING (BOOK DEPT.) i 
: 1801 PRAIRIE AVENUE, CHICAGO 16, ILL. ' 
' Send me my copy of the book “2,000 and 1 Prize-Winning Ideas.” It is understood that, if not satisfied, : 
| I may return the book within ten days and full purchase price will be refunded. My remittance of $5.00 a 
; to cover cost of the book is enclosed. £ 
NAMB 0.0 cecseeneecsecscenenescesserenenesncseneeseseneeeeseeneeteasesesentesensesen eens ; 
‘ SRAM calcd cies eine cen ee etapa pe ceaa ae Sie Cowie cdo SRG edie ue one Carat eL eS . 
€ STREET ADDRESS.............. 20.0.0. csceeeceec cece nseeceeenesecenacsnesessserensesneeeens ; 
cab CO eee eee ZONE...... SEE POLO ae eR te : 
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Pre-Tested 
Ideas on... 


MERCHANDISING 
MARKETING 
MANAGEMENT 
AND SERVICE! 


Practical ideas you 
can put to profitable 
every day use in 
your own business. 


The big book of big 
ideas, “2000 and 1 
Prize-Winning 
Ideas,” consists of 
200 pages and con- 
tains 800 illustra- 
tions. The following 
are typical subjects 
covered: 
Tustitutional 
Advertising 
Human Interest 
Advertising 
Anniversaries 
Grand Openings 
Radio Advertising 
Television 
Phone Book 
Advertising 
Cooking Schools 
Seasonal Appeals 
Signs 
Signs on Job 
Symbols 
Slogans 
Labels 
Gimmicks 
Calling Cards 
Photo Cards 
Literature and 
Blowups 
Show Displays 
Contests 
School Activities 
Sports 
Public Relations 
Stunts 
National Programs 
Civic Activities 
Welcome Wagon 
Brochures 
Annual Service 
Customer Incentives 
Employee Incentives 
Prospecting 
Job Proposals 
National Recognition 
Publicity 
Contest 


Trucks 
Reception 


Shops 

Yards and Docks 
Uniforms 
Procedures 
Remodeling 
Service 














oon 
ut eo PLEXIBLE SUPPLIES 
by Harcraft 





















































ple 

big 

i i 

ng 

s of 

-on- 

ira 

ving 

ets 
TUBING IS SILVER-BRAZED TO 
NOSE PIECE FOR EXTRA STRENGTH 
NO WASTE - pre-cut to required lengths. 
SAVES TIME - and money. 
PACKAGED - for the complete job. 

A FEW OF THE MANY MODELS OF HARCRAFT STOPS AVAILABLE 
Stocks available in New York, Boston, Chicago, Atlanta, Los Angeles é 
REPRESENTATIVES IN ALL PRINCIPAL TRADING AREAS H é 
DIVISION OF HARVEY MACHINE CO., INC. —— 
TORRANCE, CALIFORNIA : 
1955 wage ages ween producer of aluminum extrusions in all alloys and all sizes, special extrusions, 
tube, impact extrusions, a 


pres forging, hallow eens ane hare Jin oe. pie. 





Steel and titanium on application. 
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Packings and Friction Materials, and Robert F. Orth, 


Pipe Division. Staff for the Industrial Insulations 
Send for your Division will include Thomas H. Eaton, production 
manager, J. B. Jobe, merchandise manager, and Ed- 


ward D. Flavin, general sales manager, all of whom 
LAM N ECK CATALOG were elected vice presidents. 

| Radiator Specialty Appoints Hoffman 

CuarRLOTTE, N. C.—Appointment of 

| David Hoffman as general sales manag- 
| er of Radiator Specialty Co., manufac- 
| turers of chemical and rubber products, 
| has been announced. Hoffman joined 
the firm in 1948 as assistant sales man- 
| ager and, in 1953, became division sales 3 
manager. etimes 





TODAY! 





| Tracy Kitchens Launches Promotion 
PirtsBuURGH—Tracy Kitchens has announced a new 
| fall promotion that wi!l feature premiums and a spe- 
| cial reduced price for its 54-in. cabinet sink. The 

unit is being promoted in advertising as the step-up 
| to regularly priced merchandise. The company an- A 
| nounced that early reports show more than 60 percent 
| of sales during the campaign have been of regularly 

priced merchandise. The premiums, valued at over 

| $30, are being offered as bonuses with the purchase 
| of deluxe equipment. 





—— Whirlpool-Seeger Officers Named 


| St. JosepH, Micu.—Whirlpool-Seeger Corporation 


| has announced the election of officers following the 
| first board of directors meeting here. Donald W. 

Alexander, John W. Craig, Neil H. Griebenow, John 
| A. Hurley, John W. Krueger, Robert M. Mitchell and 
| Robert S. Upton were named vice-presidents. Other 
officers appointed were Walter Holt as assistant treas- 





Just out! Packed full of help- 
ful information. 

Fully illustrated —easy to 
use — covers the entire line of 
C&L Lamneck Air Distribu- 
tion Pipe and Fittings. 

Helps you take advantage 
of new 6” standardization — 
the one best solution to to- 















day’s heating and air condi- a4 
tioning problems. : 
a P 
REE, NO OBLIGATION | A ee 3 
ABSOLUTELY F 7 NO The display car used by Oster Mfg. Co., Cleveland, to 
—SO SEND TODAY! demonstrate pipe threading machinery returns to U. S. mc 
after completing a successful tour through Canada. 
LAMNECK DIVISION A hiteae 
urer, Clarence W. Moberg as assistant secretary and 
Clayton & Lambert assistant treasurer, and Bartley K. Moore as assistant 
1025 LAMNECK STREET secretary. 
ae MIDDLETOWN, OHIO Stockholders of Whirlpool Corp. and Seeger Re- 
(Please turn to top of page 185) 
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The Modern Draft Control 








Trigger-ready for the slightest change in 
draft, the Windmaster vane is mounted for 
action! Starting at the important 45° angle, 
it doesn’t have to make that nervous, ineffec- 
tive trip from zero to 45 degrees. 


At the slightest movement of the Wind- 
master vane, prompt relief is provided. 
Whether the split-second need is to open or 
close, Windmaster is “quicker on the draw.” 
This can mean the difference between an effi- 
cient, smooth running installation and one 
that has the j-i-t-t-e-r-s. 


You benefit by these Windmaster Features 


@ 45° Vane—no nervousness M Large Square Vane—more 


—faster response effective area 


@ Permanently Silent Non- M@ Sloping Pipe Installations 


Rusting Nylon Bearings @ E-Z 'Dapter — quick, easy 


@ Calibrated Counterweight installation 


It pays to say 
‘‘Windmaster’’ to your jobber 


llin dm s star Corporation 


43 Vine St. 





Columbus 15, Ohio | 
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.. and the WARNOCK 
SIMPLEX 


STRAP WRENCH 


can't scratch 
pipe that is 
polished 




















Its simple, yet extra strong, construction as- 
sures quick and safe handling of plated and 
polished pipe. A rugged, woven strap, its curved 
nose and unbreakable handle are outstanding 
features of the Simplex. 


For complete information ask for Bulletin D-54 ais 


LOWELL WRENCH Co. 


WORCESTER 8, MASS. 








polished pipe ! 
... handle it with a 


WARNOCK Strap Wrench 


Here’s the best safeguard against damaging polished 
and plated pipe. 
An extra sturdy woven strap provides soft contact. Its 


| Scientifically curved nose prevents crushing. Its handle 


can’t break. And it is simple to use, quick to adjust. 


For complete information ask for Bulletin D-54 


w-7 


LOWELL WRENCH CO. 


WORCESTER 8, MASS. 











\ OLESALER 


THREE WORDS THAT OFFER 
Sound Advice! 


“CONSULT YOUR WHOLESAL- 
ER” is sound advice anytime for 
contractors and manufacturers in 
the plumbing and heating in- 
dustry. 

Today, it’s sounder than ever be- 
fore because tougher competition 
makes the services that wholesal- 
ers perform of vital importance 
to everyone in the industry. 
That’s why DOMESTIC ENGI- 
NEERING adopted “Consult Your 
Wholesaler” as a slogan to focus 
attention on these vital services 
and to show how the contractor 
and the manufacturer can utilize 
these services profitably. 

We now offer this slogan in the 
form of free correspondence stick- 


MANUFACTURERS! 


ers and logotypes, to both manu- 
facturers and wholesalers. 
There’s a wealth of meaning in 
these three words. 

To contractors, they constitute an 
offer of assistance in many ways; 
advice on products, design and 
specification; merchandising; ad- 
vertising and displays—to men- 
tion only a few items. 

To manufacturers, the three words 
mean that wholesalers can and will 
give them helpful advice on the 
suitability of new products; on 
preferred packaging and _ ship- 
ping; on display devices; on re- 
gional trade preferences; on the 
merchandising of advertising; on 
select group selling and 4 hundred 


other questions which wholesalers 
can answer authentically because 
of their close and constant con- 
tact with contractor-dealers. 
DOMESTIC ENGINEERING advo- 
cates close and harmonious rela- 
tions among all three branches 
of our industry. Each branch must 
play its own essential part in this 
cooperation but the wholesaler— 
being in the center position—is 
the key to all. In a survey made 
by DOMESTIC ENGINEERING, 
wholesalers almost unanimously 
welcomed their dual obligation. 
Manufacturers are urged to utilize 
the logotype in their advertising 
and in their literature. Wholesal- 
ers will employ the logotypes on 
their various printed matter going 
te contractors and manufacturers. 
Both wholesalers and manufactur- 
ers should use the sticker on all 
correspondence with industry 
members. 


WHOLESALERS! 


Use this slogan on your correspondence and in your advertising! 


RETURN COUPON FOR 
YOUR LOGOS AND STICKERS! 


DOMESTIC ENGINEERING 
1801 Prairie Ave., Chicago 16, Ill. 


] Please send me. without charge, a supply of “ 


sult Your Wholesaler” stickers. 


1%” wide). 


WORE THAR oc ccc cvcteccnccccecvewssseses 


SE TERED ocd cde edvcbacecvcvvsseeverssesne 


STREET ADDRESS 2. vcccccscccccaiecescecrs 


Please send me, without charge, two “Consult Your 


Wholesaler” logotypes one 2%” wide and one 
| 3 1 





1 | USE THESE 


cee \WHOIAUER Bi | 


‘om EST i 
100) Prairie Ave., Chicage is, B * 


Stickers are available t 


salers without charge. Addition- 


een. | al logos available at cost..... 








a 





o manufacturers and wholesalers of plumbing, 
heating and air conditioning products for use on their stationery. 

stickers to each pad. Quantities up to 5 pads supplied to wholesalers and 
manufacturers without charge. Additional quantities at cost. Logos also 
available in 2 sizes, 1144” and 244” wide. One of each supplied to whole- 
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frigerator Co., in approving the merger of the two 
companies with Delaware Appliance Corp., also desig- 
nated Walter G. Seeger as chairman of the board, 
Elisha Gray II as president and chief executive officer, 
Mason Smith as vice president and treasurer, John 
S. Holl as vice president, Seeger Division, and Ed- 
ward C. Cudmore as secretary. 


Chicago to Host Building Show 

Cutcaco—New developments in the home building 
industry are to be featured at the annual convention 
and exposition of the National Assn. of Home Builders 
to be held here, Jan. 22-26. Exihibit facilities have 
been expanded to include the Chicago Coliseum in 
addition to the Conrad Hilton and Sherman Hotels to 
accommodate approximately 450 exhibitors. Addi- 
tional displays will be devoted to heating and air 
conditioning equipment, power tools and_ built-in 
equipment. 


Oregon Dealer Wins Sales Contest 

PorTLAND, OrE.—Lin Bowman of Bowman Heating 
Systems here racked up 141,900 points to cop first 
prize in the “Point A-Minute” summer sales contest 
sponsored by the Williams Division of Eureka Wil- 
liams Co. More than 500 other dealers won merchan- 
dise prizes totaling $25,000. Sales during the campaign, 
reports Charles Branch, sales manager, ran more 
than 20 percent over quota. 


Century Products Expands Plant 
CLEvELAND—Century Products, Inc. has announced 
expansion of its plant to provide approximately 30 
percent greater productive capacity for its molded 
wood toilet seats. The new facilites include a 5,000 
sq ft building addition to be used primarily for raw 
material storage and a new finishing department. 


Heat-X Names Barker General Mer. 

Brewster, N. Y.—Heat-X, Inc., a wholly-owned 
subsidiary of Bush Mfg. Co., Hartford, Conn., has an- 
nounced the appointment of Perley K. Barker as 
general manager. Barker joined the firm in 1951 as 
sales engineer in northern New England. 


M-H Increases Fellowship Awards 
MINNEAPOLIS, Minn.—Nine post graduate fellow- 
ships will be awarded by Minneapolis-Honeywell 
Regulator Co. for the 1955-56 school year. The awards 
include a new fellowship in engineering or physics 
at the University of Pennsylvania and an engineering 
or physics grant at Iowa State College. Now in its 
tenth year, the Honeywell fellowship program pro- 
vides tuition and living allowance awards to out- 
standing graduate students who need financial as- 
sistance to continue their studies. Grants range from 
$1,200 to $2,700 for the school year, depending on the 
school’s tuition rate. Other awards to be made by the 
(Please turn to top of page 186) 
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ton 
“* 


in dearing root-blocked sewers for 
your customers by using... 





The patented chemical with eleven years of outstanding 

performance throughout the United States and Canada. 

NO DIGGING OR MECHANICAL EQUIPMENT IS NEEDED 
Your man merely pours ROOTO into the opening 
nearest the blockage. When he returns, if necessary, 
a few hours later, the sewer is usually free flowing. 
No need to pump out flooded basements before 
using ROOTO, either. Get ROOTO from your jobber 
today. It is unconditionally guaranteed. 


Here is the advertisement that is running in daily newspapers 
to tell the ROOTO story to your customers. 


« AND 
otic TANKS A sy 


SE 

G> LY 
; FREE 
RS PaWehy Linh 





Write Today for 
Catalog and Prices 


The ROOTO Corporation 
17319 Wyoming Ave. ¢« Detroit 21, Mich. 

















‘American Brand’ 





You can rely on these 
brand names for fast, 
efficient plumbing work: 


“ROYAL BRAND” 


Plumbers Spun Oakum 


Made from Jute fiber, thoroughly 
impregnated with quality tar. Also 
made in unspun form. Both are put 
up in 50-lb. bales. 


“RAPID BRAND” 


Twisted Jute Packing 


A single strand packing of the high- 
est quality. Packaged for small jobs. 
Put up in 5-lb. tubes in individual 
cartons. 


“EAGLE BRAND” 


Twisted Jute Packing 


Quality stranded packing, twisted 
into rope-like form approximating 
1 1/2 inches in diameter. Tarred... 
untarred (oiled)... dry... in 50-lb. 
and 100-lb. coils. Also available in 
27" cut length form. 





“KNO-LEAK” 


Cut Length Packing 


Packed in rope form. Easily un- 
strands to lengths of approximately 
27". Put up in 5-lb. boxes, 10 boxes 
to a shipping carton. Also furnished 
in 50-lb. bulk cartons. 


46 9 
== =6‘“AQUA BRAND 
kK \ ° » 
™ isTtD | Twisted Jute Packing 
| PACKING | Very high grade packing rope de- 
= @ signed especially for reservoir and 


water-main work. Put up in 50-lb. 
and 100-lb. coils. 


AMERICAN MANUFACTURING COMPANY 


Brooklyn 22, New York 
ROPE - TWINE - OAKUM - PACKING 
BRANCH FACTORY: St. Louis Cordage Mills, St. Louis 4, Mo. 


SALES OFFICES: Boston, Chicago, Houston, New Orleans, 
Philadelphia, San Francisco 













186 





News - +. continued from bottom of page 185 


company for the current school year include two at 
the University of Minnesota, one at Massachusetts 
Institute of Technology, one at Purdue University, 
one at North Dakota State College and one awarded 
through Tau Beta Pi, honorary engineering fraternity. 


Room A-C Sales Reach New High 

WAsHINGTON, D. C.—Room air conditioners sales 
during 1955 reached an all-time high of about 1,300,- 
000 units compared with 1,000,000 units sold during 
1954, according to the Air Conditioning and Refriger- 
ation Institute. Inventories are sharply down from 
the 1954 level, ARI reported. 


Two Wholesalers Win Ad Awards 


New York Ciry—Two heating and air conditioning 
equipment distributors, Bryant Colorado Co. of Den- 
ver and Thermal Supply of Houston, recently won 
awards for distinguished use of match book adver- 
tising in 1955. The announcement was made by 
Charles Furcolowe, director of the Match Industry 
Information Bureau, sponsor of the awards. 


Crane Participates in Business Study 
Cuicaco—For the seventh consecutive year, Crane 
Co. has sponsored a fellowship to give students an 
opportunity to study its production and quality con- 
trols and development of new designs and products. 
The fellowship is offered as part of the Foundation 
for Economic Education’s College-Business Exchange 





Walter E. Selck presents winner’s cup to Carroll Hardebeck 
(rear row) who accepts for the Selck team, winners of 
Chicago’s Lake Shore League baseball championship. 


program. Purpose of the Foundation is to supplement 
the academic training of college and university teach- 
ers and graduate students with an on-the-spot five 
week study of segments of U. S. business and in- 
dustry. Dr. Grant H. Calder, associate professor in 
management at the University of Utah, was the 1955 
Fellow to Crane Co. 


L-P Assn. Holds Heating Confabs 


Cuicaco—A series of conferences dealing with 
fundamentals cf home heating was conducted recent- 
(Please turn to top of page 189) 
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‘there’s Vo Doubt- about it! 


PATENT NO. 2 





PATENT NO. 2,70 








Not a spot check — but each LEE 
fitting is given the special UNDER 
WATER AIR-TEST! After fre- 
> quent checking on the production line, each LEE fitting 
is sent to the Inspection Department where it is carefully 
inspected and tested with 100 pounds of air pressure, 
UNDER WATER! This assures you of first class quality — of confidence that it’s the 
always! They're positively LEEk-proof! 


, very best sink frame made 


| . When you sell or install the HUDEE Sink 
Frame, you're assured of satisfaction every 


time and remember, there’s only one HUDEE 


Cas f Brass FITTINGS —the original clamp-down sink frame. 





It’s etched on every Hudee — 


Your guarantee — Your mark 








HUDEE is the’ one way to insure against 


, As others have for nearly 40 years, LEE is the name YOU callbacks. Architects, designers, dealers, 

can depend on for unfailing service. Judge quality by the . . h 
judgment of those who have taken the responsibility for builders, cabinet manufacturers and home 

their installation in the large building projects in New owners—all are enthusiastic about HUDEE. 
York City, the Prudential Life Building at Jacksonville, 4 i “When it’ 

| Fla., the U. S. Navy, the Eisenhower home at Gettysburg Professional Craftsmen all say, en it's 

and numerous other well-known constructions. a HUDEE—there’s no doubt about it.” 

¢ If it's CAST Brass Fittings, CAST Drainage Fittings, CAST 

f Soldered Fittings, Brass Screwed Fittings, Gas Stops, Stop 


and Wastes and other allied products in Brass, Bronze and 
Copper, remember, LEE means Quality, every time! 












Look for the etched 
HUDEE trade-mark 
and be sure! 











! Write now for our large, illustrated catalog 
is No. A-1-A-2 .Or have you any questions about 
the LEE Brass Products? 






count oe Stung >> 


a 
* Guaranteed by > 
Good Housekeeping 
Nd * 







HUDEE is 


: LEE BROTHERS | | | 
nationally advertised 
FOUNDRY CO., Inc. | ea ooareee 
P. O. BOX 231 e¢ ANNISTON, ALABAMA 


LEE. . Phe LEEders for Nearly GO Years 
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Call the Hudee Distributor in your area or write — 


225 West Hubbard St. - Chicago 10, Illinois 


IN CANADA: Walter E. Selck and Company, Ltd. - Toronto 
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“A WELL-BALANCED LINE” 


DESIGNED FOR EVERY OIL deine 
JOB! 





PRODUCTS 


FUSIBLE & NON-FUSIBLE VALVES 
FUEL OIL FILTERS © @ SAFETY DEVICES 


The famous Firomatic line offers both the jobber and 






the installer every advantage—a substantial profit on 
every product . . . trouble-free performance . . . ease of 
installation . . . and the right product for every job! 
The Firomatic line includes over 80 different types of 
Valves, as well as Thermal Switches, Fuel Oil Filters, 
Tank Gauges, Fill Boxes and Vent Caps. 


OoD>- 


165 Dexter Avenue e Watertown, Mass. 





SOLD NATIONALLY BY JOBBERS ONLY 


NOT ENOUGH DRAFT? 
Tjernlund % v 


DRAFT INDUCER 


Solves that Problem 
for Good! 


INSTALLS IN MINUTES WITHOUT REMOVING 
ANY SMOKEPIPE! 


Faulty stacks? Undersized chimneys? Downdrafts? Re- 
strictions in the heating plant? Laugh at ’em now, thanks 
to Tjernlund Auto-Draft. 


Just cut a ew slot in the smoke pipe and band the | = 
unit on. Adjustable mounting straps provided fit sizes 5” 

through 18”. Adjustment pawl allows variations of draft PREVENTS COR ROSION 
up to 50%. 3 sizes cover range from 1 gal. to 12 gal. oil. | Caused by Dissimilar Metals 
From 100 to 1600 c.f.h. gas. Venturi principle assures cool | V-Line Insulating Couplings stop waste 
ranning. Approved and recommended by leading furnace | of cathodic protection currents. ‘They are 


and boiler manufacturers. keep the cathodic protection currents on 
| your own structures and away from for- ee Bey 
eign structures. V-Line Insulating Cou- as 
plings stop galvanic corrosion on all | 
water piping where dissimilar metals are 


Tiernlund | AUTO | SSeS sa 
serie co. DRAFT Worn la am —= Keane 


2142 KASOTA AVE.,$T.PAUL 14,MINN. 
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me INSULATING 
COUPLINGS 


FOR USE ON GAS & WATER LINES OF... 
e Automatic Water Heaters 











e Range Boilers « Pumps 
e Copper Radiation 


When Connected with Iron Pipe 


e Gas Meters 














Sold through wholesalers. Write for catalog sheet. 
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ly by the L-P Gas Assn. throughout Illinois and In- 
diana. Five representatives of manufacturers in the 
gas heating industry lectured and led discussions. 
Local dealers were invited to attend and participate 
in the meetings. Among the instructors conducting 
the conference was George B. McClellan, sales pro- 
motion manager, Metalbestos Division, William Wal- 
lace Co.; Ralph Quade, factory representative, Dear- 
born Stove Co.; Bob Ireland, sales promotion manager, 
Janitrol Division, Surface Combustion Co.; Lew 
Sutherland, assistant sales manager of Janitrol, and 
John Parks, district manager, Minneapolis-Honeywell 
Regulator Co. Further conferences are now being 
considered by the association as an expansion of this 
program. 


valves, 


large 
ctured by Thread- 
Toledo Pipe 


The 
1445 Summit Street, 


closing 

is a powerful portable 

reduce manual labor. 
Rugged construction, sturd 


operate pipe threading 
it for many other uses. 


Though originally de- 
EDO” label, you know 


Manufa 


Subsidiary of 


Machine Company, 


Ohio. 





pulling wire through conduit, 
Send today for new colo 


operating augers, cranking op- 


power to 
Opening and 
greatly 


tions, 


hoisting operations, 


erations. 


ghly desirable un 





LIGHT * VERSATILE * TIMESAVING 
The PORT-A-PONY 





Kohler Revamps Eastern Showroom 

PHILADELPHIA—Kohler Co has re-designed and re- 
built its branch office and showroom here. Among the 
innovations are a new decorative theme, new floors 
and walls, an improved lighting system utilizing both 
incandescent and flourescent lamps and movable 
panel displays. 


PONY with all applications illustrated. Remember— 


Here’s a new tool that’s so chock full of uses it is 
if it bears the familiar “TOL 


difficult to list all of them. 


signed as a means of 


tools, it is a hi 
ful bulletin on the “TOLEDO” No. 68 PORT-: 


it’s a dependable product. 


Ezy Mfg. Co., 


reversible 1% H.P. motor. 
Threading 


For example: 
winching opera 

power drive that will 
Weighs only 26 pounds. 


Toledo 4, 
PIPE THREADERS + PIPE WRENCHES + PIPE MACHINES 


BUILDERS OF THE WORLD'S FINEST PIPE TOOLS 


26 ibs: 


Washington Gets New Housing Code 
WasuincTon, D. C.—A housing code for this city 
has been formally adopted by District Commisioners, 
ending a two year effort to combat slums in the na- 
tion’s capital. The code has been designed to force 
adequate maintenance and cleanup of residential 
G buildings and to assure installation of sufficient 





weichs 
on’ 





POWER PIPE THREADER 


PORT-A-PONY 





TOLEDO ... cs 











they are lacking. The Commissioners also established 
a Board of Appeals and Review to consider com- 
ee plaints against decisions by the Department of Li- 
censes and Inspections, which will enforce the new 
building code. 

(Please turn to top of page 190) 


: plumbing, heating and ventilation facilities wherever 
acid 
heater 
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Herbster Promotes Two Executives 

CLEVELAND—Two new executive appointments have 
been announced by Herbster Furnace Co. George F. 
Unbehaun, formerly special sales engineer in Ohio, 
has been named sales manager and Donald Aing- 
worth, previously service manager, becomes general 
@ Light-weight for faster, easier installation manager. 


O Full size, full height, full width 


© Special sound-deadening undercoating 
© Strong sump support with integral legs Laundry Assn. Plans D ryer Campaign 
and feet. No extra blocking or support Cuicaco—Members of the Dryer Division commit- 
necessary... Self leveling tee of the American Home Laundry Manufacturers 
Assn. heard 1956 promotional plans of the dryer sub- 
committee of Edison Electric Institute and the Ameri- 
can Gas Assn. at a recent meeting here. Frank J. 


© Leak-proof flange with welded corners 
for water-tight wall joints 


© Acid-resistant titanium porcelain-on-stee! Kitzmiller, Jr., manager, sales promotion for EEI, 
@ Safety handrail with wide, and John G. Snyder, chairman, dryer sub-committee, 
convenient seat-type rim made the presentation. Harold G. Haig, field promo- 


tion manager, presented AGA plans for carrying out 
the program to the group. 





@ Straight tile line for faster, 
neater floor joints 








a ALCON. Carrier Names Top A-C Salesmen 
OC ai AAA CLEVELAND—Leon Smylie of Smylie Bros. Refrig- 
——— oe eration, Inc., recently received a “Weathermaker Hall 
' i tek 8. of Fame” award from Carrier Corp. as the outstand- 
© acs pote se ing packaged air conditioner salesman in the Cleve- 
\4 ie land branch. The award was presented by H. W. 
: Se EE RR 9 2 Branson, local district manager for Carrier. Dan R. 


Willis of the Dan H. Willis Co., Akron, was cited as 


top wholesale salesman for the branch. 


Porcelain-on-steel 
Plumbingware by CISPI Honors Brecht at AI Meeting 


New York Crty—At the recent meeting of the 


American Institute of Wholesale Plumbing and Heat- 
nORRIS-TH ERMADOR ing Supply Assns., Inc., a special tribute was paid 
William A. Brecht by the Cast Iron Soil Pipe In- 
stitute. Brecht, an officer of Hajoca Corp., and for 


Beauty * Ease of Installation 
Sturdy Construction * Long Lasting 


Gleaming White or Pastel Colors 








, 


SINKS-—Offset drains, flat rims, 
ample capacity, sound deadening 
undercoating, accommodates standard “/% 


aA 








fittings and disposers. ‘ 

i 

t 

LAVATORIES— , 
Built-in soap dishes, D-shaped 

bowl, tapered splash 
rims, white or oe j 

pastel colors. Me F ( 

ose. bai’ j William A. Brecht of Hajoca Corp. (second from right), : 

Ask your plumber = —_ receives a plaque honoring him on his 75th birthday from C 

for specifications Frank Dowd, chairman of the CISPI committee that pre- ve 

pared the tribute. Also present were Dowd’s son, Frank E 

For further information write: Dowd Ill (left), and Mrs. Brecht. Cc} 

F 

noORRIS-THERMADOR many years active in various wholesaler associations, p 

was presented a plaque honoring him on his 75th P 

®) Corporation birthday by Frank Dowd, president of Charlotte A 

5215 South Boyle Ave. - Los Angeles 58, Calif., Dept. DE-1155 Pipe and Foundry Co. and chairman of the CISPI vi 

Leacuee s0058 | committee. The plaque read, in part: “To William 
2 
Dom 
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- Alvin Brecht, a pioneer in establishing stability in the 
soil pipe industry, a devoted leader in manufacturing, 
wholesaling, and government organizations, his life 
has been dedicated to promoting the highest ethics 
of business conduct.” 


Delco Sets New Production Record 
Rocuester, N. Y.—Delco Appliance Division of 
General Motors Corp. has announced the establish- 
ment of an all time high for production of its line of 
residential heating equipment. Paul H. Rutherford, 
general manager, said equipment during August was 
turned out at the rate of one unit every minute and 
30 seconds. The company also established a new 
record for heating product shipments during August, 
Rutherford said, far in excess of all previous peaks. 


Alabama Group Gets State Charter 
BIRMINGHAM, ALA.—The first state wide conference 
of the Alabama Roofers and Sheet Metal Contractors 
Assn. has been scheduled for November 10-12 at the 
Holiday Inn here. The association, an outgrowth of 
the City of Birmingham Roofers and Metal Contrac- 


tors Assn., came into being after out-of-town con- 





On hand for the recent American Institute convention 
were representatives of the Sloan Valve Co., Chicago. 
Shown (left to right) are J. I. Gibbons, Southern sales 
manager; J. H. Pokorny, Boston; I. H. Russell, president: 
R. J. Yost, Hartford; G. R. Chambers, Eastern sales man- 
ager: E. M. Clary, Atlanta, and J. H. Yates, Baltimore. 


tractors approached officers of the local group and 
suggested that the organization be chartered on a 
state wide basis. Herbert Chisenhall, president, and 
Jack Halfacre, conference chairman, report that all 
state contractors engaged in sheet metal work, includ- 
ing heating and air conditioning contractors, even 
though not members of the association, have been 
urged to attend the meeting. 


Gama Adds Six Members 

New York Crry—Six companies have joined the 
Gas Appliance Manufacturers Assn., bringing total 
membership to 589 companies. The new members are: 
Edgewood Mfg. Co., Baldwin Park, Calif., maker of 
circulating water heaters; Webster Valve Co., West 
Franklin, N. H., manufacturer of pressure and tem- 
perature relief valves; Star Metal Mfg. Co., Inc., 
Philadelphia, maker of food service equipment; 
American Kitchen Div. of Avco Mfg. Corp., Conners- 
ville, Ind., manufacturer of kitchen cabinets, dish- 

(Please turn to top of page 193) 
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Sell and Install 


THERMADOR 


the Electric Water Heater with 


EQUATO-RING _ 


heating element 


The ONLY water heater with 
a 10-year warranty that 


covers the heating element, 
thermostat and tank! 


* Heavy Fiberglas insulation 

* Heavy tested galvanized steel tanks 
* Adjustable thermostats 

* Durable rust-resisting finish 


* Cold water baffle 4 
* Heavy steel tank supports >~—J 
* Combined hot water trap and outlet 

Because of the superior design and quality of the Thermador 
Equato-Ring* you receive a 10-year protective policy on this finest 
of heating elements...No other electric water heater can offer 
you this unexcelled protection and proof of excellence! 

This policy assures years of trouble-free service to the user of 
these finest quality Thermador Electric Water Heaters by furnishing 
a 5-year unconditional guarantee on the tank, Equato-Ring* heating 
element and the thermostat, plus an additional 5-year pro-rated 
warranty on the entire water heater! 


* ABUNDANT HOT WATER — Plenty of hot water instantly... enough for 
an entire family. Thermador’s famous Equato-Ring* insures a constant 
hot water supply. 


* FULL TIME SAFETY —No flames, harmful fumes, or risky pilot lights. 
The accurate thermostat and the Equato-Ring* guarantee safety. 


* ECONOMICAL —The Equato-Ring* offers a scientific method of heating 
that keeps heat loss to a minimum... reduces liming and scaling in the 
tank. Heavy Fiberglas insulation cuts down heat loss. A built-in heat trap 
eliminates any waste of hot water. 

* A MODEL FOR EVERY NEED 30 to 81 gallon capacities in upright models 


* THE THERMADOR EQUATO-RING* UNIT — Consists of an element fixed 


in a surrounding aluminum jacket chamber which is firmly held under 
tension in immediate contact with the tank. The heat of the element is 


directly radiated against the tank, heating the tank wall over a wide 
area. Almost the entire content of the tank is heated and actual tests 


have shown 96 percent of tank capacity of hot water can be withdrawn 
*Trademark Reg. U.S. Pat. Office 


TABLE TOP MODELS ALSO AVAILABLE 


30 and 40 gallon table top models also available 

with acid-resistant porcelain tops. Install easily ~~ 
beside washing machine or tub in the laundry, sink 

or range in the kitchen. 


THERMADOR ~~ 


ELECTRICAL MANUFACTURING CO. 
ae A Division of Norris-Thermador Corporation 310298 


‘cscves 5119 District Boulevard, Los Angeles 22, Calif., Dept. o&-1155 
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PIPE FITTINGS 


Better Built to make up... 


SDD 


Here's a fitting that can really ‘‘take it’’ — rug- 
gedly built to stay right with the wrench from 
start to finish. So, don't pamper FANNER FIT- 
TINGS — let them take it. Ruggedness and pre- 
cision save you precious minutes on every job — 
minutes that add up to profit in your pocket. 


Because FANNER has specialized in the manufac- 
ture of fine malleable iron products for over 
fifty years Fine FANNER Fittings give you the 
clean threads, the smooth chamfering, the extra 
strength that means quicker starts and faster fin- 
ishes. FANNER malleable iron is tough, rugged, 
pressure-tight — the kind that makes ‘‘he-man'' 
fittings. Turn your pipe connecting time to profit 
by using fine FANNER Fittings on your jobs. Com- 
pare them and see! 


Write For Free Catalog 


THE FANNER MANUFACTURING CO. 
Brookside Park Cleveland 9, Ohio 


ee 
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New Illustrated Catalog 






The ROYAL 

America’s Most nd 

Popular Shower __ 
Choice of 4 Receptors 








The REGENCY 


The Ultimate 
in Corner Showers 
Terrazzo Receptors 





a Gao 





The IMPERIAL 


America’s Finest 
Choice of 3 Receptors 





New Added | Height — 80!" 


All Spartan Shower Stalls are heavy gauge 
galvanized Bonderized Steel and ure Spartan 
full length, deep groove, slip-on construction for 
extra rigidity, Ae co assembly and greatest dur- 
ability. 
Beautiful Rounded Entrances on All Spartan Showers 





Spartan Coast-to-Coast 


Warehouse Service 










on Request 


= 


New York, N. Y. 
‘Chicago, III. 









bois Hills, Concord, N. C. 
Calif. Boston, Mass. 
Kansas City, Mo. 
Houston, Texas 





() SPARTAN 
SHOWER STALL €O., INC. 


814 Meeker Ave. 
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News... continued from bottom of page 191 


washers and vent fans; Steven Mfg. Corp., Nashville, 
Tenn., maker of domestic cooking appliances, and 
Wheelco Instruments Div. of Barber-Colman Co., 
Rockford, Ill., manufacturer of combustion safeguards. 


Armstrong Furnace Promotes Calori 

CoLumsus, O.—Armstrong Furnace Co. has ap- 
pointed Jan J. Calori assistant sales promotion man- 
ager. According to an announcement by W. J. Olsen, 
president, Calori previously had been active in ad- 
vertising, commercial art and sales promotion. He 
replaces T. J. Hughes who resigned to accept another 
position. 


Dayton Pump Forms Industrial Div. 

Dayton, O.—An industrial sales division has been 
created by Dayton Pump and Manufacturing Co. 
James F. Pease will head the new division as sales 
manager, reporting to Paul S. Nix, general sales man- 
ager. The move will result in a broader diversifica- 
tion of the firm’s products, said Louis Wozar, presi- 
dent. A manufacturing program has been launched 
to adapt basic designs to industrial needs and a 
complete new industrial pump line will be developed. 
Other lines of pumps will be produced for original 
equipment manufacturers. 





Pease Calori De Fino Ourednik 


Noland Co. Shifts Five Executives 
Newport News, Va.—Several executive changes 
were announced last month by the Noland Co., whole- 
sale firm. Lloyd U. Noland, Jr., president, revealed 
that R. F. Ourednik, formerly manager of the Roanoke 
operation, has been appointed personnel director with 
headquarters at the firm’s main offices here. Carl W. 
Whaley, formerly manager at Jackson, Miss., replaces 
Ourednik at Roanoke. John W. Doggett will succeed 
Whaley at Jackson, and J. Patrick Murphy has been 
appointed manager of the Hagerstown, Md., branch. 


DeFino Takes Key Servel Position 
EVANSVILLE, INp.—Anthony J. DeFino has been ap- 
pointed vice president and general manager of the 
now autonomous air conditioning division of Servel, 
Inc. DeFino will be in charge of manufacturing, 
marketing, distribution and customer service. For the 
past six years, he has been vice president and general 
manager of Fedders-Quigan Co. of Buffalo, N. Y. 
Duncan C. Menzies, president, also announced de- 
velopment of a direct-fired 3 ton heating-cooling unit 
(Please turn to top of page 194) 
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Nw ait doesrt cost more. 
we've gH To have thio tar; 
Dek suR we owr nour kitehon. 
Oe, ~~ 


Homemakers like the modern luxury look, the satiny feel 







the forever lasting beauty of Carlton Stainless Steel Sinks 
That’s why Carlton Sinks put extra sales appeal into you | 
kitchens ... People want that permanent sparkle—know tha 
a stainless steel sink is so much easier to keep bright ant! | 
clean. And their first cost is their final cost—for Carlto 
Stainless Steel Sinks can never wear out! 


Don’t overlook the special Carlton rubberized undei 
pe coating that cuts dishwashing clatter; changes garbag 
+) disposal noise from a growl to a purr! See for you | 
self how stainless steel’s extra resilience reduces dis 
chipping and breakage. Carlton’s narrower wall bi | 
a tween twin bowls almost eliminates the splash from | 

pales swinging faucet, while the deeper (7%") bowl dept 


~ se allows up to a full gallon more water capacity. 


Special Note to Builders, Wholesalers, Architects: 

A Carlton Stainless Steel Double Sink Bow! (32"x21”) weigh 

only 17 pounds, makes installation much easier. Stainles 

steel, lighter than cast iron or porcelain on steel, saves yo 

money on shipping costs, too. Write for free Catalog 16, illus | 
trating our complete line, and send us the name of your dis} 
tributor. Sink Division, Carrollton Mfg. Co., Carrollton, Ohic| 





he bright Apol mM YOu hitehon. 


CARLTORN 


STAIN LE SS Ss Te & t. | 
























one BIG packaGeE 








ONE SMALL PRICE! 





A COMPLETE | PERCOFLASH | 
HOT WATER HEATING SYSTEM 
with BASEBOARD or 
COPPER CONVECTORS 


n~ 

















PERCOFLASH BOILER, Model # 50F with baked enamel 


WESTCOTT-ALEXANDER, INC. 





insulated Flush Jacket. PERCOFLASH Gas or gun type 
Oil Burner with three M-H controls; Field Draft Reg- 
ulator PLUS a 3 GPM Tankless Heater. 

#50F PERCOFLASH BOILER KIT includes 1” Circulator; 





1” Flo Control Valve and Air Eliminator; #10 gallon 
Expansion Tank; Feeder and Relief Valve. 
PERCOFIN *'55'' BASEBOARD or PERCOFLASH ‘“‘Instant 





Heat'’ COPPER CONVECTORS sufficient for 240 Square 





Feet of radiation. 


NO PENNY PROFITS! NO HOT AIR PROMISES! HERE'S A REAL 
5 STAR SPECIAL THAT ONCE AGAIN PROVES— 
YOU CAN'T BEAT PERCOFLASH FOR PROFIT—OR HEAT! 


the Pork docu the were 


MADISON. N. J. 


Gentlemen: I'm all steamed up about PERCOPAK. 
Send me prices and details in a hurry! 


Ne nsisicn 
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smaller in size and weight than previous models. He 
said 100 of the new units will be field-tested by co- 
operating gas utilities, and the model will probably 
be ready for mass production by the middle of 1956. 


Keckley Co. Moves to New Plant 

SKOKIE, ILL.—A new plant has been built here by 
O. C. Keckley Co. to combine its general offices and 
manufacturing facilities. The company previously had 
its general offices in Chicago and manufacturing facil- 
ities in Springfield, Il. The new one story building, 
at 3400 Cleveland St., provides 80,090 sq ft of floor 
space. The company manufactures steam and liquid 
control equipment. 


Youngstown Color Cabinet Output Up 

Warren, O.—Sales of colored kitchen cabinets will 
make up more than 25 percent of Youngstown Kitch- 
ens’ total volume this year, according to D. F. Sem- 
bach, director of marketing. At its color introduction 
last January, company executives predicted that a 
minimum of 10 percent of its sales would be in color 
units. In his statement, Sembach also indicated that 
the company’s combined sales of white and color 
cabinets are running ahead of last year. 


Culligan Sales Up 50 Percent 
NortTHBROOK, ILt.—Sales of Culligan, Inc., manu- 
facturers of water softening and conditioning equip- 
ment, have increased more than 50 percent in the first 
seven months of the year over the comparable 1954 








Among representatives of Connecticut Stamping and 
Bending Co., New Britain, Conn., who attended the re- 
cent American Institute convention were (left to right) 
Neil O’Hair, P. E. O’Hair & Co., San Francisco; R. D. Wat- 
son, Jr., and R. D. Watson, Sr., both of James A. Messer 
Co., Washington, D. C.; James D. Walsh, sales manager 
and William Macristy, president of the firm, and H. W. 
Zurier, The Zurier Co., Oakland, Calif., mfrs. rep. 


period. Harold F. Wernane, president, has reported 
that sales of soft water service units are 49 percent 
higher in this period than last year. During the same 
period, Werhane said, sales of home owned and rental 
soft water units are up 72 percent over last year. 


Hotpoint Names Contest Winners 
PITTsBuRGH—Winners in Hotpoint Co.’s $2 million 
Golden Anniversary contest held last May and June 
have been announced. Four new homes valued at 
(Please turn to top of page 196) 
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WEATHER-PROOF 
y 
FUME-PROOF 
| LEAK-PROOF 
~ FOOL-PROOF 
y 
: : Roch U l 
' ochester Universa 
O1L TANK GAUGES 
| 
) 
] 
n 
i 
. 
t 
, 
‘ 
| aes 
fe ge 
DON’T... 1. The pressure tight head is 
sealed and weather-proofed so 
Take the chance it can be used indoors or out- 
of ruining a doors. Only one type gauge 
good installation. . . needed for any installation. 
ee : 2. Head is hermetically sealed 
the best . . . You'll be making it leakproof, dustproof, 
glad you wsed a and absolutely shockproof. 
) Rochester Universal 3. Th : — kind 
it - There is no opening of any kin 
en into the tank. The dial indicator 
SOLD AT LEADING works on a magnetic DRIVE, 
WHOLESALERS giving perfect reading at all | 
EVERYWHERE p lig 
4. Safety factor far exceeds the 
requirements of the Under- 
writers. The model 3175 Gauge 
withstands tank pressure of 
200 pounds per square inch. 
¢ ( , ; | ) , , a 
MANUFACTURING COMPANY, INC. 
DIAL THERMOMETERS GAUGES AMMETERS 
| 
ROCKWOOD STREET, ROCHESTER 10, N. Y., U.S.A. | + 
yy 


Domestic ENGINEERING, NOVEMBER 1955 





CONCRETE, 
GRANITE or other 
HARD MASONRY 
MATERIAL 


“THE WORLD'S ONLY 
COMPLETE LINE OF USE woe 
CARBIDE-TIPPED 
MASONRY BITS." 





in Electric or 

Pneumatic Hammers 
IT'S A ONE MAN OPERATION 
Drill any kind of masonry, including 
hardest concrete. 
Drill any size hole from 3/16" to 
11/."" diameter. 
Drill uniform, accurate holes, with 
positive dust removal. 
FE. Drill with either Electric or Pneu- 
ea, matic Hammers. 


Available at your local Tool 
Rental, Mill Supply, or Electri- 
cal and Plumbing Jobber. 


























1 | 

| 

| CARBIDE TOOL CO., INC. : 
| 60-J Brookline St } 
| Cambridge 39, Mass ( 
| Piease send me my FREE "WHAT and } 
| HOW" Manual. j 
NAME j 
| STREET ! 
| city STATE | 
| COMPANY ‘ 
& j 

















Sure Cure for 


Water-Hammer! 
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GENERAL 


“Perma-Cushion’’ 
Water Hammer 
Silencer 


Here’s the silencer that per- 
manently stops the noise and 
damaging vibration of water- 
hammer —can’t fill up! “Per- 
ma-Cushion” catches hammer 
at the first surge . . . absorbs 
the shock in a tough neo- 
prene cylinder expanding 
against a “cushion” of 
trapped air. Pipes and fixtures 
are always protected... al- 
ways quiet. 


“Perma-Cushion” can take 
it, too! Its non-corrosive, elas- 
tic neoprene cylinder with- 
stands the heaviest pounding 
. . . regains shape perfectly 
after each surge. And the 
rugged, overall brass housing 
chamber, tested 300 Ibs., is 
permanently sealed from 
water supply ... never re- 
quires draining. 


“Perma-Cushion” installs 
easily, inexpensively, on rigid 
pipe or copper tubing; hot 
or cold water lines. Tapping 
size 1”. For full details, send 
for Folder. General Fittings 
Co., Box 151B, East Green- 
wich, Rhode Island. 


GENERAL FITTINGS 


COMPANY 


TANKLESS AND INDIRECT WATER HEATERS 
AND HEATING SPECIALTIES 


| 


News... continued from bottom of page 194 
$30,000 each equipped with the company’s appliances 
have been awarded in addition to 50 all-electric 
kitchen-laundries and thousands of appliances. Ac- 
cording to John F. McDaniel, vice president, market- 
ing, more than 348 homes with Hotpoint equipment 
have been built as a result of the contest, and by the 
middle of 1956, he said, more than 1,000 homes will 
be built. McDaniel said the contest was a major con- 
tribution toward achieving the best sales year in 
company history, exceeding the predicted 15 percent 
increase in sales. 


Bergheim Gets ARI Technical Post 


Wasuincton, D. C.—Joe H. Bergheim has been 
named technical secretary of the Air Conditioning 
and Refrigeration Institute. Bergheim, mechanical 
engineer formerly at the nylon plant of the Du Pont 
Co., Seaford, Del., succeeds John R. Schreiner, who 
has joined the advanced engineering department of 
Carrier Corp. Bergheim will serve as coordinator of 
the engineering and standards committees and as 
technical advisor. 


Coleman Reports Progress in Gas A-C 

Wicuita, Kans.—Coleman Company has announced 
that preliminary evaluation of its 1955 field test pro- 
gram indicates substantial progress has been made 
toward the development of a practical, economical 
gas-powered air conditioner for homes. Sheldon 
Coleman, president and general manager, reports 
that 40 units are now being field tested by the firm 








An aerial view of the new plant in Waynesboro, Ga., pur- 
chased by Perfection Industries Division of Hupp Corp. 
It will produce appliances for the southern market. 


and cooperating gas utility companies. Efficiency of 
the test units appears substantially higher than the 
1954 model, Coleman said, in some cases as much as 
23 percent. This increase in efficiency, he pointed out, 
is credited to a redesigned motor with a higher com- 
pression ratio, better carburetion, improving valving 
and other improvements. 


A. O. Smith Makes Expansion Move 
Mitwavkee—A $4,400,000 expansion program is 

underway at the Kankakee, IIl., works of A. O. Smith, 

Corp. The expansion will be completed by late 1956 
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and will provide 270,000 sq ft of additional manufac- 
turing and storage space, increasing present area by 
over 50 percent. The program includes the erection 
of three storage warehouses, a storage and processing 
building, a plant for manufacturing farm silos, an 
addition to the office building and the expenditure of 
$1 million in the main plant building for production 
facilities. 


M-H Control Used in Therapy Unit 


FRAZER, Pa.—A new device developed here by Hill 
Laboratories to facilitate local heat treatment for 
various diseases employs a special control system 
developed by Minneapolis-Honeywell. The treatment 
device uses heat generated by a 500 watt heating 
element and fed into a lightweight hood-like arrange- 
ment that covers any part of the body. Moist heat, 
if desired, is supplied by an electric vaporizer. The 
Honeywell control utilizes an electronic “brain” to 
regulate temperature within one-quarter of a degree 
to meet stringent requirements. 


Gas Range Sales Show Increase 

New York Citry—Domestic gas range shipments 
took a big jump upward during August, registering 
the highest monthly figure of the year, reports the Gas 
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“| promised my mother I'd take a 
shower every day.” 


Appliance Manufacturers Assn. During August 233,- 
400 ranges were shipped, compared to 179,400 shipped 
during the same month last year. This was an in- 
crease of 30.1 percent, topping the previous high for 
the year set in March. A total of 1,512,900 units have 
been shipped during the first eight months of the 
year, a 16.2 percent increase over the same period 
last year, states the association. 
(Please turn to top of page 198) 
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Say “Goodbye” to Service Calls 


rhilo fle 100° 


AUTOMATIC HUMIDIFIER 








A Unique, Original 
Principal of Operation 


No FLOAT No DRIP No CLOG 


The humidifier with the most sell- 
ing features, for more sales and 
profits, with less servicing. No 
moving parts to adjust .. . stick 
or wear out, guaranteeing years of 
trouble free service. Evaporator 
plates with patented drain clips 
that prevent water dripping. The 
easiest humidifier to install, only 
one opening to cut, fits all furnaces 
—any type bonnet. Factory guar- 
anteed for one year. 


ASK YOUR WHOLESALER hl FUEL OIL 
FOR THE NEW FILTER 


AUTO-FLO CORP., 14590 Schaefer, Detroit 27, Mich 





Please send me full information on: 
Auto-Flo Fuel Oil Filter 
Auto-Flo “100” Automatic Humidifier 





Address. one 











City. Zone State 
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PERFECT FLOAT 


NOW available 


in 2 POPULAR TYPES! 
| kt - 
Has REAL Customer APPEAL! 


Many Dealers and Customers, *« CANNOT SINK 
long acquainted with ordinary 

— ame Fem will ar the * NO SEAMS 
New Ova UGHBUOY for its 

— shape. Both the square * WO LEAK 

and e oval TOUGHBUOY 

have three things in common. * NO METAL 
They’re made of the same, light *« WQ CORRODE 
as a feather, solid plasticfoam. 

Have sales pulling power of no- * WO WEAR OUT 
vel attractiveness. And, the sell- 

ing power of efficient, life-last- 

ing dependability. —S 















Attractive Display Sells TousHBUoy 


TOUGHBUOY 3 
on sight! Sa 


Whether square or oval, 
the TOUGHBUOY Float 

splays equally well in 
the attractive carton 
shown here. The sheer 
novelty of this snow white 
product stops a prospect 
to investigate. With this 
the product practically 
sells itself. 


THE TOUGHBUOY CO. 





rs 


3051 Curtice Road, Coleman, Mich. 
Div. Robinson Industries 
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News ... continued from bottom of page 197 


Cassatt Takes York Sales Post 

York, Pa.—York Corporation has announced the 
appointment of R. E. Cassatt as manager of com- 
mercial sales. Cassatt resigned from his position as 
sales manager, Refrigeration Appliance Div., Fed- 
ders-Quigan Co. to accept his new post. Cassatt will 
be primarily concerned with supervision of room air 
conditioner sales. 


Econo Products Plans Expansion 

East Happam, Conn.—A plan to double the plant 
and production facilities of the Econo Products Co., 
Division of Viking Instruments, Inc., has been an- 
nounced. The expansion was prompted by introduc- 
tion of a new circulator and an expanded line of heat- 
ing products. The new facilities will be built on the 
present site here and will be devoted to the manu- 
facture of hot water circulators, low water cut-offs 
and other heating specialties. 


Amic A-C Units OK’d by U-L 

Lone Istanp City, N. Y.—Built-in-wall air con- 
ditioners produced by Amic Mfg. Corp. have passed 
Underwriters Laboratories acceptance tests, reports 
Eric P. Cahn, president. In discussing the significance 
of the UL seal, Cahn said builders and owners of 
apartment buildings air conditioned by the company’s 
units can be assured that the possibility of accidents 
and fire hazards has been reduced to a minimum. 


Rheem Supplements Ad Program 
Cuicaco—Rheem Mfg. Co. has scheduled a cross 
country network of daily newspaper advertising on 
its Rheemglass water heaters, it was announced here 
by Vearl J Heinis, general manager of the Rheem 


Republic Steel —_. 
Kitchens has an- ea = a . 
nounced a special N _ 

fall promotion & » 
centering around _ mess if 

its 36-in.,, twin f ‘ 
bowl stainless i 
steel sink and a “iff 6 
matching stainless —_— p 

steel cart. 


Products Division. Markets covered by the news- 
papers receiving these ads were selected according 
to the distribution pattern of the heater, Heinis said. 
Each national newspaper ad will be accompanied by 
10 or more dealer ads, he added. The newspaper ad 
program supplements the current advertising sched- 
ule, Heinis said. 


Whiton Heads Cerebral Palsy Group 
New York City—Louis C. Whiton, president of 


Prat-Daniel Corp., has been appointed chairman of 
the executive committee of the United Celebral Palsy 


(Please turn to top of page 200) 
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close coupled 
washdown combination 
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No. 5172 . 5162 
for 12” roughing in for 10° “roughing in 





High Quality Vitrecus China 


oe 


“revelation | a 





This identifying mark cast on PRIER products—not just an initial, but the name 


ww and address—is your guarantee that only the finest materials have been 
s >, fashioned by the most skilled workmen into a finished product that 
s cA has been thoroughly tested and inspected. 
= o 
= 2 PRIER stands fully behind the materials and workmanship 
= = 


of every PRIER product. And we prove it by clearly and 


permanently identifying every single one. 


‘PRIER BRASS Manufacturing Company 


7801 Truman Road, Kansas City, Missouri 
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Peerless 
oversize trapway 


tested with 
standard golf ball! 


Finest pure white vitre 
ous china. 


Peerless 4-bolt tank con- 
nection — simplest, 
strongest, most durable. 


Easy to install — ne 
clamps or rods to mis- 
place. Quick, easy align- 
ment. 


Rubber gasket and re- 
silient washers for leak- 
proof cushion fit. 


o. 5182 
for 14” roughing in 


SEND FOR THE PEERLESS CATALOG 


PEERLESS POTTERY, INC. 


Evansville 12, Indiana 


since 1902 


NOW! A SAFE, 
POWERFUL 
SEWER & DRAIN 
CLEANER! { 

EASY-TO-USE “a 


““SEWEROOTER”’ 


Electric Sewer & Drain Cleaners! 

















55 





Domestic ENGINEERING, NovemBErR 1955 








The most stubborn jobs yjeld big profits to the 
rugged dependability of a SEWEROOTER! 
It’s quick and easy, and more important, 
SEWEROOTERS are economical to operate! 
Send coupon for FREE data on these profit- 


making masters! 

(LEFT) Actual size %"’ patented FLEXICORE WIROPECENTER 
Snake used on Senior Models . . . highest grade spring steel 
tightly wrapped over piano steel wire rope, adds strength and 
Prevents breakage. GUARANTEED FULL YEAR against defects 
Also available in %"’ size for Senior Models. 


WRITE TODAY FOR COMPLETE INFORMATION! 
GENERAL WIRE SPRING CO. 


AVMNAMAAVASVAASsVSsSsSssBBssssssasassasy 


906 SARAH ST. MAIL 
PITTS3URGH 3, PA. TODAY!» 
« 

Send me your literature on these ¢ 

$l and other profit-making sewer y 

2 and drain cleaning tools! , 

4 

NAME: ‘ 
FIRM NAME: 6 
ADDRESS: ‘ 
CITY: STATE —_ . 


SBRABABSVABSBSBBBBBBBBeaSSBBB Bd 
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GOOD ADVICE 


(from a guy who counts) 





“T’m Andrew Pawlak . . . I’ve been with the 
same plumbing outfit for 18 years. Nobody ever 
asked me for a testimonial before—although I 
smoke the cigarettes that taste best to me, and 
I’m a man of distinction in my own family. 
But, now that you ask me about pipe vises, 
let me tell you something. I don’t give a darn 
how a vise looks in the advertisements—all I 
want to know is will it do its job fast . . . and 
will it hold up? Well, I’ve tried ’em all, and since 
no others have the “‘automatic-adjust”’ feature 
except Erie Pipemaster—there’s no use think- 
ing of any other vise. With Pipemaster, I can 
adjust from %” to 2!%” pipe automatically— 
and it lets me clamp with less than one turn of 
the screw. Well, this one’s for me!”’ 

Andy knows what he wantsand 
gets it with Pipemaster’s com- 
pletely redesigned line of hand 
pipe tools—wrenches, cutters, 
vises, vise stands. Try them, 
all parts of all Erie Tools are 
factory job-tested and uncon- 
ditionally guaranteed. At your 
supply house or write: 








cric ERIE TOOL WORKS 


( J ERIE, PA., U.S.A. Pe 
FiPEMASTER IN CANADA—ETF TOOLS Ltd. St. Catharines, Ont. 
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News . . . continued from bottom of page 198 


Research and Educational Foundation, according to 
a recent announcement by Jack Hausman, president 
of United Cerebal Palsy. Whiton is also executive vice 
president of UCP. In the announcement, Hausman 
explained that UCP’s new Research and Educational 
Foundation will seek to develop additional support for 
research into celebral palsy, and for additional grants 
for the training of specialists in the field. 


Fedders-Quigan Fills Two Sales Posts 

BurraLo, N. Y.—Fedders-Quigan Corp. has an- 
nounced the appointment of Edward Becker, former- 
ly New York district sales manager, as sales manager, 
refrigeration division. In another top level adminis- 
trative change, U. V. Muscio will assume additional- 
ly the interim duties of vice president in charge of 
sales. 

The appointments were prompted by the recent 
resignations of Robert Cassatt and Anthony J. DeFino. 


Harvester Drops Cooling Equipment 

Cutcaco—lInternational Harvester Co. has discon- 
tinued production of its refrigeration and air con- 
ditioning equipment. John L. McCaffrey, president, 
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“I'd like to look at a washing machine.” 





said the plant and property of the refrigeration divi- 
sion has been sold to the Whirlpool-Seeger Corp. 
Commenting on the sale, McCaffrey said Harvester 
“either had to devote large sums of capital to broaden- 
ing its refrigeration and air conditioning line so that 
it could produce a full line of household appliances 
or discontinue the activity.” Arrangements for servic- 
ing the discontinued products have been made. 
(Please turn to top of page 203) 
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ia IT’S BRAND NEW! 


ts GENERAL “200” HUMIDIFIER 


Unit Type For Warm Air Furnaces 
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A Easiest of all humidifiers to install — just paste paper tem- 

ie plate to sheet metal, cut hole indicated on template, and 

—_ slip the assembled unit into the hole. Two wing nuts allow 

ai leveling in a minute. Exclusive HYDRO-FLOW REGULATOR iietaetiieieitines Gentens 

“" controls water flow. Will not lime, stick, or cause trouble are one unitl 

a in any way. Porosil evaporating plates provide better colend Rete af rio hom 
capillary action for greater evaporation. Built-in strainer — ee &- 

— filters out any dirt particles. SIMPLEST of them all to tion! 

= ores | eee eo 
This new addition to the General line enables you to fit the BUILT-IN diophrogm con- install, no tapping into 
humidifier to the job — gives your customer a choice of See An Te Se Sree 

nt ym: 250 ee humidifies without the use of evapo- Write te tame in. YOU Sell With Assurance 

in plates or the one-piece Model 200. No other humidifier CEre fer Ferte i dae lle BE 

ai. line gives you this choice. Use General Humidifiers every aaares reaiglenenss pnieenaliadnaaliats 71), ¥) 

ant. time for a “long time” satisfied customer. subhen. ? ' { 

ANOTHER : ie be 43800 Grand River Avenve 
] OUTSTANDING ’ G E NE RAL Fl LTE R s Ff j Aa Cc @ Novi, Michigan 
7 PRODUCT OF : IN CANADA: Canadian General Filters, itd., 39 Crockford Blvd., Scarborough (Toronto 16), Ontario | 
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7 HEYOEN 


soe | oT DUAL BULB PROPORTIONING 
Cupply Air Control 


SHOCK ABSORBERS 










For applications where 
large quantities (fixed 
amounts) of outdoor | 
air must be supplied at 
comfortable tempera- 
tures —— paint spray 
booths, manufacturing 
areas, etc. 








Outdoor bulb compen- 
sates for shift in con- 
trol point common to 
wide droop proportion- 
ing control — shifts 
supply air temperature 
higher in cold weather 





i 


BEAT TOUGH INSTALLATION PROBLEMS 


... With a Heyden Liquid Shock Absorber. This light- 
) weight, compact unit can be installed in any position 
... uses minimum space... protects against, hammer 
and hydraulic shock of quickly closed valves or faucets. 
Standard bushings permit installation on all systems. 
5 sizes are available. 
Foolproof protection and service are assured 




















@ Graduated external 
adjusting knob may be 
locked into position 
with Allen wrench 


e@ Control motors and 
dampers used with Pro- 
portioning Dual Bulb 
supply air control are 
sized for individual job 



















vi- : : 
: by the exclusive Heyden design requirements, building @ Coiled air bulb assures 
- feature... outs 6 pets type, and voltage avail- proper temperature of 

7 TeaSm @ants c c = 
5 NO MOVING METAL PARTS sootone air at fan discharge 

a For full information send for Bulletin 38, 
iat S. Morgan Smith Company, York, Pa. Consult nearest Field Office or write... 
eS 
ic- 


FREE DISCHARGE 
VALVES 






Barber-Colman Company 
Dept. W, 1308 Rock Street, Rockford, IIlinois, U.S.A. 


COMTROLLABLE- 


S. MORGAN SMITH CO. 
RE ‘ RETRY ue” 
a al —- —_ one 


ntCH 
SmiP PROPELLERS 
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NEW 
RV METALBESTOS 


SAVES TIME 
AND TEMPERS 






How many times have difficult 
gas appliance vent connections 
cost you valuable time—and 
tried your patience? Well, now 
you can forget those times. . . 
with the exclusive new 

RV Metalbestos adjustable 
elbow. Its 90° full-circle 
adjustment assures accurate 
alignment. And it’s just one 

of the many new money-saving 
RV features— just one more 
reason why you should install 
Metalbestos for an economical 
job well done. 


ROUND VENT 
90° ADJUSTABLE 
ELBOW 





Sg, METALBESTOS no 








Stocked by principal jobbers in major cities. Factory warehouses | 
in Atlanta, Dallas, Philadelphia, Des Moi 
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Chicago, New Orleans | 











FAST ACTING | 
SIMPLE TO INSTALL ; ’ 
USTMENT 

EXTERNAL ADJ \ 

PLUS , f 

onR , 

MERC | 

CONTACT- n 

- SEALED MERCURY a 

r 

G AINST 4 i 

PROTECTION Ae IROSION : 

pusT—DIR : , 
=a 

: y 

: a 

° c 

TYPE 437 IMMERSION : ; 

° s 

TEMPERATURE CONTROL : 

: t 

° 1 

: 

‘ 

_ q 

° s 

Visible operation at all times : S| 
You can always tell at a glance e 

ma switch circuit is “on” oF . p 

“ fe 

“ iT 

4 oO 

For horizontal mounting ¢ Separable mounting well ¢ fi 

facilitates removal of control without draining system ¢ $ 4 

Operating range is quickly set by means of external : p 

adjustment without the use of tools e Visible calibrated : tl 
‘dial permits reading of temperature settings ata glance ¢ 

e 3%” case « %” |.P.S. connection. : k 
Ranges 80-240°F., 40-200°F. * Available to open or close * 

ce) 

circuit on temperature rise. Y e 

Instrument is fastened to sepa- ir 

rable well by hexagon head le 

screw ''G'' and the attached St 

clamp "'J". Loosening screw - 

é 
"G" releases clamp ‘‘J" to 

drop down in slot ''H" releas- b 

ing instrument. ‘'K"’ bimetal W 

operating coil. '"W" sepa- e 

rable well. : 

i 

WRITE FOR BULLETIN NO. 28 b 

BETTI) THE MERCOID CORPORATION, 420] BELMONT AVE., CHICAGO, ILL w 

NEW YORK: 205€.42nd ST. PHILADELPHIA: 3137 N. BROAD ST T 
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News .. . continued from bottom of page 200 


Worthington Expands Sales Force 

Harrison, N. J.—A new program for increasing 
Worthington Corp’s air conditioning and refrigeration 
field sales and engineering force has been announced. 
Increases in personnel also have been announced for 
the company’s export air conditioning operation and 
merchandising, sales training, application engineering 
and service departments of the division. To accom- 
modate the expansion, the division will soon move 
into new office and manufacturing facilities recently 
purchased in East Orange, N. J. The new facility has 
been named the Ampere Works. 


M-H Wins Direct Mail Award 

MINNEAPOLIS, Minn.—For the sixth consecutive 
year Minneapolis-Honeywell Regulator Co. has won 
a top award in the “best of direct mail advertising” 
competition sponsored by the Direct Mail Advertis- 
ing Assn. A. O. Dietrich, sales promotion manager, 
said the award was given specifically for the com- 
pany’s direct mail advertising in behalf of its elec- 
tronic moduflow temperature control system during 
1955. The advertising was judged outstanding in 
creating more effective sales contacts. 


Servel Improves Financial Status 

EVANSVILLE, INp.—Sales of Servel, Inc., for the third 
quarter ended July 31, were slightly lower than the 
same period of 1954, but costs were also reduced, re- 
sulting in a smaller loss than last year. Sales of all 
products for the three morith period were $21,069,388 
for a net loss of $1,126,361—less than half of last year’s 
loss for the same period. For the first nine months 
of the fiscal year, losses were reduced by $2,278,740 
from the loss of $5,319,437 for the corresponding 
period of 1954. Refrigerator sales were up 53 percent 
in May, 5 percent in June, 59 percent in July and 111 
percent in August over the same months last year, 
the company reports. 


Rheem Launches New Sales Contest 

Cuicaco—Trips to Paris and Bermuda are being 
offered as top prizes in a new contest for dealers 
and wholesalers announced by Rheem Manufactur- 
ing Co. Theme of the contest, which was launched 
last month, will be current successes by salesmen in 
selling the company’s line of water heaters. Details 
are being furnished in advertising and special con- 
test brochures. 

Salesmen will relate profitable sales experiences 
by completing the statement, “I like to sell Rheem 
water heaters because,” in 25 words or less on special 
entry blanks. Judging of the entries on the basis 
of sincerity, aptness of thought and originality, will 
be done by Reuben H. Donelley Corp. Winners will 
be announced by January 1, 1956. 

Overseas vacations will head the list of awards 
while runners up will receive such prizes as color 
TV and room air conditioners. 

(Please turn to top of page 204 
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MEMBER CAST IRON 
SOU PIPE INSTITUTE 


)MERVILLE 


IRON WORKS 


GENERAL OFFIGES: FIRST AMERICAN NATIONAL BANK BUILDING, 
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As bright as a rainbow and modern as tomorrow... 


Selfridge fiber glass laundry trays add a new note of 
color and styling to any work area. Available in four 
decorator shades . . . mint, canary, coral and dawn. . 
and in single, double and triple unit combinations . 
they meet every home requirement for both beauty and 
utility. Built to last a lifetime, yet attractively designed 
for maximum appeal, Selfridge trays install easy, sell 
fast. Details upon request. 


NON-POROUS...EASY TO CLEAN 
Impervious to soaps and detergents, the 
rounded-corner design presents an 
unbroken, smooth surface that stays bright 
and clean. 


ONE-MAN INSTALLATION 

The double unit model weighs only 47 Ibs. 
including stand, is shipped partially 
assembled, can be readied for connection 
in a few minutes. 


LIFETIME CONSTRUCTION 

Supported by a metal base to insure ample 
structural strength, the fiber-glass-rein- 
forced Selfridge tray can’t chip or craze. 
Adjustable legs. 











DEPT. A + S606 EUCLID AVE. 
CLEVELAND 3, ONO 


SOLD THROUGH PLUMBING SUPPLY WHOLESALERS ONLY 


| 


| 
' 
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News . . + continued from bottom of page 203 


Lennox Ads Push Year-’Round A-C 


MARSHALLTOWN, IA.—Lennox Furnace Co. has an- 
nounced a fall advertising program designed to pre- 
vent a seasonal slump in the air conditioning business 
of its dealers. The program consists of two- and four- 
color spreads in the fall issues of a number of con- 
sumer magazines pointing up the advantages of year 
around air conditioning. The firm also reports in- 
creased sales attributable to its earlier consumer ad 
program stressing the “Who says central air condi- 
tioning is a luxury?” theme. 


McGraw A-C Div. Names Greenway 

ALBION, Micu.—Lonergan Mfg. Division of McGraw 
Electric Co., has appointed Rowland B. Greenway 
as product sales manager for the new air conditioning 
line being brought out this fall. Greenway, who 
formerly was regional manager of R.C.A., will be 
working with the national sales organization re- 
presenting the division and Bersted Division of Mc- 
graw Electric. 

A joint general sales meeting between the two 
divisions was held here last month at which products 
of both divisions were presented to members of the 
sales organization. 


Carrier Annual Report Wins Award 

Syracuse, N. Y.—Carrier Corp. has been judged as 
having the best annual report of the air conditioning 
and refrigeration industry for the fourth year in the 
fifteenth annual survey of Financial World, national 
weekly magazine. The bronze “Oscar of Industry” 
was presented to Cloud Wampler, chairman and pres- 
ident, at the recent annual awards banquet at the 
Hotel Statler in New York. A total of 5,000 annual 
reports were considered this year in the international 
competition and 1,895 qualified for the final screen- 
ing. In the air conditioning and refrigeration classifi- 
cation Worthington Corp. was runner-up for top 
honors, while York Corp. placed third. 


Coleman Names Sales Contest Winner 

Wicnita, Kan.—The winner of Coleman Company’s 
national dealer training and sales contest, Kenneth 
A. Bradley of Nelson & Small, Inc, Portland, Me., 
was awarded a new Buick convertible at the com- 
pany’s headquarters here. Bradley won the grand 
prize after 13 weeks of competition with 300 other 
distributor salesmen. W. C. Coleman, 85-year-old 
founder of the company and chairman of its board, 
and C. L. Burrows, sales vice president, made the 
presentation. The second prize, a $500 defense bond, 
went to Laurence Felker, a vice president of Robert 
Barclay, Inc., Chicago. 


National-U.S. Names Personnel 
JOHNSTOWN, Pa.—National-U. S. Radiator has com- 

pleted the organization of its Heating and Air Con- 

ditioning Division, reports J. Roy Knox, divisional 
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‘ vice president for sales. Knox announced the appoint- 
ment of C. H. Austin as his assistant. Departmental 
sales managers also were named including R. S. 
Doherty as manager of Packet and Super-Pak sales; 
H. J. Muhlitner as manager of heating accessories, 
to be assisted by W. C. Callihan; S. Moroh as manager 
of the air conditioning and warm air section with 
W. H. Schanhite in charge of distribution; R. O. 
Shelkey as manager of finned surface heating prod- 

ucts, and J. P. Bird as chief 

of sales and price analysis, 

assisted by D. A. Hamil- 

ton and A. J. Ellerbrun. 
Also announced was the 

transfer of Edmund J. 

Grady, newly elected vice 

; president in charge of the 

Grady Gibb Pacific Steel Boiler Divi- 
sion, from Detroit to new headquarters here. This 

completes the transfer of this separate sales divi- 

sion. Henry M. Gibb has been appointed sales man- 

ager. 





Names in the News 





Minneapolis-Honeywell Regulator Co., Minneapolis, 
Minn.—A. Lachlan Reed has been named director of 
industry-education relations. 


Whirlpool-Seeger Corp., St. Joseph, Mich.—As di- 
vision officers: Laundry Equipment Div., C. E. Mor- 
genstern, product manager; John Engelhardt, as- 
sistant product manager; E. C. Reiner, sales man- 
ager, and Franklin T. Grimes, sales promotion man- 
ager; Refrigeration Div.,-Evans T. Morton, product 
manager; Range Div., Thomas Bartley, sales mana- 
ger; and Air Conditioner Div., Thomas Ford, product 



































“Now, now—let’s forget our fear of mechanical 
gadgets for a minute.” 


manager; Joseph B. Ogden, sales manager, and Rich- 
ard Sierk, sales promotion manager. 
Harry Kane as sales manager of the field sales or- 
ganization, Harper R. Dowell as eastern regional 
(Please turn to top of page 207) 
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Uolo- HOMES SPECIFY 


SYMMONS SAFETYMIXbecause 


e en ; 


SAFETYMIX 


Symmons SAFETYMIX shower valves keep shower 
temperature constant, even with pressure fluctua- 
tions up. to 85°,. With SAFETYMIX there are no 
sudden scalds . . . or chills. When either hot or'cold 
water fails, flow automatically shuts down. 


y 
ons i 


Write for catalog and prices 
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Leaky Faucets 
Can Cost you Money 
...and Customers / 


Disgruntled customers are just bad business. But leaky 
faucets don’t have to be the cause. Chicago Faucets 
— today’s most wanted faucets — have a record of 
dependable, trouble-free service that is unsurpassed 
by anything of their kind. With but occasional re- 
washering, they stay leak-free for years and years. 
They close with the pressure, not against it, lessening 
wear at the spot where leakage normally occurs, 
and assuring easy operation. If ever necessary, the 
standard operating unit, in whole or in part, can be 
replaced as easily as replacing a light bulb. The 
good will you build with each Chicago Faucet will 
pay off in business for many years to come. 


THE CHICAGO FAUCET COMPANY 


CHICAGO 39, ILLINOIS 





Chicago Faucet Products are distributed 
through the plumbing trade exclusively. 
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This Completely NEW 


KOLLMANN K-50 


is the handiest tool made 


ii 


for cleaning lines from %' to 3 





Exclusive Finger Tip Clutch assures 
instant starting of stopping of 
%” cable and operates brake 
on 4“ cable adapter to check 
Over-renning of drum. 








Sink Waste Adapter. 






6-foot Guide Hose en- 
closes sectional °.“ 
cable to end whipping 
or backlash. 





Electrically oper- 
ated forward-stop- _., 
reverse switch. 










'. H. P. 110V repulsion-induction 
motor for years of hard service. 





Weighing only 30 easy-to-carry pounds, the Kollmann 
K-50 is the most versatile and efficient small-line cleaner 
ever designed. The K-50 basin snake adapter clamps to 
the guide hose mounting in a few seconds and spins up to 
25’ of %” snake right through the basin plug. Remove the 
adapter, attach the guide hose and you're ready to handle 
as much as 100 feet of %” sectional cable for cellar drains, 
downspouts, supply lines etc. The high speed (500 R.P.M.) 
does a fast and complete cleaning job through any combi- 
nation of traps and bends. 

You can take a K-50 with sink 
waste adapter into the cleanest mod- 
ern kitchen . . . open the drain with- 
out tearing out the trap and leave 
the place spotless ... all in a matter 
of minutes, And it's just as handy for 
drinking fountains, bath tub or basin 
drains, toilets or urinals, 














With ¥%” sectional cable you're 
ready to make short work of clear- 
ing cellar drains, downspouts or 
supply lines for as much as 100’ 
. ++ no matter how crowded or 
cluttered the work space is. 





Kollman cleaners have always been top profit makers for 
master plumbers and drainage specialists. Ask your jobber 
for a demonstration or write for the complete line catalog. 


KOLLMANN MFG.CO. « ERIE, PA. 
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Names .. . continued from bottom of page 205 
manager; as district managers, Frank Hogan, New 
York; Joseph E. Conrcy, Boston; Henry Mittlehauser. 
Hartford; Paul LaRoche, Washington, and S. L. Faust, 
Pittsburgh. 

Riley N. Stone as southeastern regional manager; 
as district managers, James K. Russell, Atlanta; Wil- 
liam Nelson, Richmond; Austin Schullstrom, Bir- 
mingham, and J. N. Edmonson, specialist, ranges. 

Walter Summers as midwestern regional manager; 
as district managers, Robert Champion, Chicago; 


James Walker, Cleveland; Robert Armbruster, St. | 


Louis; Ernest Keller, Detroit; Ralph Carlson, Minne- 
apolis, and as specialists, G. E. Bagley, ranges, and 
John Seippel, air conditicners. 

James Baxter as southwestern regional manager; 
as district managers, Charles Green, Denver; Bernard 
Collins, Kansas City; and as specialists, William How- 
ard, laundry equipment, and W. F. Robinson, ranges. 

Peter Prussing as western regional manager; as 
district managers, Frederick C. Stevenson, Los An- 
geles, and Thomas C. Streight, Seattle. 

As members of the management staff, distribution. 
Thomas J. Lounsbery, sales promotion coordinator; 


Raymond Muldoon, advertising coordinator, John | 
Floyd | } 
and William | 


Hennes, co-operative advertising manager; 
Fitzsimmons, convention manager, 
Schragle, advertising production manager. 
Maxwell L. Wood, sales department 
Lawrence Kurth, sales administration manager, and 
Gerald Harvey, assistant sales administration mana- 
ger. Louis Snyder, sales training manager; Howard 
Fairman, sales training manager, laundry equipment; 
Sterling Beck, sales training manager, ranges, and 
Carl Garland, sales training manager, materials and 


controller; 
















ON FARMS, IN HOMES... 


Be the DRESSER way 


| ae te 1-) ae 








Dresser Compression Fittings a) 






quick to install, leakproof, resis 






ant to vibration. Ideal on vacuu 






lines for milking machines (left 






. or on pumps (below) an 









other water system or air cor 






pressor equipment, furnace pi 






ing and drier installations. 




















| 
| 
| 





supplies. 
Robert J. Criddle, builder sales manager; David J. 
Herman, utilities sales promotion manager, and 


Marcia Mead, home service manager. Russell Minges, 
assistant market research manager, and Robert Paul, 
market analyst. 

Ellsworth W. Simms as general manager of the 
Hamilton, O., Estate division. 

As distributors, F. C. Hayer Co., Minneapolis, Minn., 
in North Dakota, all of Minnesota except eight coun- 
ties in the southwest, 12 counties in northeast South 
Dakota, and 23 counties in northwest Wisconsin, and 
Warren Radio Supply Co., Sioux Falls, S. D., and 
Sioux City, Ia., to replace Reinhard Brothers, Inc. in 
29 counties in eastern South Dakota, eight counties 


in southwest Minnesota, and four counties in the 


southwest corner of Iowa. 


Universal-Rundle Corp., New Castle, Pa.—George 
F. Steck as district manager of the new St. Louis 
district sales office to serve North and South Dakota, 
Minnesota, southern Illinois, Kentucky, western Ohio 
and all but the northern most sector of Indiana. 


Kritzer Radiant Coils, Inc., Chicago—As Canadian 
representatives, M. A. Stewart & Sons, Ltd. in British 
Columbia; J. R. Stephenson, Ltd. in Alberta, Sas- 
katchewan and Manitoba; Glenco Products in On- 

(Please turn to top of page 209) 
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Whatever piping jobs you're called on to do, Dresser Couplit 
and Compression Fittings provide easier, surer, more troub | 
free installations for gas, air, water, oil and other flui | 

For they eliminate all the pipe threading, exact fittir 
soldering, flaring or caulking jobs that take so much tit 
With Dresser Fittings, no complicated operations are 
volved! You merely tighten them with a wrench. And you 
sure of bottle-tight, flexible, permanent connections . . . e 
to take off for service, maintenance or transfer. 


‘ 


Style 65 Fittings are available in sizes from 36” to ¢ 


Style 38 Couplings to 12” OD and larger. 


SEE YOUR LOCAL PIPING SUPPLIER TODAY 


(i ' for the complete Dresser line of 
) couplings, ells, tees, adapters, etc. 


Coed aa & 


Dresser Manufacturing Division, 79 Fisher Ave., Bradford, P 
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AROUND THE CLOCK DELIVERIES 


Bring you prefabricated ducts and fittings ... 
when you want them at prices you want to pay 





Rapid, nation-wide delivery service by Char-Gale’s own 
fleet of trucks means prompt movement of Char-Gale 


Backed by 300,000 Sq. Ft. of Productive . ‘ 2 
products direct to you. It reduces your inventories to 





Capacity. From the huge Char-Gale factory, 
you can be sure of adequate supplies of the 
following items: 


Aluminum Fittings *Aluminum Pipe and 
Elbows *Aluminum Sheets *Galvanized 
Fittings *Galvanized Pipe and Elbows 
*Galvanized Sheets *Complete Small 
Pipe Systems; both Aluminum and Gal- 
vanized *Seamed Heat Tubing *Button 
Lock Heat Tubing *Humidifiers *Rain 
Goods *Registers—Complete Line, both 
Perimeter and Conventional, including 
Floor Diffusers *® Baseboard Diffusers in 
2, 4 and 8 foot lengths. 








save you money and space. And you benefit from order- 
ing mixed truckloads. 
Ask about the extra-capacity Gale-Aire 41/2” System. 


a 




























| UOLLASED t  WUa 
in your HOT WATER GENERATOR 


Here is a Hot Water Generator that will give you 


TAN KS the maximum in efficiency! More hot water at less 
Operating cost. Quality of constructions is your 
SMO KESTACKS assurance of the maximum operating efficiency 
from your FINNIGAN equipment. Adaptable to 
PIP] NG any type operation—built to your specification in 
capacities from 66 to 5,000 gallons, FINNIGAN 
WATER HEATERS Hot Water Generators are made from the fase 
BREECHING ing element. They are equipped with la ree size tap 
pings which can be bushed to fit any jo 
PLATE WORK 





BOILERS 


Call, wire or write today for fur- 
ther information , . . there is no 
obligation. 

4108 C. ST. LITTLE ROCK, ARK 


41 £. 42nd ST. NEW YORK 17. NY 


1425 ELIZABETH AVE. CHABLOTTE N.C 
T JACKSONVILLE 4, FLA 


| omen te) Gr ehh lelibaiel, emis © 


4431 MAPLE AVE DALLAS 9 TEXAS NW. WASHINGTON, D 
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| and styles . . 


BRAND 


Highly Efficient and Dependable 
| ALUMINUM FINNED 


‘COPPER TUBE 


For All Wall Radiation Jobs 


AIR-FOIL FINNED RADIATION 
is tailor made to fit your require- 
ments for any and all installa- 
tions. Available in various sizes 
. both sloping and 
flat top. Louvers are standard. 
Special length enclosures up to 96” 
supplied without extra charge. The 
high efficiency rating of Radiant- 
Ray installations assure you and 
your customers top-most satisfac- 
tion. For prestige-business build- 
ing, use Radiant-Ray AIR-FOIL 
FINNED RADIATION. 


Below: Airfoil return system, valve turn 
| Off, custom fit enclosure with sloping top. 













REG. U.S. PAT. OFF. 












Above: 
Close up view of AIR- FOIL ALUMINUM 
FINNED COPPER TUBE 





- radiant ray 


RADIATION, INC. 
P. O. BOX 64 
NEWINGTON, CONN. 
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Names . «. continued from bottom of page 207 


tario and Quebec, and H. Avard Loomer & Co. in 
New Brunswick, Newfoundland and the Maritime 
Provinces. 


Servel, Inc., Evansville, Ind— William H. Schrader 
as vice president in charge of finance to succeed 
Rudolph Schnakenburg, who has retired. 


The Humphreys Mfg. Co., Mansfield, O.—Edward 
J. Colley & Associates, Inc., as representative in 
northern New Jersey. 


Superior Valve & Fittings Co., Pittsburgh—Ray- 
mond J, Talty as midwest district manager to replace 
William W. Sauter, who has resigned. 


The Mammoth Furnace Co., St. Paul, Minn.—James 
F. McEntee as manufacturers’ representative in north- 
eastern New Jersey, Manhattan, the Bronx and West- 
chester county in metropolitan New York City. 


Dominion Poly-Products Corp., New York City—As 
manufacturers’ representative, Harry G. Johnson in 
Wisconsin, Indiana, Illinois, and St. Louis, and Joseph 


E. Capen in Ohio, West Virginia and Kentucky. 


Rockwell Mfg. Co., Pittsburgh—Donald C. Morgan 
as central regional sales manager to replace Carl C. 
Moore, who has retired. R. V. Burnette succeeds Mor- 
gan as Chicago district sales manager. 


Drayer-Hanson, Inc., Los Angeles—Lloyd Back- 
strom & Co., as manufacturers’ representative in 
Washington and Oregon to replace George E. Mead 
Co. and Mead & Associates. 


Young Radiator Co., Racine, Wis.—John J. Sidwell 
as district sales manager in charge of the new Chi- 
cago district office. 


The Heil Co., Milwaukee—Michigan Heating Sup- 
ply Co., Dearborn, Mich., as wholesalers in south- 
eastern Michigan. 


Philco Corp., Philadelphia—Franklin L. White as 


manager of the Air Conditioning Div. 


Chicago Nipple Mfg. Co., Cicero, Ill.—Macbeth As- 
sociates as representative in New York State, with 
the exception of metropolitan New York City, and 


Erie, Pa. 


Iron Fireman Mfg. Co., Cleveland—R. K. Handley 
as director of manufacturing for all plants in the 
United States and Canada. 


Airtemp Div., Chrysler Corp., Dayton, O.—Edward 
D. Farrell as St. Louis room air conditioner district 
manager to succeed Lloyd W. Wicklund, who has 
been named supervisor of room air conditioner ad- 
vertising and sales promotion. 


(Please turn to top of page 211) 
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smoothly, no chatter. F 


outlets—and holes in she 


More for your money 


LonGrip 


5 long straight flutes 
ream clean, easy to control. 





Extra Fast... 


..,@asy...pipe reaming 
with this self-feeding 


rl Beal 
Spiral... turns into the work 
Ritaip heat-treated cutting edges 


mean clean reaming, extra long 


service. Quick enlarging of conduit box 


2-S at your Supply House. 












amous 








et metal. 
—buy the 










for power 


hand reaming..- 
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T. 


Quality... 


at competitive prices _ 


ee 


APPEARANCE — Second fo None 

EASY INSTALLATION — No Cufting 
SUPER-FIN ELEMENT — Original & *Patented 
INDIVIDUAL PACKAGING — No waste 
ASSEMBLED UNITS — Lower labor cost 
IDEAL CRADLE HANGERS — No noise 

WHITE FINISH — No painting required 
CONTROLLED HEAT — Damper “slips-in” 


Efficiency plus Appearance 


Heating Contractors, Architects and Home Owners 
can now have this deluxe, forced hot-water heating 
system, designed and built to the highest standards 
of efficiency and appearance, plus simplicity of in- 
, stallation without the 

penalty of high cost. 


@ NEW 


e Vell ia NAG 


COVER ASSEMBLY 


Ideal for Kitchens and 
Baths — they fit into the 
picture of todays sparkling 
new interiors perfectly. 


Canadien Distributor 
L. Livingston & Sons, Ltd. 
73 Main Street, East 
Hamilton, Ontario 
write, wire or phone 
for complete information! 


a), SPI-ROL-FIN cone. 
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133 GREENWOOD AVENUE PEQUANNOCK, NEW JERSEY 
Telephone TERHUNE 5-3352 











Wouldn't you like to handle more heating jobs 
in less time—and make more money? 


Many contractors do = using 


MiccoR Standardized Fittings 


Here are four reasons why: 


1. Milcor Standardized Fittings cost less 
than hand-made fittings. You can esti- 
mate a job low enough to get the busi- 
ness and still make a nice profit. 

. Milcor Standardized Fittings are uni- 
form and interchangeable. You can use 
them even on the toughest, most com- 
plicated jobs and save time all along 
the line — on estimating, layout, and 
installation. 

- Precision fit and quick-assembly fea- 
tures speed up installation, help you 
cut costs. And you get good-looking re- 
sults that are a credit to your shop. 

. With Milcor Standardized Fittings, you 
can spend more time selling and plan- 
ning and less time in the shop. 


Does that sound like the gravy train? Well, 
hop on! Prices and further information on 
Milcor’s complete heating line are available 
from the nearest Inland Steel Products Com- 
pany branch below, or your heating jobber. 


Alam@asntzge 


i 
“INLAND STEEL PRODUCTS COMPANY 
oe 


4047 WEST BURNHAM ST. © MILWAUKEE 1, WIS. 


BALTIMORE 5, MD., 5300 Pulaski Highway — BUFFALO 11, N. Y., 
64 Rapin St. — CHICAGO 9, ILL., 4301 S. Western Blvd. — CIN- 
CINNATI 25, OHIO, 3240 Spring Grove Ave. — CLEVELAND 14, OHIO, 
1541 E. 38th St. — DETROIT 2, MICH., 690 Amsterdam Ave. — 
KANSAS CITY 41, MO., P. 0. Box 918 — LOS ANGELES 58, CALIF., 
4807 E. 49th St. — NEW YORK 17, N. Y., 230 Park Ave. — 
ST. LOUIS 10, MO., 4215 Clayton Ave. 


$-1308 *Reg. U. S. Pat. Off. 
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Carrier Corp., Syracuse, N. Y.—William A. Neigh- 


bors as Atlanta district residential sales manager for 
to succeed Tom Ware, 


who joined Carrier-Houston Corp. John R. Schreiner 


the Unitary Equipment Div. 


as staff member of the advanced engineering depart- 


ment. 


Preway Inc., Wisconsin Rapids, Wis.—Richard G. 


Becker as Chicago district sales manager. 


Simplex Valve & Meter Co., Lancaster, Pa— 


George N. Proctor as member of the board. 


Copeland Refrigeration Corp., Sidney, O.—Terrell 
J. Small as district representative in Texas and Okla- 
homa, and George E. Dombrowski as personnel di- 
rector. 


The Permutit Co., New York City—Richard A. Og- 
den as secretary in addition to other duties, and as 
assistant secretaries, A. F. Bogle and A. E. Marciante 
in addition to other duties. 


The Deming Co., Salem, O.—John W. Pritchard as 
midwestern representative in southern Illinois, west- 
ern Indiana and central Missouri and to work on in- 
dustrial pump applications. 


Peerless Pump Div., Food Machinery and Chemical 
Corp., Los Angeles—Robert P. Young as manager of 
the New York district office to succeed F. W. Mc- 
Cann, who has resigned. 


Henry Valve Co., Melrose Park, [ll.—Fred G. Kell- 


berg as field engineer. 


Donovan Associates, Manufacturers’ Representa- 
tives, West Hartford, Conn.—Chester A. Garland as 
sales engineer in the Boston, Providence and Wor- 
cester areas. 


Gaines-Collins, Los Angeles—Jack Rich as repre- 
sentative in Texas, Oklahoma, New Mexico, Arkansas 
and southwest Missouri. 


Mueller Climatrol Div., Worthington Corp., Mil- 
waukee—Don H. Davidson as field sales manager. 


Johns-Manville Corp., New York City—C. George 
Dandrow as vice president for customer relations. 


Hydrotherm, Inc., Northvale, N. J.—Joseph W. 
Adams as chief engineer. 


Producers And Distributors, Inc., Allentown, Pa.— 
As representatives, Milton M. Agins in Maine, New 
Hampshire, Vermont, Massachusetts, Connecticut and 
Rhode Island, and Vincent P. Adamo in Michigan. 


C. F. Church Mfg. Co., Holyoke, Mass.—Charles C 
Gadsen as manager of personnel administration. 


Ingersoll Products Div., Borg-Warner Corp., Chi- 
cago—As representatives, Harry Raskin in Florida; 
Tim J. McCauley & Co. in the lower peninsula of 

(Please turn to top of page 212) 


Carefree Fuel Supply 


in Oil Burner Sales | 





with combination 


VENTALARM *GAUGE 


Underwriters’ Approved 
















The famous whistling tank fill signal and 
easy reading gauge in one money-saving 
unit. Goes on tank as integral part of 
vent pipe. Signal case takes the place 
and saves cost of reducer bushing. One 
less tank opening needed. One item to 
install instead of three. 


Specify tonk depth and opening 
when ordering. 


“BUTTON-LIFT” 
INSTALLATION 
Lifting the button indicator 
draws cork arm up close to main 
shaft for easy installation 


even in partly filled tanks. 13) 





or the 


a 


SCULLY * GAUGE 


Underwriters’ Approved 


A modern convenience in every way. 
Big figures, adjustable face, jam-proof 
lever arm, cork float. Accurate serv- 


ice-free operation. 


Specify tank depth 


when ordering 











| and the famous 
VENTALARM 


= 886 US Pal 


WHISTLING TANK FILL SIGNAL 


Accurate fuel oil delivery without 





home entry. Truly automatic fills for 
the louseholder. Makes oil supply as 
clean and convenient as any other fuel. 


A variety of models for 
new and old tanks. 





Scully Products are manufactured under U.S. 
and foreign patents or patents pending. 


“just fill while 
the whistle blows.” 











See your regular Supply House. 


| =a SIGNAL COMPANY 





Canadian Branch: Seufly Signal Ltd., 286 King St. W., Toronto, Ontarlo 






























































WHEN YOU 
DELIVER 


THE QUALITY 
LEADER 

IN THE LOW 
PRICED FIELD 


. with the NEW "Ultra-Magic" THERMOSTAT 
and other SUPERIOR FEATURES 


Bid the BIG JOBS . . . and get them, with WILSHIRE 


Now, more than ever, WILSHIRE brings you 
a premium water heater at a popular price— 
to put you miles ahead of your competition! 
Compare the new WILSHIRE series, feature 
for feature, with premium-priced heaters. 
You'll be convinced that the WILSHIRE Line 
is your key to more water heater profits! 












3 NEW SERIE 


WILSHIRE-Premium vith 


/ 


WILSHIRE-Qualitor 


WILSHIRE-HiLine 
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Michigan; Earl H. Johnnas in Oklahoma and Arkan- 
sas, and K & K Sales Co. in Minnesota, North and 
South Dakota. 


Scovill Mfg. Co., Waterbury, Conn.—William H. 
Harris as assistant to vice presidents in charge of 
manufactured sales and administrative matters. 


The Trane Co., La Crosse, Wis.—John D. Cantwell, 
Jr., as works manager; John J. O’Brien as general 
superintendent; O. C. Smevog as adviser to the works 
manager; John R. Mangan as engineer in the manu- 
facturing division, and Ivan H. Smith as manager of 
Plant IV. 


The Meyer Furnace Co., Peoria, Ill—As district 
managers, Deane W. Challis in most of northern 
Indiana, and Alton E. Withbroe in southern Wiscon- 
sin. 


Incinor Div., Bowser, Inc., Chicago—Gordon E. 
Bloom as assistant to the general sales manager. 


William Wallace Co., Belmont, Calif—Jack P. Wal- 
drop as representative in western Tennessee, Missis- 
sippi and Louisiana. 


Electric Appliance Div., Westinghouse Electric 
Corp., Mansfield, O.—R. E. Boedicker as manager of 
sales training for water heaters and kitchen utilities. 


York Corp., York, Paw—Andrew C. Freimann as 
vice president in charge of marketing. END 


Expects 1000% Increase for A-C 


SALES OF CENTRAL RESIDENTIAL AIR CONDITIONING 
units will increase nearly 1000 percent within the 
next 10 years, a General Electric Company execu- 
tive said recently. J. H. Gauss, manager of mar- 
keting for the company’s General Purpose Con- 
trol Department, said that more than a million 
units will be required annually by 1965. By that 
time, central home cooling will dominate the air 
conditioning market, he said. 

Major factor in this growth is the rapidly in- 
creasing number of new homes being built and 
sold with central air conditioning equipment al- 
ready installed. By 1965, homes built without 
central air conditioning, or at least some provision 
for its installation in the future, will probably be 
the exception. Much of the ultimate growth of 
the business will be in the smaller two and three 
ton units for five- and six-room houses, Gauss 
said. 

He stressed that this will hardly affect the al- 
ready booming room cooler market, which is 
slated to continue its phenomenal sales nearly 
indefinitely. Even if all new housing were to be 
equipped with central air conditioning, some 40 

(Please turn to top of page 214) 
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LOOK here for 
Manufacturer-Controlled” 
Quality and Service in 
plumbing specialties 


get your copy of this 
FREE 8-PAGE CATALOG 


Fully illustrated. Gives sizes, materials, finishes, 
prices, shipping weights and packing 
information. Write for it, today. 














% Manufacturers for over half 
a century. 

% Highest Quality 

Standards. 


a 
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% Prompt quotations and re- 
plies to correspondence. 
% Quick deliveries from 
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factory stock. 









THE RISDON MANUFACTURING CO., Naugatuck, Cona. 
JOHN M. RUSSELL DIVISION —tst. 1904 
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POLAR WARE 


% 


Stainless steel 


Sinks 
that reflect 
your good work 





Polar Ware, America’s oldest manufacturer of stain- 
less steel hospital ware, introduces a new line of 18-8 
stainless steel units for kitchen service. Beautifully 
designed and drawn from one piece to provide seam- 
less construction, these competitively priced sinks have 
a real appeal to you .. . and to homemakers. 

All corners are rounded .. . and flanged to fit Hudee 
sink frames. Side walls are undercoated to deaden 
noise, exposed surfaces machine-buffed to provide a 
glowing satin-silver tone. Five model sizes meet the 
requirements of 9 out of 10 kitchens. 

Ask your distributor about these quality sinks that are 
made to be a lasting ad.for your good work. They're de- 
signed to fit the best plumbing outlets, too: Kohler Com- 
pany’s K8801 Duo Strainer; Crane Company's 8-361 
Crumb Cup Strainer; American Radiator & Standard 
Sanitary Company's B-989 Sink Strainer; and Schaible 
Company’s 1105 Cup Strainer. © 





Polar Ware Company Jae 


- New York City, N. Y. ond Los Angeles, California 


4900 Lake Shore Rd., Sheboygan, Wis. 
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Only WALKER Has It! 


Automatic Draft Control with 
A Full Protection at All Vital Points! 





Pat. 
Pending 








Think of it! A draft control that’s “ype impreg- 
nable to soot, carbon, corrosion and dust... one that will 
give years of accurate, trouble-free service ‘in spite of the 
most adverse operating conditions! The new Walker 
ROYAL PURPLE model is the first—and enly—draft con- 
trol with positive, all-point protection. These revolutionary 
improvements can’t be copied or duplicated —they’re ex- 
clusively Walker because of pending patents. 

The Royal Purple — Hit_of the Philadelphia Show 


W 
THE S 
INSIDE STORY \) 

‘The weight adjustment 
assembly on the ROYAL 
PURPLE model is sealed | 
in by a protective hous- 
ing which keeps mechan- 
ism absolutely free from 
dirt deposits. Unre- 
touched photo at right 
shows back of vane and 
housing after more than 
a year’s service. Cut- 
away shows spotless con- 
dition of sealed-in weight 
adjustment assembly. operating parts assure ease of 
Clean, corrosion-free adjustment at any time. 

This front view of an actual installation 
shows location of pivot pins which control 
vane movement. Notice how they are 
located on front face of damper and set 
back, away from edge. Box-type hinges 
completely seal delicate knife-edge pivots, 
keeping them clean and sensitive even after 
years and years of service. 

For complete details on this sensational 
new development in draft control, see your 
jobber or write Walker Manufacturing and 
Sales Corporation. 


Another Outstanding Walker Development 


VENTURI-TOP CHIMNEY CAP 


Ideal for both heating (gas, oil or 
coal) and ventilating applications. 
Directional vane keeps throat of vent 
_ facing into wind for maximum draft 

control. Sloping-throat design prevents 
back drafts and actually increases draft 
effectiveness by constricting it as it 
passes over chimney opening. Unit 
- rotates on a friction-free, hardened- 
steel ball bearing. Pivot is also of 
7 < hardened steel to assure lifetime opera- 
| / } tion. Ring guide bearing in pivot post 





“he - _| —~ keeps cap absolutely perpendicular— 


doesn’t sag or lean. Streamlined design 


"l Ne? ‘<)> is both attractive and functional —a 
oo LF a. cee combination which makes it a favorite 
5 > _> with today’s architects. 
Walker Manufacturing and Sales Corp. 
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1780 Penn St. St. Joseph, Mo. 








(Continued from bottom of page 212) 
million housing units built before 1955 would still 
offer a huge market for the room air conditioners. 

One major problem posed by the growing use 
of central air conditioning is the necessity for 
heavier duty power distribution equipment, in- 
cluding feeder lines and transformers between 
utility power lines and the home installation. A 
solution to this, in many cases, is the use of a 
step-starting accessory unit. 

This device starts the air conditioner in two 
steps, delivering half the power it requires in the 
initial step, and seconds later, allowing the unit 
full power. This eliminates light flicker and other 
disturbances caused by the surge of power that 
the air conditioner would draw if it were allowed 
to start with full power. END 


What About Employer's Rights? 


THE RIGHTS EMPLOYEES may expect from man- 
agement are set forth in the law of the land today 
and amended in many industries by union con- 
tracts. But there are few laws indeed, and al- 
most no union contract provisions, which spell 
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“So that’s what you meant when you said you 
were making a lot of big connections!” 


out the rights of employers in what their em- 
ployees owe them. 

Every employer has his own standards as to 
what he expects from his employees, not only in 
the plumbing and heating business but in every 
other industry. The attitudes of loyalty and co- 
operation to which he is entitled cannot be secured 

(Please turn to top of page 215) 
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(Continued from bottom of page 214) 
by government control or union contracts. They 
must come from a well worked out employer- 
employee relationship. 

Such a program comes from understanding 
what one has a reasonable right to expect from 
one’s employees and the acceptance of this pro- 
gram by the employees themselves. It must, 
therefore, be a good program in itself. 

In the following paragraphs are presented some 
of the basic elements in a number of employee 
programs that are working out satisfactorily to- 
day. They are points to consider in hiring em- 
ployees, for unless an individual possesses a suffi- 
cient sense of loyalty to his job and the firm for 
which he works to embrace these basic prin- 
ciples, he can seldom make a good employee. 
These points should be part of the “unspoken” 
and “unwritten” working agreement between 
every plumbing and heating business executive 
and his employee. Their whole-hearted acceptance 
by one’s staff will cut down employee strife and 
boost work output in every instance. 


s Productivity. The success of any business rests 
on the productivity of its people, for no business 
can pay the salaries and wages of its employees 
unless those employees “produce” and bring the 
dollars into that business. Every employee educa- 
tion program should emphasize as often as pos- 
sible that each individual’s pay check depends 
entirely on that individual’s productivity on his 
or her job. It’s something the employee not only 
owes his employer, but himself as well. Employees 
should be shown how to do their jobs properly. 
Employers know that employees very definitely 
owe them productivity to the best of their ability, 
but they also must make certain each employee 
understands this. 

Goodwill Building. Every employee is, in a 
sense, a representative of the firm for which he 
or she works. The employee’s attitude toward 
the employer displayed among friends after work 
hours should embrace good will building out of 
sheer loyalty. Loyalty to the firm and a constant 
desire to build goodwill for that firm is something 
every employee owes his or her employer, and 
this should be suggested to the staff through 
bulletin board notes, slips in payroll envelopes 
and by other means. 

Taking Care of Equipment. The business itself 
and the equipment it owns are partners with each 
employee in earning the pay check the employee 
receives. Through education by subtle means, 
one’s staff should have it emphasized that the 
employee owes it to the employer to take care of 
every piece of equipment he uses in connection 
with his work. Maintenance costs can be reduced 

(Please turn to top of page 216) 
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and only Brown Bayce-Heet has it! 


Popular, efficient 1” copper tube aluminum-finned element en- 
closed in a baseboard panel that’s way ahead on installation 
features, way ahead on looks—that's the new Brown Bayce-Heet 


Only 1%” wide at the top of its sturdy back enclosure, 24” 
from back to front enclosure and 9” high, this new baseboard doesn't 
intrude on floor space even in free-standing installations. 


But that’s just one of its big features! No other baseboard can 
be installed so easily, so quickly . . . Hanger brackets slip into pre- 
cut slots to eliminate screws... Dampers, usually sold separately, 
are an integral part of Brown Bayce-Heet at no extra cost, .. And 
of course, 1” tube means longer runs with standard circulators. 





Die-cut slots in beck enclosure hold hanger brackets without 
screws. Enclosures are designed for interchangeability of 1” tube 
with Brown ‘'Tilt-Fin’’ 2-tube element, if desired; mounting bracket 
for latter is die-stamped in all back enclosures, bent out at right 
angles when ‘‘Tilt-Fin'’ element used. 


Write today for full information about the 
profit potential in new Brown Bayce-Heet. 


A. BROWN PRODUCTS CORPORATION 


Forest Hills, New York 


Makers of ‘‘Mono-Aqua’™ Air Conditioning, Bayce-Heet 
Baseboard, Industrial Fintube Brown-Heet Convector 
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New, Self-Contained Control Unit for 


Modern 
School 


Neat, compact, vandalproof .. . 
the G. S. unit matches the shower room's color scheme! 


LEONARD G. S. UNIT 


For control of gang or progressive showers . . 
the new Leonard G. S. Control Unit is a com- 
pact, self-contained thermostatic unit mounted 
into a cabinet with all fittings . . . to be built 
right into the wall! Anti-scalding and anti-chill- 
ing, the control compensates instantly for tem- 
perature and pressure changes in either line. 
Only 3 plumbing connections . . . easy access 
to interior parts . . . no factory repairs- ever 
necessary! Available in am 
6 sizes . . . or units of 3 
or 4 controls for pro- 
gressive or zone 
showers. 


Write today 
for new 
illustrated folder/ 


LEONARD 


1360 ELMWOOD AVENUE, CRANSTON 7, R. 


VALVES 
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(Continued from bottom of page 215) 
in any business where employees are kept aware 
of the importance of their attention to this factor. 
The employer should never cease reminding em- 
ployees that lower maintenance costs helps sta- 
bilize their own jobs. 

Co-operation, Strife in any organization means 
an inefficient organization where no one can do 
his best. It is generally agreed, even by labor 
leaders, that employee co-operation with one an- 
other on the job is a goal to be sought. This co- 
operation extends not only to getting along with 
one’s fellow employees but also includes conform- 
ing to the rules and regulations laid down by the 
firm. It’s something management has ‘a definite 
right to expect of all employees. 


« Loyalty. A disloyal employee can lose more 
business for any firm than shoddy service. The 
loyalty of every employee to the employing com- 
pany is a must in promoting the welfare of both 
management and labor. It is one of the prime con- 
siderations an employer may expect from his em- 
ployees. There should never be a place in any 
organization for a disloyal employee no matter 
how skilled that person may be. Continuing edu- 
cation will help to bring this home to one’s 
employees for it is not something that can be 
taken for granted. The employee generally has 
only to be shown the specific application of the 
idea. The individual who cannot conform to this 
point has no justified place on any company pay- 
roll. 

Honesty. Every employer has a right to expect 
the maximum of honesty from the people in his 
business. This includes honest treatment of one’s 
work and the job one has to do. This is another 
point that should be continuously emphasized on 
bulletin boards. 

Ambition. Too many employees have the idea 
that no employer cares particularly whether or 
not they, as individuals, get ahead in the organi- 
zation as long as they do their work. Employees 
should never be allowed to harbor such ideas for 
they owe a degree of ambition to their employer 
so that he can advance them according to the 
merits of their contribution to the organization 
as a whole. The employer should encourage am- 
bition through promotions from within the or- 
ganization whenever possible, and through a 
management plan to help ambitious employees 
advance themselves. When such incentives are 
supplied, an employer definitely has a right to 
expect ambition of his staff. 

Compliance With Rules. Rules of employment 
governing hours, sick leaves, vacations, and such 
matters, should be explained, not only at the be- 
ginning of each individual’s employment, but 
from time to time throughout the year. Where 

(Please turn to top of page 219) 
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THE TANK FITTING THAT Exmnerience PERFECTED ! 


Behind each item in the new BURCO Line of Tank Fittings, is the long 
experience of artisans engaged exclusively in the manufacture of this type of 
product. That is why you can put your confidence in the BURCO name. That 
is why you will wish to specify the BURCO Line to your customers. 

Simply insert lever through opening and push into locked position. 
All brass parts except die cast handle fool proof, 
and free from loosening with use. 












TRUE-THREAD 


MODERN DESIGN ... BURCO fit- SLIP-NUTS 


tings are appropriately designed to look well with all modern stream- 
line bath and closet fixtures. 


Containing extra weight in the crown, with a 


i h 
FR ENGINEERING SKILL. «op tere ne | Eine ee 


machining and engineering of BURCO Fittings is of major importance 














for dependable and long-lasting efficiency. AVAILABLE IN FOLLOWING SIZES 
IDEAL FINISHING TOUCH... surco at- 14" x 1% 
tings help hold up the best of closet-products quality. Wy" x1 
14” x 1M% 
BURCO PRODUCTS COMPANY |/iiengummaienannts 
6 - 28th Street e Grand Rapids e Michigan > a 
ro x 5” 


Unequalled / | N O 3 S O L 


Performance. Toilet i dale 


MURCO 
ae FLOATS 

between two halves 
"% a | E specialize in copper and brass 
easel floats for open tank applications. 





Patented spud 
attachment. Casket 





TRAPS 
Spherical, oval, cylindrical, pan- 


y PRICED 
RIGHT CERTIFIED 


IN cake and other types .. . all in various 


PERFORMANCE 


sizes and with attachments as _ re- 
DELIVERED we 
ON TIME quire¢ m 


We have been manu- 
facturing quality floats 


exclusively for over 47 


Ln ees Tic AYLING & REICHERT CO. 


lem Will Receive Our 


Prompt Attention BRE VAl. Ms 1) 2630 1446 TOLEDO 11, OHIO 
Write Today! 





Monutocturers Since 1883 
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MANSFIELD’S. ew 
HANDI-PAK 


Use Mansfield’s new sturdy corrugated cartons—attractively 
printed in dual colors —to step up your profit potentials. 
Chock full of eye appeal for point of purchase display. 


The new “HANDI-PAK” is a big hit with Mansfield Dealers. 
In this deal you get 6 individually boxed No. 09 Ballcocks 
in a shipping carton. There is also the standard pack of 
24 individually boxed No. 09 Ballcocks to a shipping 
carton. Also available in bulk packing (not boxed) 24 to 
a shipper. 


MANSFIELD No. 09 BALLCOCK 


Combining features not found in 
higher priced fittings—quality 
workmanship throughout. Popu- 
larly priced. 














MAKE MANSFIELD 

YOUR CHOICE 
There are no better values to 
be had. 












No. 03 No. 205 
HEAVY DUTY FLUSH 
BALLCOCK VALVE 





















LIQUID CONTROL VALVE 


~* 


CLOSET SPUDS 










Check with your favorite jobber or write 


BRASS DIVISION 


MANSFIELD SANITARY POTTERY, INC. 


121 First St. 
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“SENTRY. .. the new star’ 








Perrysville, Ohio 


\, 


st 4 


| 


| /awater heaters... @% 


Offers a Revolutionary 3 point Sales Plan 
which gives you less inventory, greater profits; 





No matter what line of electric or gas water heaters you sell, 
weigh it against the profit possibilities of Sentry’s 3 point plan: 


Lis crisp $10.00 bill for any heater 
replaced within the warranty period. 


DA unique, inventory reducing “10 
Year Pac” which enables you to convert 
standard models to 10-year guarantees 
without duplicate inventories. 

3. A one year free “Service Policy” 
on the entire heater. 

Add to this a full line of deluxe and 
standard heaters, gas and electric, 
available in both glass and hot dipped 
galvanized lined tanks, and you have 
a water heater line to set the sales 
pace in any market. For full details 
and prices, write, wire or fill out the 
coupon below. 


Also available in Standard or 
Deluxe Table Top, Lo-Boy and 
Corner Models with either 
glass lined or hot dipped gal- 


vanized tanks. 


Another Sentry Profit Maker... 


GAS AND ELECTRIC BUILT IN 
COOKING UNITS IN COLORS, _ 


STAINLESS STEEL OR COPPER. ae 













Available in Standard or 
~ Deluxe models, three capaci- 
~ ties and choice of glass lined 
or hot dipped galvanized 
tanks, 








and specifications on the fastest growing units in 





SENTRY STOVE & MANUFACTURING CO. 
509 25th Ave., No., Nashville, Tennessee 


Please rush full information on [ Electric 
Water Heaters (0 Gas Water Heaters 
0 Electric and Gas Built in Cooking Units. 


ee 


ee 


\ 


CITY & STATE. ——- 
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(Continued from bottom of page 216) 

possible such rules should be worked out with 
employees or an employee committee where a 
union arrangement does not exist. The employee 
should be made to understand that taking un- 
authorized “sick leave” to “go hunting” is an act 
of disloyalty to the team surrounding him. He 
should be made clearly to understand that he 
definitely owes his employer strict compliance 
with the rules of employment, and if he cannot 
agree to them, does not belong on the staff. 


» There are many other such factors governing 
the relationship between employee and employer, 
but the foregoing points can be assumed by every 
employer as the things he may expect from his 
employees. Continuous education should sell 
these ideas to the staff. Every medium from notes 
with pay checks to bulletin boards, staff meetings 
and other means should be employed toward this 
end. 

Although employees do owe these things to 
their employers, they sometimes need to be re- 
minded from time to time. The routine of the 
job can sometimes detour the best of us from 
what we recognize to be the proper allegiance 
we owe to others. We need only occasional re- 
minders to keep aware of these things. END 


Standardized Kitchens Proposed 


PLUMBING CONTRACTORS,’ home builders and 
home buyers would be able to save many millions 
of dollars a year by standardization of kitchen 
dimensions and all kitchen equipment on a 2-foot 
module, according to recommendations of a round 
table jointly sponsored by the American Stand- 
ards Association, the Research Institute of the 
National Association of Home Builders and House 
& Home magazine. 

The round table, which also included partici- 
pants representing the American Institute of 
Architects, the Building Research Advisory 
Board, the Cornell University Housing Research 
Center and top executives of many leading 
manufacturing firms, also reeommended industry- 
wide acceptance by producers and builders of 
the following specific kitchen dimensions as 
standard: 

eo arias, cc aek hee 8 feet 

Oe de a 36 inches 

(Exception: an optional 31-inch high 
mix center) 


Counter thickness ........64..¢. 144 inches 
4g Ee ere 25 inches 
Base cabinet depth.............. 24 inches 
Cabinet width module........... 24 inches 

Ey ee 12 inches 


Clearance between counter and 
(Please turn to top of page 220) 
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AIR BLOCKS 


IN FORCED HOT WATER HEATING SYSTEMS 
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SAVES FUEL BY INCREASING B.T.U. OUTPUT 


Heating contractors know the great value of the 
PINTA Air Block Breaker. For they know that 
air blocks in a forced hot water heating system 
tends to slow up heat transmission. ‘This steps up 
operating costs and may reflect unfavorably on a 
fine, high quality boiler. Hence, it is profitable 
to specify the “PIN'TA” Air Block Breaker as an 
efficiency control device in a water heating system. 


WRITE FOR FURTHER “PINTA” DETAILS 


TODAY! 


a 
“PINTA” ee PRODUCTS 





ie A)..) 
or 





Th 


PINTA 


AIR BLOCK 
BREAKER 


CROSS 
SECTION 
SHOWS 
HOW IT 
WORKS 


SECTION | 





Air bubbles enter sect. 1. 
Water flows rapidly through 
sect. 2 causing jet action in 








sect. 3. This pulls air from 





MANUFACTURED AND GUARANTEED BY 


sect. 1 through opening there- 
by breaking up the bubbles 
and preventing formation of 
air blocks in water system. 








~PINTA prooucts, Tits 


83 WATERMAN AVE... IOHNSTON 9 PR I 





TINICUM 
METAL PRODUCTS 
Increase Your 


Profits 
















Also: In bulk 34” 
x 20 Gauge to 1%” 
x 12 gauge black or 
bright steel and hot 
dipped galvanized 
in 10’ coils or 
lengths. 


Available: 34” x 20 
gauge hot toned 
galvanized, black or 
bright steel, gen- 
uine copper, copper 
coated, and enam 
eled. 


E-Z to 
display 






»0—10’ boxed coils 
salesmaker carton 






TINICUM SOLID COPPER SAVE TIME 


TUBE STRAPS 


and LABOR 
Beaded for Extra Strength . . . quickly 
installed. Available in 1”, 34”, 42” and 
3%" sizes with or without copperized 


nails. Packed 100 straps in a box. j S° 5° 


SEND FOR CATALOG PRICE SHEET 
TINICUM METAL COMPANY, INC. 


BSthST. ATINICUMAVE.,, PHILADELPHIA 42 PA 


PPECIAL Noa: he 


Discriminate Buyers 


QUALITY BRASS Tete} s} 


California Brass Mfg. Co. is manufacturing and 
distributing the PUBCO line of BRASS GROUND 
KEY STOPS for Water, Oil or Gas service. , 


“Specialists in the manufacture of 
Valves and Stops since year 1918" 


NO. C-1308 FLAT HEAD 
Sizes—%%”, 2", 4", 1” & 1%” 
NO, C-1309 SQUARE HEAD 
< Sizes—%”, 2", %", 1” & 1%” 
NO. C-1304 LEVER HANDLE y 
(with check) 


Sizes— 
%”, Vy" & ¥%" 





PUBCO Ground Key Service 
Stops are of exceptionally 
high quality. These heavy 
stops are individually pressure 
tested and have a reputation 
acquired through many years 
for trouble-free service. 


For further information 
write, wire or phone 
CApito! 5-8114 


EXTRA-HEAVY 
PRESSURE-TESTED 
TROUBLE-FREE 
BRASS & BRONZE VALVES & FITTINGS 


CALIFORNIA BRASS MFG. CO. 


1447 NAUD ST., LOS ANGELES 12, CALIF. 
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Oe eee erry 16 inches 
Back splash height.............. 4 inches 
eer 4 inches 
ee 3 inches 
Upper cabinet depth, including 1-inch 

Gtr TN as isk cao ixvs 13 inches 


(Exception: some upper cabinets might 
slope out from an 8-inch minimum, be- 
cause 80% of all items stored in upper 
cabinets are less than 8 inches deep.) 
Sink drain roughing height to allow 
oe Tee TT 18 inches 


=» “The contractor’s best new selling tool is the 
built-in, fully equipped kitchen, sold under the 
package mortgage,” says the round table report. 
“It is the neatest way to offer what many women 
want most of all, easy housekeeping. Its appli- 
ances lighten every work load, and it is easy to 
keep clean. 

“It is a natural for that other new best seller, 
the open kitchen that lets the housewife share the 
life of the family, enjoy her guests, and keep an 
eye on the children while she works—for the open 
kitchen calls for much more than just knocking 
out a wall. It calls for making the kitchen cooler. 
It calls for acoustical treatment to make the kitch- 
en quieter. Above all, it calls for redesigning 
the kitchen to look right as part of the living 









































“! worked out a fool proof sales talk—I offer 
‘em discounts.” 


area. All these advantages can be planned in 
better with built-ins. 

“Today it costs quite a bit more for a new house 
with a kitchen fitted with built-ins instead of 
free-standing appliances, says the round table 
report. One of the biggest reasons for this, it 
explains, is that built-ins still come in far too 

(Please turn to top of page 223) 
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S in Hot Water H S line Styling! S 
2s in Hot Water Heater Streamline Styling: z 
Ps As home building costs were mounting, kitchen Right: TE an 
and utility room areas were drawn in. This, as Susigen teen 60 aC 
TETER Enginers were quick to grasp, meant re- » nica 
rn designing and streamlining the old hot water 
ste oo heater to fit all “pullman” arrangements of the 
Cra +. modern kitchen-utility room layout. Today, with > oe | a) ee detente 
a0ap 45 table top and vertical units to fit the scene, Foremost in “Quality 
°S -°8e>2 TETER Tops the Trend in a wide range of auto- ™ 
- matic hot water heaters—ruggedly constructed 
the for long-lasting, efficient operation. BUY TETER! Genuine Dow... 6s 
the i eee oe + i ae t a gal ror 
port. RED BAND TANK: 
men mr ge” al 
opli- 353 Pre re 
y to LIFE BELT: Eificient 
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, the peerage ede my E ll = 
9 an ss 
. n Above: Napa 
. household, demands, Right: TETER Table INLET DIFFUSER and 
king Unite’ for average Motes “nen aeteatn: ee 
1 household. lined trends in ni > wal 
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APCO is Easy to cut—the composition is such that it 
can be easily shortened with only a hammer and cold 
chisel, if cutting is required. 

APCO is Efficient—does the job it’s supposed to do 
without trouble — withstands stresses and strains of 
ground settling, earth movement, flash floods, constant 
traffic jarring. And KEEPS OUT TREF ROOTS! 
APCO is Economical—once set, you can forget. Its long 
life saves money on street openings, and if replaced by 
larger pipe, it saves again in salvage value. Specify 


APCO and you specify Ever- 


lasting satisfaction! 
CAST IRON 
SOIL PIPE 







eves #? 50) 


= Quality 


OAKUM and 4 
TWISTED JUTE ‘S 
PACKING J 
by FF 


Gem We JACKSON 







jer 
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relate) 
si FITTINGS 
| of * oes 
able MANUFACTURERS + EY) a SINCE 1829 ALABAMA PIPE COMPANY 
, it } 8 PLANTS TO PRODUCE — 8 DISTRICT OFFICES TO DISTRIBUTE 
too THE THOMAS JACKSON & SON CO., READING, PA. | ANNISTON, ALA. 
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for year round 
protection 


install VOGEL 


\ Frost-Proof 
| CLOSETS 


The Vogel NUMBER 15 
Frost-Proof closet with 
vitreous china bowl il- 
‘ee . lustrated here is a great 
~~} convenience installed in 


JAMECO 


GARBAGE DISPOSAL TRAP 






Now, a trap designed specifically 
to be used with garbage disposal. 
Remarkably simple to install. At- 
tractive satin chrome finish. Comes 
complete with swivel cast brass 
elbow. Individually boxed. 


OVER TOP FLUSH 






an outbuilding or on the Competitively 
vam rear porch of a residence. Priced 
The Number 15 is a neat Attractively pack- 
durable outfit plus a real | | pe - + Foal actos 
. Ask for Special brochure and 


water saver. No mech- | | 


anism in tank to get out 





our Big new 92 page catalog. 


of order Learn why it always pays to 
BALL CHECK WASTE Over 1,000,000 Vogel frost-proof specify JAMECO 
VOGEL closets and hydrants have been in- 
(Patented) stalled. Not one has ever frozen! 


JAMAICA cn Wie 


, Joseph A. Vogel Company 














— «WILMINGTON 99, DELAWARE 1209-1223 DeKalb Avenue, Brooklyn 21, N. Y. 
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AFRAID DETERMINE THE RIGHT BID? 


Nene es 


‘TO GO IN THE 
“BASEMENT? 


After a heavy rain, many people are almost ‘‘afraid to go 
in the b nt’. Ab it water-logged from back- 
water is messy... disegreceble . .. and without many 
vital operating services. Power lines and equipment can 
be disrupted . . . equipment and merchandise can be 


Stop losing jobs and money 
because of bids that are 
either too high or too low! 
Avoid costly mistakes and 
oversights! “Labor and 
Material” gives you all the 
facts you need to know to 
determine, quickly and ac- 
curately, the cost of all nec- 
essary material and labor. 

Over 100 tables and charts 
show exactly what materials 
are needed and the size of 
each . . . gives installation 





damaged or destroyed. Make certain every home or 
building has positive, permanent protection against the 
ever-present danger of backwater by specifying JOSAM 








Backwater Valves. Write for literature. 


BACKWATER 
VALVES 


JOSAM MANUFACTURING COMPANY 
Dept. DE e Michigan City, Indiana 








ho 


Heavy bound cloth cover 
—5% x 8% inch size— 
120 pages with index for 
easy reference. Every 
plumbing and heating 
contractor who prepares 
bids has a vital need for 
this handy, compact book. 
Don’t lose out on profit- 
able business, Send for 
your copy now. Price 
postpaid $2.50 (please 
send cash with order). 


Send your orders to 
BOOK DEPARTMENT 





time of each unit. Diagram- 
matic drawings of lavatory, 
shower, drinking fountain in- 
stallations, etc. Discusses in 
detail the amount of profit 
and overhead you add to 
your bids. Special chapter 
deals with “unit system” es- 
timating. Use it to get over- 
all costs quickly . . . verify 
detailed estimates. Turn long 
hours of calculating into 
minutes of pleasure! 


DOMESTIC ENGINEERING PUBLICATIONS 


1801 PRAIRIE AVENUE 
CHICAGO 16, ILLINOIS 
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many sizes that are not properly coordinated. 
So the one best way to cut the built-in kitchen’s 
cost is to finish standardizing its now half-stand- 
ardized dimensions,” declared the report, “con- 
centrating on a few sizes to maximize the savings 
of quantity production and minimize the cost of 
warehousing, sizing all the kitchen components to 
fit together for easy installation and sizing the 
room to fit the sum of its components.” 

The conference listed six reasons why partici- 
pants consider it almost inevitable that built-in 
cabinet and appliance widths will soon standard- 
ize to fit a 24-inch module, including the follow- 
ing: 

“Twenty-four-inch and 12-inch are the only 
modules that will work with both the 3-inch and 
4-inch modules. The steel cabinet makers have 
spent millions of dollars tooling up for the 3- 
inch module. Other manufacturers have invested 
millions on the American Standard 4-inch module 
sponsored by the American Institute of Archi- 
tects, the National Association of Home Builders, 
and the Producers Council. Neither group can 
afford to retool to the other dimension. With 
12-inch and 24-inch modules neither would have 
to. 

“At least two of the biggest appliance manu- 
facturers will soon announce a complete line 
standardized on a 24-inch module. The architects, 
builders, and prefabricators among us all believe 
this will have such sales appeal that other manu- 
facturers trying to sell the builders’ house mar- 
ket will have to bring their dimensions in line.” 

Architects and builders care much less what 
kitchen built-ins cost F.O.B. factory than what 
they cost installed, the round table report ob- 
serves. This means manufacturers can sell a lot 
more built-ins if they can help builders get in- 
stallation costs down. The report cites seven 
ways this could be accomplished through its 
standard dimension recommendations, including 
the following: 

“(1) Builders can plan to save space (which 
means money) by sizing their kitchens to fit the 
24-inch cabinet closely. 

“(2) Builders can plan to save the whole cost 
of a wall behind their built-ins when their cabi- 
nets fit wall to wall and floor to ceiling. Cabinets 
can then be attached directly to studs. 

“(3) Builders can plan to save half the cost 
of their floor covering by stopping it at the toe 
space line 21 inches from the wall. On an 8x12- 
foot kitchen with cabinets all around the walls 
except for 6 feet at the doors it would reduce 
the finished floor area from 96 sq. ft. to 50 sq. ft. 

“(4) Manufacturers can help builders cut costs 
by designing all appliances for one easy connec- 


(Please turn to top of page 224) 
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‘We've used 


La-c0 Flux 


since 1951. 
Like its Non-Acid, | 
Self-Cleaning features” 


8999S 


NON-ACID, NON-CORROSIVE — Won't pit, corrode, or 
stain metals. Won't destroy galvanizing. Non-injurious 
to workers or clothing. Safe for food and dairy work. 


SELF-CLEANING — No need to wire brush, sand, file, 
scrape. Fluxes right through oil. Just brush it on area 
to be joined and apply torch or iron. LA-CO Flux does 
its own pre-cleaning. It automatically prepares the metal 
for alloying with solder. 


Solder Flows Like Magic — Even Uphill! 
Capillary action pulls LA-CO Flux into otherwise inac- 
cessible places. Solder is attracted to LA-CO cleaned 
metal and flows around corners, bends, into cracks — it 
even flows uphill so it can be used in overhead work. 

Sample FREE — Write Today 


Specify LA-CO Flux (Regular) in either paste, liquid or 
stick. Research facilities offered. No obligation to you. 


/ 4 LAKE CHEMICAL CO. 
‘ace 
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e sell quality in quantity 


L © put an end to call backs 
OMw 6 © increase your profits 
It’s simple! Sell the Love- 
kin Automatic Gas Water 
Heater. Combine the top 
quality heater with gas, 


the top quality fuel and 
you can’t miss. 


Lovekin—one of the oldest 
names in automatic gas water 
heating—is backed by more 
than a century of manufactur- 
ing. Lovekin has a complete 
line of models for all gases. 
Available in long-lasting gal- 
vanized or the new, diamond 
hard Lusterglass lining. All 
models are equipped with 
exclusive Lazy Lite, one of 
the many features designed 
to make Lovekin tops in qual- 
ity, saleability, and profit 





For complete details ask your wholesaler or write today 


(Manufacturer's agents — Upper New York 
and New England territory available) 


LOVEKIN WATER HEATER CO. 


39 Laurel Street, Phila. 23, Pa. 
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\PLUMSING @ HEATING SPECIAL TIES \ 
—w 





SWEAT-ON 


Flexible SUPPLIES - z 
SWEAT DIRECTLY ONTO & , 
COPPER TUBE ROUGH-IN x“ S 

No Nipples or Fittings Needed . z 

Arbest sweat-in flexible supplies are de- ~ 

signed to slip over and sweat directly on 

*3” or 42” copper tube rough eliminating } 


the need for adapter fittings. 
Test Disc furnished for water pressure test. 
All Arbest sweat-in supplies are furnished 
with solid fibre test disc, which when 
tightened down on compression fitting in 
place of compression gland, permits water 
pressure test. 


G.& H.MFG.CO. 


3047-49 Amber Si., Phila. 34, Pa. 













Cut-away of 
compression 





nut shows 


ee disc inserted 
for test. 





WRITE FOR FREE CATALOG 


Available with Loose Key Stop—Also available as elbow 
sweat-on without valve. Packed complete with deep 
flanges, %e'’ riser tubes length 12” to 36’. 






SPEEDS 
PIPE THREADING 


Powers all standard dies 
—threads up to 6” pipe 
or conduit in any position 
—pulls wire, powers 
winches, hoists, etc. 


Every Plumber, Electrician and Main- 
tenance Department Needs This Tool ! 


PORTA-DRIVE is a powerful, 20 to 1 ratio, gear 
drive unit designed to drive all standard geared 
pipe threaders. Powered by ‘2 inch electric or 
air drill, PORTA-Drive threads pipe 2 to 3 times 
faster than older methods, with much less labor 
Fourteen-pound PORTA-Drive replaces larger, 
more complicated machinery in the shop. . . 
yet rides comfortably in an ordinary tool kit to 
mechanize the outside work. Simple and quick 
to set up and use, PORTA-Drive gets in to do 
the work in close quarters where other 
methods couldn't work. Thousands sold— 
wihtout a single complaint. Your jobber can 
supply you. Write for literature. 
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tion to gas, electricity, water supply and drainage 
lines. Connecting up the wiring should involve 
nothing more than a two-pronged or three-pronged 
plug-in. The Research Institute of NAHB should 
work out predetermined standard locations for 
these connections with the American Gas Asso- 
ciation and the National Electric Manufacturers 
Association (which also had representatives par- 
ticipating in this round table). 

“(5) Builders can plan all water-connected ap- 
pliances to fit along the wet wall, all appliances 
needing heavy electric wiring (which cost $1 or 
more per ft.) to fit together close to the entry 
box, all appliances using gas for short pipe areas. 

““(6) Every new house should be roughed in 
for a dishwasher, a clothes washer, and a disposer 
and, of course, a water heater. It should have gas 
and/or electricity connections for range, oven, 
and drier. All this will cost far less as part of the 
original construction than tearing out the walls 
to put it in later, but it is practical only if the 
builder can be sure that the connections he pro- 
vides will fit any make of appliance the owner 
may select to build in later on. One big advan- 
tage of standardized dimensions is to make stor- 
age cabinets and appliance cabinets interchange- 
able for easy substitution of appliances not in- 
cluded at the start. 

“(7) Manufacturers and builders must both 
plan appliances for easy inexpensive replacement 
as they wear out or become obsolete. Otherwise 
a kitchen which starts out as a fine selling feature 
may become out-of-date and unsalable within ten 
years and so cut down the trade-in value of the 
whole house. This easy replacement cannot be 
planned unless we first establish standard dimen- 
sions and standard connections. Built-in appli- 
ances should cost less to replace than free stand- 


ing because it should not be necessary to replace 


the case.” 

Turning briefly from the subject of dimensions, 
the round table also noted in passing that some 
color standardization or coordination in kitchen 
equipment and appliances will soon be needed. 

“The kitchen in color is one of the year’s most 
effective new selling tools,” says its report, “but 
some of the architects and builders among us 
view with some alarm the appearance of some 40 
uncoordinated colors, with each manufacturer 
picking his own hues, many of which go very bad- 
ly with those offered by his competitors. 

“Some of us believe the kitchen cabinet and 
appliance makers might very profitably follow 
the example set by the bathroom fixture manu- 
facturers, who got together years ago and agreed 
on a few basic colors to which all would adhere. 
Others among us think there is no use trying 

(Please turn to top of page 227) 
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IN ESTIMATING 

IN BUYING 

IN SELLING 

IN BILLING 

IN CHECKING 
INVOICES 


be your Gude! 


In making a practice of referring to the BRADFORD PRICE BOOK, 
you'll find quick, easy answers to your pricing problems. Be it a 
question either in plumbing, heating or sheet metal work, you'll find 
price data showing prevailing material costs . . . list, net and sug- 
gested selling prices. Contents: 450 pages divided into 24 sections. 
You'll find the BRADFORD PRICE BOOK a most valuable item 
of equipment in maintaining a successful and profitable business. 


Subscribers use this valuable book to 
make sure that they are being allowed 
the latest market discounts and prices. 


b & WRITE FOR COMPLETE INFORMATION TODAY 


BRADFORD PRICE BOOK 

















QUINCY 69, MASSACHUSETTS 4 








in hot Water systems. -: 


it’s BROTHERS 


A dependable filler and relief valve tor control- 
ling pressures in hot water heating systems. All 
bronze construction. Factory settings 12 Ibs. 
delivery and 30 Ibs. relief. 


SALL Fittings greatly im- 
prove efficiency of entire 
hot water system. Only one 
fitting on return line is 
needed. This directs free 
flow of water through ra- 
diotor. 


BROTHERS COMPANY 


2324 Kishwaukee ® Rockford, Illinois 
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Harry F. Haldeman Robert E. Gray 

Harry F. Haldeman, Ine. Sales Manager 

Los Angeles Harry F. Haldeman, Ine. 
“The Dust-magnet is definitely a superior product 
backed by a well-established manufacturer with 


sound merchandising policies.” 
Harry Haldeman 


“Our customers like the Dust-magnet because it 
has real sales appeal, proved performance and 
reasonable price. We've stirred up a lot of enthu- 
siasm over this line.” 

Robert Gray 


The Dust-magnet electrostatic filter is made 
of patented woven plastic, installed under 
spring tension in a galvanite steel frame. 
Ask for literature. 


DUST+magnet 


T.M 
STODDARD INDUSTRIES, INC. 


1545 Kingsbury St., Chicago 22, Illinois 














HERE’S WHAT SELLS HEATERS... 


Expressly designed to provide greater warmth , . . more comfort. 
The easiest of all to clean... inside and out... Here’s why: 
wide service door, entire lower back area fully open, top louver 
lifts out. Exclusive directional louvers direct the heat at an 
angle into the room and away from the walls ... affording better 
circulation . .. cleaner walls . .. Only Peerless has it. This ad- 
vanced design will be good for many years ...a feature the smart 
buyers demand. There’s greater economy ... greater heating 
efficiency in a Peerless because it’s built by heating 


specialists with over 70 years of know-how. Top flight / 
quality is evident at a glance ...and still more so to ve? 
the most discriminating that look at every minute ay 


detail. These are only a few of the countless 
features that make Peerless the greatest 
heating value in today’s market. Sold 
thru better Distributors everywhere 
... Of write us for literature. 














| 





"I’m going to bring you some leakproof, 
easy-breaking KEY GRAPHITE PASTE.” 


Send for 
FREE sample today. 


Seals Tight... 
:Te--) 4m dt i 


A PRODUCT OF KEY COMPANY 






Lame @ FGF | NDUSTRIES 


ATEC 


2661 McCasland @ East St. Louis, Illinois 


More S&S, | More P rofit aed with | : 


ELECTRIC - GAS 


SPEED-€)-MAT. I WATER HEATERS 


Engineered for Performance and Economy 

A size for every need and purpose—from 6-gal. 
fast recovery—to 82-gal. storage type heaters. 
SPEED-O-MATIC Water Softeners—with 
patented fool-proof solo type valve and built-in 
by-pass—extra heavy steel tank—available in | 
nine sizes: from 32,000 to 104,000 grain capacity. | 


“GENERAL” ICC Approved 20 Ib. - 
and 40 lb. Gas Tanks 
e: 
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and Accessories. 
> ne 4 


The high quality 
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line of i 
SPEED-0-MATIC te 
products are in eo) i 


year-’round demand 
—no slack season— 
an assurance of 

greater profits. 
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MANUFACTURING & DISTRIBUTING CO [i 
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When you sell 


SHALLOW WELL JET 
ge secre rer PEERLESS 
ae accrue WA YOU OFFER 
ee wane ape ae i 
SHALLOW WELL WATER KING some thin g 
ROD PUMP 


FOR 
EVERYONE 





SUBMERSIBLE PUMP tf f ] f 
SPRINKLER PUMP p U M \ 
CONTRACTORS PUMP 
7 ne Fo Ue PEERLESS PUMP DIVISION 
SMALL TURBINE PUMP FOOD MACHINERY AND 


CHEMICAL CORPORATION 


Factories: Los Angeles 34, Calif.; 
Indianapolis 8, Ind. 

Offices: New York, Indianapolis, 
Chicago, St. Louis, San, Francisco, 
Atlanta, Plainview and Lubbock, 
Texas, Albuquerque, Phoenix, 
Fresno, Los Angeles. 


CELLAR DRAINER 









Handicst 
TOOL YOU'LL 
EVER USE! 


HANDY : 
ANGLE SAW 


Just 7” long, weighs only 1 % pounds—yet 
it sails through metal, wood, steel pipe, 
most any material! Cuts own starting hole, 
intricate patterns...use on % inch drills or 
flexible shafts, 1800-3500 r.p.m. 


AND ONLY $375 compLerE 


WITH BLADES 
at your Jobber 


PRICE & RUTZEBECK 


P.O. BOX 30 HAYWARD, CALIF. 
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(Continued from bottom of page 224) 

to get all the manufacturers to use the same 
colors (it took 15 years to get agreement on 
what is white). All of us agree that at the very 
least all kitchen manufacturers should agree on 
a color scale and a common language of color.” 

Pointing out how producers and builders would 
both gain great advantages through adoption of 
the round table recommendations, the report 
says: “This is the builders’ and the manufactur- 
ers’ big chance to work together. The manu- 
facturer can help the builders sell far more 
houses. The builders can help the manufacturers 
sell far more appliances and far more cabinets. 


s “Low prices and big discounts are not the most 
important thing manufacturers can offer builders. 
Equally important are service and trade-ins on 
the home buyer’s present appliances. Most im- 
portant of all is the selling help the manufacturers 
can give (when builders advertise their new proj- 
ects), for among them are some of America’s 
biggest and smartest sales and merchandising 
operations, with advertising budgets running into 












MIJINK 
PLUMBING 
co. /, 
BATHROOM 
DISPLAY 























“Could you drape a few wet nylons around the 
bathroom display, Miss Gossamer, to give it that 
homey look?” 


millions of dollars a year. 

“To kitchen manufacturers, 1,000,000 new 
houses next year may be as important as 50,000,- 
000 old ones, for the new house sets the style and 
standard for what the public wants. The builders’ 
model house can be the manufacturers’ best dis- 
play room. Millions of families who first see built- 

(Please turn to top of page 228) 
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AUTOMATIC SWING 
CHECK VALVE AND 


MANUALLY OPERATED 


GATE All in One Unit ‘* 


SEND FOR A COMPLETE 
BOOSEY CATALOG 





It’s the easy way to specify 
the exact drainage spe- 
cialty! 





’ 


BOOSEY NO. 109 
BACKWATER VALVES 


Designed for installation at floor level 
or lower without pit, Boosey No. 109 
Backwater Valves automatically close 
when flood conditions exist. A bronze 
automatic swing check valve and a 
manually operated gate valve—all in 
one unit—are enclosed within a cast 
iron body. Other important Boosey 
features include: non-rising stem, spade- 
shaped gate, bronze swing check valve. 


NORMAN BOOSEY MANUFACTURING COMPANY 
General Sales Office, 5281 Avery Avenue, Detroit 8, Michigan 
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More Plumbers Specify SEV Fixtures for 


Bigger Profits... More Satisfied Customers 


Haas Quality fixtures wear 


pr 
H-1 ages 
Frostproof * d 
Iron Bowl 
Closets 
(Plumber's ef 
Price 4 ; 
$47.60) | 
© ey 
as 
Frostproof 
Iron Bowl 
Closets 
(Plumber's 
Price 
$39.80) 








SINCE 1896 








Haas Cast Iron 
Washdown Bowl 
(Plumber's Price $45) 


better . . . last longer. Guaranteed 
frostproof closets with cast-iron or china 
hoppers, frostproof yard hydrants and 
pressure tank closets combine better 
appearance with longer wear. You 
will make and keep more satisfied 
customers when you specify Haas. 


Get the New Haas Catalog 
and Price List! Write today! 


Used for Over 58 Years in Leading 
Schools, Industries and _ Institutions. 











THE PHILIP HAAS} COMPANY ¢ DAYTON 2, OHIO 


Haas 700 
Automatic 
Pressure 
Tank Closet Haas 
> (Plumber's Frostproof 
a Price Yard Hydrant 
? $48.00) ] (Plumber's 
f Price 
/ $11.00) 
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N be ete” "VALVES 


handle the toughest venting job 


VARIVALVE 


gets heat fast to hard-to-heat 
radiators list $3.45 


MAIN 
MAIN VARI- QUICK 
eliminates air taster from mains 
and risers list $10. 


write for detailed aie at 
57 BROADWAY 


HEAT-TIMER corporation a YORK 12, N.Y. 


Mfrs. of Heat-Timer Electronic Weather Actuated Heating Control —Heat- 
Recorder Totalizer —Motorized Valves — Varivalve — Therm-O-Valve — Main 
Line Quick Vent Veive — Smoke Indicator ‘and Alarm — Smoke-Recorder. 
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ite direct, TODAY! 


e- e. vr. bernstrom ivc. 


183 HARTFORD AVE. @ BOX 157 e@ PROVIDENCE 9, RHODE ISLAND 
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RADIATOR 
HANGERS 


—widely used by heating con- 


INFORMATION tractors for the past thirty 





REQUIRED years, for all sizes and all | 

WITH ORDER: makes. | 

’ | 

ary FROM WALL E-Z—Designed for use with | 

2—STYLE “H slim tube - tube - wall - col- | 
22” FROM. WALL umn radiation. Style “‘C’’, for 
3—STYLE “*C” tube and wall radiators. Style 
ks “On 242” FROM “R”’, 114” from wall avithout 


baseboard adjustment. Style 
SLIM TUBE—TUBE ” 
—WALL—COLUMN “HH”, 2% from wall with 











RADIATION baseboard adjustment. 
“on COLUMNS. 
STADIATOR Write for details 





EALY-RUFF COMPANY 4 
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Mr. NUTS’ N BOLTS says... om 
—CUTS 
DOWN 


FATIGUE 





A flick of the wrist, a tap of the hand and 
pipe turns instantly, perfectly. Stream- 
Jined, light weight, works easily in hard 
to get at places—does the work faster. 


See your jobber or write HW. R. BASFORD CO. 
235 15th St., San Francisco 3 Dept. DE11 
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(Continued from bottom of page 227) 
in kitchens in new houses will want built-in kitch- 
ens in their own houses too. This makes the new 
house doubly important to the appliance and 
cabinet makers. 

“In the past the new house builders have felt 
they were not getting proper consideration from 
the kitchen manufacturers, that they were being 
told to take a product designed for the old house 
and like it. 

“Now for the first time many of the best and 
smartest manufacturers are designing new prod- 
ucts especially for the new-house market, mak- 
ing an all-out effort to give the builders what they 
want, and offering to help the builders on all their 
selling problems. 

“That makes it the builders’ turn to meet the 
manufacturers half way and show it is well worth 
their while to focus creative effort on the new 
house market.” 

Among industry manufacturers participating 
in the panel were: C. D. Alderman, vice presi- 
dent, Youngstown Kitchens-Mullins Mfg. Co.; W. 
H. Anderson, assistant general sales manager, 
Frigidaire Division-General Motors Corp.; Robert 
Boian, manager special markets, Hotpoint, Inc.; 
Frank W. Cortright, director, builders’ research, 
Youngstown Kitchens-Mullins Mfg. Co.; Robert 
Criddle, assistant sales manager, Whirlpool Corp.; 
James F. Donnelly, vice president, Servel, Inc.; 
R. E. Gould, assistant chief engineer, Frigidaire 
Division-General Motors Corp.; George P. Hough, 
vice president, A. O. Smith Corp.; H. T. Hulett, 
general manager, Dishwasher & Disposall Dept., 
General Electric Co.; Walter Jeffrey, vice presi- 
dent, Kelvinator Division-American Motors 
Corp.; LeRoy Klein, vice president charge of 
sales, Caloric Appliance Corp.; John C. Martin, 
marketing manager, Future Products Planning 
Dept., Frigidaire Division-General Motors Corp. 


s Also John J. Massimi, manager apt. and builder 
sales, Kelvinator Division-American Motors 
Corp.; J. W. O’Harrow, Jr., vice president charge 
of sales, The Kitchen Maid Corp.; Daniel Quinn, 
vice president, Sales, Heating and Plumbing Divi- 
sion, American Radiator & Standard Sanitary 
Corp.; Ivan H. Ramsey, vice president, Curtis 
Companies, Inc.; C. A. Reinbolt, Jr., vice presi- 
dent, Tracy Kitchens-Edgewater Steel Co.; R. J. 
Sargent, sales mgr., major home appliances, West- 
inghouse Electric Corp.; W. E. Slabaugh, Jr., 
manager contract sales dept., Westinghouse Elec- 
tric Corp.; R. W. Sponholtz, vice president, 
Geneva Modern Kitchens; Chester Stackpole, 
managing director, American Gas Assn.; W. C. 
Theleen, manager special accounts, General Elec- 
tric Co.; R. E. Wasmuth, vice president-market- 
ing, The Kitchen Maid Corp. END 


Domestic ENGINEERING, Novemper 1955 





kitch- 
> new 
and 


e felt 

from 
being 
1ouse 


t and 
prod- 
mak- 
they 
their 


t the 
vorth 
new 


ating 
»resi- 
5 W. 
ager, 
obert 
Inc.; 
arch, 
bert 
orp.; 
Inc.; 
laire 
ugh, 
ilett, 
ept., 
resi- 
otors 
e of 
rtin, 
ning 
orp. 


Ider 
tors 
arge 
linn, 
Jivi- 
tary 
urtis 
resi- 
BS B 
lest- 
Jr., 
hlec- 
lent, 
ole, 
dl 
‘lec- 
ket- 
ND 


1955 


TW 18 hlh= WIDE" AL 


Pneumatic Tanks }- 


Back-up weld 
head seam 



























bet OF a 


Quality 








TX, 


4 
-_ 
— 








or the benefit of wholesalers, Metal Coating Sen ones 


Corporation was the originator of the Jobber 
Distribution Policy . . . a policy designed to en- 
able wholesalers to more economically purchase 
their pneumatic tank requirements. 
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STANDARD PLUMBERS 


GAUGE 
GLASSES 


(McGregor Brand) 


LARGE 
TRADE 
DISCOUNTS 


Send for Prices 


A. W. CHESTERTON CO. 
EVERETT 49, MASS. 


.-HE WOULDN'T INSTALL 
STANDARD STAMPING'S CEILING AIR DIFFUSERS! 


And how can anyone be really comfortable 
without the full dimension heating and air 
conditioning comfort that only Standard Ceiling 
Air Diffusers provide. Five flush and five ex- 
tended models, sized for 6” to 14” ducts. Baked 
on metallic finish. Also dampers, installation 
rings, and accessories. 


+» attach this ad to your letterhead for free literature! 















CHESTERTON 
GAUGE GLASS CUTTER 
SIMPLEST AND THE BEST 
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STANDARD STAMPING & PERFORATING CO. 


3135 W. 49th Place, Chicago 32, Illinois 
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MODERN MATERIALS CO. 


__ NORTHVILLE MICHIGAN 


Wakes Any Fire Door 
A “SAFETY VALVE"! 


INLAND Safety Door Closer 
For Gas and Oil Conversion 
BURNERS 


Used by Thousands of Utility Companies 
and Contractors for Years 


Replace the regular boiler or furnace door 
hinge pins with the Inland Door Closer, file 
down the door catch and you have an extra 
“Safety Valve’’ on the job. Gentle spring 
tension allows door to swing open on slow 
or faulty ignition of burner and then close. 
Wedge holds door open when necessary. It’s 
easy to install with the NEW SPRING 
HOLDER. 

MADE IN 3/16”——1/4”"—5/16”—3 /8” 

DOOR PIN SIZES AND PRICED AT 

$1.15—$1.20—$1.25—$1.30 


See your jobber or write us. Pat. 22,605,097 | 
INLAND MFG. CO. 3120 n. cicero, CHICAGO 51, ILLINOIS | 
Again Available Wesco 


Solid Copper Tube Straps 











Made of solid copper with 
Tit in sizes %4” to 34”. ALL 
other sizes available without 
Tit. 





TIT 


WESCO (Tit) Tube Straps SAVE TIME; 
CUT LABOR COSTS. he quick, easy 
“SNAP-ON” feature leaves hands free to 
line-up and nail, Use WESCO Hangers on 
your next installation. You'll be amazed 
at your INCREASED EFFICIENCY. 

@ Ask Your Jobber for Wesco Hangers 
®& Straps for Copper Tubing. 


WESCO MANUFACTURING CO. 


P. O. BOX 175 WELLSVILLE, OHIO | 
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ma An inadequate héating sys- 

PROBLEM: tem left this glass enclosed 

pool chilly, uncomfortable, and unpopular 
in cool weather. 





... Until 


Della 


“= A compact and attractive 

8s SOLUTION: Delta Oil Fired Unit Heater 

U IT was suspended in each corner, overhead 
HEATERS and out of the way. These units need no 


boiler or chimney — and there are no un- 
were sightly pipes, valves and fittings to mar 











installed! the view. Delta’s powerful heat blankets 
3 the entire area. 

me No matter what the weather 

Send for RESULTS: the pool is now always 


complete new crowded with bathers relaxing in luxuri- 
catalog D ous warmth and comfort. 


This is only one of hundreds of jobs that a Delta 
OIL Unit Heater can do better and more economically. 


DELTA HEATING CORPORATION 










DRILL Smoother 


SAFER & FASTER 


No locking up or jamming, 
drills a clean hole, no rough 
edges to saw out. The con- 
trolled depth of cut require less 
power. Clean, smooth break- 
through even when drilling 
holes at 45 degree angles. 

Ask your favorite Wholesaler 
to stock them for you. 
REPLACEABLE HARD STEEL BLADES 
REPLACEABLE SCREW PILOT 
WILLIAM L. ENGESSER & CO. 
9745 E. Rush St. @ €E!I Monte, Calif. 
P. 0. Box 506 FOrest 8-9424 





Wholesalers and Manufacturers: 


THIS IS YOUR SLOGAN! 


Use it in your advertising and 
stationery. 


Page 184 
tells you 
how to get 
logotypes 
and stick- 
ers. 
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Gordon Sanitary Offers Scholarship 


WAUKEGAN, ILL.—Announcement of the “Gordon 
Foundation Award” for plumbing apprentices was 
made here last month at a meeting attended by over 
100 students, officials of the plumbing industry, as well 
as the mayor and other civic officials. 

The foundation was established by Arthur Gordon, 
consulting sanitary engineer, and president of Gor- 
don Sanitary Systems, Chicago. Under the plan, the 
plumbing apprentice who makes the best grades in 
apprenticeship courses at Waukegan Township High 
School for the school year ending June, 1956 will 
receive $250. Second and third prizes of $150 and $100 
dollars will also be awarded. At the end of the five 
year training period, the plumbing apprentice with 
the best marks will be given an opportunity to attend 
a university under a scholarship in sanitary engineer- 
ing provided by the Gordon foundation. 


Chicken Farm Installs A-C 


At ME LIn1’s VINELAND Farms Hatchery, where 
between 10 and 12 million chicks are hatched each 
year, more little chicks are now living to become 
big chicks as a direct result of a new application 
of modern air conditioning. According to Nello 
Melini, who operates the largest hatchery in the 
state of New Jersey, air conditioning of the hatch- 
ery’s most vital area has substantially reduced 
baby chick mortality. 

Hot summer weather, says Melini, always pro- 
duced a sharp rise in chjck losses both at the 
hatchery and while in transit. The latter, the loss 
of chicks during shipment, annually evoked a 
sizable number of customer complaints. 

“But,” Melini says, “this has perhaps been the 
hottest summer for many years and we have not 
had a single customer complaint stemming from 
excessive chick loss. For the past several years 
I had been considering air conditioning our hold- 
ing room where baby chicks are kept prior to 
shipment but, since there were no hatcheries of 
our size air conditioned in New Jersey, there was 
no data available on what effect it would have 
on the chicks. Nevertheless, this year I made the 
decision and after our experience during the past 
months, I now believe that other hatchery owners 
will be interested in the results we have ob- 
tained.” Results cited by Melini include: (1) 
chick losses from overheating are now at an all 
time low, (2) the percent lost in transportation 
is much less because chicks are found to be much 
stronger when leaving the constant-temperature 
holding room and (3) chicks in cartons can now 
be stacked approximately twice as high as former- 
ly—giving the holding room increased capacity, 
greater facility for cleanliness and better work- 
ing conditions. 

Equipped with a 15-ton packaged air condition- 

(Please turn to top of page 232) 
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KAINER | 
QUALITY 


THE Standard of QUALITY 
for Over 30 Years! 


There's always less selling 
effort needed when you sell 
KAINER—the name that, for 
over 30 yeors, has signified the 
best in heating specialties. New 
Folder on Governors sent upon 
request. 


Ask Your Jobber About 
The KAINER LINE! 


RmImER'& CO. curcace.7, saeewes 


BOILER CLEANER 







c-3 








Contributes fo Cleans All 
Greater Boiler lll. Steam and 
Efficiency Hot Water 
and Life! Systems! 
A) a 
oo ~ > igs 
& A oe “Op <e 4 25 
Aas o? #0 Vo 
®ec u.s.pat.orf 


LABORATORY 
MADISON NEW JERSEY 















SAL RESETS SS 
a im. x 
< BRUSHES “% and SCRAPERS = 
S$ For Cleaning “~}* Tubes and Flues cS 
BN al Soh 
at Mee ee . 
= =) Bf Si 
S 3 BOILERS © FURNACESS: 
“write *° 4 CHIMNEYS S 
3x Today ' a 
Re a WORCESTER BRUSH AND 

= Catalog SCRAPER CO. 

Aa 


Division of 
dé MASON-WORCESTER 
BRUSH CO. 


We SEIS 38 AUSTIN ST. WORCESTER 1, MASS. 


ay ; 


ts: 
f 


TESTING DEVICES 
LEAK. | GUARANTEE 


PROOF GASLINES 


Test your gas line installations with a Beekman 
Gas Proving Pump and Beekman improved Mer- 
cury Column to insure a leak-proof job. Quick, 
simple, and positive check against gas line leaks. 


MUTUAL MANUFACTURING CO. 
Dependable Testing Devices 
45-16 I162ND ST. FLUSHING 58, N. Y. ‘ Oz 
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ARMSTRONG BROS. 


Thread I” and 2” pipe with power! 
This light (26 lb.) compact Portable Power 
Pipe Threader, goes to the job—is operat 
with a % ” portable electric drill. 1 set of High 
Speed Steel Chasers do all sizes—just move 
indicator to 1", 1%", 14%” or 2” marking. 
Clamp on pipe and apply drill to drive square. 
The rest is automatic. pena ag 4 on anti- 
friction bearings with automatic lead, it’s a 
fast, easy way togetsmooth, accurate threads. 


; Write for Catalog. 


ARMSTRONG BROS. TOOL CO. 


*The Tool Holder People” 
5228 W. Armstrong Avenue 






Chicago 30, Illinois 











de ONE 
FILTER 
and. PURIFIER 


a DISCOLORATION 
TASTE 


The Diamond Filter and Purifier actually 
removes objecti I subst and pro- 
vides clear, sparkling palatable fresh 
water. WRITE FOR CATALOG. 


















EB OUTDOOR WATER SERVICE 
. «+ YEAR AROUND! 


WALL or YARD 


HYDRANTS 


J SEND FOR BULLETIN 701 
Order from your Jobber 


STRATAFLO PRODUCTS, INC. 


FORT WAYNE 1, INDIANA 


, NOW America’s Finest Bathtub Protection 


ROTECTUB Coveze 


aves Ways Getter 


... for preventing damage 
after tubs are installed. 
1. PROTECTUB Deluxe 
— The thick corrugated 
box board cover win 
exclusively processed 
water repellent liner. 
2. GUM-A-TUB Economy 
Liner — Pre-cut, pre- 
shaped gummed back 
cover. Applied by wet- 
about cur Now ting with damp cloth. 
r Touch-up st. 3. COATATUB — Low 
i 
eee sne betew Cost Liquid Vinyl Plostic 
. waterline. applied with whitewash 
1f not available at your whotesater, write Dept. DE brush — peels off. Comes 
PROTECTUB INC., 71 Ludiow St., N.Y. 2,.N. ¥. in gallons and drums. 
Wholesalers Price Sheets & Mailing Literature Available 
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(Continued from bottom of page 231) 
er, the hatchery holding room temperature is now 
maintained at 73F to 74F. Previously during the 
summer the room temperature used to reach 95F 
and higher. A big problem that was faced in the 
design of the air conditioning installation was how 
to put conditioned air in on the baby chicks with- 
out creating a draft which would cause a huge 
loss. The problem was solved by using very low 
velocities with anemostate diffusers. Air dis- 
charge velocity from the anemostats is 500 feet 
per minute with a maximum 50 feet per minute 
eighteen inches directly beneath the outlets. With 
this system, chicks can now be stacked in cartons 
within 18 inches of the diffusers. The inclusion 
of a steam coil in the packaged air conditioner 
also provides for the tempering of outside air in 
the winter. Outside air must be circulated in the 
holding room because the baby chicks must have 
the right amount of oxygen at all times. The 
problem of chicken fuzz was overcome through 
the use of a double bank of filters which are 
cleaned daily to prevent any variation of unit 
efficiency. The system was installed by the Cheli 






































“Look, wise guy, we told ’ya yesterday, there’s 
nothing wrong with the heat in here.” 


Company of Vineland, and was designed by S. S. 
Fretz, Inc., Philadelphia, Chrysler Airtemp Dis- 
tributor. 

With a rapidly growing population requiring 
increased food production the poultry supply 
apparently will be adequate—now that a new 
application of modern air conditioning promises 
more eggs for breakfast and drumsticks for 
dinner. END 
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x | THE NEW Badly TANK 
3 the (7 { 
| 95F 
“hon WITH AIR CONTROL 
how mounted for 
yith- : : . 
com 6 gallon operation which gives .8 gallon draw 
» low between 20-40#. Price includes tank, air con- 
dis- trol and prime plug. 
feet 5 
inute —and priced surprisingly low! 
With 
rtons Check these outstanding features: 
usion - 
, ed + Guaranteed for 1 year & Inside galvanized sur- th Welly 
ur in against defects. face coated with new : 
n the 2 Light weight permits plastic finish. 
have mounting on dis- 7 Extra inside joint ring 
The charge line. of zinc coated steel. - 
‘ough 3 Tanks tested at # Heavy bronze weld Contact 
ane on around circumference. your SUPPLIER 

: yor Ic. Longer life and more 
ce 4 Save as much 9 efficient operation. or PUMP 

as 50%. Ideal for installation MANUFACTURER 














s Formed from ZiNCGRIP 15 where space is 
galvanized steel. limited. 


NOW! 


INC. 1000 East 18th St., © Muncie, Indiana 


BRADY AIR CONTROLS, 





THE Complete LINE 


Fittings for Copper Plumbing « Heating 


Air Conditioning « Refrigeration 


Their economy and "efficiency are 
being utilized to excellent advan- 
qtage today in industrial plants, 
schools, hospitals, hotels, airports, 
service stations, public buildings, otc. 


THE IMPERIAL BRASS MFG. co. 
1231 W. Harrison S¢., Chicago, Illinois 


— TUBE BENDER 


write for 
Catalog 47! 


WROT, CAST and DRAINAGE SOLDER FITTINGS 
| FLARED TUBE FITTINGS ¢ VALVES ¢ BALANCING VALVES 


ve 
that will gi 
on jndividua 
or centraliz 
puildings ° 


At better Jobbers everywhere. Write for our new Wrot 
Cotalog or for the Complete Line Catalog No. 51 


KEYSTONE BRASS WORKS « ERIE, PA. 
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It’s going places . . . and 5 F 
re’ YOR: Ge OS our exam moothly Bends Any Pipe or Tubin 
res profits by ordering today y benas y ripe o ubi 9 
oy your Goulds distrib- 34” to 1%” O. D. 
z Watch the other depend- 
YS. S. able Goulds pumps ... the © Just a twist of the 
a. complete’ profit-line. You ist fect, 
coun get more with Goulds! ate Sed ao sl 
ales angle, any angle, U and 
uiring Dept. DE-115 4 offset. Save enough 
supply Goulds Pumps Inc. |’ GOULDS Balanced-Flow JET ; on ONE job to pay 
owe Seneca Falls, N.Y. i ; for your HANDY $90 yew ou 
enioes for Shallow Wells hepiaaegieencaeinmieasin free” teteer 


HOLSCLAW BROS., INC. 
436 N. WILLOW ROAD © EVANSVILLE, INDIANA 


se le 
cs for | GOULDS Water Systems 4 
END 
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SITUATIONS OPEN 





SALES MANAGER WANTED 


by midwestern residential and com- 
mercial steel boiler manufacturer to 
promote, sell and assist jobbers and 
coordinate representatives’ activities. 
Distribution national and to name out- 
lets. Furnish personal, educational and 
experience background and state salary 
expected. Address Key 701-E, “DO- 
MESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


IN CHICAGO SUB- 

urbs. Age 25 to 35 with experience in 
sale and ap )plicatio yn of heating controls 
to develop into national sales manager 
Travel required State qualifications. 
Address Key 708-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 


HEATING ENGINEER WANTED 


Established midwest concern requires 
services of heating engineer capable of 
original design and improvement of 
present line of warm air furnaces, steel 
boilers, oil and gas burners. Specify 
education, experience, age and salary 
expected. Address Key 702-E, “DO- 
MESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


SALES ENGINEER 


SALES ENGINEER TO WORK WITH 

manufacturers’ representative selling 
heating equipment in New York metro- 
politan area. Salary and bonus—must 
be experienced, submit details, excellent 
opportunity Address Key 691-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


PURCHASING AGENT 


For large plumbing and heating firm. 
Must be thoroughly experienced. Salary 
and opportunity good. Confidential. 
Address Key 678-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


SALESMEN CALLING ON THE MAS- 

ter plumbing and heating contractors 
to sell a high grade line of cast brass 
goods, tubular traps, brass and rubber 
specialties. Full time with drawing ac- 
count or side line on commission basis 
Territories open are midwestern states, 
also Maryland, Onhi« Pennsylvania and 
West Virginia Only experienced men 
with established trade need apply. Ad- 
dress Key 663-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois 


Sales engineers or manufacturers’ rep- 
resentatives to represent manufacturer 
of heating and air-conditioning. Op- 
portunity for aggressive hard worker. 
Territories immediately open: Pitts- 
burgh, Des Moines, Omaha, Denver and 


Richmond, Virginia. Address Key 


664-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 
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Light face advertisements, 
heading and address. 









RATES FOR CLASSIFIED ADVERTISEMENTS 
fifteen cents per word, 
For keyed address count seven words. 
Minimum advertisements, $3.00 per insertion. 
face advertisements, $6.00 per inch. Address all advertisements 
to Classified Advertising Department, DOMESTIC ENGINEER- 
ING, 1801 Prairie Ave., Chicago 16, Illinois. All Classified Adver- 
tisements are payable in advance! 
month preceding publication date. 









including 


Rates for bold 


Closing Date; Fifteenth of 

















SITUATIONS OPEN 





REPRESENTATIVES WANTED 





WATER HEATER SUPERVISOR 


Man wanted, experienced in the com- 
plete manufacturing of water heaters. 
Good opportunity and salary. Give full 
particulars and experience. Confidential. 
Address Key 679-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 





REPRESENTATIVES WANTED 





REPRESENTATIVES WANTED GALL- 

ing on piumbing and hardware jop- 
bers. We manutacture a new ftiush 
valve plumbing specialty and buiiders 
hardware item. Both are quality items 
competitively priced. Various territor- 
ies open on commission basis. State 
lines now carried. Men able to intro- 
duce new lines desired. Address Key 
706-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois 


SALES REPRESENTATIVE 
WANTED 

Established Louisiana, Mississippi and 
Arkansas territory. Nationally adver- 
tised, complete line of home water sys- 
tems, softeners, water heaters, cellar 
drainer, and oil and gas furnaces, con- 
version burners and boilers. Sell to 
franchised wholesalers and dealers. Give 
age, experience and personal data. Ad- 
dress Key 709-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 
LAUNDRY TRAY PUMP MANUFACT- 

urer wants representatives. Most ter 
ritories open. Write P.O, Box 232, Fra- 
ser, Michigan. 
TUBULAR BRASS LINE FOR WELL- 

known branded and competitive line 
Reputable firm seeking sales agents in 
Minnesota, North and South Dakota 
Give all information on lines now han- 
died in first letter. Address Key 703-E 
‘DOMESTIC ENGINEERING,” 1801 
Prairie Ave., 


Chicago 16, Illinois 
REPRESENTATIVES WANTED 
in the following territories: northern 
New Jersey, St. Louis area, Texas and 
Oklahoma, Kansas City area, Louisiana, 
Mississippi and Alabama. Ours is a pop- 
ular and well-known line of brass valves 
and faucets. Men with jobber following 
and experience selling plumbing brass 
preferred, but not essential. Address 
Key 693-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 


Illinois. 
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SEEK SALES AGENTS TO HANDLE 

tubular brass line in Virginia and 
District of Columbia. Well-known line 
of reputable firm. Please state, in first 
letter, What lines you are now Carrying. 
Address Key 704-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chica- 
go 16, Illinois. 


REPRESENTATIVES WANTED 


Solder manufacturer, long established, 
wants individual manufacturers’ rep- 
resentatives (who desire additional 
line) making personal calls on plumb- 
ing and/or hardware jobbers all ter- 
ritories except New York, New Jersey 
metropolitan area. Commission basis. 
State full details in first letter, lines, 
territory, etc. Address Key 697-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


NEED SALES AGENTS FOR MAR Y- 

land, Delaware and Philadelphia. Sell 
well-known tubuar brass line of firm 
with reputation. First letter should con- 
tain information on present lines car- 
ried. Address Key 705-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 


MANUFACTURERS’ 
REPRESENTATIVE 


for leading eastern manufacturer of 
nationally advertised line of plug, relief 
and high pressure service valves, meter 
connections, pipe tapping machines, 
etc., to contact any one or all of the 
following: gas utilities, water works, 
plumbing, heating and industrial supply 
houses. Straight commission. Follow- 
ing partially established, protected, ex- 
clusive territories open: southern Cali- 
fornia, Nevada, Arizona, northwest 
Wisconsin, Illinois except Chicago. Re- 
ply to E. S. Boyer, Director of Sales, 
WELSBACH CORPORATION, Kit- 
son Valve Division, Philadelphia 29, 
Pennsylvania. 


A NEW FIRM MANUFACTURING A 

short line of wrought copper sweat 
fittings desires representation; most 
territories available. Please give full 
particulars. Address Key 699-E, “DO 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 236 AND 238 



















































































































































8 s eee oO 6 86 66 9% 
The Keystone to Good Pipe Cutting . “7 
; the world's finest ~ 
e ° 
HELPS WLS LUT aay AREAL most beautiful *. 
YOU CUT STAND-BY =. 
YOUR WAY ASW.) \iste@/ For over lavatory leg and. 
TO PROFITS! 7 E 
1S 5 YEARS! towel bar with the + | 
. | 
*. NEW jeweled ESCUTCHEON! ~ | 
Model RC-25 pc <a | 
ike a keystone holds up an Ce RMI 
arch, the GENUINE “Lok-Flange™ “Risanines::- Viceaeiinel 5 regen | 
f - y é 7 . s ’ 
BARN ES supports many a plumb- styled . . . like a glistening jewel. Here are the world’s 
Ing job. For you can have the pipe, finest, most beautiful legs and bars . . . ‘‘years-ahead”’ 
the unions, the fixtures and all I styling in contemporary motif to give you ‘‘dollars- 
fixings, but, without a BARNES to ahead”’ profits right now! 
cut your pipe to specification, Sie job Not only can you sell more Reed-Cromex legs and bars, 
might wait! So, get a GENUINE and sell them faster . . . you make bigger profits on every 
BARNES, the pipe cutter with the sale. Moreover, Reed-Cromex legs and bars are quick and 
i ; ? ’ to install. a da 
3 thin, sharp, expertly tempered cut- fret died} Ton om a en ah Bah: se 
NDLE ter wheels that cut all wrought, steel ae ; ; ; 
gre and cast iron pi e. It’s the profitable Ask your wholesaler, or send today for all the facts to 
im tine pe. Reed-Cromex Corporation, 492 South Green Rd., Cleve- 
n first way, you know. land 21, Ohio. 
‘rying. 
. BN- 
= Reec/- CromeX 
TED . Jai, | : ~ ORDER FROM ’ Guaranteed Unconditionally 
i BER 
lished, 7 vouoDay LAVATORY LEGS AND TOWEL BARS | 
jitional . are available in the ‘‘Custom-Hex"’ shown here, 
plumb- The BARNES TOOL C0 Inc. e ‘‘Tu-Step’’ Hex, and the ‘‘Round Fluted"’ . . . to 
; ter- "y enable you to provide finest quality and also meet price 
evicted NEW HAVEN, CONN. competition. 
basis. 2 
, lines, 
697-E, 
” 1801 Woot - LET US PUT A f 
aa Ar rend IN Your BonnET ((Q> 
ARY- 
9 Sell ° Brand new, and first time ever! 
+3 a M-W Spot Purpose Heaters, 
oe ane - with Fabulous FABGLAS 
ESTIC CHECK THESE FEATURES Lining! FABGLAS? Why that’s 
= VVERY LOW RATES the M-W special formula aes, 
VCLEAN, COMFORTABLE MODERN fused to steel at white-hot heat! 
VA FAMILY HOTEL COME AS YOU nearer — agen a 
rystal Clear water for the life 
VONE BLOCK FROM STATE ST. of the heater © Withstands the 
f SHOPPING corrosive action of hot water 
» willed VA FEW BLOCKS FROM ALL ENTER- © Durable long, long life © A 10 
’ year warranty. 
S-y-sea V3 MINUTES FROM THE FINANCIAL 
.chines, DISTRICT Yes, the new M-W FABGLAS-lined 
of the VFREE RADIO-TV AND AIR CONDI- | Spot Purpose Heaters, 
works, TIONING AVAILABLE equipped with the famous 
supply ve JUST A FEW _ BLOCKS Electro-Band heating ele- 
Follow- M HOTEL 60¢ OVERNITE ment, are just made to 
fed, ex- VoRIBS FOR THE gasles-coTs make money for you! A | Model Al5-GL 
‘n Cali- natural for Barber Shops— ee 
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REPRESENTATIVES WANTED 


LINES WANTED 


LINES WANTED 





MANUFACTU RERS'’ REPRESENTA- 
tives known to the best trade desired 
for quality plumbing and mill supply 
and industrial specialties now being 
sold to quality trade. Repeat items, 
excellent commissions, exclusive terri- 
tories open. Write full details in confi- 
dence Box DE 1299, 221 West 4lst 
Street, New York City. 
Manufacturers’ representatives wanted. 
All territories open, to handle old estab- 
lished line of competitive sump pumps 
on commission basis, to wholesale 
plumbing and hardware jobbers. Ad- 
dress Key 687-E, “DOMESTIC ENGI- 
NEERING, 1801 Prairie Ave., Chicago 
16, Illinois. 
EXCLUSIVE PROTECTED TERRITO- 
ries open for nationally distributed 
unique washer replacement plumbing 
specialty item packaged for sale to 
plumbing supply houses, hardware dis- 
tributors and retailers. Unique demon- 
stration sells 8 out of 10 on first call. 
Address Key 598-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois 
Manufacturers’ representative to sell 
on commission basis our good competi- 
tive line of plumbers’ brass goods, oil 
burner valves and specialties in the fol- 
lowing territories: 


Eastern Pennsyl- West Virginia 


vania Upper New 
Southern New York State 

Jersey Florida 
Maryland Georgia 
Virginia Connecticut 


Northern New Jersey 
Address Key 639-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 

ALL AREAS OPEN FOR’ ESTAB- 

lished representatives by leading 
manufacturer of electric and gas auto- 
matic water heaters. Complete line de- 
luxe and competitively-priced models. 
Replies confidential. Address Key 656- 
E, “DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois 
MANUFACTURERS’ REPRESENTA- 

tives wanted by leading manufactur- 
er of fiberglas shower doors. Many 
territories open. GREAT LAKES 
SHOWER DOOR COMPANY, 1206 
Cherry Street, Toledo, Ohio. 


WANTED! 
REPRESENTATIVES 


Calling on heating contractors & deal- 
ers selling boilers & baseboard radia- 
tion. 

High quality product and lowest price 
in industry. 

Easy to sell largest housing projects 
and small builders. 

We compete with hot air heat now. 
High commission. 

Long discount. 

Territory protected. 

Write now. List lines and territory 
now covered. 

Address Key 683-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 
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D. H. McDONALD 


1671 California Ave., 
Cincinnati 37, Ohio 
Lines wanted in plumbing, heating and 
air conditioning. Have had many years 
of experience in Cincinnati area with 


jobbers, contractors and engineers. 


JOHN H. NORMAN JR. 


807 South Fredell Circle 
East Point, Georgia 


Georgia-Tennessee, Florida 


SALESMAN, COVERING ONLY NORTH- 

ern New Jersey, seeking additional 
line. Full coverage of this limited area 
and many years experience assures 
sales to well rated accounts among the 
plumbing and heating wholesalers and 
jobbers Will consider stocking your 
product. Address key 698-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Lllinois. 
You can get top notch sales results in 
the metropolitan New York market 
with hard hitting manufacturers’ repre- 
sentative. Well established group are in 
a position to take on one more line of 
quality. We know our market and will 
give you thorough coverage. Address 
Key 666-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 


Illinois. 


R. P. WILEY COMPANY 
616 West 26th 
Kansas City 8, Mo. 
Selling jobbers throughout Iowa, Ne- 
braska, Kansas, Oklahoma and Mis- 
souri. Warehouse service available if 
required. 


MISSISSIPPI, 
ALABAMA AND LOUISIANA 
Manufacturers’ representative with 
many years experience in plumbing and 
heating industry wants competitive lines 
in one or all of the above states, con- 
tacting wholesalers only. Address Key 
695-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Catenge 16, Illinois. 


TOP REPRESENTATIVES 


Covering Illinois, Wisconsin and lowa 
need one or two high volume plumbing 
or heating lines. Address Key 588-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





| 
| 


“SALES ENERGY WILL 
OUTLIVE ATOMIC ENERGY" 


Increase and maintain your sales in a 
competitive market. Aggressive, hard 
hitting representative with a successful 
sales record for 15 years prefers top 
quality lines for excellent following in 
New York, New Jersey and New Eng- 
land. Address Key 685-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
aint 16, Illinois. 


BOSTON 


manufacturers’ representative, with long 
successful experience selling to New 
England plumbing and heating supply 
jobbers, can give personal aggressive 
representation to additional quality line. 
Address Key 592-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., 
Cileege 16, Illinois. 


THE SCHUTZE SALES co. 
1999 North Snelling Ave., 
St. Paul 8, Minn. 
Manufacturers’ Agency Selling 
Important Mid-Northwestern Jobbers 


MANUFACTURERS’ REPRESENTA- 

tive established in the state of Flor- 
ida, calling on all plumbing and heating 
jobbers, desires a few more lines to 
promote. Located at St. Petersburg, 
Florida. Address Key 460-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


COLORADO, 
WYOMING AND UTAH 


Experienced manufacturers’ represent- 
ative calling on plumbing, warm air 
heating and air conditioning jobbers in 
the above states desires additional lines 
to sell. Have record of consistent and 
aggressive representation. Address Key 
654-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


ADDITIONAL LINES WANTED 


by experienced manufacturers’ agency 
covering Texas, north Louisiana and 
Arkansas to plumbing, heating and air 
conditioning jobbers. Warehousing fa- 
cilities available. Address Key 620-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Mlinois. 





A one man operation with 16 years in 
the territory—calling on plumbing and 
hardware jobbers in northern California 
and Nevada needs more lines to sell or 
promote. 

HARRY HIGDON 

P.O. Box 2001, 
Oakland 4, California 








FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 234 AND 238 
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CROWN 


EXPERIENCED POTTERS 
Mfrs. of Quality Ware 





CROWN SANITARY POTTERY, ING. 


772 Division 2 Evansville, Indiana 
L. A. Lundquist, Pres. 


Basement Property Should be... 


NEPTUNE 


SUMP PUMPS 





The NEPTUNE, outstanding for 
its long-lasting performance and 


sentinel on guard against water 
seepage and flood damage. Rug- 
gedly constructed of brass and 
bronz2 throughout, users by the 
tens of thousands have found the 
NEPTUNE more fitting to their 
purse and basement needs. Choice 
of capacities from long famous 
NEPTUNE Line. SEE YOUR 
NEAREST WHOLESALER TO- 
DAY! 


ee 
PUMP MFG. CO. 








Millions of Dollars Worth of 





Specify a NEPTUNE! 
SEE YOUR NEAREST 
WHOLESALER TODAY! 
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SINCE 1901, in thousands of ho- 
tels and restaurants, Filtrine condi- 
tioners have kept water clear of rust, 
tastes, odors. Now, Filtrine offers a 
complete line for every home appli- 
cation. RUST-MASTER to stop rust 
and sediment; TASTE-MASTER to 
banish chlorine and sulphur tastes 
and odors. Small, low-cost, easily in- 
stalled. Renewable elements insure 
lifetime effectiveness, need no tools 
to change. Each unit carries a 5-year 
guarantee. 


Write for catalog 55-TM 
FILTRINE MANUFACTURING COMPANY 


61 Lexington Avenue a Brooklyn 38, N. Y. 
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OZ 
JET-AERATOR 
MEU ESIESRAKS 


The IMPULSE-PAK has a MEL-O-FLO JET AERATOR encased 
in transparent plastic and mounted on a colorful self-selling 
4” x 6” card illustrating the use and installation of each 
model — 6 models available. 










The IMPULSE MERCHANDISER is a sturdy, attractive three- 
color enameled display rack...holds two dozen assorted 
MEL-O-FLO JET-AERATOR IMPULSE-PAKS. 5) ste 


vd sie 


MELARD cerescsccf 432 AUSTIN PL..N.Y.55,N.Y 
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LINES WANTED 


LINES WANTED 


FOR SALE 





VIRGINIA AND CAROLINAS 


Manufacturer’s representative with 18 
years experience in the plumbing and 
heating industry wants competitive 
lines in one or all of the above states, 
contacting the wholesaler only. Address 
Key 696-E, “DOMESTIC ENGINEER- 
ING, 1801 Prairie Ave., Chicago 16, 
Illinois. 


YOUNG AGGRESSIVE AGENT REPRE- 

senting one manufacturer throughout 
New England calling upon wholesale 
plumbing and heating jobbers seeks but 
one additional line. Over five years ex- 
perience, wel received Address key 
700-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Dlinois. 


ENTIRE STATE OF OHIO 
M. M. MATHES & SON 


3494 Lee Road 
Shaker Heights 20, Ohio 


Serving the plumbing wholesaler 


FRANK MORRIS & CO. 
424 S. Cheyenne St., 
Tulsa, Oklahoma 
Kansas, Oklahoma, western Missouri, 


and Arkansas 


MANUFACTURERS’ REP- 
resentative, over twenty-five years’ 
experience, can give you distribution 
through wholesale plumbing and heat- 
ing supply jobbers within 100-mile ra- 
dius of New York metropolitan area, 
New Jersey and Connecticut. Desires 
additional line. Plumbing, heating, gas 
or water supplies. Address Key 558-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Tllinois. 


NORTHERN OHIO AND 
WESTERN PENNSYLVANIA 


Aggressive representative with 10 years 
experience desires top line. Proper at- 
tention and results assured, warehous- 
ing available. Address Key 682-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


CAPABLE 


L. C. FOOTE 
221 Hurlburt Rd., 
Syracuse 3, N. Y. 
Wholesale Trade Only 
New York State 


CONTACT 
LONDON WHOLESALE 
PLUMBING SUPPLIES 


1052 Brydges St., London 
Serving Fast Growing Western Ontario 
A Good Outlet for Your Products 
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M. L. QUEEN 
61 Glenstone Road, 

Dexter, Missouri 
Established with plumbing jobbers in 
the states of Missouri and Arkansas, 
giving prompt coverage to manufact- 
urers represented. 





FOR SALE 


PLUMBING AND HEATING BUSINESS, 

thriving Pennsylvania town. Property 
60 x 220, warehouse and storeroom. Ten 
room house on main highway, fully 
equipped metal shop. Receipts $140,000. 
Established in 1946. Excellent future 
and profitable returns assured. Reason- 
ably priced. Il health reason for sell- 
ing. Address Key 692-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 





FOR SALE. OLD ESTABLISHED 

wholesale plumbing and heating sup- 
ply business in Detroit, Michigan area. 
Doing a large volume of business. Will 
sell the inventory at factory price, and 
equipment at reasonable rate. Very 
gzood for a family with father and sons 
Will need one hundred thousand or one 
hundred twenty-five thousand dollars 
Will offer long term lease on the real 


estate. Reason for selling, retirement. 
Address Key 673-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Tllinois. 


OWNERS RETIRING 


Plumbing, heating wholesale and retail 
sales business with skilled installation 
crew in southeast Ohio city of 45,000 
doing $300,000 annually with 10% before 
tax. May require $150,000. Address key 
690-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


t 


PLU?IBING-HEATING, ESTABLISHED 

1967, small shop, with good gross and 
high net profit. Located in one of the 
very best small towns in entire state 
of Colorado. We have records to prove 
this shop will make enough net profit 
to completely pay out in six months or 
This is a wonderful opportunity 
and could be the very one vou have 
been waiting for Information and 
free pictures mailed, no obligation 
whatsoever on your part C-5752 Con- 
tinental, 804 Grand, Kansas City, Miss- 
ouri 


less, 


Plumbing and heating business show- 
room, garages, apartment above located 
in fast growing New Jersey town. Less 
than a mile from new large home de- 
velopment. Owner retiring, reasonable. 
Address Key 674-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


FOR SALE, BY PRINCIPAL, WHOLE- 

sale electrical plumbing and heating 
supply business, located in Virginia. 
Give complete resume as to experience, 
age and finances in first letter. Address 


Key 714-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 


| 





FOR SALE, WHOLESALE PLUMBING 

supply business in Ohio. Established 
(40) years in same location. Gross sales 
between $300,000 and $400,000 without 
any salesman. Sales can easily be in- 
creased much more in volume. Have de- 
eclared 30% dividend in last'(15) or more 
years, besides taking excellent salary 
and bonus. Would like to sell as going 
eoncern. Would stay with buyer for 
about six months. Just want to quit and 
retire. Buyer must have around $150,000 
in cash. Address Key 707-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


WANTED TO BUY 


WANTED 
PIPE COUPLINGS AND 
THREAD PROTECTORS 


We pay highest prices, turn your ac- 








cumulation of surplus couplings and 
thread protectors into cash! 

You can ship to us by truck or rail— 
freight collect—we will pay all charges. 
Write us for shipping tags and simple 
packing instructions. VALLEY STEEL 
PRODUCTS COMPANY, 124 Sidney 


Street, St. Louis, Missouri. 


SHEET METAL PLANT 


Want complete operation on manufac- 
turing level to fabricate metal pipe and 
fittings for hot air and air conditioning. 
Address Key 680-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


PLUMBING GOODS MANUFACTURER 

with additional warehouse facilities 
desires to purchase and distribute with 
own sales force, plumbing materials on 
east coast. tailroad and trucking fa- 
cilities at warehouse excellent. Ad- 


dress Key 686-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 


16, Illinois. 


WATER HEATER 


Manufacturing plant and _ operation 
wanted. Give complete information. Ad- 
dress Key 677-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 


16, Illinois. 





LINES TO HANDLE 





SALESMEN WANTED TO REPRESENT 
popular, nationally-kKnown line of 
medicine cabinets. Commission basis 
Several territories open. Excellent op- 
portunity. Write Cabinet Division, 
HAMILTON GLASS COMPANY, 2750 
West Grand Avenue, Chicago 12, Tlli- 
nois 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 234 AND 236 











Domestic ENGINEERING, NOVEMBER 1955 





3ING 
shed 
sales 
hout 
e in- 
e de- 
nore 
ulary 
oing 

for 
and 
0,000 
IES- 


ve., 


If it weren’t for brand names 
You’d have to be an engineer 
to know which T'V set to buy 


The most complicated piece of 
equipment in the American home 
is a television set. 


Yet you’re not afraid to go out 
and buy one without even ‘‘look- 
ing under the hood.” 


What makes you so sure of 
yourself? In fact—how can you 
buy so many things you know so 
little about, without worrying? 


Isn’t it because you’ve learned 
the secret of sound buying? 


Domestic ENGINEERING, NovEMBER 1955 


A good brand 
is your best guarantee. 


No matter what kind of a product 
you’re buying, you know you’re 
right when you buy a good brand. 
You know the manufacturer will 
stand behind it because his repu- 
tation is at stake. You can depend 
on a good brand. 

The more good brands you 


know, the fewer buying mistakes 
you'll make. Get acquainted with 


the good brands in these pages 
and get more value for your shop- 
ping money. 


BRAND NAMES FOUNDATION 
Incorporated 

A Non-Profit Educational Foundation 

437 Fifth Ave., New York 16, N. Y 


| A GOOD BRAND 
IS YOUR BEST GUARANTEE 








The ABC symbol represents the advertiser's highest stand- 
ard of circulation value. It means that we are pledged to 
keep true and correct circulation records and report our 


circulation in accordance with known and accepted rules. 


We are proud to be numbered among the publications 
which provide ABC audit reports as factual measures of 


advertising value. 


That's why Domestic Engineering magazine joins 3670 
advertisers, advertising agencies and other publishers this 
month in showing our colors . . . ABC is symbolic of the 
advertiser's highest standard of circulation value. 


“truth is stronger 
than fiction” 





Advertisers and advertising agencies have learned through 
experience to give attention and confidence to publications 
like Domestic Engineering magazine for they know they can 


depend upon ABC-audited circulation facts. 


The investments advertisers make to reach readers of 
Domestic Engineering magazine help us to bring our sub- 
scribers the magazine they want. The confidence advertisers 
have in Domestic Engineering and their reliance upon our 
ABC Report brings us much of the income needed to improve 


constantly our editorial service to our readers. They look to 





our ABC Reports for an accurate, audited count of paid 
subscriptions that reward Domestic Engineering's editorial 


leadership and initiative. 


DOMESTIC ENGINEERING 
MAGAZINE 


A.B.C. REPORTS—FACTS AS A BASIC MEASURE OF ADVERTISING VALUE 
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PERMANENT 
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DRI-TANK 1953 














PERMANENT —because it is cast in one piece of 100 percent 
Vitreous China, with a dead air space between the double walls to 
eliminate condensation completely. No drip pans—no jackets— 

no inner liners—no messy floors to mop! Just complete SANITATION 
without costly repairs. 


DRI-TANK is an exclusive Chicago Pottery Design—there is no 
other product like it. With DRI-TANK you have an added selling feature 


to offer to every modern home. 


Available in white or beautiful pastel shades to match our 
other bathroom fixtures. 


Sold only through our distributors. For information about this 
money-making “SURE-SELLER’”’—write 


CHICAGO POTTERY COMPANY 3 Established 1911 


1920 CLYBOURN AVENUE « CHICAGO 14, ILLINOIS 
Lavatories + Closets » Pressed Steel Tubs « Kitchen Sinks 
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Know your 
installation 
is safe 


Insist on CADWELL Relief Valves 


Don’t settle for less than proven protec- 
tion. 





It’s yours with Cadwell relief valves. 
For years we have produced the best 
relief valves that can be built. Some of 
our models may cost a little more, but 
we feel it’s foolish to save pennies where 
safety and your reputation are con- 
cerned. To be sure of your installation, 
insist on Cadwell Relief Valves. Write 
today for catalog. 


ESTABLISHED 1894 
THE BEATON & 


CADWELL 


MANUFACTURING CO. 


NEW BRITAIN, CONN 


FOR 


WATER 
HEATERS 


CADWELL NO. 25 


Self-Closing temperature and 
pressure relief. Easy inspection 
and cleaning without upsetting 
temperature and pressure set- 
ting. With or without test de- 
vice and extension bulb. 850, 
000 BTU capacity. A.G.A. 
listed. 


CADWELL NO. N-105 TL 


Self-closing temperature and 
pressure relief. With or without 
test lever. 400,000 BTU ca- 
pacity. A.G.A. listed. 


FOR 
HEATING 
& WATER 
SYSTEMS 


CADWELL NO. 50 


Pressure Reducing Valve con- 
trols amount of pressure re- 
leased. Settings from 3 to 100 
Ibs. For low initial pressure 
systems as in radicnt and con- 
vection heating. 
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CADWELL NO. 75 


Adjustable 25 to 175 Ib. pres- 
sure relief, with or without fu- 
ig plug for temperature re- 
ef. 


CADWELL NO. 250 


A.S.M.E. Rated Pressure Relief 
Valve. Releases over-pressure. 
Discharges water pressure or 
steam exceeding valve setting. 
Gives large capacity relief. 
Prevents “runaway-boiler’. 
Available 30, 60, 90, 125 Ib. 
settings. 


POPPET 
PRESSURE 


RELIEF 


CADWELL NO. 105 
Pressure relief with or without 
fusible plug for temperature 
relief, test lever and extension 
tube. 


Perfection 


Floor and Ceiling Plates. All 
types and sizes to give a neat 
and finished appearance to all 
piping jobs. 
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